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CHECK THESE PRICES! 


Our NU-SERIES Screw Driver line is now being stocked by more 
dealers than ever before. The reason is obvious when you compare 
NU-SERIES quality and prices with any other brands on the market. 


CHECK THESE PRICES! SEE FOR YOURSELF WHY MORE DEALERS ARE 
ORDERING IRWIN NU-SERIES SCREW DRIVERS. 


DEALER'S PRICES - - 33 1/3°% FROM LIST 


shoei SERIES —Large handle — smooth 
satin black lacquer finis'! i] —_— blade. 
Made in all popular sizes, including the Stubby. 


4''—-$2.20 List - - - 6''—$2.80 List 


"3000" SERIES—Full pollshed Phillips 
joint blade—full grip handle with smooth black 
aoauet finish. Three point sizes Including the 
tubby. 


3''—$3.50 List - - - 6"—$4.80 List 
*300-C"' SERIES — thin-blade type, full 


olished for electrical and radio work. Com- 
ortable black finish handle. 


4''—$2.00 List - - - 6''—$2.20 List 


* 0" SERIES —Orop forged and full 
polished blade. Perfect grip handle with hard- 
wood inserts, sizes 4"°—6"—8" and 10". Also 
5" square blade with wheelabrated finish. 


4°'—$5.90 List - - - 6"'—-$6.90 List 


"400" SERIES—tewinold amber plastic— 
unbreakable—shock-proof. Full pollshed biades. 
All good sizes. Also furnished in thin-blade 
and Stubby. 

4°'—$5.60 List - - - 6'°—$7.50 List 


"200" SERIES— ped lacquer finish with 
natural wood flutes. Blades bright tumble finish. 
A real competitive driver. 


4"'—$1.80 List - - - 6°'—$2.40 List 





500 SERIES — trwinite green transparent lastic — 
MOLDED TO FIT THE HAND—Exclusive with Irwin. It is 
new and different from other plastic handle drivers. Fur- 
nished in 3"—4"—5" and 6" sizes. Also available in the 
thin-blade models. 


4''——-$5.40 List - - - = 6''=—-$7.20 List 
ALL PRICES ABOVE ARE LIST PER DOZEN — OTHER SIZES PRICED ACCORDINGLY 


ORDER FROM YOUR JOBBER NOW! 


400" "200" THE IRWIN AUGER BIT COMPANY, Wilmington, Ohio 500° 
SERIES SERIES SERIES 


*300-C" 


SERIES 
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GUARANTEED 
USE IN ANYTHING 


FOSS: “SET 
OOSTE 


FOSS-SET 
NYLON 


WOOSTER [ie:1 BRUSHES 
USE IN ANYTHING 
THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS'7 SINCE igs! OCTOBE 


Hardware Age, 
Office at Philad 
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These are the Display Pieces 


Attention-getting window and counter dis- 
plays in color. Actual door closer fits into 
the display. Free. 






























How To pur OLM MKS 1 EverY 


DOORWAY IN YOUR NEIGHBORHOOD 





















These are the 


LIM PUES 


Yate’s new Compact Door Closer—the world's most 








These are the 


Mailing Pieces 
Special folders for ar- 
chitects, contractors 
and building owners; 
beautiful door closer. More beauty, smaller size, miniature selling fold- 
er for general distribu- 


smoother action, same price. , 
tion. Free. 





And this is the 
start of the National Advertising 


First of a series on Compact Door Closer in 
SATURDAY EVENING Post. Also — special 
ads in magazines read by architects, con- 
tractors and building Owners. 


Write for free displays, decals, folders. Ask your 
distributor about stocking up on the world’s 
most beautiful door closer. 


The name Yale 
helfis make the sale 






THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD, CONNECTICUT, U. S. A. 


OCTOBER 23, 1947 : 


Hardware Age, published every other Thursday by Chilton Co. (Inc. ), Chestnut and 56th Sts., Philadelphia 39, Pa. Entered as setond-class matter March 24, 1933, at the Post 
Office at Philadelphia under the Act of March 5, 1879 (Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 160, No. 9. 














SA ESP ARI cr Rast am 


T'S quite simple when there is built-in stamina 
and strength in the hardware capable of han- 
dling the heaviest of sliding doors without strain. 


Here is a hanger ruggedly constructed with a 

heavy embossed hood to give added strength. 
Steel roller bearings account for the swift friction-free glide of the hanger 
wheels on the specially designed rail. 


Natienal “BIG 4” and Braced Rail 


* a a“ 
are a veteran team performing a ‘strong man act 


for years wherever a particular job calls for heavy 
duty: hardware. 


In the interest of serving your trade with a depend- 
able hanger and rail combination that has earned 
a popula: demand, may we suggest that you order 
your supply of the “Big 4” and Braced Rail now! 
They are available while 
the limited supply of this 
popular hardware lasts. 


os et bh yo 1 I \ 
“a % % 
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Braced Rail 


~ The “Big 4” Hanger 


NATIONAL MANUFACTURING CO, ‘TINS 
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A heavy Steel lock 


ata moderate Price! 


Mi 


its 
€s to march 
©Usands across the 
rica’s independent hardware 
merchants. And why not! 


om 
posta wa ek pat 


warded securj 

aster laminated case, heavily riveted, 
™ rustproofed. Individually Packaged, 
Padlocks in g colorful 


display carton. 
Ask your jobber! 


BUILT LiKE ‘&) BANK VAULT DOOR 
’ 


Make sales faster with 


Master Padlocks 


EVERY ONE AN 
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OUTSTANDING VALU 


i is. © Worlde 
Master Jock Company, Milwaukee. Wis. 
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A um 
to an Ideal 


MPIRE LEVELS are accorded their world- 
wide fame for dependavle performance 

and accuracy because their production is based 
upon an Ideal. This ideal is as basically simple, 
undeviating, and sharply defined as the inspir- 


o> 
ing lines of the familiar Washington Monument. 


x** 


MPIRE’S Ideal embraces strict adherence to 

the principles of quality production, and a 
firm standard of service to our wholesalers, re- 
tailers, and craftsmen, wherever the finest in 
levels is demanded. 


xk 


T IS this Ideal, continually practiced through- 
out Empire’s twenty-nine years of service 
that aids today in maintaining your customers’ 
loyalty and good will. It will continue to build 
and expand confidence in the great and imme- 
diate era of expansion and growth that lies 
ahead for American industry and enterprise. 


Empire Leve. Merc. Co. 
MILWAUKEE 4, WISCONSIN 


oT et RN a 


The above illustration first appeared in 1922. We have reproduced it each year since, as a 
reminder to you of the Idéal inspiring Empire's best efforts in manufacturing and service. 
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mM Ej W. / Plombs 
~sm, 1000-U8E 


BY mA LLL 


with the 


Miracle Plastic... WOPLAFLEX ! 





READ BY MORE THA 


OCTOBER 1947 . 2 : 


Why do all these Manufacturers of Hardware, Building Supplies and 
Appliances advertise in the October Better Homes g, Gardens? 


building supply and appliance manufac- 
ating “A Spreading 
That Take to 

“Garden Rooms to Prolong Summer.” 


, BH&G creates cover-to-cover 
read odvertisers’ products. All read- 
ing material i heme — i 


better homes: H October issve 

Mirro Pressure Cooker Sherwin-Williams 
Sonneborn 
Textolite 


Research Air Filter 

Surf Seasonaire Portable 
Heater 

Thermo-iet Portable Hot 
Water Heater 

Vornado Twin-Aire Portable 
Heoter 

Warm Morning MMeaters 


INSULATION 
Chamberlin Weatherstripping 


Moyted Home Appliances 
Monarch Gas Range 
Motorola Radio 

Norge Home Appliances 
Philco Refrigerator 
Brunswick Radio Premier Yaouu™ Cleaner 
cP Gos Ranges Presteline Gas Range 
Coolerator Proctor Toaster 

Crosley Home Appliances Royal Vacuum Cleaner 


APPLIANCES 
Admiral Radio 
Apex Washer 
Arvin iron 


Bendix W asher pISCELLANEOUS 


Alsco Combination Storm- 


Deepfreeze Home Freezer Servel Refrigerator 
Dexter Washer 
Easy Washer 
Electromaster Elec. Range 

nm Vacuum Cleaner 

ic Dishwasher 

General Electric Disposal! 
Genero! Electric Home 


Hoover Iron 

Hoover Vacuum Cleaner 

Hotpoint Appliances 

Kaiser Dishwasher 

p-Monarch Appliances 

Lindemann & Hoverson 
Elec. Range 

Magic Chef Gas Range 

Magnavox Radio 

Majestic Incinerator 


pieces 


aster 
Universal Gos Range 
Universal Appliances 
Voss Washer 
Westclox Timepieces 
Zenith Radio 
FLOOR COVERINGS 
Armstrong Linoleum 
Nairn Linoleum 
Tile-Tex As alt Tile 


HEATING & PLUMBING 
Arvin Portable Heoter 
Church Toilet Seats 
Dust-Stop Air Filter 
Electromode Portable Heater 


Cotten Insulation Association 


Presstite Caulking 
pn 


KITCHENS 

American Central 

Crosley 

Guiberson 

St. Charles 

Trocy 

Youngstown" Kitchens by 
Mullins 


KITCHENWARE 
Edlund Can Opener 


Enameled Utensil mfor- 
Council 


ouTDOOR 

Amepco Gorden Hose 

Bolen Trailer 

Grill King Outdoor Fireplace 
Sensation Lawn M 

Sine Fire Gun 

Seymour Smith Garden Tools 
Toro Lawn Mowers 


PAINT 
Cuprinol 
Dutch Boy 
Glidden 
Kyanize 
Luminall 
Minwox 
Murphy 
Rocktite 
Sopolin 


CIRCULATIO 
N OVER 3,000 
’ ,000 


Mths Hat Soe Magar 


Invizible 

Johnson's Waxes 

Kimtrim Metal Mouldings 

Knope & Vogt Closet 
K-Veniences 

_Owens-Ford Glass 

Orange Combination Storm- 
Screen Window 

Pittsburgh Plate Glass 

Pyrene Fire Extinguisher 

QuickAid Fire Extinguisher 


Smooth-On 
Slat-O-Mat 
Cleoner 
Stanley Trim Hardwore 
Thermoseo! Combination 
Storm-Screen Window 
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A REAL CONVENIENCE 
2 
‘we = 


Quick 
CONNECTOR 


For the first time—a 
complete garden hose 


equipment department 
FROM ONE SOURCE 


GARDEN HOSE EQUIPMENT - 
QUICK CONNECTORS - 


OCTOBER 23, 1947 


Green 


. » FOR 


Geen Spot 


GARDEN HOSE 
EQUIPMENT 


> 


it] Biz C " rahe . - TITY reine : 
“Nite Wl 


LAE SS 


IN ONE DISPLAY a complete garden hose equipment department. Note sturdy, green-and- 
yellow packages (metal-edged, quickly identified) . . . attractive display cards... “Silent 
Salesman” displays. Also product tags and inserts that create related sales. 


Here, for the first time, is everything in 
garden hose equipment . . . in one colorful 
display . . . from one source of supply. 
Scovill’s coordinated merchandising pro- 
gram enables your dealer to set up a com- 
plete garden hose equipment department! 


No matter how much or little space a 
dealer has, he can put this program to work. 
This self-selling ‘‘Green Spot’’ product dis- 


play takes up no more room than is nor- 
mally allotted to garden hose equipment. 


This is a /ong-range Scovill merchandising 
program. You can count on more and bigger 
sales blossoming each “Spring. Get your 
dealer acquainted with ‘‘Green Spot’’—the 
line that lets no grass grow under its feet. 
SCOVILL MANUFACTURING COMPANY, 
36 Mill Street, Waterbury 91, Conn. 


KEEPS THAT SPOT G 


SPRINKLERS - 
COUPLINGS - HOSE MENDERS 


a, ee a oe ae 
ee 


ee ee, ne Ge ee 


NIPPLES - GOOSE NECKS 








REAL HARDWAR 
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You must have a balanced These seven boards display Individual boards may be 
wrench department with a 115 basic wrenches that make selected and combined in 
good selection to make your a dealer's wrench service com- different combinations to fit 

customers think of your store plete for farm trade, house- customer needs of any par- i= 
as the place to go for good holders, hobbyists, porege ticular trade or neighbor- 
wrenches. = industrial mechanics. hood. Boards can also be 

ey were scientifically se- ‘ A 

lected from more than 1200 arranged rtd ee for 

ents Wine. store display requirements. Co 
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THE BILLINGS & SPENCER CO., HARTFORD 1, CONNECTICUT, U.S. A. 
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> fit 
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HAVE WRENCH DEPTS. ! 
























WD-169 


A balanced wrench department 
for limited trade. Contains: 
Engineers’ Wrench Board E-52 

15° Box Wrench Board B-42 
1," Socket Board S-75 
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A balanced wrench department 
for average trade. Contains: 


Engineers’ Wrench Board E-52 
15° Box Wrench Board B-42 / 
14” Socket Board S-75 y 
Combination Wrench Board C-37 
45° Box Wrench Board B-40 / 

/ 






















WD-318 


A balanced wrench department 
for a complete wrench service. 
Contains: 


Engineers’ Wrench Board E-52 
Combination Wrench Board C-37 
45° Box Wrench Board B-40 
15° Box Wrench Board B-42 

34" Socket Board C-48 
Vy” Socket Board S-75 
3%," Socket Board H-24 
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Her 
add 
for | 
too, 
LOOK 
New | 
Lighte 
Full 1 
Fixed 
(ig Yr ib Shear: 
New Ff 
Plus A 
tip over when manipulating the hose to change it talked. 
from one position to another. It eliminates the an- 
Here is a lawn sprinkler that is bound to move noyance of wet yomme and sidewatks, and its posi- Lf 
és 7 . tion is changed without turning off the water. It 
quickly when your prospects see it on display. : iis Lower | 
will operate on moderate inclines as well as on the 
The STREAMLINE Lawn Sprinkler is manufactured by Sova. Higher 
the Mueller Brass Co.—one of the largest brass and Denver 
copper mills in the Country. The Mueller Brass Co.’ The STREAMLINE Lawn Sprinkler is handsome in One P. 
trademark, STREAMLINE, under which this sprinkler appearance, and sturdily constructed of non-rust- (Newl 
is sold, is internationally famous as the mark of able materials. There are no threaded parts to be- ing thr 
high quality, time-tested products. come loosened. It is tested, adjusted and inspected Strong | 
This sprinkler saturates in SQUARES instead of before shipping, and no further attention is neces- for 194: 
circles. It has a range of from 3 to 24 ft. on the sary. The sprinkler is ready for use when removed ey ne 
side, and operates from 4 Ibs. of water pressure up. from the carton—neither dealer or user has any ae 
It sprinkles right up to its own base, and the square assembling, tightening or adjusting to do. pe : 
sprinkled is parallel to its base. STREAMLINE Lawn Sprinklers are sold through your 5a 


Owing to its construction, it is almost impossible to jobber. 


Mueller Brass Co. products are advertised ) a 2 = A ne L | | E 


in many national publications. They are well PIPE AND FITTINGS DIVISION 


known throughout the nation as quality M U E L L E e 4 4 7-% Ss Ss Cc @) 
‘*« 


products. 
PORT HURON,MICHIGAN 
® 2397 
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ES 
- Ae PROFIT 


with CLEMSON MODEL F/ 
| LAWN MACHINE for 1948 


Here’s what you wanted — 1947’s outstanding lawn machine, with 
added improvements plus lower retail price plus higher dollar mark-up 
for both jobber and dealer! Clemson has stepped up production 

too, so that those who order early can be assured of full delivery. 


LOOK AT THESE GRASS-CUTTING FEATURES! 


%. New Height Adjustment—simpler, stronger, positive. 
Lighter Weight—only 33 pounds complete in carton. 
Full 17-inch cut. 


Fixed Bed Knife—for unequalled rigidity. 
Shears Bracket—carries clippers right on handle. 
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PER SALE 














New Reel Bearings—wear taken up automatically. 


Plus All Features that made Super D-17 the most 
2 talked-of mower on the market in 1947. 


i LOOK AT THESE PROFIT FEATURES! 


Lower Price—Retails for $29.95 ($31.95 Denver West) 


Higher mark-up — resale to dealers $20.00 ($21.00 
Denver West). 
in One Package—Every E-17 Machine and Handle 
yst- (Newly Designed) contained in one complete strik- 
be- ing three-color metal edge box, ideal for display 
ted Strong Support—Clemson Lawn Machine advertising 
es- for 1948 will be bigger than ever before—will include 
— local newspaper advertising, national magazine advertising, and 
nce full complement of dealer helps. 
Rigid Trade Policy—As in the past, Clemson Lawn Machines are 
sold only through recognized distributors. 
our 








NOW IS YOUR CHANCE to guarantee yourself 
a new high in lawn machine profits for 1948. 


CLUENSIN WAS. 


Witte AO a, \ 






Manufacturers of world-famous STAR Hack Saw 
® as07 Blades, Frames, and metal-cutting Band Saw Blades. 
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Next time you need rubber or friction tape, ask for 
ANTHER or DRAGON. See for yourself how easily 
they work and how well they adhere — how “right” they are 
for better, safer splices. See for yourself why more and more tape 
users demand PANTHER or DRAGON Friction 

and Rubber Tapes for every.taping need. 

These tapes are made by a company in the electrical 

¥ ‘~ <r insulation business nearly 70 years, and pass ASTM and 
ay federal specifications with a wide margin of safety. 
Sold only through recognized wholesalers. 

Hazard Insulated Wire Works, Division of 


The Okonite Company, Wilkes-Barre, Pennsylvania. 
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CYCLO! 


Waukegan, 
United § 


UNITI 















1G} To maintain lawn order 






Brees “Red Tag” Lawn Fence is a nat- i 
ural—and it’s the fastest-selling lawn 


fence on the market. 



















Give it prominent display, and be set to \ u , 
ca * cash in on the power of the familiar “Red 

© Tag” trade-mark —on Cyclone’s national AY 

reputation for outstanding quality and for 

- customer satisfaction. ~ 











& So place your order now for plenty of this 
©) good-looking, long-lasting fence, together 
"with Cyclone Flower Bed Border and Trellis. 
Best of all, keep orders placed to cover your ‘A 
reasonable needs on all U-S-S Cyclone Hard- 
ware Products. Some are still in short supply, Sth 

but your jobber will see that you get your full $ 4 
share. & 
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, ask for CYCLONE FENCE DIVISION 3 fo 
. e (AMERICAN STEEL & WIRE COMPANY) : j , N ie j é 
Ow easily i Waukegan, Illinois - Branches in Principal Cities 
f United States Steel Export Company, New York eo 
h “ a wha, a 
they are » UNITED STATES STEEL _’ y vay | Ky 
nore tape 3 Wi 
| Friction % 
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HARDWARE CLOTH AND 
WIRE SCREEN CLOTH 
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yNNING WATER 


WANT IT! 
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BUYER ACCEPTANCE 


FOR NEW HIGHS IN ( CUSTOMER SATISFACTION 


— MANUFACTURING Co. has engi- 
neered and built nearly a million water 
pumps for farm, suburban, and heavy-duty 
construction uses. The Barnes name, for more 
than half a century, has meant good service and 
exceptional satisfaction to every user of Barnes 
pumps. Barnes likewise is a noted manufac- 
turer of high-quality kitchen, bathroom, and 
laundry faucets. ‘These precision-made prod- 
ucts, ultra-modern in design, bring a sparkling 
note of fine living to thousands of homes. 


With 52 years of “know-how” in pump 
design, engineering, and precision manufac- 
turing — with unexcelled research — with 
modern, up-to-the-minute factory facilities oc- 
cupying 160,000 square feet of space, Barnes 
now brings you this amazingly new line of 
Self-Priming, Jet Water Systems — fully tested 
in both laboratory and field service. 


Barnes: offers dealers: 
1. Definite and exclusive Points of Sales 
Superiority. 
2. A Water System priced right — priced 


competitively and giving the dealer 
greater opportunities for net profit! 


DEALER PROFITS 


3. A line of Water Systems backed by a 
helpful policy of service training and 
sales assistance! 


4. A line supporting the Dealer with com- 
plete and power-packed merchandising 
helps! 


If you are really hot after your share of the 
100 million dollar water system market — if 
you want a water system that you can really 
merchandise — if you want to work with a 
manufacturer who will really work with you 
—then we say with all sincerity — “Get the 
Details on the Barnes Dealer Franchise.” It’s 
the hottest thing in water system profits today! 


BARNES MANUFACTURING CO. 


MANSFIELD, OHIO 


Fs i - ae 





MAIL THIS COUPON TODAY! 


BARNES MANUFACTURING CO., Mansfield, Ohio. 615 

Please mail me full details on the Dealership for the new 
profit-increasing line of Barnes Self-Priming Jet Water Sys- 
tems and the possibility of my taking on the Streamluxe Line 
of Fixtures and Portable Pumps. 


Company Name 


Individual 
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- QUALITY that. ~\ 
can be 


accepted with 
CONFIDENCE 


ain photo taken at the H & A mill 


shows a huge machine pouring forth a dozen 
streams of ‘sliver’ ready to be spun into rope 
yarn. The experienced operator in charge keeps 
constant watch to make sure that each loosely 
coiled ribbon of prepared fibre runs true to speci- 
fication in weight and blend. 


THE HOOVEN & ALLISON COMPANY 


"Spinners of Fine Cordage Since 1869” 


XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. ©® OMAHA, NEB, ¢ 


MINNEAPOLIS, MINN. 


Machines can efficiently apply power — but 


men alone possess judgment and responsibility. 


@in 
| 


Similar precautions at each progressive step in the 
manufacture of H & A rope assure the quality of 
the final product. The confident acceptance which 
H & A brands receive in all markets, accurately 
reflects the long-time accumulation of expert skills 


acquired by responsible H & A cordage makers. 
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H & A “Blue Heart’’ Pure Manila has for many years received top ranking 
among leading grades of rope. Other H & A products include Transmission 
Rope, Drilling Cable, Lariat Rope, Yacht Rope, Fisherman's Rope, Jute and 
Hemp Twines, Hard Fibre Twines, Lath Yarn, Twisted and Braided Jute Packing, 


Tarred Marlines, Plumbers and Marine Oakum. 
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DIETZ No. 2 D-LITE (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 


DIETZ “MONARCH” (Hot Blast) 


SPECIFICATIONS 





DIETZ LANTERNS 
THE STANDARD 
OF THE WORLD! 


Since 1840 — for well over a cen- 
tury, DIETZ LANTERNS have main- 
tained an unmatched leadership in 
design and performance. Ever 
sensitive to changing times, ever 
alert to improvement, DIETZ has 
always kept step with the times. 

Among the notable features of 
the post-war Streamline series are 
the broad non-tip base, improved 
top, all parts are curved to spill off 
wind and rain. Now supplied cold- 
rolled coated steel, finished in 
gray enamel. 

Control of flame permits a 
choice of abundant portable light 
or a low controlled glow. 

Greatest economy of fuel con- 
sumption with undiminished light 
—proven efficiency prevents fail- 
ure in operation. DIETZ LANTERNS 
burn dry to the last drop, without 
interruption. 

The rigid distribution policy 
protects jobbers and dealers. 

R.E. DIETZ COMPANY 


| EST. NEW YORK 


LITTLE 
WIZARD 


FITZALL 


SELL GENUINE DIETZ GLOBES 


The name DIETZ is blown in the glass — 
accept no substitute. Perfect fit for per- 
fect light—perfect quality for long service. 


Packaged in 1 dozen and 3 dozen. 








DIETZ “BLIZZARD” (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 
ET ae ee ene et ae . 14% inche 


DIETZ “LITTLE WIZARD” (Cold Ble” 


with rising cone burner 
SPECIFICATIONS 
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OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE, NO PRIVATE se 
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EXTRA growing power! 
EXTRA profits for you! ... 





FEEDS plants 3 ways 


Here is the kind of plant food your 
customers are looking for! Armour 
Velvetgreen is a great new development 
based on Armour’s more than fifty years’ 
experience in making quality plant 
foods. Velvetgreen is a richer, better 
" (Cold Blast) balanced plant food; the formula is 
ne burner A recognized by leading nurserymen as 
TIONS best for growing plants. Velvetgreen 
| feeds plants three ways: (1) develops 
better root systems; (2) builds sturdier 
stalks, leaves; (3) makes finer flowers, 
fruit and vegetables. 


..Fitzall Loe-Nal 
alf Dow 
7 people WANT Velvetgreen 


People are getting more lawn-and-gar- 
den conscious. The home plant food 


2 market is tremendous, and Velvetgreen 

. ant Q0 offers you a,better way to sell more 
: plant food and earn greater profits. 
Vj — Take advantage of this great pre-sold 


ARMOUR FERTILIZER 1 market. Order Velvetgreen at once from 
Gaweear onrreny AM * " ve, your wholesaler and be ready for the 
om , biggest plant food selling season ever! 





TO DISTRIBUTORS 


A strong distributor network is now 
being set up. Full cooperation and profit 
possibilities assured for legitimate 
wholesalers. Use coupon below for fur- 
ther information. ; 


SRABBBBSBBBSBBBBBBBBBSERERER ERR EEE EEE ES 


ARD” (Cold Ble” 


yne burner 
ATIONS 


ARMOUR FERTILIZER WORKS 
P. O. Box 1685, Atlanta, Ga. 


Please send me further information about Velvetgreen. 


lama distributor; retailer (check one) 


POWERFUL ADVERTISING... 


ih Velvetgreen will be inten- 
» sively advertised to your 
customers next Spring in 


leading Sunday newspapers, 
many insertions in full color. 
This powerful “localized” 
advertising will reach your 
customers, where it will sell 
the most Velvetgreen for you. 





Name 


Address 








City State 
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QUALITY FEATURES 


LIKE THESE HELP YOU SELL SHIRLEY 


Shirley's wide tumbler deck provides 4 
convenient, safe ledge for setting glasses, 
bottles or small dishes out of the way of 
other dishes on the drainboard. AND, 
there’s plenty of dish room inside these 
big, porcelain sink bowls — yet lots of 
room to work. 

The fact that all Shirley sinks and cabi- 
nets come to you “in a package” makes 
the whole line easy to handle. 





@ You can see what it takes to win a woman’s heart— 
to start her “dreaming”. . . and scheming! The first 
time she looks at a gleaming Shirley sink, she wants 
it. She “sees” in an instant that its clean, straight 
lines and beautiful design make it fit perfectly into 
her plans for her kitchen. 

Best of all, customers will have no complaints 
about “getting their money’s worth”. . . for above all, 
Shirley has Vatue! Any man will be easily satisfied 
that he is buying a sink to last for years and years— 
one that is ruggedly built and will keep its fine finish. 

So, even if customers shop and compare, they still 
will be sold right there in your store—on Suir.eyY! 


SHIRLEY CORPORATION ~- INDIANAPOLIS 2, INDIANA 


STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 
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CANISTER SETS 







A matched set of four attrac- 
tive kitchen containers, con- 
venient sizes suitable for 1 Ib. 
tea, 2 Ibs. coffee, 5 Ibs. sugar 
and 5 lbs. flour respectively. 
Decorated finish retains 
smart colorful appearance 
during long service. Covers 
are bright red with plastic 
knobs. 


































WASTE BASKETS 


A choice of two sizes of 
round tapered baskets offer 
new beauty for the modern 
kitchen. For general use, in 
addition to the design illus- 
trated, are an oval tapered 
basket available in blue, 
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*sheart— — green and pink with colorful 
The first | floral spray and a cylindrical 
she wants © boudoir basket in yellow, 
, straight ‘ ‘e and blue, each — 
nailer tiene aving a different floral 
’ & design. 

ym plaints ; 
above all, 
‘satisfied © 
d years— | 
ine finish. DUST PANS 
SHIRLEY! | An attractive, well-designed 

: dust pan with red handle and 
INDIANA dust tray with colorful floral 


et 


decorated hood. Easy to 
keep clean. Improved steel 
edge is sturdily built to with- 
stand daily use. 
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These Are 
Business Builders 


Brighten up your stock with smart, 
fast-moving Dominion appliances. 
Your discriminating customers will 


reach for this strictly modern mer- ' 


chandise -- approve its beauty and 
sturdy construction. 

Priced right - made right - you can 
sell these Dominion appliances. 

If you would like details on Dominion 
appliances, mail this time-saving 
coupon promptly. 


DOMINION ELECTRIC CORPORATION, 
MANSFIELD, OHIO. 

Please send name of my nearest distributor. I am 
interested in handling the Dominion line of 
traffic appliances. 


DEALER’S-NAME ..... 


STREET ADDRESS 


re ow ee ow iw oe oe 


Distributed through reputable 


jobbers 


across 


the nation 





Heavy curr 
products pre: 
immediate a 
Porterfreeze 
be glad fo se: 
prices on the 
4 promise to 
fast as condi 


THE 


he Export Sales 
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FAMOUS 


LABELS 
THAT 


MEAN 


EXTRA 


PROFITS 


ON 


tee Cream ¥ REEZERS 


HESE are the labels that identify America’s favorite 

ice cream freezers . . . . made by the 79-year-old J. E. 

Heavy current demand for our Porter Corporation .... They’re first choice for attractive 
products prevents usfrom assuring ° : : 

styling, easy operation, and popular price .... Yes, the 


ames delivery of <t fupes 5 4 
orterfreezers. Meanwhile, we’ ° ° H 
Porter line is the line of extra profits. 


be glad to send specifications and 
prices on the complete line, with 
4 promise to fill your orders as 
fast as conditions permit. 

% 


 . vane CORPORATION 
OTTAWA, ILLINOIS 


MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 


Chicago 6, Illinois - Cable Aaaress: CHASIHO 


Export Sales Department - 201 North Wells Street - 
25 


VARE AGE © OCTOBER 23, 1947 














361x55 














438x55 


TEGCO’S number 55 latch, shown above with number 361 and 
438 knobs, (also available with all other TEGCO knobs) is the 
first completely stamped tubular latch in the industry. Greater 
strength—longer life. The very latest! 

















361x57 








The 361 x 57 and 438 x 57 locking sets shown above feature the 
completely stamped TEGCO lock and popular, two-section 
emergency release spindle. Entire locking mechanism concealed 
in rose. All TEGCO knobs fit these sets, 

















WRITE FOR CATALOG AND PRICES 


2050 &. 68TH STREET TECHNICAL GLASS C€O., UNC. cos amomes n, cave. 
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PERCOLATOR—New design; burn- 
proof Thermoplax handle; quality 
evident in every detail. 





% Every PRISCILLA aluminum utensil 
is labeled with the simplest, most easily 
understood, and broadest guarantee ever 
placed on any line of aluminum ware. 





TEA KETTLE — Modern design and 


excellent quality; heavy gauge; 


cool Bakelite grip. 
This guarantee immediately estab- 


lishes a basis of understanding between 
you and your customer. It helps create 
confidence in the product... helps sell 
PRISCILLA WARE. Put this guarantee 
to work — let it clinch the sale! 





“OVAL ROASTER — In 
three sizes; highly pol- 
ished; tightly rolled 
beads on both top and 
bottom; drop handles 






COMBINATION COOKER—Double 
Boiler, Sauce Pan and Casserole 
all in one. Superior workmanship, 
typical of Priscilla Ware Quality. 


save space; Thermoplax 
burn-proof handle. 








LEYSE ALUMINUM COMPANY 
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tensil 
ail 
easily : WORLCUTTER 
24 A precision-made, 
> ever és wall type can opener. 
re. . . . 
Here is a line chocked full of selling oppor- 
FT : ~ ' / tunities. You can increase your units of sale 
estab- 3 , x * ’ q easily by building matching color ensembles 
Es ' ~~, aL to fit any purse. From a single item up to a 
‘ween | . 4 / complete ensemble of seven pieces, various 
Bs »— combinations can be built to fit every cus- 
create 5 . WORLBEATER tomer’s need. Plan a Na-Mac promotion 
¥ Amato Geet 3 today for that large holiday market. It’s big 
ss sell FF ma .e Ws 


‘antee 


ER — In 
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FULL-FEATURED FOR 


the SalesationHl 
UNIVERSAL Speedliner! 


... the Range that out-features the field 
with really new features that sell on sight 


77S WONDERFUL 


— THE NEW AUTOMATICOOK 
TAKES OVER OVEN COOKING 


FOR ME WHEN / 
GO SHOPPING /° 


AUTOMATIC 
THERMO-~ CHEF 
AUXILIARY OVEN!* 


*TWATS WHAT ©) 
/ “eee 


THOSE NEW 
SUPER -HEAT | 
SURFACE UNITS = 


MEAN FASTER 
COOKING!” YY i) 


®. ahs 





a atone a . 





£ po ee . big z ye ps 2 
hes & 
3 ¥ cx 
sie Pe 
4 4; fe a ee a 


AT LAST... with 
MULT-/-HEAT CONTROL 
1 CAN COOK WITH “© 
ANY DEGREE OF * 
HEAT | NEED!” ; 


"SO HANDY... 
THE NEW 
TEL-A-SWITCH PANEL 
WITH SIGNALITES 
REALLY SIMPLIFIES 
SURFACE UNIT 
COOKING! 


SpA, rcs ee 


TRU-BAKE OVEN 

AND AUTOMATIC 
PREHEATING 
ASSURE ME 

PERFECT BAKING!” 
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BACKED TO THE HILT WITH 
ALL-OUT PROMOTION 


You won't have to introduce your customers to 
the new Universal Speedliner. They’ve already 
seen and heard plenty about this really new post- 
war Range that’s feature-packed for “sale- 
sational” selling. They’re going to see and hear 
a lot more this fall... in dominating, full-page 
advertisements in leading national magazines . . . 
on eye-stopping billboards in over a hundred 
major markets... over the radio networks on the 
top audience participation shows. Universal is 
really “turning on the heat!” 


. Se pect ani A 
OF CENT ES > Jie y Daily 
7 : OST Le Pree. be 


lashyy 
AX sf 
ILL very = 
‘ * 


The News and Observer """ 


ar ene Aronor 


ATARLES TaN Eve YING Pos 


oe 
=r 3 bask and Gulf Coast Unie 
ve 480 Axreement ty t 





Feature the leader — feature 
Universal. Let the Speedliner’s 
sensational features and special 
product advantages win cus- 
tomer approval for your store! 


See Sour Gniversal Distributor! 


Lap} 
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y % ; <I Me j “The greatest improvement the paint business has ever 
: . 5 rd known.” That’s what they’re saying about the amazing 
Yel | new Hudson Lektrik Paint Gun. And Hudson is giving 
r Ss 4 this great Lektrik-Spray terrific backing in national adver- 
” tising, promotion, and display. Get on the band wagon 
, the “fs NOW and get YOUR share of the profit. 
rypes! 
at es- 
00-C 
9 item 
lentical 
, in the 
wire) tO 
V- LITE’s 
,sulating 
spensing 
5 arency, 
installa 











1. Equipped with Portable Motor 2. Every kind of Painting 3. Fingertip Control 4. 101 Different Uses 
Hudson's Speedway Paint Gun has Glass jar holds 24 oz. of enamel, The Hudson Paint Gun is equipped Practical for every home and farm 
110-120 Volt AC/DC motor. Develops varnish, paint, lacquer or stain. Com- with adjustable sprayheads and di- use. A “must” for hobbyists. Paints 
2 Ibs free air, outmodes old plete operating instructions with rectional nozzle, for painting up, smoothly and with little effort. You 
fashioned forced-air sprayers. every Hudson Speedway Paint Gun. down, a & straight ahead. always get a master-craftsman job 
Cuts fatigue. s away with after with a Hudson Paint Gun. 
painting mess. 


























$34.95 Complete 


nationally advertised in = he Ess To By 
the SATURDAY EVENING POST — 








5. Saves Time—Paint—Money! : U 


A Hudson Paint Gun is a lifetime in- 

sells for only $349 a itd higher © PAIN T GUN 
Sells for only $34.95 (a liftle higher ) 1947—HMCO 

in western territories). No extra 7 

gadgets, gimmicks or spare parts 


required. Just 8 pounds complete. H. D. HUDSON MAN URING COMPANY, CHICAGO, ILLINOIS, U.S.A. 


A Hudson Sprayer For Everyone Everywhere 


ORDER FROM YOUR JOBBER TODAY—OR WIRE HUDSON NOW! 
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@ Completely fulfilling the requirements of 
good slieet glass, Pennvernon Window Glass 
is a quality product with excellent visional 
properties and a brilliant surface finish on both 
sides of the sheet. 

When you sell “Pennvernon” — not just 
“window glass” — to replace broken panes, 


= fe Be VW € “4 Seg £y ee you’ re assured absolute customer satisfaction. 
e 
Window Glass 


‘vrrssurcH' stonds for Quality Glass and aint ) 


TTSBURGH PLATE GLUtass  € iran Y JOHN LU 
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PWUSTOMERS are asking ques- 
_, tions before they buy paints 
ee / “these days. They’re demand- 

is ing good products, smart colors, 
paints that are right for their pur- 
pose and that will stand up... 


paints with a name they know and 7 (jreat Name In PAI NTs 

















‘ trust. And they’re going where TAKOE MARK RESISTERED 





they can get them! 

nts of 

Glass The Lucas line meets all their de- 

sional mands. So Lucas dealers continue 

1 both to show enviable profit records. , 
Have you checked on the possibili- 

t just ties of a Lucas franchise? 

panes, 

ion. 
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; JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa... . Offices, Factories, Warehouses in Principal Cities 
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A. F. LAWRENCE 
Woonsocket, R. I. 





BRUSHES by PITTSBURGH 


A full line for every painting need 


THREE FAMILIES 


Piusburgh’s 100% Pure Bristle. No finer 
brush made today. 


Piusburgh’s exclusive Bristle;Neoceta. 
Top quality performance, Cost about one- 
third less. 


Piusburgh’s 100% Neoceta. Cost 
about half as much as pure bristle, 
yet gives excellent performance and 
has special advantage, such as high 
resistance to water, 





This excerpt from a letter by A. F. 
Lawrence of the Service Sales Company, 
Woonsocket, R. I. says far better than 
we could what Brushes by Pittsburgh 
means to this progressive dealer: “I 
have been selling the consumer, con- 
tractor, master painter and Purchasing 
Agents for 23 years and can truthfully 
state that my success has been based 
on selling high quality merchandise. I 
am convinced that Pittsburgh Brushes 
are what the public desires as they have 
always satisfied their varied require- 


ments. In my opinion, and I believe I 
also speak for my customers, it is 
equally important to use a Pittsburgh 
brush as it is to use a high quality 
paint and varnish.” 
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om Cut in on more ALUMINUM PAINT sales 















thfully ” - 
Np ih PERMITE'S “C | 3 
fie. I wit ompliete 
rushes : : ; . , 

wit 1, Permite Outdoor — A long oil type ready-mixed alumi- 

a" num paint with the high elasticity needed to resist 

2 gee the heat, cold, rain, sun, smoke, fumes, which attack 

lieve I outdoor surfaces. 

He: " MO 2. Permite Chrome Finish — A hard drying, ready-mixed 

: ms th aluminum paint that gives a satin-smooth, chrome- 

uality 


like finish of lasting beauty to woodwork, 
walls, shelving, fixtures and other interior | 
surfaces. pitgibes = 3 ki 
ate r it-m in 
3, Permite Hot-Seal — A high heat-resisting, Sees Loe 
ready-mixed aluminum paint that won't dis- specia It fes... 
color or chip when used on furnace doors, 
ovens, stoves, etc. The exclusive synthetic 
alkyd resinous vehicle used in this paint 


enables it to resist heat up to 1000° F. 


PERMITE PERMA-GOLD 


—-a ready-mixed pure bronze 


pigment paint. 


PERMITE ALUMINUM 
ROOF COATING 


— a ready-mixed aluminum paint 


Get your share of the rapidly growing Aluminum Paint 
market by selling the RIGHT paint for the RIGHT job. 
Stock Permite’s ‘Complete 3” now. Ask your Jobber 
or write direct for full information. 


for use on bituminous roof materials. 


PERMITE FUNGICIDE 





— a ready-mixed aluminum paint 
ALUMINUM INDUSTRIES, Inc. , 
formulated to resist fungus and 
CINCINNATI 25, OHIO 
termite damage 


The Originator of Ready-Mixed Aluminum Paints 


PERMITE (2 ALUMINUM PAINTS 
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Put this CASH COLLECTOR) to 


Set up where paint and brushes are dis- 
played, your old friend “Handy Sandy” will 
sell plenty of sandpaper without any assist- 
ance from you. He'll keep you busy ringing 
up sales and keeping his basket filled. 


“Handy Sandy’s” sales success is easily ex- 
plained. Everyone who is planning to paint 
must have sandpaper to prepare the surface. J 
With “Handy Sandy” shooting out his sales & 
message from the department where they buy 
painting materials, it’s no wonder he sells so & 
much with so little effort. | 





Put “Handy Sandy” to work collecting extra ; 
profits for you. Order your display and sand- § 
paper assortments from your jobber—today. F 


ie 
BS 














Equally as effective as “Handy Sandy” are the other new related dis- 
A dozen plays by CARBORUNDUM. There’s a smart compact display for 
every spot in your store where it’s possible to relate abrasives to 


and more other other merchandise. By using these displays, you can easily make an 


abrasive sale every time you sell tools, cutlery, household goods, 


ways to make sporting equipment and many other items. These displays have 


Extra Profits! proved their effectiveness to many dealers. Get yours from your 
jobber now. The Carborundum Company, Niagara Falls, New York. 
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TRADE MARK 


ee 
Carb ye . 4 . ° . + . 
orundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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Self Sealing 


@ PRIMES, SEALS, FINISHES IN 1 COAT! 
@® HIDES SOLIDLY IN 1 COAT over plaster, 


wallboard, wallpaper, painted walls, calcimine, 


brick, cement, wood, metal, etc. 


IN WHITE AND 
BEAUTIFUL 
DECORATOR COLORS 


OCTOBER 
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FOR OVER A QUARTER 
CENTURY OUR MANAGE- 
MENT HAS MANUFACTURED 











AND MERCHANDISED 





POPULAR PRICED BRUSHES 


All Colonial brushes are of pre- 








war quality, made only with Pure 





Black Chinese Bristles! Avail- 





able for immediate delivery ! ! 


RETAIL 


10¢ to $10 





SEND FOR OUR CATALOG LISTING 
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SUPER JUNIOR CLAMPS 
Forged Steel, Heat Treated 


Strong forged steel frames, 
heat-treated. Used in air- 
craft and other industries. 
I" to 3" openings. 


NEW CARRIAGE CLAMP 
No. 530 


Made of a powerful new metal which has 
been tried, tested and proven by war-time 
applications. Stronger, more satisfactory than 
malleable iron clamps. Openings from 3" to 
e". 


CLAMP FIXTURE 
No. 600 (For %4" Pipe) 





Mie 
OE 3. 






— (EE 25 em 


The most popular Clamp Fixture. All parts 
are best grade of malleable. Hardened steel! 
oo that engages pipe has milled teeth. 
Holds tight—releases easily. 


Made for Service... 
Priced tor Sales! 


HARGRAVE 


TESTED TOOLS 


These fine tools are truly tested . . . in the Hargrave plant and in 
sales and service in the field. Hargrave Tested Tools are standard 




























IMPROVED "I" BAR CLAMP 
(Patented) 











equipment in the nation's leading plants . . . the favorites of home > Always c 
craftsmen .. . and tops in sales with dealers and jobbers since 1879. ™ P you're b 
WRITE FOR CATALOG SHOWING COMPLETE LINE = Blade St 
[ 7 hs va + its smart 
te 
Je Cincinnati Tool ©. (| *: 
——_ ° P +) nitely an 
Montgomery Rd. Cincinnati 12, Ohio 
promote | 
See Your Hardware Jobber nner Cad 
too...sma 
WASHER CUTTER CHISELS - PUNCHES ; 
No. 407 , accessibl 
And each 
(Brace) [__ ieee cs f the blade 
* f . 
, can instar 
blade, an 
——S 4) filling the 
7 placemen 
ity, 7%" we d f tti - 3 
Henge a ieods thin pobon pF og Hargrave forgings include: Regular and This stu 
paper, or rubber, cutting both inner and extra long Cold Chisels, Cape, Half- 
outer circle at the same time. Used with round, Diamond Point and Round Nose ; sales-aid | 
any ordinary brace. pe ha — “om. — > hee 
an rick Punches. Forged from ° 
4 steel in all standard dee. Individually chase of t 
IMPROVED SPRING CLAMP tested. Hacksaw | 
is17----., ed 
—_ STAR DRILLS One doz. No 
a, One doz. No. 
Can b lied d instantly. Holds . es 
hails ‘vithout fant in “the week Openings ere nen Shel is a i —— Order y ou 
from |" to 3". %,"" to 2" sizes, 8" to 30" lengths. 
man from 
FILE CLEANER ATE DELIV 
WITH CHIP PLOW 
a 
No. 366 box co 
ee 







Bar is high-carbon manganese steel, Slide, Tip, Frame and Crank are best 


grade of malleable. 
steel cap and ferrule. 
10 feet. 


42 


Improved Wood Grip is protected from breakage by 
All metal handle optional. Openings from 2 feet to 





__HARGRAVE™ 













Chip Plow is fastened to handle of file , 7 e ¢ 
cleaner permitting use of the four edges. R 

Use the chip plow for —- se ia HOME OFF 
chips—lead, copper, aluminum and so ee 

steel. The plate may be set in the disen- | Branch Facto 
gaged pesition and only the regular file 
card used. 
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Always on the job..."selling” for you : 

you're busy... Atkins New A-4 Hack 
Blade Stand is an asset to any sto 
its smart design and blue lettering it's’ 
nitely an eyecatcher, designed to helps 
promote sales of Atkins “Silver Steel” 
saw Blades. The stand is a convenient 
too...small enough to fit wherever it's € f 
accessible for the customer's inspe@ 
And each slot is lettered to identify proj 
the blades within it, so that the cust 
can instantly see the number and len 
blade, and number of teeth per inet Re- 
filling the stand is easy—you just order re- 
placement blades from your jobber. 

This sturdily constructed, eye-appealing 
sales-aid is yours free of charge with pur- 
chase of the following Atkins “Silver Steel” 
Hacksaw Blade assortment: 
One doz. No. 1810—10” One doz. No. 3210—10” 
One doz. No. 2410—10' One doz. No. 2412—12” 

Two doz. No. 1812—10” 
Order your new Atkins A-4 Counter Sales- aa 
man from your jobber today for IMMEDI- ae ; 
ATE DELIVERY. Packed one A-4 display to 


a box complete. 
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HOME OFFICE AND FACTORY: 402 S. ILLINOIS STREET, INDIANAPOLIS 9, INDIANA 
Branch Factory: Portland, Ore. Branch Offices: Atlanta, Chicago, Memphis, New Orleans, New York, San Francisco 


—E. ¢. ATKINS AND COMPANY Kit 


ATKINS ALWATS Antad 
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THE DEA LER'S. PARTNER FOR 90 YEAR‘ 
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LIKE STERLING 


STAMPED ON SILVERWARE::: 


















This di 
Swedish 
Sandvik 
for wher 


BOW 


SY4HEN you see the “Sterling” stamp on silverware, you 
know you have the best. . . a product that will stand 





up for years with the manufacturer’s record and reputation 
behind it. “Goulds” is another “Stamp of acceptance”. 


people know Goulds from long experience. 


When you display that Goulds dealer sign, your customers AS A JOINT 
know you're selling a nationally-advertised product which will TOOL 
give extra years of trouble-free service ... they know that the - 
Goulds label means quality. They respect and trade with the wl. 

« 
Flow "Jet, with. self-adjusting dealers who handle Goulds. Once you sell a Goulds, the satis- — 
capacity. or shallow w serv- . , ad 
jas. Uatadiecane veleiiewenned, fied owners come back for related items and send other new SAW 
with no spurt, no lag, no fluc- ‘ ? 
tuation. Just like service from prospects to your store for their water system needs. 
a city water main! Capacities. to 
eames Gopending Write us for the name of your nearest Goulds distributor 

é 


a nee ee and get the backing of America’s oldest and largest exclusive 


Matic. Same unit for shallow or 

deep well operation. Wide manufacturer of pumps. 

range Py ca — and pres- No. 111 
sures. A packaged water system, 

streamlined for sales. GOULDS PUMPS, INC. © SENECA FALLS, N.Y. 


SAW FILE 


Charcoal steel 
The famous “CID” and “‘PYRAMID”’ tionally smooth | 
Shallow Well Piston Pumpsand “CID” for use on Sand 


Deep Well units round out the complete 
GOULDS line of Water Systems for 
every requirement. sy 


COU A ag WATER SYSTEMS 








be Pr +4 Tice 
FOR EVERY HOME AND 
FARM REQUIREMENT FOR EVERY FARM AND HOME NEED 
ae oe 
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Geared for Profits! 


This distinguished line of Sandvik “Fish & Hook” natural dealer “tie-in.” Their outstanding quality, 
Swedish steel bow saws, Oberg Swedish files and rugged construction and moderate price guarantee 
Sandvik saw tools can mean extra profits for you, greater customer satisfaction as well as quick sales 
for when properly displayed together they are a and good profits. 


Stock and sell the complete Sandvik line . . . make two sales instead of one. 
BOW SAWS for pulpwood, poles and ties, fire-wood and mine timber. 
No. 25L No. 8 NON- 
ADJUSTABLE ADJUSTABLE 


New model in the Sandvik line. 


One or two man. Ac- : 4 * 
For heavy bucking. Tension lever 


























e, you commodetes 39" to for easily inserting new blade. 
48"" blades. Patented Oval seamless Swedish Steel 
stand Sandvik tightener. tubing and patented ring blade 
fastener. Sold complete with 
tation 30", 36" or 42" blades. 
e” _—_———_— eee eee 
NO. 112 COMBINATION JOINTER TOOL AND RAKER GAUGE 
omers AS A JOINTER Thi tstandi 
. is outstanding new 
h will TOOL Sandvik combination tool is 
at the always ready for use with no adjust- 
ment required . . . saves time and money AS A RAKER 
. . guaranteed accuracy . . . case hardened tooth 
th the ‘ Mi, , TOOTH GAUGE 
- Satis- me eee ea ei ei ea ei ee eee aa aaa eae ele 
These Sandvik saw tools are especially designed for use in filing and setting Sandvik Bow Saws, but they assure 
cr new SAW TOO LS faster and better results on all pulpwood and buck saw blades. . 
ibutor : 
Jusive ' 
Ne iW SWEDEW WO 123 FACRIQUE ce] 
No. I!!—Sandvik Saw Set No. 1<3—Sandvik Raker Gauge No. 127—Sandvik Saw Vise Ne. {%4—Sandvik Jointer Tool 
N. vs siete — — — _ — a ae see — —- — — 5 
SAW FILES These OBERG files are made from special Swedish LD 
Charcoal steel which lasts longer, cuts faster and leaves an excep- = SS 


oe ig tl ee on the saw teeth. They are especially designed 
10 on Sandvi ulpwood saws, 
ees |  SANDVIK NO. 51 SAW PUNCH this small, lightweight tool 
can effect real economies for the user. When saw blades are broken acci- 
| dentally, one sharp blow at the end of the blade with the No. 5! Saw Punch 
makes a new hole. Then the saw frame can be adjusted to the shorter length. 
Double Edge Saw File The No. 51 is also designed for punching new gullets as required. Made of 


| finest Swedish steel. 
oe to neem © 
EMS” 7 : SANDVIK 
eI . 


Gulleting File | 
SAW & TOOL CORP. 
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In every issue of Popular Mechanics we're running a full-page color 
cd like this to remind our 3.7 MILLION readers—busy, creative men 
who are big buyers of tools and hardware —that BRANDED mer- 
chandise, bought at the HARDWARE store—is BEST. 


... Popular Mechanics Magazine 
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Hard-won inches are precious on the football 
field. Failure to make a first down may mean 
the difference between victory and defeat. So 


for a final, indisputable measurement, officials 
use a chain . . . to be sure. For dependability, 


ae 


there is no substitute for good chain. 


To be sure... 


ee cage , Ape SELL HODELL 
more sare y—in homes, On farms and 1n in- - ...to be SURE! 


LDS» SThngeh 
Parts 


fe TTT 


Hodell makes chain to do every job better, longer 


NE 


gna 5g a 





Pees 


dustry. Welded or weldless, with or without ' ' ce 
To be certain of maximum & 


attachments, every Hodell chain is backed by a chain sales display Hodell 
chains. Their reputation 


60-year record of dependability in every link. and popular acceptance 
will identify your store 


Throughout the country, both buyers and sellers to your customers as a 
‘ P buying center for quality 
agree that Hodell is the chain to buy... to be swre. merchandise. So sell 
Hodell for their sake 

. . and for yours! 


JACK + SASH + SAFETY - LADDER - PUMP + LIBERTY MACHINE - PROOF COIL - STEEL LOADING 
LIBERTY COIL - PASSING LINK - BULLDOG - SAMSON ~ FLAT LINK + REGISTER - DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 2, OHIO 
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MAKE NEW SALES RECORDS ALL THE TIME 
BY FEATURING THE WILSON HACK SAW LINE 








) 
No. 106 CHALLENGER 


Leader in the popular price field. Heavy 
duty steel frame of 5/8 x 3/16 inch stock. 
Cutting clearance 2-5/8 inches. Blade 
adjustable to four positions Solid knurled 
adjustable to four positions. Solid knurled 


burnished nickel finish. 


Pee: Gate 


A COMPLETE LINE FOR THE DEALER 


The seven Hack Saw numbers comprising the 
Wilson Line provide the dealer with a complete 
price range for profitable merchandising. 


All Wilson Saws are built to the same high 
quality specifications. They enjoy wide dealer 
acceptance — and mechanics everywhere swear 
by them. Ask your jobber about the Wilson Line. 





WILSON HACK SAW AND PIN BLADES 


HACK SAW BLADES PIN BLADES 


Nos. 117-122 MOLYBDENUM No. 123 TUNGSTEN ALLOY 


For all high speed and heavy duty service For use with Wilson Utility Saws Bulk 
Package 


Nos. 111-116 TUNGSTEN No. 124 CARDED 6” PIN 





The flexible quality blade for general service Blades for Counter and Bin Merchandising 








Sold only through recognized jobbers 
CATALOG SHEETS ON REQUEST 





No. 107 WILSON UTILITY 


A fully adjustable swing blade saw that ~ 


accommodates 6 inch pin blades for fast cutting 
through metal, wood, plastic, etc. 


* * * 
No. 106 WILSON CHALLENGER 


Adjustable position 10 in. blade. Knurled tubular, 
all metal handle. 


No. 102 WILSON SPECIAL 
Simplified rotating blade. Plastic Butcher Boy 
handle. 


No. 103 WILSON HERCULES 


Rotating blade. Molded pistol grip handle. 


No. 104 WILSON STANDARD 
Adjustable position blade. Molded pistol grip 
handle. 


No. 105 WILSON JUNIOR 


Adjustable position blade. Pistol grip handle 


No. 101 WILSON DELUXE 


Rotating blade, Plastic Butcher boy handle. 


Hardware Manufacturing Co., 


—, 





Manufacturers of Mechanics Tools 


2325 SO. MICHIGAN AVE. =i 
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CHICAGO 16, ILLINOIS | 
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A folder 


of the Hall line 
will be mailed 


on request. 
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L ALUMINUM 
EVEL 


the level that tops them all! Leading the level 
field has been a Hall habit for more than 
25 years .. . a habit that continues to pay divi- 
dends to the many dealers stocking and selling 
the complete line of Hall levels. 


Constructed of rigidly forged virgin aluminum 
frames, the Hall level easily withstands the strains 
of expansion and contraction resulting from 
extreme changes in temperature. 


The Hall Forging Process assures maximum 
strength and resistance to corrosive elements 
while furnishing a high lustre finish that is tops in 
customer eye appeal. 












No. 1562—‘‘PARKER’’ FRAMELESS GLASS ROLLER TRACK FOR ““PARKER’’ COMBINED PULL AND PUSH BARS 
ALL GLASS SLIDING No. 117 
DOORS 


Brass and alumi- 


Packed in wooden num in stock for 


cases of 240 ft. com- immediate ship- 


plete sets, or sold 
3 ment for use on 

separately in 12 ft 

outside of any size 


doors : Ee 


lengths. Roller carriers 
have solid brass roll- 
ers. All items rust- Bars to be used on 
proof cadmium plated 
finish 


on the market 


inside of doors in 
Finest track 
conjunction with 


‘‘PARKER’’ DOOR PULLS 
Made of forged brass and alu- 
minum. Matches design of No 
117 and No. -119 bars 


“PARKER” 
PERFORATED 
| GRILLES 


No. 804— a sot 
“PARKER” Ora ¢ 
J 
DOOR KNOCKERS ; 8 
Heavy forged brass 


Stomped in brass, steel and aluminum to 
order, in Lattice and Union Jack designs 
Variety of sizes in stock for immediate 
Woven Brass Wire Grille for 
furniture in stock 


Enhances the appear- 


delivery 
ance of any type 


pAP 


DELIVERS THE GOODS 
“From Foundry to Finished Product’ 


We manufacture specialties and distribute a full 
line of Builders’ Cabinet and Showcase hardware 
in all standard finishes: Our facilities include 
Foundry, Rolling and Forming Equipment, Power 

Presses, Slitting and Electro-Plating. Prompt 

shipments from our substantial stocks. Special- 

ties made to blueprint. All our materials 
priced right. Write for special quantity 
quotations— 
Are you on our 
mailing list? 


No. 68—''PARKER™ 
ADJUSTABLE 
SHELF STANDARDS 
and No. 79 CLIPS 


For book shelves, stock 
rooms, store fixtures, 
etc....'2'’ adjustment. 
Strength tested to 600 
pounds. Strips are 
numbered to simplify 
adjustment and in- 


No. 334C—"'PARKER’’ 
THRESHOLDS 


Brass, aluminum and steel. 4, 5, 5'2 
6,7" and 7'2” widths in stock. Sold cut 
to size or in full lengths. Write for spe- 
cial net price list. 


-SLETTERS| fm | 


No. 331—‘‘PARKER' LETTER DROPS 


Finest forged brass, highly finished 
Complete with back plate. Priced 
exceedingly low. Also furnished in 
chrome 


4 f : ’ ¥ : <=; 
{i tr 


No. 1590—‘‘PARKER’’ SHOWCASE Six-point s 
TRACK FOR WOOD SLIDING DOORS @ firm grip 
Immediate shipment from stock in 12 QUALITY 

ft. lengths. POINT UP 
Short Box 

(set weighs 
brightness 





sure perfect align- 
ment of the shelves 
Easily installed 











without grooving 








~~. ZIP! Ha 
yn =< ZZ slip wren 
Were qn if SQ 
No. 175—‘‘PARKER’’ BRASS 
AND CHROMIUM PORTABLE 


AND STATIONARY RAILS 











No. 100—PARKER KICK PLATES 

BRASS—ALUMINUM— STAINLESS STEEL 
With countersunk holes and beveled 
edges. Screws furnished. A variety of 
sizes in stock for immediate shipment 








All types made to order for 
theatres, exhibitions, displays /% 
stages, restaurants. Velour < = 
rope and fittings. Quotations 
furnished upon request 


No. 1581— <>) 
“Ti PARKER acs A 


JL 
“ ” SLIDING DOOR — f 
No. 132—‘‘PARKER SHEAVES a) 


MODERN PUSH BARS “PARKER” LUCITE PULL Ses wie with: No. 1590 
AND PUSH BARS FOR USE ""°*# 
ON HERCULITE GLASS 
DOORS 

















Don’t negle 


(Dept. HA 


Ball bearing 
Made of aluminum, brass or 
No. 621— 
“PARKER” 


bronze. Other styles and types 
No. 11 Modern 


cz 


listed in our 


Door Trim Catalog’. We have 
facilities for making special 


push bars to drawing 



































May also be installed on 
wood and hollow metal 


doors. All sizes 


FINGER PULLS 


Solid Brass. Can also be furnished nickel 
plated. For wood and oll-glass show 
case sliding doors 
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JOB-PROVED ano WANTED 


: THESE STURDY, FAST ACTION 


' SHORT BOX WRENCHES 


Yes, WANTED by all your 
customers who need a set of 
Ua husky little box wrenches to do all kinds 
RKER"' bs of troublesome “close quarters” jobs in a hurry! And 
S ee JOB-PROVED by their many users because Barcalo Short 
14, 3", 52", Be Box Wrenches have these STAND-OUT FEATURES: 


stock. Sold cut 
Write for spe- 


ITER DROPS 


hly finished BS ZIP! Handy metal holder lets you . THEY GET IN FAST! Extra short 
late. Priced ws slip wrenches in or out as needed. handles and 30° offset heads mean 
furnished in sf f extra convenience. 


* 
a s BETTER GRIPPING 


SHOWCASE © Six-point suspension and accurately machined heads give 
Wareerrag | @ firm grip on nuts. HANDY SIZE OPENINGS!—%” to %”. 
tock in 12 QUALITY MADE of Drop Forged Steel. 


POINT UP these practical advantages of owning Barcalo 
» Short Box Wrenches—let customers FEEL their lightness 
» (set weighs only 8 oz.)—and admire their nickel-plated 
* brightness—and WATCH THEM MOVE! 
" Don't neglect this hardware profit item! Write us now 


bee (Dept. HA) for all the facts! 


». 621— 
>ARKER"’ 
ER PULLS 


irnished nicke 
ll-glass show 


MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 
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ANDROCK 


CELLOPHANE PACKAGED 


RED PACKAGE 
BLUE PACKAGE 
YELLOW PACKAGE. 


WASHBURN 


= =| i 

; ~ = \= ‘ ce a 
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SEE YOUR JOBBER 
for prices and delivery on this 
fast-moving merchandising display. 


‘ 
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SELL MORE 


GATE HOOKS 
SCREW HOOKS 
SCREW EYES 


(ALL RUST-RESISTING CADMIUM FINISH) 
WITH THE NEW 


NO. 900 DISPLAY DEAL 


@ Includes 15 dozen assorted packages. 

@ Size of display 15” high, 7” square. 

@ Cellophane packed for assured profits. 

@ Heat sealed—practically air tight. 

@ Red, blue, yellow—colors for eye appeal. 
@ Clean to handle. 


@ Customers can see ‘em, pick ‘em, feel ‘em, 


count ‘em and buy ‘em. 










Ilustration of 




















bag actual size. 
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Order Yours Today 


in Time for EXTRA Christmas Profits! 


* Two new Accessory Kits! A new '%” Horizontal Stand! Right in 





FINISH) 


























DEAL 


© time for the Christmas Buying rush! That’s the big news on the fast- 
selling Home-Utility Line this month! 
These brand new items are red hot for plenty of combination sales. 


For example, a man can outfit his 













workshop with a 4” Home-Utility 








eal. Drill, a Horizontal Stand and 2 Kits 
| we s NEW BUFFING & POLISHING KIT 
for buffing, polishing and abrasive contains 4” Wire Wheel Brush; 3” Grinding 
Wheel; 3” Cotton Buff; compound and arbor 
work—all] for only $33.75! And these for cleaning, buffing, grinding and polishing. 
21 ‘em, new Kits and Drill Stand open up List Price 





profitable repeat business with cus- 
tomers who already own Home- 
- Utility Drills. 


Make sure you'll have these new 





Give Him 
He'd Selec 


saan" — 


Home-Utility items in stock to meet 
the demand. ORDER THEM TO- 
DAY FROM YOUR HOME- 
UTILITY DISTRIBUTOR! The 
Black & Decker Mfg. Co., 653 


)Pennsylvania Ave., Towson 4, Md. ee 
NEW ABRASIVE Kit 


bf includes 4 drum arbors; 2 straight arbors; 
i we BOOST 24 abrasive bands; 8 discs; 3 rolls for clean- 
uit ing and sanding flat, curved and irregular 
vt { 

BR [OUR CHRISTMAS SALES cos - 

ay king Home-Utility adver- 

bh will appear in half- 


‘se December 13 issue of 
The Wownéay Fvening Post. 
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List Price 
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Sold Through Leading Distributors Everywhere 





EEL, 











4 P ELECTRIC 

% 

; NEW 14" HORIZONTAL STAND 

: holds Drill to free both hands for applying 

‘ the work in using grinding wheels, wire 
we wheel brushes, buffing wheels, etc. Drill is 
ye List Price inserted and removed in a few seconds. 





PRODUCTS OF BLACK & DECKER 
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WICKWIRE SPENCER 
HARDWARE PRODUCTS 


“Clinton” Brand Hex Mesh Netting 
has a strong selvage. It hangs well 
and handles easily. In standard 
gauges, 12" to 72" widths. 


“Clinton” Brand Hardware Cloth 
—firstin the field and the last word 
in quality. Galvanized after weav es 
ing. In standard widths and meshes Me : Br: Po eI 
Cavstccsoviia 
Ma 


FORETELL SALES AHEAD ON 


eeiiieniias MERICAN 


Made of finest quality spring steel, 
perfectly surfaced and uniformly 


high in tensile strength. Sealed in 
whocwersivaes (| BRAND INSECT WIRE SCREENING 


opes. In %, % and 1 |b. packages. 


Many ot your customers are planning to make or repair their 
screens during the winter and spring months. By recommending 
“American” Brand Insect Wire Screening you can assure them 
of long dependable service. 

It’s easy—even for amateurs—to make or repair their own 
screens with American Brand Insect Screening for, being made of 
wire, it has a natural stiffness that makes it easy to handle. Wire 
screening lies flat across the frame—requires no stretching or 
pulling—assures a smooth, clean-looking job with less tacking. 
And, unlike substitutes, it won’t burn, melt or sag. 

db i A Then, too, customers can select the grade that best suits their 
is adaptable to practically all types purse and purpose, for American Brand is made in bright or 
of gatagee—economical; easy to antique bronze, galvanoid, aluminum and other non-ferrous metals. 


erect and operate ; does not interfere 
with usable floor space. Send for Feature American Brand Insect Wire Screening and be assured 


catalog. . 
of fast, profitable sales and satisfied customers. 


AMERICAN WIRE FABRICS INSECT SCREENING MADE BY 


WICKWIRE SPENCER 7 


A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
500 FIFTH AVENUE NEW YORK 18, N. Y. 
Boston + Buffalo + Chicago + Dallas + Denver + Philadelphia + Pacific Coast Subsidiary —The California Wire Cloth Corp., Oakland 6, Cal. 
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Your Customers Need PERMA-JACKS 


oe To judge by booming sales, every other house in the country 
ect Pe must have sagging floors. The astonishing demand for Perma- 
held by cotters - Jacks all over the country makes this packaged item one 
200% extra : : 
i of the hottest-over-the-counter sellers in the field today! 


Bottom tube of PERMA-JACKS Mean Extra Sales and 
epi Profits You Didn’t Have Pre-War 


Perma-Jack sells on sight, bringing you entirely new and 
added volume and profits—there simply wasn’t any product 
like Perma-Jack before the war! it opens up brand new 
profit possibilities that mean more money for you. 


Rated capacity 8 ton 
vad erate 1 os PERMA-JACK is the Fully Engineered 
| |= Adjustable Jack Your Customers Prefer 


PAT PEND 


Top Tube of 
Special Steel Extra Adjustment 


Holes 


stment Holes 








It's the top product in its line, the one you can sell with 
complete confidence because you know it has 5 exclusive 
customer-satisfying features that ordinary jacks do not 
offer. Your customers buy it on sight, they stay sold— 
they become your best Perma-Jack salesmen. 


Don’t Miss This Money-Maker! 


Ask your jobber for Perma-Jacks today. And insist on 
Perma-Jack—the top-quality jack with the 5 exclusive 
features. If he doesn’t have them, write us today for the 
complete profit-making story! 


5 
g eieiedd PERINA-JACK 


ar Quality Adjustable Steel “Jack-and-Post for Leveling “Sage ning Floors 


YRATION 
8, N. Y. 
akland 6, Cal. 
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There’s one outstanding feature that keeps R-W Door Hangers 
out in front—ball bearings! Buyers know that the friction-free 
roll of ball bearings means smooth, effortless, long-life operation. 
And they know, too, that door size is no problem with R-W 
Drop Forged, All-Steel, Ball-Bearing Door Hangers specifically 
designed for doors weighing up to 1600 pounds each. 

Long years of experience in blending top engineering and 
manufacturing skill with finest quality materials have made 
R-W Ball-Bearing Door Hangers and Lock-joint Trolley Track 
the outstanding line of sliding door hardware. It pays to use 
the best— always specify R-W equipment. 























RICHARDS 
WILCOX 


OVER 67 YEARS 


PAULL 


MM AT 












8 reasons why 
R-W Door Hangers 
are TOPS! 

1 PENDANT—extra strong— 


wrought steel. 

2 WHEELS—drop forged steel— 
extra strong—longer life—unbreak- 
able. 

3 BEARING CONES — turned 
from solid bar steel—hardened. 
4 BALL-BEARINGS—"A" grade 
steel balls of generous size provide 
easy operation. 

5 BALL-BEARING Raceways 


—integral with frame—cannot 
loosen or get out of alignment. 

6 STEEL AXLE—securely riveted 
to wheels. 

7 STEEL NUTS—load carrying 
and lock nuts, for vertical adjust- 
ments of door. 

8 RIGID FRAME — one-piece, 
drop forged steel—hardened. 


KNUCKLE-JOINT FRAME 


Drop forged steel, hardened. For 
hangers operating in curved tracks. 
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STREAMLINED BEAUTY 
AT MODERATE COST... 


Here is low-priced Cabinet Hardware that you can 
offer with confidence to your most discriminating 


customers, 


STYLING—Beautifully streamlined 
with Catches, Door Pulls, 
Drawer Pulls, and Hinges 
matched perfectly in design. 


FINISH—Sparkling “‘Beauty- 
Seal” Chromium with heavy 

underplatings of both Cop- 

per and Nickel to assure last- 
ing beauty. 


PACKAGING — Each item in- 
dividually wrapped and packed in printed envelope 
complete with screws — protects polished finish, 
prevents loss of screws and small parts, saves 
dealers and users time. 


The No. E9700 Flexi-Grip Catch * 


This remarkable 
catch automatically 
adjusts itself to 
normal swelling or 
shrinking of cabi- 
net doors. Smooth, 
positive action is 
assured because life- 

time conical spring equalizes grip 
of “floating fingers” even when Catch and Strike 





Pat. 1945 Canada 





are ‘“‘off center’’. 


After recent torture tests of over 
one million operations, this 
Catch came through smiling — 
with no appreciable signs of wear. 


* Now available from your favorite Amerock Job- 
ber. Place your order today for prompt delivery. 


SEND COUPON FOR NEW 


ROCKFORD 


Copr. 1947 
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PAMPHLET 





AMERICAN CABINET HARDWARE CORP. 
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No. E3066 Hinge 
for Hush doors 
No. E3068 Hinge 
for offset doors . 


No. E9414 
Catch 
No. E314 
Door Pull 


Illustrations 
Actual Size 


No. E7638 
Semi-concealed 
Hinge 


No. E311 
Drawer Pull 













AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 3-OC 


Please send me latest catalog and price list showing complete line of 
Amerock Cabinet Hardware. 



























SIMONIZ AND 
SIMONIZ KLEENERS 


SIMONIZ—just what the finish of 
every new car needs to keep it 
beautiful ...to make it last longer. 
Millions of motorists will see this 
year's greatly increased advertising 
+++@ year ‘round appeal to get the 
wonderful protective results of 
SIMONIZ .. . to make dull finishes 
sparkle again. Stock a generous 
supply of SIMONIZ and Simoniz 
Kleeners (liquid and paste) today! 
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SIMONIZ line. 





SIMONIZ 
S. A. SHAMPOO 


Rugs, upholstery, drapes, all fabrics 
not harmed by plain water clean up 
like new. S. A. Shampoo “floats 
out" dirt... doesn’t circle or streak 
... leaves no unpleasant odors. It 
lets anyone do a professional clean- 
ing without paying expensive clean- 
ing bills. Include S. A. Shampoo 
with your order for the complete 


THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS 


THE NATIONALLY ADVERTISED “PRODUCT LINE OF BEAUTY’ THAT SELLS ALL YOUR CUSTOMERS 


HOUSEHOLD SIMONIZ 
IN COLORS 


Every homemaker wants “‘colors to 
match” furniture and woodwork. 
Cleans and brightens the finish. Four 
appealing colors—mahogany, wal- 
nut, maple, neuvtral—match all fin- 
ishes while giving them famous 
SIMONIZ beauty and protection. 
Aggressive national advertising is 
behind Household SIMONIZ. Cash 
in on the growing demand with a 
sizeable order today. 

















SELF-POLISHING 
SIMONIZ FOR FLOORS 


Now every housewife can give her 
floors the same longer lasting beauty 
that makes SIMONIZ so famous 
forcars. It's Self-Polishing SIMONIZ 
she wants. Shines as it dries without 
tubbing or buffing. Keeps floors 
lovelier longer with LESS CARE! 
Full color pages in all leading na- 
tional magazines keep demand on 
the “‘up-swing". Order Self-Polish- 
ng SIMONIZ... nowl 





EZ-2 CHROME CLEANER 


Motorists want it to “sparkle up"* 
those bright. metal parts. House- 
wives demand it in the home for all 
metal fixtures. Removes tarnish, dis- 
coloration, even rust... with easel 
Get in on this double market with 
fast-selling SIMONIZ EZ-2 Chrome 
Cleaner! 








“Simoniz”... Trade Mark Reg. U. S. Pat. Off. & Foreign Countries 
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Now! 


NEW SHELL-PLI 
SINK COUNTER 
COVERING 


Is Available for 
Kitchens 


ATTRACTIVE . ECONOMICAL 


@ Excellent wearability and durability. Resists 
grease, acids, cleaning fluids, boiling water, cold 
water, extreme heat and cold. Easily installed— 
unusual workability and flexibility. 


SELLING AGENTS 


YOUNGSTOWN MANUFACTURING, Inc. 


Write for complete information, and watch for 
our special announcement next month 
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ALUMINUM TRIM 
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INSIDE CORNER 
No. 553 for 4g" Material 

















OUTSIDE CORNER 
No, 552 for ¥" Material 








is profitable 


Sell ““DETROIT” Float Valve 
Equipped Heating Units.. 





YY 


The first man who solved 
his housing problem by 
evicting the animals from 
a cave was following a uni- 
‘ versal human urge—desire 
for comfort. That desire has been one of automatic if desired. 
the great driving forces of civilization. The user is assured of reliable fuel regu- 
Always the man who sells comfort finds lation. “Detroit” Fleet Valves are sim- 
a desire for his wares. ple, extremely durable—easy to clean. 


Sell more comfort at a profit with “De- Fully temperature compensated, fuel flow 
is uniform regardless of fuel temperature. 


troit” Float Valve equipped space heat- 
ers, water heaters, ranges and furnaces. Full heater output is assured at all times. 
2749 


“DETROIT” Float Valve 


They provide clean, reliable oil heat— 


SSSISSSSSSS An wen nnn nn nn 
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SLAYMAKER 


LAYMAKER 


Mad leck4 





Offers a FREE display board h ) 
with each one of their 7 
6 Profitable Padlock Packages 























Yy Yi Hf fy Y Yi ff W ff Yf YY Yi} 
YY Y, 
t / Yf V//, if Yy 
ff Yy 
YM YM) Mf Y ff YY YW Wy Mi 












Y 7 
G// Yj 
WY 






Yy D 209 D 109 
















Contains 6 Slay- Contains same pad- 
J maker K1590 pad- locks as D 209, but 
UY locks, 6-K8800, with just half as No. D 209 







SSSxv’o 































i 12-K5701, 12-2950, many No. K5701, (illust.) 
y 12-2525and 24-98, 2950, 2525 and 98. fy 
y Uy 
y y 
y Uff l 
yf YW, / 
y Uf 
Yi fdiihds 
YY iff} 
y, D 219 DNN9 D 229 D 129 / 
4 
n. = | 
w Contains 6 Slay- Contains same pad- Contains 6 Slay- Contains same pad- Y 4, 
e. m ; maker 900 pad- locks as D 219, but maker 900 pad- locks as D 229, but / 
- j locks, 6-800, 12- with just half as locks, 6-800, 12- with just half os yj 
o- “ Vy fp, K7701-BF, 12-277, } many No. K7701-BF, K7701-BF, 12-2950, many No. K7701-BF, Ui, 
ae YY 12-177 and 24-77. Yp, 277, 177 ond 77. Ip, 12-277and24-582. // 2950, 277 and 582. WY 
YY Uf Yj Yi , 
2 Uf Yj Uff, YY f/f 
Yy ff yy fj) y Wf) / 
Y fj 7 gy Yj Yi; ] Y WY / Yf yf Yf YU ff Y; / 
fj /, Yj Y /, / y d// YN} / fp, / /, 
I; Uy Yj MY, Wf Y Yf / Yifff, Wf Hi fi WIM fs Vy, Uf ff Yf Yi Uff i, 
Against the deep red background of the eye catching your store—wall, shelf, counter or show window. The 
7: free display board, the six attractive padlock numbers padlocks are packed in standard display packages, and 
ad i contained in each of the six Slaymaker deals, show to all are in the medium and low price range. Any one 
full advantage. Using the mounting fixtures supplied, of the 6 Slaymaker packaged deals will insure you top 
5 ae these boards may be placed conspicuously anywhere in padlock sales and profits. Order from your jobber today. 
“e Engine ¥ } y an} 
bi oe 
od Rel Cc 
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PEXTO 


SINCE 1785 


Tools that she can ute" il 
























Set of Tools 
A PROFIT-MAKING Selling IDEA 


“with the greatest appeal in the world” 


for Women and in the Hardware Store! 





The outstanding NEw attraction of this GIFT SEASON . . . with attractive 
Gift identity ... YEAR-ROUND SURE appeal... especially attracting women 
to your store. The two-tone Blue & Silver container is a most attractive 
display for counter and window. Contents:—Lady’s Hammer, Slip Joint Plier, 
Scratch Awl, Carpenter’s Pincer, Snip, Screw Drivers, Carton of Assorted 
Nails and Carton of Assorted Screws — 10 items. Forged Steel, attractive 
finish, highly polished, Blue & Ivory Handles. . . Tools are Guaranteed. 


ASK OUR WHOLESALE DISTRIBUTORS 


, 5895 RETAIL EACH 





THE PECK, STOW « WILCOX COMPANY - Since 1785 - Southington, Connecticut, U.S.A. 
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ecause ot FOL ype 


Mrs. America 
has time to live 








No potentate’s wife—just an average Ameri- 


can homemaker—yet she’s free as the wind! 





















The real emancipation of womankind be- 
gan when some distant ancestor first diverted 
a stream ot water to his cave through a 
hollow log. 

Now—pure water flows like magic at the 
touch of a tap, for drinking, bathing, launder- 
ing. Now—uniform heat carries to every 
corner of the home. Now—modern sanitation 
helps to keep the family in good health. In 
every phase of Mrs. America’s life, pipe has 
had a hand in reducing the drudgery of 
housework, in permitting more leisure hours, 
in assuring comfort and well-being. 

Steel pipe made it possible—just as it has 
made possible many other advances toward 
a better life. 







The interesting story of ‘Pipe in American Life’ will 
be sent upon request. 






COMMITTEE ON STEEL PIPE RESEARCH of American 
Iron and Steel Institute, 350 Fifth Avenue, New 
York 1, N.Y. 









IT POSSIBLE! 


saps one 


STEEL PIPE MAKES 


earns sem we 













. ++ better living through pipes of steel for plumbing and heating purposes. 








Not illustrated, Sterling Silver All Prices Shown 
end Gold Cases, $15 to $175 Are Retail 





* NO. 200 ZIP- : 
PO Brush-finish aS 

Silverlike case. An % 

Resnated the . % : * 3 INITIALS or FACSIMILE 
world over as » j SIGNATURE engraved in 
the best in value : color, $1.00 extra, above 
and perform- prices shown (No. 350 
ance regardless * , Initials only.) 

of price, $2.50. 





* NO. 280 ZIPPO with na- 
tionally known Fraternal, 
Club, Association insignias 
(a few shown) embossed 
in color, $3.25. 





* (left) NEW NO. 350 ZIPPO ENGINE TURNED. High 
Polished Chrome case. Rich appearance and low price will 
make this model one of the fastest seilers for gift sales. 
High feminine and formal appeal. $4.00. 


* (center) NEW NO. 10 TABLE LIGHTER. Deluxe High 
Polish Chrome case. The original ‘‘All-purpose"’ lighter — 
lights instantly indoors and out, opening new opportunitie « 
for table lighter sales. $10.00. 


* (right) NEW NO. 250 ZIPPO HIGH POLISH Chrome 
case. Finished as bright as a mirror (and will be often used as 
one). A superb gift item, priced right for large sales $3.50. 





*NO. 175 ZIPPO SPORTS 
LIGHTER for gifts, tournament 
awards, prizes, etc., wide 
choice of designs engraved in 
color, $3.25 


These new handsome ZIPPO Lighters of unquestioned perform- 

ance will create abundant sell-on-sight gift sales, and repeats. = ZIPPO sure-sparking 
ZIPPO lighters are fair traded. You are protected by the time a Saeler cod 
honored ZIPPO FREE REPAIR SERVICE that never cost a dealer —°f 36 packages $3.60. 

° ZiPPO _ quick-lighting, 
or his customer a cent. long-burning FLUID 
Cash in on the big fall national advertising campaign—be the first sas 
to sell these sure-fire, universally popular ZIPPO Lighters. Make 
stock orders now. 


WRITE FOR DISCOUNTS and dealer helps. 
ZIPPO MANUFACTURING CO., 





Dept. X, BRADFORD, PA. 
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tra, above 

(No. 350 
420—Noma 
Lite Candles with 
metal clips — Can 


be purchased 
separately for 
existing 





e « season ...as every season... 
Lamps burn independently. 


NOMA tops the decorative lighting field. 
Has add-on connector . . . 


This Christmas, millions of NOMA color fastens securely to tree. 

lights ... more millions than ever before... 

will glisten from Yule-tide trees indoors 

es and out. Expertly styled NOMA decorations 

R will brighten walls and windows in homes 
from coast-to-coast. 


























* 
“4 
fi 


ARS 





Be. i This year too . . . NOMA Bubble-Lites, 
soles. : & alive and sparkling with colorful bubbling 

on action... will set a new trend in Christmas 
ta ; lighting ...a new high in profits for NOMA Seneih and tally Gbeten. 
unite : dealers everywhere. ee eS cee 
i ae Currently, NOMA is engaged in the great- 


sie est advertising and promotion campaign 
50. | i in NOMA history . . . a campaign timed 
and designed to make NOMA your best- 
seller... this year and every year! 


NOMA 


ELECTRIC CORPORATION 


55 WEST 13TH ST. * NEW YORK 11, NEW YORK 





PR i i M 


gh 
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700—Tree-Top Angel—With 5036 —Noma Bubble-Lite Tree— 
sitvered wings and dress, 18 assorted-color Bubble - Lite 
Noma's illuminated angel candles with gaily colored plas- 
is perfect for tree-top use. tic bases. 6 extra lamps for re- 


— 26”’ tall — avail- 
able in green or white. 


>» PA. 


Rae 
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HOCKEY 


AND 


BASKETBALL 
TIME! 


Professionals and 

amateurs will soon 

be spending money 

in Globe-stocked stores for gloves, pads, 
guards, and other hockey gear. 


They'll look for Globe basketballs and 


equipment, too. Now is the time to start 
your promotion plays, merchandise dis- 
plays, and advertising. 


Write or phone your nearest jobber or 
Globe representative ...and remember, 
Globe has a juvenile line, too! 


BE 
OTS “Soujptient 


GLOBE SPORTING GOODS MFG. CO., 251 Causeway St., Boston 14, Mass. 
OFFICES LOCATED IN NEW YORK, PHILADELPHIA, CHICAGO, LOS ANGELES 
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Modern Manufacturing Methods 
maintain MURRAY OHIO Quality 


This operating scene is typical of Murray Ohio's efficient 
production system, where only ultra modern methods 
and machinery are employed. In addition to our 
unexcelled plant facilities, we use fine materials, 


properly processed by experienced workers. 


As a result, Murray Ohio achieves top-quantity 


production, yet rigidly maintains quality. Never, in our 


25 years of experience have we produced better 


products than we do today. 














Lightning 
Guider 
Sleds 


"Ask the Boy Who Owns One" 


SLED GUARDS 





WOOD FOLDING PORCH AND STAIR GATES 


STANDARD NOVELTY WORKS 


DUNCANNON, PENNSYLVANIA 
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CHICKCO SE LAS 


>» 
Roller Skate« 


No. 181 

The most successful Rubber Tires ever de 
veloped for “CHICAGO” Roller Skates. They 
outwear ordinary steel wheels. AVAILABLE. 


Solid Steel Wheels mounted on two-row 
High Speed Ball Bearings. AVAILABLE. 


cHICAG SCOUT 


FLY. Roller Skates C ore > JUNIOR 


» 
Roller Skates 


TRADE MARK REG.U.S.PAT.OFF. 


° 
he World’s Finest Roller Skates Best low price skate ever made. Same as No. 
. ‘ : ~ 101 except lighter materials. NOT YET 
- -" : 2 t ra 3°. AVAILABLE. 
: ; Sin ny Bes ae 


sh 
wih a 
te a> — SRR os 


I , ‘ “«CHICAGGC” 
' Immediate De LVEYY PU icetin dy 
e WHEELS FIT ALL MAKES 
ie Yes! “CHICAGO’S” can be had! We can now make 
Immediate Delivery of 101, 181, and 173 skates. The 
smaller, lighter weight skates are still out of stock. 
We are doing our best to apportion what is available, 
to our Jobbers and Dealers, so that as many as possible 
can again serve the public. Just as soon as larger 
quantities of quality materials are obtainable, we will 
be able to increase our volume on “Chicago” Flying 
Scout and all other lines. 

Order NOW and avoid Christmas rush disappointments. 


CHICAGO ROLLER SKATE CO. | arses 


4456 WEST LAKE STREET e CHICAGO 24, ILLINOIS soLID STEEL STEEL 


No. 75 
TRIPLE-TREAD 
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BEAUTIFUL GIFTS — 





FRR RATURDAY BVENING 


ti 


FOR MEN WHO... 


DEPEND ON THE WEATHER 


renee 
read 


7 Here’s a Taylor Gift Assort- 
ment to break all records! Every 
one of these hot items is available 
in quantity for the first time since 
way before the war. Furthermore, 
we have put the most popular ones 
into a compact, attractive counter 
merchandiser to make them go 


still faster! 


peseriptio” 


Pcs. No Taylor Shi 


pis whee! 
mos . 
1 2233 Sto! 


wto- 
c Tavlo® es Aleimete® 
man’s 7.00 


4 2068 
- her 
Taylor Fisyrometet 


30 
4 22 3,00 


Lux! 
jor je e 
2 5304 be Thermome No Chars© 


a 
Gi ft pispley 





MEAN 





IN HOME AND 


ACCURACY FIRST 


INDUSTRY 





2 Leaving nothing to chance, 
we're sparking them along with 
big hard-hitting ads in the Satur- 
day Evening Post. They’re wide 
open to the nationwide pull of 
more than 3,800,000 Post fam- 


ilies! 


3 As if you wouldn’t turn an attractive profit of 
this rapid-fire assortment anyway, we're tagging 
on an extra profit for you (42%)! All this adds up 
to a Christmas Gift Deal from Taylor that you can’t 
afford to miss. So don’t wait another minute—ordet 
from your wholesaler today! Taylor Instrument 


Companies, Rochester, N. Y., and Toronto, Ontario. 
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e this Christinas- 
F NEW SALES 


We're swinging into the Christmas season with 
important new sales gfvantages for you! Great 
strides have been made by the Hurd Super-Caster 


—for a better mark#t, and a better product, too. 
4] 


Sportsmen by the sfores of thousands have been 

i] 
using this unique item of deluxd fishing equipment on lakes and 
streams all over America—shgwing it to their friends—selling 


it for you. 


And now the Hurd Super-Casfer is ready with carefully designed 
quality refinements, definite/features you can turn into profits— 





a new, superior smooth-rumhing spool; a finer appearing handle 
with longer lasting finish//an improved thumb-button drag re- 
ingreased durability. 


to chance, y nee The Hurd Super-Casterfbrings new sales punch to the Christmas 
along with : trade—pre-conditiongd by consistent advertising in leading 
n the Satur- sporting publications/ read by many of your best customers. 
hey’re wide Strategic advertising appearances have also been made in 
‘ide pull of . oP national magazings. ORDER NOW from your local jobber! 
) Post fam- Fair Traded in most y ites to retail at $45 including one rod and Federal Tox. 
ve profit on 

"re tagging 

his adds up 

lat you can't SUPER & CASTER 
nute—ordet 

Instrument \ WITH INTERCHANGEABLE RODS 
to, Ontario. \y Patent 1145625. Other Patents Pending. The right to make specification changes is reserved, without obligation. 


HURD LOCK AND MANUFACTURING COMPANY, SPORTING GOODS DIVISION, NEW CENTER BUILDING, DETROIT 2, MICHIGAN 
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Extra 
Ghristmas 


Profits 
from 


these 
Practical 


Gifts 


SIMONDS ABRASIVE COMPANY 


is a division of 


——s 
Fitchburg, Mass. 
Saws, Machine Knives, Files 


Other Divisions: 


; Lockport, N.Y. . 


Special Steels 


, Montreal, Can. 
Simonds Products for Canada 


SIMONDS 


ABRASIVE CO. 


Carvel He 
in sets of 
case of 

plastic. € 
Protects { 
not in us 


Here’s be 


z afford. Sh 


® Display them and you have a popular, fast, self- . 
selling gift line—every customer is a prospect for some one 
or more of the many Simonds Abrasive Sharpening Stones. | 

Display them beside related items . . . knife sharp : 
eners beside cutlery . . . sharpening stones near hunting! 
knives, ice skates and similar sporting goods... oilstones, 
abrasive files and kits of Mounted Wheels and Points next) 
to mechanic’s tools. in your store you'll find dozens of place: F 
where related display will spur Christmas sales. For extré 
profits act now. You still have time to send for Simond 


Abrasive’s Hardware Catalog. 


SIMONDS ABRASIVE COMPANY, 


TACONY & FRALEY STREETS ¢ PHILADELPHIA 37, PA 


—s; 
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Carvel Hall steak knives aresold ~ 
in sets of 6 or 8, in a handsome a 
cose of lustrous, transparent 
plastic. Case helps their sale, 
protects them for owner when 

not in use. 


yo ma 


p fis, watt 


Here’s beauty and utility that every housewife needs, and can 
afford. She’ll pay Carvel Hall’s modest price gladly for a 
lifetime knife that rarely needs resharpening, cuts efficiently 
through the thickest steak, harmonizes with her best table- 
ware. The Carvel Hall does all that. Its full hollow-ground 
blade is of finest steel, its handle is of gleaming chrome and 


ivory plastic. We know it will sell; if you agree, order today. 


To help you sell a product that sells itself 


NATIONAL ADVERTISING: 


Regular and frequent insertions in 
The Saturday Evening Post, reach- 
ing 15,000,000 readers every time. 


NEWSPAPER MATS: 


Supplied free, a variety of newspaper 
Mats, ready to run over your name. 


Order form with each half-dozen 
sets, 


OCTOBER 23, 1947 


DISPLAYS: 
A rich-looking counter or window 
piece, bespeaking class in every 
detail, on which the case of knives 
rests. Free with every half-dozen sets. 


“HOW TO CARVE” BOOKLET: 
A famed gourmet on carving meat 
and fowl. Free supply with each half- 
dozen sets, for use with display or 
as envelope enclosures. 


nupacturer, 
/ Briddell 


See our exhibit at the National Hardware Show 
in New York, October 15th to 18th incl. 
Grand Central Palace, Booth 69. 
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“"SIS"FINE QUALITY CUTLERY 
ICE TOOLS +  SEA-FOOD TOOLS 
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1 
45° Tilting 
Table... 
Size: 
18” x 7" 






















































































2 7 
wot FEATURES in ! 
68 Ibs. for —_ and ane * 
Rigidity i 2 Guard Front and boat 














TOMLEE TOOLS..the BIG Value 
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TOR 
3 9 10 Whe 
Built-in Belt 7” Table Space Left and Right Saw} 
basses in Front of Hond Mitre | the 1 
Oil Lite Bearings Blade Gauge Grooves | The | 
“4 to cut 
— —the 
pa moun 
2 instal 
‘ const: 
4 5 6 ll 12 and s 
New Departure Self- Large Handwheel Table Tilt 
7c I oe List pice ae Aisne 
° ° 
Bearings Collector Protractor S$ 4 ty 9 5 Adjustment 45 
‘ F.O.B. Minneapoli 





Price without wings— Wings $4.95 per pair extra 


Heavy Cast Iron Construction...Complete with 8-inch Blade...Cuts 2-inch Wood 








More Value per Dollar... More Features per Tool... 


















Tomlee Tools are quality products built by a manu- 
facturer with wide experience and know-how for 
precision work. Built and priced primarily for home 
workshop use but with the sturdiness and precision 
to meet manufacturing requirements. 


Tomlee Tools are priced within range of a wide 
group of prospective customers. They are fair traded 
F.O.B. Minneapolis. 


Their appearance is eye catching—their construction 


Selective Jobber Arrangements Are Available 


is the best, their performance is smooth action, and 
comments of those using them express top satisfaction. 


A band saw, joiner, and drill press will be available 
soon to make a complete line. 


For those handling home workshop tools or those 
who plan to add this profitable department . . . check 
the features shown above and compare... it will pay 
to buy and sell Tomlee Tools . . . the BIG value line. 
Write for the name of your nearest jobber. 


Precision Built for Home, Farm, Contractor or Factory Use 








Complete 










Ne 












T¢ 





a — 


Line with Customer in 


8 
Rip Fence 
with 
Double Locking 
Front and Rear 


Left and Right 
Hand Mitre 


Gauge Grooves || 


Table Tilt 
Adjustment 





TOMLEE TOOL NO. 60 SANDER 


One look at this sander and 
you know it is capable of 
turning out the work. It 
uses a standard size abra- 
sive belt giving a sanding 
surface 4 inches wide. It is 
smooth running and free of 
chatter, giving cleansmooth 
surfaces. It is of cast iron 
construction with a crinkle 
finish of gray and red. 


TOMLEE TOOL NO. 
JIG SAW 


When you use a Tomlee Jig 
Saw you are impressed with 
the vibration free action. 
The blade can be adjusted 
to cut from the front or side 
—the table tilts—three-point 
mounting makes it easy to 
install. The heavy cast iron 
construction makes a sturdy 
and serviceable tool. 


F.0.8. Minneapolis. Weight 90 Ibs. 


F.O.B. Minneapolis 


Weight 21 Ibs. 


TOMLEE TOOL NO. 11 LATHE 


Lathe has many fine features only expected of hi 
tools. Adjustable tool rest is grooved to fit the han 
gx pulley allows mounting from b 


igher priced 


—four step 


elow or back—spindle standard 


 omieh— —can be converted for simple metal working. 


— 


$4250 


‘ F.O.B. 
> Minneapolis 


Weight 80 Ibs. 


National Advertising is Being Used as a Sales Aid for Hardware Deaiers 








A mie 






FEATURES 


% Solid Cast Iron Construction 

*% Oil Lite Bearings 

% Three-Point Mounting 

*% Belt Trackage Adjustment 

*% Table Tilts 90° 

% Spring Tension Belt Adjustment 
% Work Support Adjustable to 60° 






FEATURES 


% Solid Cast Iron Construction 
%& One-Inch Stroke 

%* Cuts Two-Inch Lumber 

% With Blower 

* Oil Lite Bearings 

*% Three-Point Mounting 

% Runs on Crank Case of Oil 
% 45° Tilting Table 

% Adjustable Foot 





' e Table 104%” x 101%" 





. FEATURES 
% Solid Cast Iron Construction 
% Equipped with Cup and Spur 

Centers No. 1 Morse Taper 

% 10-Inch Swing 
x New Departure Ball Bearing Head Stock 
*% Three-Point Mounting 4 
% Can be Equipped for Disc Sanding © 
% Head and Tail Stock True Alignment’ 


% Removable Hardened Steel oe 
Center Points hs Be 
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Pp” YOURSELF in a builder’s shoes for a minute. He has 
problems enough today without havingto “shop around” 
for items to fill a hardware specification. 


Dealers with odds-and-ends lines or a few specialty num- 
bers can’t hope to get builder’s hardware volume business 


where profits are really sizeable. 


The alert dealer today is standardizing on a complete line 


like Russwin... one that is well known and favored by 
builders... one with which his men are familiar so no 
time is lost in figuring out how to apply “gadgets”. 

You'll find it pays to concentrate on Russwin hardware, 
and by all means let the builders in your locality know you 
can give “one-stop” hardware service. Write for details. 
Russell & Erwin Division, The American Hardware Corp., 
New Britain, Connecticut. 


SINCE 1839 


DISTINCTIVE HARDWARE 





FOUR FAST FACTS 


@ The complete Russwin line 
makes it possible for you to 
handle all builders’ hardware 
requirements for every type 
of building. 


@ You have the outstanding 
advantage of the superior de- 
signs for which Russwin has 
long been famous. 





@ Solid selling goes with the 
line that has the finer finishes, 
the informative labeling —all 
the small but important Russ- 
win details that aid choice 
and speed up sales. 





e@ Every Russwin sales repre- 
sentative is a trained build- 
ers’ hardware specialist ready 
and qualified to aid you in 
drawing off specifications for 
hardware needed on large 
contract jobs. 


RusswiN dealers always have the edge 
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Plan now to tie your store to the Christmas Promotion on the Model 
381 3%" MallDrill and the Model 60 MallSaw as the most acceptable 
gifts for the man. Write at once for our complete merchandising 
tie-in, FREE to Mall Dealers, including colored preprints of The 
Post 2-color page for your door, window, to wrap with merchandise 
or mail to your Christmas prospect list. Window displays, counter 
displays, booklets, circulars, newspaper mats, etc. .. . everything you 
need to get a profitable share of this business and the increased sale 
of related items it will create .. . auger bits, twist drills, polishing 
buffs, sanding discs, friction blades, abrasive wheels and other at- 
tachments. Don’t delay. Be the first in your community with this Mall 
promotion. Write today. 


POWER TOOL DIVISION 


MALL TOOL COMPANY 


7702 SOUTH CHICAGO AVENUE, CHICAGO 19, ILL. 
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7 Ingleside Avenue Columbus 8, Ohio 


rE 
~- BOOST YOUR 
Cowutnas GIFT BUSINESS 





Pott P This year Christmas sales of Burgess Vibro-Tool, lowest re 
? os hand tool on the market, are keyed to reach an al aK 
igh 


Big, Suche ads in carefully selected “ge. apo with national 
coverage are delivering nearly 4,000,000 sales messages monthly 
to potential buyers . . . 

New newspaper mats, envelope stuffers and mailouts, all FREE, 
atg available to help bring buyers into your store . 

AN the beautiful, 2-color merchandising unit pictured here 
will help you clinch sales by attracting attention and featuring 
Vibro- Tool as the best possible gift for anyone in the family. 











DE LUXE Kir 
16° 


complete wi ith 
22 @tachments 





SPECIAL CHRISTMAS OFFER 


One FREE Christmas Counter Display with each order 
for 3 Deluxe Kits. Display may be used with or without 
Kit . . . is die cut to show actual merchandise if desired. 
Deal also includes your choice of newspaper ad mats, 
literature and other merchandising aids at no cost. Order 









ets today as supply of displays is limited! 
% 1 Mi nc ik Gili. Mant Mewtinngen paged 
BURGESS BATTERY COMPANY take zurich, iLLiInots 


STOCK ow SELL 


THE SAWS THAT SATISFY 








Ohlen-Bishop saws have the eye appeal that sells, the 
stamina and durability that satisfies. For dealers, such 
a combination spells PROFIT. 





<M = A MAA DADA AAAAA SAAR =e 


" . . . B 
The up to the minute supplier carries these saws to ne a Saree ee 


meet the call of customers who quickly recognize the 


value of a saw specially designed for the job. 


' No. 22 ¢ 
Now more than ever you should investigate the i aatiaaed 


Ohlen-Bishop line of woodworking saws. 





Circular Saws Band Saw Blades 


No. 10, C-5, C-6 Ve"" to 1%" - 
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Don’t miss this opportunity for extra profits this Christmas—place 
your order now for your share of Columbian Vises. Be ready 
to help mom and the kids solve their holiday shopping problems 
by suggesting a Columbian 804 Workshop Vise for the man in 
the family. 


This unusual gift is sure to become dad’s pride and joy because 
of its many handy home uses. Engineered for strength, accu- 
racy, long life and greatest usefulness, the Columbian 804 Welded 
Steel Workshop Vise is ideal for household repairs, hobby work, 
home carpentry, etc. 


Pay yourself a holiday bonus this year by stocking and display- 
ing the Columbian 804 — a practical gift your customers will be 
glad to know about. 


Vise No. List Price Jaw Width Jaw Opening Approx. Wt. 3 Vises Shipping Wt. 
$15.00 4 Inches 5 Inches 25 Lbs. Per Case 80 Lbs. 


THE COLUMBIAN VISE & MFG. CO. 


9O17 BESSEMER AVENUE © ee e@ CLEVELAND 4, OHIO 


Free newspaper mats (1 column 
by 4”) to help you sell the 
Columbian 804 Christmas special. 


= 
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Give Dad a COLUMBIAN 
Workshop Vise this Christmas 


Surprise dad this Christmas with a 
Columbian 804 Workshop Vise. Be- 
cause of its many handy home uses 
this unusual gift is sure to become 
his pride and joy. Ideal for house- 
hold repairs, hobby work, home 
carpentry, etc. Designed for extra 
working strength, positive gripping 
efficiency and easy operation. 


Each vise painted red and packed 
in individual cartons—ready to put 
under the tree. Ask your hardware 
dealer for the Columbian 804 
Christmas special today. 


DEALER IMPRINT 








THE WORLD’S LARGEST MAKERS OF VISES 
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Model 420A 


with Built-in 
Automatic 
Draft Regulator 
100 Ib. Coal Cap. 


Model 616 
Ultra-Modern 
Square Radiant 
Heater, 60 Ib. 


Popular Round age 
Radiant Heater 
available in two 
sizes—Model 520B 
100 Ib. Coal Cap. 
Model 5248 
200 Ib. Coal Cap. 


WARM MORNING Heaters are covered by U. S. Pat. 
Nos. 2,255,527, 127,471, 2,329,993, 2,370,644 and 
Can. Pat. No. 401,088. Other patents pending. 


Name Reg. in U. S. and Can. Pat. Off. 


LOCKE STOVE COMPANY 
114 West 11th St. Kansas City 6, Mo. 
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CORY’S OUT 
FRONT AGAIN! 





THE NEW CORY ROD COUNTER DISPENSER 


pular Round 

ete Just a few square inches of counter space is all it Dispenser supplied free with 12 Cory rods— 
—Model 5208 takes to profit with the ever-zooming appeal of the filters that sel] and sell and sell. 

we . the Cory patented glass filter rod. This new dis- Order new Cory Rod counter dispenser as 
ib. Coal Cap. penser actually puts a dozen Cory filter rods out Model DRA display dispenser. Comes complete 


front where people will see’em—and buy'em. with 12 Rods. . 


Patented Glass Filter 
Rod by CORY ... the 
greatest name in coffee 
brewers! 
Filters coffee only 
through coffee. No cloth. 
CORY No springs. No metal. 


Ph No hooks. Fits any stand- 
ROD ard glass coffee maker. 
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BEAUTIFUL, PRACTICAL GIFTS 


Want to do a rushing Christmas business . . . then put colorful, eye-catching, 
nationally advertised Rubbermaid products on display! 


HERE’S A SUGGESTION :—Take a Rubbermaid Bathtub Mat. Roll it up 
and tie a bow of bright ribbon around the middle . . . set up on end beside a 
Toilet Top Tray of matching color . . . add a card saying, ‘“‘Rubbermaid 
Bathroom Ensemble”’ . . . price. It’s easy, and watch them sell. (For a larger 


gift group, add the Soap Dish and Floor Mat.) 

HERE’S ANOTHER :—Take two Drainboard Mats. . . roll and tie with rib- 
bons . . . set up on end beside a Dishdrainer and a Sink Strainer, all the 
same color. Add card saying, ‘‘Rubbermaid Kitchen Ensemble”’ . . . price. 
(Add other items for larger gift groups.) 

REMEMBER :—Rubbermaid Housewares are Tops in the field . . . are specially 


Engineered to do specific household chores—better . . . are resistant to soap, 
cleansers, grease, scalding water, heat and wear. Every sale brings repeat 


business. 
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THE WOOSTER RUBBER COMPANY 


1206 E. BOWMAN STREET, WOOSTER, OHIO 
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Step up SALES with today’s most 
MODERN STOOLS 


A FAST SELLING, LOW PRICED LINE 








MODEL #125—Presenting our 1948 IMPROVED Step 

Stool with these EXCLUSIVE features: 

¢ Each step pulls out separately 

* The lower step out forms a comfortable foot rest for 
adults 

¢ The middle step out forms a perfectly placed foot 
rest\when used as o Junior Chair 

¢ Both steps out form a Safe, Sturdy Step Stool, made 
safer with NON-SKID Treads 

¢ Rubber tipped feet will NOT cut into linoleum floors 


MODEL #455—This model was designed to fill the need 

for a low priced kitchen stool . . . embodying all the 

features of the national Keenco line. Constructed entirely 

of “Bonderized” steel, it has a completely riveted con- 

struction that guarantees long wear and safe use. The 

baked enamel finish will not chip or mar and is resistant 

to acid. ry 

The Keenco #455 Stool comes already set up or oY 

knocked down. The knocked down model is easily put “p F Oo 
HOSEN B 





together and comes ina convenient carry home package. 


* Ld Ad MODEL #300—Here is a rugged, quality stool to fill the 
demand for a medium priced kitchen stool. 

Braced at vital spots for added strength, this stool 

All Keenco Stools are Available in combines all of the fine Keenco features. Primarily a 

Red & White and Black & White. utility stool, it may be used as a stool with foot rests, 


Good Housekeeping the lower for adults, the upper for children. nt 
Pe facies On T I I 
pa 


! I 
prsesitond Oe) Assure yourself of EXTRA profits! Increase your sales 


with these fast moving, profitable Steel Stools. 
| %. 


— —_ alr 
Distributors — A limited Dealers & Distributors—Send for id 


number of distribution : a 
territories still available. Sample Now! Ask for Literature a occu 
Write for information. and Price Lists on Complete Line. 
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ALL-STEEL STOOLS |i 
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A PRODUCT OF KEEN EQUIPMENT CO., INC., VINELAND, N. J. 
LARGEST EASTERN MANUFACTURER OF ALL-STEEL STOOLS 
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HE first housing development of the New York Life Insurance Com- 
pany, Stanworth at Princeton, New Jersey, is nearing completion, 
and many of the garden-type apartments have already been rented and 
occupied. In this carefully planned and competently engineered project 


it is significant that Formica kitchen cabinet tops were used. 


Formica gives kitchen cabinet tops a new high in decorative value. 
The most popular finishes are plain black, pearlescent and line patterns. 
[hese latter are available in attractive pastel tints. They may be chosen 
to harmonize with the decorative scheme of the kitchen as a whole. 

Formica does not chip, crack, or break, and is not injured by alcohol, 


fruit acids, or the alkalies that are ordinarily used in the home. 





So far Formica tops have been installed in 
153 units of Stanworth at Princeton, speci- 
fied by Architect Holden Mclaughlin, with 
the approval of Chief Architect Gurney of 
the New York Life Insurance Company. The 
tops were furnished by the Kitchen Sales 
Company of New York. The General Con- 
tractor was William L. Crowe, New York. 


THE FORMICA INSULATION COMPANY ¢ 4613 SPRING GROVE AVENUE, CINCINNATI 32, OHIO 
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STEP UP YOUR SALES with 
VOLLRATH ENAMELED WARE! 


Again, buyers are choosers . . . especially the legion 
of women who know values and want the better 
things in their homes. They're guality-wise . . . the 
kind of customers you'll need to make substantial, 
profitable sales . .. the kind that takes pride in asking 
for Vollrath Enameled Ware. 


To bring more of them into your store—to sell 
them the beautiful, serviceable kitchenware of their 
choice—display Vollrath Ware at every opportunity. 


SINCE 1874 


LLRATH 8 Blue and White 


Look for this lla'(0) 


,co* 


Symbol of Quality 


" elleathz 


SHEBOYGAN, WIS. 
NEW YORK + CHICAGO - LOS ANGELES 
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It’s strictly old-fashioned—and strictly unnecessary— 






to reach for a match.to light this gas heater .. . when 






at the flip of a valve the pilot-operated Dearborn will 






heat your room faster and better! 






Pilot lighting is just one of the many reasons why 





Dearborn Gas Heaters sell faster... why every Dear- 






born you sell is a salesman working for you! 






In earning its reputation as the World’s Finest, Safest 






Gas Heater, the Dearborn has created a sensation in the 






heater field—and it will do the same thing with your 






customers, too. Here is truly the G¢@4x space heater! 










Available in sizes up to 65,000 BTU . . . for every type 


of gas — natural, manufactured, mixed, or L.P.G. 








Dearborn Vented Radiant Circulator 
Model DVRC-30 (30,000 BTU) 







Safe, sure automatic lighting with the Dearborn 






Safety Blue Flame Pilot—the pilot which in- 






stantly stops flow of gas to both heater and 






pilot jet if fuel supply is interrupted. 






Thermostatic temperature control op- 
tional. 
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tHe MEMCO viamonwnd TRADEMARK 
LED ME TO THE BEST COOKING, BEST 
LOOKING UTENSILS I'VE EVER SEEN! 


¥ 5 
_ Catyr 
N Meo red in Memco National Advertising * 


Calig 
Womans Home Companion, Brides 3" 


And that path, Mr. Dealer, leads to you! First, MEMCO 
ware has eye appeal: smart designing, smart black- 
white color scheme (plus real quality* that welcomes 
close inspection). Second, it’s nationally advertised to 
thousands of women in your community. .Third, the 
complete 16-piece line of closely-matched utensils 
assures repeat match-up sales. Standard packed in 
convenient quantities for flexible inventory control. 


*Exceeds industry standards for quality 


—§—}z MOORE 


ENAMELING & MANUFACTURING COMPANY 


4 Better Homes and Gardens 


PORCELAIN 
ENAMELED 


WEST LAFAYETTE, OHIO , WARE 


MEMCO wore is food-acid and al 
kali-stain resistant, has black, non 
boil-over dome covers with cool, 
white plastic knobs. Percolator has 
patented lock-on knob, non-fall-off 


No. 325—SPEC 


Only MEMCO ware has ebony 
black bottoms, permanently name 
branded. Cooks more efficiently, 
saves scouring time and fuel, 
matches modern kitchen range 
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No. 110—METAL SPONGE 
Retails for 10 cents 


No. 410—BRONZE BALL 
Retails for 10 cents 
(Also ideal for dairy use) 


No. 125—LARGE 
DOMESTIC SIZE 
Retails for 25 cents. 





No. 325—SPECIAL 3-IN-] PACK 
Retails for 25 cents 
(3 regular 10-cent sponges) 


ebony 

name 
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No. 725—STAINLESS STEEL SPONGE 
Retails for 25 cents (Not illustrated) 
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Micre’s THe answer to the dealer’s prayer . . . an 
item every housewife knows about, needs, and insists 
on having! 

Over the years, Gottschalk’s Metal Sponges have 
become the standard cleansing tools in the homes of 
America. From cellar to attic, there’s not a cleaning 
or scouring job too tough for a Gottschalk Sponge to 
lick. Stubborn stains and grime on floors and wood- 
work, tiles, metal, porcelain and enamelware are 


whisked away in a jiffy, with little effort. 


Non-abrasive Gottschalk’s Metal Sponges can’t 


rust . . . won’t fray or unravel to shed dangerous 
metallic dust or splinters. They never leave a scratch 
...are perfectly harmless to the most highly polished 
finishes. And they’re easily cleaned for re-use by 
rinsing in hot water. 

Truly, a mouth-watering set-up for profits! Spe- 


cial types for special uses. Stock ’em all. Push ’em all. 


SELL ’EM ALL! Write for full information. 


3650 North 10th Street 
Philadelphia 40, Penna. 
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Best liked—because it has 
that fabric-like appearance 


PRICED FOR Volume Sales $29 


Retail 


Headline your store promotions with your customer's choice . . . 
Welmaid’s ironing table cover and pad sets. They 
wear and wear. Made of smooth, “fabric-like” 

material that actually becomes smoother with use . . . ana tailored 
with elastic edging for glove-snug fit on all standard size ironing 
tables. Ironing Table Pads of excellent quality cotton, securely 


stitched, complete the sets. 


®@ Because the cover will ®@ Saves Time, Energy 


not burn — it wears 
and wears @ Easy To Put On 


@ Greater Smoothness of Ironing 


WEL MADD Pecctects 


MERCHANDISE MART CHICAGO 54, ILLINOIS 


* Copyright brand of 
Raybestos-Manhattan, Inc. 


THE BIGGEST NAME IN HOUSEHOLD FABRIC UTILITIES | 
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mp FR 22 BR HARD ROCK MAPLE PRODUCTS 
SSS BEAUTIFULLY FINISHED AND 


CAREFULLY SELECTED FOR QUALITY 


98 Se Siva. . ae New Modern Designs in 
ANS Vee Munising’s Super-Hi Finish 
Retail ae. 4 id. 
HAND CARVED SALAD BOWLS «SALAD SETS 


WOOD CHOPPING BOWLS * WOODEN SPOONS 

PLAIN SALAD BOWLS ¢ LADLES ¢ ROLLING PINS 

CLOTHES PINS * STEAK MAULS * WOOD PLATES 
SPECIALTY WOOD PARTS* 


*Munising's Marquette plant is one of the largest manufacturers 
of special wood parts and turnings. If you have a wood parts 
problem we'll be glad to work it out for you. We have 18 
million feet of lumber capacity. 


RUSH THIS COUPON -~ 


MUNISING WOOD PRODUCTS CO., INC. Dept. P-97 
666 LAKE SHORE DRIVE, CHICAGO 11, ILL. 


* = 
Mo ) NAS LN, Please send me newest catalog and prices. 


WOOD PRODUCTS CO, INC. ones . , 


Name . ; Title 


666 LAKE SHORE DRIVE we 
CHICAGO 11, ILL. a = 
Gry n> - State as 


ATIES a ee ue ‘5 ma) bis a eo ee ee 
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VER many of the nation’s key radio stations, during 

peak-listening time, MONARCH “chainbreak” announce 
ments are continually telling America’s Homemakers about 
MONARCH merchandise — including the exclusive, one-and- 
only, 2-oven Monarch Roaster Range! The same 2-oven 
Roaster Range is being featured in 2-color, half-page ads in 
leading magazines. And in national farm magazines, each 
month MONARCH'S exclusive “Duo-Oven” story is reaching 
millions of prosperous farm homes! It’s a powerful, market 
blanketing program of national advertising which is building 
a solid, steady volume of profitable sales for YOU... . the 
authorized MONARCH dealer in your community. 


MALLEABLE IRON RANGE COMPANY 
2407 Lake Street Beaver Dam, Wisconsin 
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Fast-selling Armborlite rugs and yard 
goods have the style superiority that 
gets quick sales action from home- 


makers. Armorlite’s instant appeal is 


ae i > ad ’ 


no lucky accident — it’s the result of 
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pattern, every color, before they go 
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into production. That’s why every 





Armorlite design is certain to please 


your customers. And that’s why you 





can count on the Armorlite line for fast 


turnover, steady profits. 


4 New! Exclusive! EHF 
aa ( ——_ Here’s Bird's 


latest style- 
right achievement—the Modern Floral Tex- 
ture Rug with sculptured effect. A natural 
for living rooms and bedrooms... has 
floral field with delicate accenting rosettes. 
Choice of three ground colors: HF Great 
Lakes (6263), Grand Canyon (6265), and 
warm tan (6261). 


ENAMEL SURFACE RUGS AND YARD GOODS 


BIRD & SON, inc., East Walpole, Mass., 295 Fifth Ave., N. Y. 
13-118 Merchandise Mart, Chicago 
Southern Furniture Exposition Bidg., High Point, N. C. 
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A modern HUDSON Brooder for every poultry raiser 


pects want 2 all modern needs. - - more sales ..- no tag ends. 


. “ 
is “How 40 you oi pice Faster Turnover: Interchangeable hovers, simpli- 
tet fied stoves make sales to every prospect certain. 
Hudson- Hart’, Bigger Profits. Your prospects and customers 
lowest cost, 4 safe, depen know Hudson and Hudson continues to TELL 
and with a handsome profit to you. LL everyone, everywhere by the biggest 
dvertisin mpaign. Advertising that 


—- Inventory: : satisfy cotone | cn Hudson prooders at your store.’ 
customer regardless is brood, 
i Ss N Leading national, regional and state farm papers 
along with leading poultry journals sell Hudson 
Brooders for you. 
ON BASIC INVENTORY PLAN 


ORDER NOW..-- DISPLAY THEM..-- SELL THEM 











Favorite of thousands. Constant radiagt heat. 


Fuel savings u 
p to 30%. 
Works better without cieaning. Successful for 20 years. Perfected b 
ge y Hudson 


© 1947 4.0 4 are CO . 
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FOR A GREATER NET PROFIT 


SELL DEPENDABLE RUNNING WATER 


Backed by 81 Years’ Experience 


DEPENDABLE FOR DEEP WELLS 


Flint & Walling makes water systems to meet farm, sub- 
urban and industrial needs. At right is the Multi-Stage 
Ejector model fully proved for deep wells. 





DEPENDABLE FOR SHALLOW WELLS 


All F&W Systems are tested for capacity and pressure 
before delivery. This is the streamlined F&W “Bullet” 
System, eliminating belts, gears, and pulleys. 





DEPENDABLE PLUNGER-TYPE PUMPS 


In models for shallow wells (at right) and for deep wells 
(below). Highly adaptable, a profit maker for 
dealers. Write for data on all F&W Systems. 


FARM WATER SPECIALISTS SINCE 1866 


OCTOBER 23, 1947 
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STRONG SMOOTH / 
HANDLES INSIDE 
PERFECT f 


BALANCE EASY TO 


SETS THE PACE FOR SALES FEATURES 


Yes, the original Masters Handi-Cart is a cinch to sell . . . just tell your customer this: ‘‘Look at 
the perfect balance, even a child can push a heavy load . . . and it’s easy to load, the single 
“centered” support is placed for maximum leverage . . . Note the ‘“U’’ channel handles sup- 
ported inside with an extra plate and the “full grip’’ wooden handle bar for easier control .. . 
Last but not least, the smooth inside, no bolt heads or rivets to catch and tear. 

That's all you have to tell to sell! Your customer can see the other features such as the solid 
rubber tires . . . the sparkling baked enamel finish . . . the all-steel welded construction. Write 
for Masters Literature and see why the leader sets the pace. 


STOCK THE WHOLE LINE OF PROFIT-MAKERS 


The three sizes of Masters Distributors shown _ details and sales features are listed in Masters 
below offer you sales and profits from three, Literature, which is yours for the asking. 
classes of trade . . . The Masters Perfect appeals The famous Masters Planter has a sales 
to golf courses, estates and cemeteries...The record for over 45 years because of its many 
Masters Home Lawn No. 30 for the average unique and exclusive features. Sets and 
home owner ... or the smaller Home Lawn __ waters up to 15,000 plants per day! Get full 
No. 25 for those who have only small areas or _ details on this excellent number . . . write for 
occasional seeding or distributing to do. Full _ literature today. 


MASTERS 
PERFECT DISTRIBUTOR MASTERS HOME LAWN DISTRIBUTORS 
} a 
_ ad % 
= MASTERS © 
PLANT 
SETTER 


MASTERS PLANTER COMPANY 2 enion tartar Mich 
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Dairy farmers’ year-round : 
income means steady profits §& 
for Starline dealers f 


VENTILATOR 


has never varied over about 4% from one year to another. 


THE DAIRY FARMER HAS A MONTHLY INCOME 
HE CAN BUY THE THINGS HE WANTS 


Record prices for feed and labor call for equipment that will save both. 


Milk production knows no “off season”. Cows produce milk 365 days Be 
a year. Milk goes to market every day. Nation-wide milk production [7 i 


DOOR HANGER 


Starline Barn Equipment also makes cows safer, more comfortable 
and more productive. 


Starline dealers are cashing in on this demand now. They are getting 
other customers lined up for even greater opportunities that will 


come as Starline production continues to increase. 
LITTER CARRIER 


“OVER 64 YEARS OF SERVICE TO THE FARM" 
Oniginated, Patented and Perfected 
ESTABLISHED 1883 


HAY CARRIER 
HARVARD, ILL. ALBANY, N. Y. 
N 
j * ; 
or Mich. 


WARE AGE OCTOBER 23, 1947 








CAMPBELL @ 
Increased Advertising | HI-LINK , | <te 
Is Telling Your Customers Farm Tractor 


dia | Chains —- ent 
keep tractors moving! a 


eee Le I 





4 Ir | 


... the surface applied preservative for general use on 





wood, fabrics and rope—for the home, the farm, the 
greenhouse and the boat. 


Inge 


We are ready to help you in local promotion. 
Here, for instance, are envelope size folders. 
There are display cards, mats for newspaper 


use, scripts for radio. ve. nies, Pi | W., 
ws henever 


To Stop Rot, Insect Borers and Mildew! | : — bla 
. . . . ° an strong 
CUPRINOL is widely used in the Marine and Horticul- Neither mud nor soft, slippery ground can hold back the that INGER: 


tural fields for its value in stopping rot, insect attack and tractor equipped with Campbell Hi-Link Farm Tractor Chains. give you blad 
mildew. It is rapidly becoming generally appreciated 
through a history of successful results and through our 























| Extra large, self-cleaning links and X-type cross chain con- resist 
struction assure continuous traction under the worst ground So for tou; 


tising in such magazines Better Homes & Gar- a ‘ ‘ . 
advertising in su _ = , seid conditions. Hardened cross chains and electric welded side advantage of 


. . . . hi a 
dens, Yachting, Motor Boating and publications reaching | - dealt maces enn Mit Sees. Specify hacl 


farmers, florists, sportsmen and others. or INGE 


This is only one item in the complete Campbell line of chain 
Packaged for General Use for industrial, marine, farm, automotive use, which makes it | 
oe, : ; | possible for you to supply all your customers’ chain needs. 
Cuprinol is packaged in quart cans to retail at 


90 cents; in gallon cans at $2.90; 5 gallon pails 
at $2.80 per gal.; and 50 gallons drums at 
$2.70 per gal. 


| International Chain & Mfg. Company, York, Pennsylvania. 


It is applied by brush, spray or dip. A gallon, brush ap- 
plied, covers about 400 sq. ft. of wood. Cuprinol treated 


wood is harmless to plants, poultry and animals. C 7. Sad ge S4 Ee L L 


Write today for full information about Cuprinol 


for general sale, trade discounts and promo- a . 
tional plans. 4 — 


CUPRINOL Division, D th, Inc. 
52 Maple Street _—— "auhaie Prick FARM TRACTOR CHAINS INGERSOLL 


Alloy Steels 
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When this 
Shovel = (47 

Goes to Work a zoe 
f you see the 
J difference! 


yy a 





ENGINEERING 





Blade finishes are black 
except molders’ Shovels, 
which may be had with 
either face or back 


Wr icceves you order hack saw blades from your regular 
hack saw blade maker, be sure to get blades with tough teeth 
and strong backs. Whichever type you prefer, you'll find - 
Id back the that INGERSOLL “18-4-1” and INGERSOLL D-B-L Steels re ee 
actor Chains. give you blades with tougher cutting edges, higher impact 
ss chain con- resistance and relative freedom from decarburization. 
orst ground So for tough blades that give a smooth, easy cut, take 
welded side advantage of Ingersoll’s lifelong research in special steels! 
Specify hack saw blades made of INGERSOLL “18-4-1” 
tne of chalk or INGERSOLL D-B-L Hack Saw Steel. 


ich makes it INGERSOLL Steel Division 
BORG-WARNER CORPORATION @ NEW CASTLE, INDIANA ¢ An Ingersoll Shovel looks like any other good shovel in your 
Dennentventt Plants: New Castle, Indiana B stock. But when your customer puts that ‘““Guaranteed-Not-To-Split” 
y' ‘ a ny blade to work he finds the big extra value. 
acne _ Shovels, like plows, are tillage tools. They have to be able to 
“take it.”” That’s why Ingersoll Shovels are made of special 


& Tem-Cross Tillage Steel. Tem-Cross Steel is cross-rolled to 
| N GE K S 0 LL @ produce an interlocking mesh-grain structure and then heat-treated 
@ under precise control. That guarantees split-proof and curl-proof 
44 44 
18-4-] 


t blade edges! That makes Ingersoll Shovels, Spades, and Scoops 
easier to sell and more satisfactory in use. Specify “Ingersoll” 
INGERSOLL iii 
wa 
> Py: ty 
*Furnished in INGERSOLL 
Hack Saw D-B-1 "5-4" and INGER- i | G F st % 0 LL 


on all your shovel orders. 
q SOLL D-B-L 2, "6-5". 
Steeis SHOVELS - SPADES - SCOOPS 


INGERSOLL SPECIAL STEELS FOR SPECIAL USES <  epapetctinti tll 




















PRODUCTION 









chain needs. 


































Alloy Steels Soft Center Steels IngAclad (Stainless-Clod Steel 
‘rmor Plate Shovel Steels Stainless Steels and Sow Steels 
‘ch Plate Steels Knife Steels including ‘’18-4-1’' and Molyb- 


age Steels TEM-CROSS Steel denum and D-B-l Hock Sow Steels 


the 7a) \INK UP YOUR SALES 


WITH 


SAN DING BLOC 4 e STAINLESS CAULK 
r ® GLAZING COMPOUND 


@® © QUALITY PUTTY 











That Will Do A Bigger 
Sales Job For You! 





Stainless Caulk / fom ~~ 
Noor 


Stops cracks once and for “Ame, 
all in tile and plaster, also \ 
wa) 4 around bath tubs and 
* LARGE—STUR se kitchen sinks. Has 50% 
less shrinkage; stays soft 


* GROOVED : ‘ “4 | indefinitely and will not 
ios ; Jf ix crack. Apply with knife or 
* LONGE ce il) + at 7 gun. Keeps the cold air out 


* BIG SI ee oO ) 3 oo ... the warm air in... stops 
a if infiltration of dust and dirt. 


a 




















Indispensable in Home, _ | 
Farm, Factory, Workshop! | _~ Glazing ——— i 


glazing operations. It is made 
to be applied in the same man- 


The big, sturdy, and easy-to-grip Parker Sand- ner as putty but is not to be 
confused with ordinary putty 


ing Block is the new star in the famous Parker spaniadeacdamemiak tau 
Line of Quality Small Hand Tools. A flexible | Se 86 vides permanent adhesion for 
cushion between block and belt, to follow the 43 4 ‘ any kind of glass setting job. 
contour of the article sanded, assures a better ay : It will not shrink or crack... 
job in less ‘time with a minimum of wear on makes a good water-tight job. 
the abrasive. A patented clamp holds sanding 
belt firmly, yet permits quick and easy replace- 
ment of a fresh sanding surface from the 
magazine. Parker Sanding Refills are packed 
a dozen to a box in three different grades. 
Stock them for best results. Go after larger A product outstanding for ease 


profits with these new, faster selling, quality of application, rugged adhesion 
Sanding Blocks to both glass and steel. Made 

. with long life durable oils, it 
readily contracts and expands 
with the steel and has the neces- 
sary strength to render outstand- 
ing service. Our superior quality 
putty has made us the largest 


‘7 manufacturers of putty west of 
Uy hu af iy re hy | % the Mississippi. 
7 & | 


Interested distributors will please 
write for full details and prices. 


PARKER MANUFACTURING CO. QQcMETGINa aT 


WORCESTER 1, MASS., U. S. A. 3418 Gratiot St., St. Louis 3, Mo. 
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It is made 
same man- 9 o oO RWAYS 


not to be 


mary putty 
iad. It pro- OF THE WORLD 


hesion a4 
hank. SWING ON 


--tight job. 











C. HAGER & SONS HINGE MFG. CO. 


ST. LOUIS 4, MISSOURI 


DWARE AGE @ OCTOBER 23, 1947 
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How to win customers 
and build PROF ITS 


~ 
4 





Stock 
KESTER Metal Mender 


Kester Metal Mender is a top quality product that builds 
customer good will wherever it’s sold. Familiar to home 
owners and shop workers alike, Kester Metal Mender is 
the best known name in its field. And your customers art 


| consistently reminded of Kester dependability by power- 


| ful national advertising in every market where solder 


is sold. 


Consumer acceptance of Kester Metal Mender has beet 
accumulating for nearly half a century. Its easy, effective 
use and uniform high quality have made it a leading favor- 
ite with solder users everywhere. Flux-filled, it can b 
safely and properly applied by anyone—without special 
skill or tools. 

Stock and display the sales-catching Kester carton in you 
store. Only the slightest push will make Kester Metil 
Mender one of your fastest selling items. And you'll cash 
in on the profits of quick turnover and steady repeating 


sales. 


Order Kester Metal Mender from 
your jobber! 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue, 
Chicago 39, Illinois 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ontario 


se oe 


mee F MENDER 
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Dirt % GABINTT MAGEWASE 


STYLED TO SELL! 


One of National Lock's matched Cabinet Hardware creations is 
 Seoblae: Som pictured here — the De Luxe line. Here is truly Hardware with 
led, it can be “Eye Appeal", designed to please the most fastidious of cus- 
without specid tomers. There are four profit-packed matched sets to choose 

from — all furnished in glistening chromium! 


carton in yout 
Kester Meti Each item of a set is separately packed in an attractive, clearly 


: "IL cash 
cals sooallll printed envelope, complete with screws and instruction sheets. 
This reduces selling costs and prevents loss of parts. 


There are four styles of counter display boards available to help 
you make quick, profitable sales! Ask for our attractive, four- 
color Kitchen Cabinet Hardware Catalog and price list, illustrat- 
ing our complete line. 


em, wee) Gees 
Cabinet Hardware Division 
Rockford, Illinois 


“Your All From One Source Hardware Manufacturer” 


OCTOBER 23, 1947 
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a ees for WOOD CASEMENTS 





- «Apractical, efficient, medium- 
' priced operator for screened 
and non-screened casements. 





CUT-AWAY 
VIEW SHOWS 
INTERNAL 
MECHANISM 














Arm is 5/32” cold rolled steel, cadmium plated, 
with teeth accurately machine ground (hobbed) 
at exact operating angle. 

Full Y2" diameter case-hardened steel worm. 
Shaft is integral with worm. 

Solid brass bushing acts as a bearing for worm 
shaft; threaded in housing; cannot back-out 
under pressure. 

Arm pivots on 3/8” case-hardened bearing-stud 
shoulder. 

Solid brass arm button is locked in channel. 


Heavy-gauge channel guide (brass or steel) has 
3 point anchorage on window. 


Getty manufactures operators for all 
types of casements for both wood and 
metal. Also a complete line of high- 
quality accessory hardware for 
casement windows. 


25 Years Service to the Hardware Industry ea SE 


Consult your local Contract Builder's 
Hardware Dealer, your local Building 
Materials Dealer, your Wholesale 
Hardware Jobber, or write: 


H. S$. GETTY & CO., INC. 


3352 N. 10th ST., PHILADELPHIA 40, PA. 
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-BEAVER BRAND 


WATCH FOR GLO 


The service of James H. Rhodes & Company 
does not stop with the manufacture of steel 
wool. A large staff of skilled merchandising 
men constantly work to promote sales for 
Beaver dealers. All the helps you need are 
ready for you — big colorful counter cards, 
point-of-sale displays, bright packages and 
effective advertising to assure a fast turnover 
and bigger profits. 
Long SILVERY STRANDS 
EASY ON YOUR HANDS 


Rhodes representatives welcome opportunities to dis- 
cuss Beaver quality advantages. 


STOCK THESE POPULAR SIZES 


Available in all grades — Superfine to Very Coarse 


INDUSTRIAL PADS 


The quick-selling package containing 16 individual 
pads. 


ONE POUND ROLLS 


Steel Wool in layers or continuous ribbon form for 
convenient use. 


EAGER BEAVER 


Popular all-purpose 5 and 10 cent rolls wrapped in 
colorful bands. Impulse purchase — traffic items. 


WRITE FOR COMPLETE INFORMATION 
PLEASE MENTION YOUR JOBBERS NAME 








Caf 
23> JAMES H. RHODES & COMPANY 


| PX \\ 157 W. HUBBARD STREET [48-02 TWENTY-NINTH STPE! 
AVES\ CHICAGO 10, ILLINOIS LONG ISLAND CITY 1, WN." 
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PURITAN 
Sash Cord 


the averag 
building 





PURITAN CORDAGE MILLS, INC. - LOUISVILLE, KY. - ATHENS, GA. 


Executive Offices: Louisville, Ky. 
MAKERS OF SASH CORD, CLOTHES LINE AND BRAIDED AND TWISTED COTTON CORD 


OCTOBER 23, 1947 














SARGENT 
INTEGRAJSOCK * 


ae 
THERE IS NO GREATER 


lan 
JHE SECURITY OF YOUR BUSINESS depends on the quality of 
the products you sell. Take the Sargent Integralock*, 
for example. It is one of the strongest, safest locks ever made... and one 
of the handsomest to grace a residential entrance door. The customer 
to whom you sell an Integralock is sure to be satisfied with this 
factory-assembled lock that is easier and less costly to 
install, that eliminates periodical readjustment and other 
maintenance costs, that has the strength and durability to withstand abuse and 
perform smoothly under any intended condition. Every time you sell 
an Integralock you make a friend — that is why there is no 
greater security for your business than to handle 


this and other Sargent quality products. 
*Trade Mark 


SARGENT & COMPANY 
NEW YORK « NEW HAVEN, CONN. + CHICAGO 
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LOUVERS 
é Ample Attic Ventilation 


RQ Arrow-Line Louvers are recommended by builders 
and owners. They are easily installed, are good’ 
looking, and they last the life of the ordinary build- 
ing. They supply ample ventilation that keeps in- 
STANDARD sulated attics dry. They are supplied for all types SPECIAL 





of residential buildings. They are also made for 


h 30 Sha ie 2 
Lapandiatditnd industrial installations. 


sizes and styles. 


Face Frames are Masonite Presdwood. The louver 
boards are made to allow for expansion. There are no 
NEW TYPE seams, spotwelds, rivets or screws. Also, Lumite Plas- 
tic Screen is used. There is no rust or corrosion that 
can streak the outside of the building. 
If you have special problems, write us. 
LOUVERS ARE OUR BUSINESS. 


A. D. HEMPHILL CO. 


118 FRANKLIN STREET, LAKE CITY, MINNESOTA 
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SENSATION OF 
DETROIT BUILDERS’ Eve 

SsHow! 
AMAZINGLY LIGHT! B Fened F 


coal or woo: 


STRONGER ! ™_ than 2 degr 





day it auto: 
ture selects 
every day . 


ONLY LADDER 
’ 
WITH ALL It’s easy to 


Display "Out-Front”. .. Let Em Lift It... Watch Em Buy! [Rose nin 


Dealers w 


WEIGHS ONLY 1 LB. PER FOOT! 


Get this new ladder deal that’s doubly won't mar polished floors. Sizes now avail-  : ¥ Won't Breck 
profitable to you .. . profitable to buy .. . able: 5 straight ladders, 6 ft. to 14 ft. | pA ait ie See one, will 
profitable to sell! Painters, carpenters, lengths; 4 extensions, 16 ft. to 28 ft. | v Won't Splinter new stove i 
roofers, harvesters, home owners, many inclusive (other sizes later ). ‘ Vv Won't Separate 
others, are live prospects for quick sales. Get this new ladder deal... be first in ‘| Vv Won't Rust 80 for the a 
Extremely light, safe, strong, durable. your community to cash-in on “Feather- Vv Won't Warp ture control 
775 lb. rung strength test. Rubber boots weight Life-Time” Ladders! peo Ret Sihetiee ts ~— With new 
help prevent accidents from slipping, Order from your jobber, or write... | Vne -~ ten Welding a able, you ce 
Vv Never Needs Painting e 
Vv Weighs 1 Ib. per foot on Riteheat 


Vv Fatigue-Proof Sales 
WRITE TODAY V Lasts a Life-Time! of new 


FOR CHESLEY INDUSTRIES, INC. 


Teo nicas 7731 Lyndon St., Detroit 21, Michigan + Chatham, Ontario, Canada PTT T aT TT 
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Sells Easier... For Extra Profit 


> louver 
e are no 
ite Plas- 
ion that 





N OF 
VILDERS' Every Coal or Wood Heater in Autom atic Room 
Your Market Needs One 
Cur ’ Patented Riteheat, the only control that makes Temperature 
c/ coal or wood heaters automatic! It operates on less Control 


! SAFER! than 2 degrees change in temperature . . . night or 
day it automatically maintains the room tempera- 
“ GUARANTEED 


ture selected on the dial. Demand is growing 
every day... To Save Fuel and 


Building Extra Profits Sage / BIG SELLING FEATURES 


Comfort “ ‘ 
on Sales of New Heaters, Too plus display in your store 


It’s easy to sell Riteheat alone ... easier to sell move RITEHEAT right off your shelves 
hew coal or wood heaters when a Riteheat Regu- 


lator has been installed. “S AUTOMATIC TEMPERATURE CONTROL 
Dealers who know a smart selling idea when they Ang, SAVES UP TO 25% ON FUEL BILLS 


see one, will include a Riteheat Regulator on every par 
new stove in their store . . . and watch customers HOLDS FIRE LONGER 


go for the advantage of automatic room tempera- = 
insite wil tos ished har whee tee teat. PROTECTS AGAINST FIRE FROM OVERHEATING 


With new heaters becoming more and more avail- na PROLONGS LIFE OF HEATER 
able, you can easily get this twofold, extra profit ap FIRE LEAVES FEWER ASHES 


‘@ ©” Riteheat itself, or Riteheat in combination with ") EASY TO INSTALL—SIMPLE TO ADJUST 


sales of new heaters. 
| : a Nationally Advertised 
True RITEHEAT REGULATOR DIVISION in Loading Farm Magaziees 
Caloric Stove Corporation, Widener Building, Philadelphia 7, Pa. 


IWARE AGE OCTOBER 23, 1947 m 111 
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MAGIC MIRROR . 
Door Detective 


| 
| 
| 
| 


FUTURA 


Classic Con 
shed Goig 
or Chrome 


Polished Gold or Chrome 


THE MAGIC MIRROR DOOR DETECTIVE is the 
most important door safety device to reach the consumer 
market since the invention of the lock. 

A NATIONAL HOME SAFETY AWARD WINNER, it 
permits private home owners, apartment and hotel resi- 
dents to see through the door and 

OBSERVE ALL CALLERS CLEARLY 
WITHOUT BEING SEEN! 
THE CALLER SEES ONLY HIS OWN REFLECTION IN 
A SHINY MIRROR! 


EASILY INSTALLED in any wood or metal door, of * ‘ 
any thickness, the Magic Mirror Door Detective features: The Nationally -Adverti sed 


SPECIAL TRANSPARENT MIRROR ° . 
WEATHER RESISTANCE Sales Headliner 
DURABLE METAL FRAME 
PATENTED BACK As modern as tomorrow ... waterfall type platform 
EXCLUSIVE DESIGNS covered with ribbed rubber... large magnify- 
inn 20 aaa ing lens for easy readin twin-flex springs 
INEXPENSIVE | 98 y vate iitites 
assure highest standard of accuracy... Zerostat 


NATIONALLY ADVERTISED | precision control of dial. 


VIEW-ADIOSTING | BACK, Saee mean ; 

" ‘ Direct Mail Aids, Counter Dis- i i ¢ i se 

with built in SPEAKER ond te ee Advertised regularly in House Beautiful and Hou 
Counselor 


eutomatic SAFETY LOCK. e 
ma & Garden...see current issues. 


P . : 
secant Prom aed a) Seeenees Scales are sold by leading jobbers... feature them 
— . . 
NOME SAFEE f : . q for profit and customer satisfaction. 
ENGINEERS  \ layir Vive e es Sua P 
pe eM cc is 5 ye piles pe we THE BREARLY CO., ROCKFORD, ILLINOIS 
1125 BROADWAY, NEW YORK 
HARDWARE AGE 
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EASY TO CLEAN 


WASHES WITH SOAP & 
WATER 


ULTRA-SANITARY 
WON’T CHIP 

WON’T CRACK 

WON’T PEEL 

WON’T DISCOLOR: 
ACID RESISTANT 

LONG LIFE 

MOLDED FOR COMFORT 
FITS STANDARD BASE 
EASY TO ATTACH 


TARNISH & RUST PROOF 
FITTINGS 


ALL PLASTIC 
ATTRACTIVE 
WON’T ABSORB ODORS 
GUARANTEED 


DURLITE, the new open 
end, all plastic seat 
made of special plastic 
formulation, has been 
scientifically designed 
and engineered to last 
indefinitely. Available in 
black and white (color- 
fast). Individually car- 
toned. Your Inquiry Invited 


JOBBERS' INQUIRIES INVITED 
AVAILABLE FOR EXPORT 


$398 


Retail Price 


BEACON 
PLASTIC & METAL PRODUCTS INC. 


280 MADISON AVENUE, NEW YORK 


OCTOBER 23, 1947 
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9t Should Happen 
to a Dog — 


NOT A BRUSH 








“‘A FULL HEAD OF BRISTLE IN EVERY BRUSH” 





A BALD PAINTER can do a fine job — BUT NOT with a BALD BRUSH. It is our belief 
that bristle should stick to the brush, not to the wall. We have made quality brushes for 


established 





acceptance 

over forty years. From fathers to sons has been handed down the secret RUBBER form- minimum s 
There is 
women are 
skilled craftsmanship are your guarantee for good performance and long life of every brush. mand for | 
today. It is 


INQUIRE OF YOUR JOBBER OR DEALER Research | 
PITEGOFF BROTHERS, Inc. 


320-330 VAN BUREN STREET 
BROOKLYN 21, NEW YORK 


ula that assures permanence of bristle and prevents shedding. Firmness of bristle and 


Makers of Quality Brushes for Two Generations 
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Lowe Brothers Style- 

Tested Paint Colors 

answer many of your 

problems as a retailer 

because they have 
established consumer acceptance. This 
acceptance means that they sell with 
minimum sales effort. 

There is an excellent reason why 
women are showing an increasing de- 
mand for Style-Tested Paint Colors 
today. It is due to a foolproof Color 
Research Plan — which carefully 


MAKE PAINT RETAILING EASIER! 


predetermines color demand by an- 
alyzing and checking the colors being 
used for home decoration today. 

It is big news to your customers to 
know that ready to use Style-Tested 
Paint Colors do harmonize perfectly 
with the accepted trends in modern 
home decoration. Even more impor- 
tant to you is the fact that Style-Tested 
Paint Colors reduce markdowns and 
close-outs, speed turnover and keep 
stock investment low. 

In other words, Lowe Brothers 


quality Style-Tested Paint Colors add 
up to wanted colors which sell easter 
and faster—and that adds up to more 
profit for you. 
THE LOWE BROTHERS COMPANY 
DAYTON, OHIO 


Ready for use—without : 
extra service effort—the 
colors which women want 
and are buying today. 


Lowe Brothers 


PAINTS * VARNISHES 
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Aluminum Paint 


Your aluminum paint customer 


with a surface  [mmevpemeinenmesrees 


she comes in to buy. That cus- 
tomer is looking for results on 


® ” 
in mind : that surface —and it’s up to you 
ba to provide them! 





Because no single aluminum paint will work well on 


* “all three types of surfaces, the Alcoa National 
THAT'S WHY FOR Program promotes three types. They’re being made 
by good paint manufacturers—they’re being widely 


advertised—they’re giving satisfaction! Your own 
paint knowledge will tell you you need 3 types... 


for WOOD Fe wm 
[ e HOUSE PAINT 

it’s absorbent. It swells and shrinks $ z Rich in oil, elastic, durable 

with weather. Wood requires a 4 > & —for priming or painting 


slow-drying, full-bodied paint, ae, - outside wood. 
very rich in oil. > 








These ar 


for METAL = ALUMINUM METAL de a 


& MASONRY PAINT 
types of 


which vpn and must be protected a § Hard, protective, water- handi 
against moisture. Metal requires a a f finish f ; chandiset 
hard-dryin int, medium-bodied : , proo nis! or metal, 
gn cian pox te brick and concrete sur- streamer 
with waterproofing resins and . FF 

sufficient oil to prevent cracking : ge ments f 
and peeling. 


f or HEATED : — ] ALUMINUM ENAMEL 


surfaces, that require a thin-bodied , L Fast-drying, chrome-like, 
paint in which most of the oils are , ' satin-smooth, heat -resist- 
replaced with high-quality, heat- oa ing, for coating interiors. 
resisting ingredients. -*% r 
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These are the colorful sales aids that will enable you 
to do a complete merchandising job on all three 
types of aluminum paint. A big counter mer- 
chandiser. A three-can counter display. Window 
streamers. Several types of literature. Advertise- 
ments for your own use. All furnished by your 


tee re reno | 


THIS TRADEMARK ON EVERY PACKAGE! 


Look for this Alcoa Albron Trademark when you 
stock “3 for 3’ aluminum paints! It's the nationally 
advertised trademark your cust s will recogni 
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paint supplier—all geared to. move your “3 for 3” 
stock in big volume—at a profit! 

Make your store headquarters for the aluminum 
paints being nationally advertised in farm, home, 
and painter magazines. Buy a brand with the Alcoa 
Albron shield on the package. It’s the trademark 
your customers will be looking for when buying 
alumiaum paint for farm, home, and commercial 
use. For further details, write’ PAINT SERVICE 
BUREAU for free copy of 24-page booklet, “‘Paint 
It Bright—Paint It Right!” ALuminum Company 
or America, 1984 Gulf Building, Pittshurgh 19, 


Pennsylvania. Sales offices in principal cities, 








I’M GLAD YOU TOLD ME 
ABOUT WIL-BOND 








Said Mary Manhattan 7 
To Harry Home, 


"Let's call Jimmy Glory, 


BUILD GOOD-WILL | Co pert room” 
and PROFITS | AND ROAMTHEY WILL... 


right off your brush counter to the tune of ring- 


with this fast-growing time —_ ing cash register bells. 
With the fall cleaning season on hand, these 
and labor saver | popular household ities have a ready market 


—at a steady profit for you. 








A satisfied customer is a repeat customer. He comes back 
to your store again and again. There’s no surer way to build 

this buying confidence than by stocking and recommending 

products that save your customers time and work. 

Retailers everywhere agree that Wil- | ‘if . H, 

Bond is just such a product. This re- j The MANHATTAN 
markable liquid prepares any type of = * bi : 4 i 
surface for refinishing quickly, easily— — ‘ | \ window brush ... filled 
eliminates the job of sanding or wash- | | ti — pure, sterilized, 
. ‘ : ark-gray horse hair. 
ing down with soap and water. It’s a For window and gen- 
“natural” for allied sales with paint, eral flatsurfacewashing. 
varnish, and enamel. 

Wil-Bond actually does three jobs at 
once! Simply pour a few drops on a | 
clean cloth, and go over the surface. 1 Vase ; 

Dirt, grease, and wax wipe off cleanly ey | The GLORY me 

. any gloss is completely dulled .. . window and auto- 
and a slight “tack” is set up which Quickly prepares mobile washer see 
causes the new finish to bond perfectly any type of surface a” eee 
—all in the same operation. for refinishing black hacse hair. 


| Natural lacquered 
| 


block. 
The easy, modern way 











The HOME 


se 

bie “9° . 
utility duster . . . single 
row, staple-set black horse 


— Pa ¢ ¢ wer 
IMPERIAL Rapid BRUSH CLEANER J] hair filling. 24%” flat han- 
‘a dle ...% eal for cleaning 
The ready-to-use cleaner that keeps brushes acting young. mouldings, radiators and 
Starts to dissolve even the toughest paint instantly. No other hard-to-get-at places. 
overnight soaking. 


WILSON-IMPERIAL CO., Dept. H-1027, 115 Chestnut St., Newark 5, N. J. 
MAIL COUPON for INFORMATION or Advertising Displays 


PASRSSSOSSSSOSSSSSSSA SS SSeS rss Sesser sy 
WILSON-IMPERIAL CO., Dept. H-1027, MANHATTAN, GLORY, AND HOME—AS WELL ae: 
vee AS THE MANY OTHER POPULAR HOUSE- : Dion 


115 Chestnut Street, Newark 5, 
We are interested in handling the products checked below. Please HOLD BRUSHES IN THE OXCO LINE. Ree Leaders 


send information. 

1 Wil-Bond (0 Imperial Rapid Brush Cleaner 
We are now handling the products checked below. Please send adver- 
tising material. 


(] Wil-Bond © Imperial Rapid Brush Cleaner 

















Aawecation 


OX FIBRE BRUSH CO. Ty 


INCORPORATED 
FREDERICK, MARYLAND 
FOUNDED 1884 
The World's Largest Maker of Quality Brushes 








Street 








TTT LCCC LCCC LCLLLCLCLCLLLLLCLLLLLLLLLLLLLe 


0c 
HARDWARE AGE TOBER 2 


118 








\ A FAMOUS NAME 
VILL... IN AMERICAN 
_— HOUSEWARES 


and, these 
idy market 


.. filled ff 


terilized, f Pe Y 
i | VY VLG MID 


THAT STANDS FOR 


EXTRA VALUE IN HOUSEWARES 


‘THE J.R. CLARK COMPANY 


ty Brushes 
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ALWAYS 
IN THE 
SPOTLIGHT... 


You can depend on ILLBRONZE CHROME ALUMINUM 
PAINTS and POWDERS to take the spotlight and turn in 
a “star” performance. Whether it’s ILLBRONZE NO. 42 
QUICK DRYING PAINT, with its smooth decorative finish 
—ILLBRONZE NO. 65, the outdoor Paint—ILLBRONZE ss 
INDUSTRIAL CHROME FINISH, the general purpose yy NSS 
quality—or ILLBRONZE NO. 800 HI-HEAT RESIST- J iLLBRON2: 
ANT PAINT, you may be sure of the finest pre- BRAne 
war materials and unsurpassed working char- nn ae 
octeristics and durability. ea - 


Rust Proof - weath 





ILLINOIS BRONZE POWDER CO., INC. 
Dept. HA, 2023 S. Clark St., Chicago 16, Ill. 


WOODEN KNOB 


GUM — MAPLE - OAK 


Quality, flat grained woodenknobs, 
Tapped and Sanded, complete 
with washer head screws for 34" 
drawer front. 


PATTERN NO. BW-120 


Available in sizes from 34" to 2" 
diameters at !/,"' intervals. 
PACKED 2 AND 3 DOZEN TO BOX 
BW-120—1” 


BW-120—2” 


OVATION WALUELL Comzany Fanaa nar 


1800 N. ASHLAND AVE., CHICAGO 22, ILLINOIS DIRECT INQUIRIES TO 
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Perfect for Kitch 
Floors 


DIy 


Doubles the life 
oor Coverings 


Gives longer-lastin 
Store floors 


more profits 


for you! 


CHROME FINISH 
READY mixeD avuminom Pall 
eat By oe 


eet - Rust Proof - weathtt 


ENDS. SCRUBBING 
DRIES IN ONE H 


PLASTICA 


Over 1000 prominent stores throughout the country are now stocking, 
displaying and profitably selling PLASTICA No. 1 and No. 2. For here 
are two transparent Plastic finishes that are skyrocketing in consumer 
popularity from coast to coast, building up Extra Volume—Extra 
Profits for alert dealers everywhere. Feature them now—and see how 
quickly PLASTICA’S superb quality and thrifty low prices make More Ideal for beautifying and pre- 


serving furniture 





Eliminates scrubbing and 
waxing of woodwork 








voubles the life of office 
or coverings 
Profitable Sales for you! 


PLASTICA NO. 1 is a clear, trans- PLASTICA NO. 2 is a transparent liquid 
parent, liquid plastic linoleum finish that plastic all-purpose finish that is especially 
is easy to apply, dries quickly, is non- designed for woodwork, tabletops, fur- 
skid and actually eliminates waxing niture and wood floors. Eliminates scrub- 
and polishing. 1 quart covers average bing and polishing...is alcohol and acid- 











kitchen ... lasts up to 6 months. stain resistant—won't chip or crack! 
” Sives longer lasting lustre to Adds hard, brilliant finish to 
stip Call or write for Liberal Dealer Offer a 
, HARDWARE 
JOBBER 
PLASTIC COMPANY OF AMERICA 
GENERAL OFFICES: 3012 BROADWAY, CHICAGO 14, ILLINOIS 


GE 
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NO NOZZLETO CLOG HIGHLIGHT 


NO NOZZLE TO CLEAN 


just 
SNAP LOADED CARTRIDGE 


IN GUN AND CALK 


This Calker is priced so low, it opens the door to more 
calking sales than you ever dreamed of. The Handicalk 
gun weighs less than 14 oz. All steel construction. No 
gun caps, washers, bolts, or tools to fuss with. No 
nozzle to clog. Nothing to clean. No other Calker like 
Handicalk! Distributed through Jobbers. Write, wire 
or phone today for immediate shipment. 


THE GIBSON-HOMANS COMPANY 


2366 WOODHILL ROAD e CLEVELAND 6, OHIO 


The Gibson-Homans Company, 2366 Woodhill Road 
Cleveland 6, Ohio 

Please send me literature on HANDICALK and name of 
nearest jobber who carries it. 


SS 
~~ 


YOUR SALES 


Make Soilax the Heart of Your 
Fall Housecleaning Section! 


O make the best money, display and push the best 

seller. And there’s no doubt about it—-Soilax is 
your best seller in the cleaner field! 15,126 Hardware, 
Paint and Variety Store dealers report Soilax outsells 
all competitors by a wide margin! 

Soilax offers you a variety of hard-hitting displays 
that’ll sell customers on the spot! Available free are 
attractive counter units, window banners, posters, and 
—the best salesmen of ’em all—free samples! 


So display Soilax—you’re bound to cash-in on Soilax. 
And remember, your big Soilax profits are Fair Traded! 


Order your free Soilax displays now from Economics 
Laboratory Inc., St. Paul 1, Minnesota. 


SA, ~~ 


4 Soilax 


_ LABORATORY INC., ST. PAUL, MINN. 
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Economics 





“Why do I handle 


Here’s Why...” 








illiams Paints are -” 
ular. 

‘dely-used, most pop 
sd the men generally -accepted 


paints in all America: 


Sherwin-W 


(MPORTANT / 


Why not get in 


tion for a ful] gow applica. 


ine erwin- 
rship? Write to. 
erwin- Williams 
Dealer Sales 
leveland 1, Ohio. 


Williams Deale 
day to The Sh 
ompany, 

epartment, C 


SHERWIN-WILLIAMS PAINTS ? 





PRECISION 
BUILT 


: : BICYCLE & 
With extended basket for silverware and cups. Heavy T R | C Y C L E BA S K E T S 


wire frame—spot welded. Capacity for 12 plates. 
LOOP OVER KNUCKLED CONSTRUCTION 


Available in two styles 
cs 2 al . Sturdily constructed of heavy gauge wire 
by oi oY ris pane ww Plated) with bright nickel finish. Complete with 
y y 22 rig nuts, bolts, and struts, ready for assembly. 
Write for information and literature, set-up for jobbers. Available in three sizes 

Loop Over Spot Welded 
156" x 10" x 5” = 156" x 10” x 5” 
6%" x 11” x 6” 16%” x 11% x 6” 

. xis “6” 18” x 13” x 6” 


Ms Mitcueu npusteies 











‘TELESCOPING « ADJUSTABLE 


WARDRO-BAR 


and Shower Curtain Bar 


@ 24 INCH LENGTH THAT EXTENDS TO 42 INCHES 

@ 42 INCH LENGTH THAT EXTENDS TO 72 INCHES 

@ 47 INCH LENGTH THAT EXTENDS TO 84 INCHES 

AUTOMATICALLY LOCKS The smoothest, smartest item in any closet houseware or hardware line— 
e and the fastest selling, too! It doubles closet space . . . adds extra hang- 

INSERT BETWEEN ing space for towels, lingerie, ete., is permanent... yet easily moved 


WALLS WHERE DESIRED with no telltale serow or nail holes. And they sell on sight—because every 
home can use from one to six bars! Individually packed . . . for imme- 


diate delivery! 








If your dealer cannot supply you, send us his name with your inquiry. 


io, ALBERT TAUB & CO. |ii/ 


BAR PERFECTLY RIGID 
1375 EUCLID AVENUE CLEVELAND OHIO 
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1 ] a“ x 6” 
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@ @ @ this stout gentleman's faith in the rugged 
strength of WITT Cans is shared by countless 
thousands of users. They know from long, happy 
experience that these sturdy Cans withstand even 


the most brutal mistreatment. 


WITT Can strength has been proved superior to 
ordinary Cans in tests conducted by a famous 
independent testing laboratory. Subjected to enor- 
mous crushing loads, WITT Cans were much 
stronger than any other Can... up to 400% 


stronger, as a matter of record. 


But that's not enough! To the basic strength of 
the finest materials and design . . . heavy gauge 
steel, deep corrugations and straight-side design 
. . » WITT adds an extra heavy coating of the 
purest zinc. That's why WITT Cans are confidently 


guaranteed to outlast ordinary Cans 3 to 5 times. 


The WITT Quality Story is interesting and com- 


pelling to your customers. Merely tell ‘em and 


sell ‘em . . . the best Can on the market. 


THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 


“ORIGINATORS OF THE CORRUGATED CAN” 





To Make 
Your Glove 
Profits Easy 





om of PRT oP 
‘S* Guaranteed by > 

9\ Good Housekeeping 

Z a 


aoveanisto 1 


ads like this 
in 


< bonocttes 


Good 
Housekeeping 


Journal 
Charm 
Sunset 


Easy-to-Wear 
Housekeeping Gloves 


New Ebonettes slip right on without a tug 
—they're satinized inside! Make it easy to 
keep your hands lovely, save lotion 
bother, manicure repair. You enjoy their 
bare-hand efficiency—short fingers fit snug 
to tips, no floppy ends. Amazing non-slip 
finish grips slippery dishes as if dry' Of 
long-lasting DuPont ne¢oprene. Buy easy- 
to-wear Ebonettes at drug, hardware, paint, 
department stores. The Pioneer Rubber 
Company, Willard, Ohio; Los Angeles. 











Over 25 years of Quality Gloves 


oe Easy-to-Wear 
Housekeeping Gloves Repeat and Repeat! 


Sell the most popular household glove in America and you 
have a really worthwhile glove business. Once your cus- 
tomers try Ebonettes, you’re sure of profitable repeat sales. 


Women like Ebonettes easy-to-wear 
features 


The ad reproduced above brings them good news of 
the kind of glove they’ve wanted for years. After they’ve 
worn Ebonettes, just try to sell them anything else! 


You like Ebonettes, too 


Only 3 sizes to stock. Attractive display carton, dozen 
assortment that sells out. Handsome profit at 59c MFT. 


Extra Sales, Extra Profits 


Stores everywhere tell us that popular Ebonettes mean 
real glove business. Order today from your Wholesaler — 
he has or can get them. The Pioneer Rubber Co., Tiffin 
Road, Willard, Ohio; Los Angeles. 





E COULDN'T THINK of a better way to show you how 

TOP LINE Model 1300's radiant heat will warm a customer 
instantly regardless of the surroundings. For, although it takes 
a little time for even this revolutionary new electric heater to 
warm a whole room, it will instantly warm the person standing 
or sitting in front of it. It does this because the radiant rays 
pass through the cold air and go directly to the person. This 
is just one of the miracles of Model 1300's 3-way heat—the 
sensational development that gives Model 1300 users more 
heat faster and at far less cost than ever before. 
Show your customers TOP LINE Model 1300 today. Let them 
test it out for themselves. After that all you'll have to worry 
about will be keeping them in stock—they'll sell themselves. 
If you haven't already gotten your catalog and price sheets 
write us for your nearest distributor. 


Address: Dept. H. 


P LINE 


TRADE-MARK REG. U.S. PAT. OFF, 


APPLIANCES 


TENNESSEE VALLEY 
MARKETERS, INC. 


Pioneers in Electrical Appliance Manufacture 
in the Tennessee Valley 
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POWERFUL WORDSs«thesce: 


More... 
DircAlo cooKers 


REG. U.S. PAT. OFF. 


have been purchased 
and 


vill_be purchased 





wil 
by homemakers 
than ALL other 


ete makes of pressure 


arm a customer 4 ' ! “ 
although it takes ( () M Bl * 
slectric heater to 3 ‘ 

person standing | : | ¢ 0 0 ke r oe : 


the radiant rays 
he person. This 
3-way heat—the 
1300 users more 


ore. 
oday. Let them 


‘ll have to worry 
ell themselves. 


ot oar ae ADVERTISING AND SALES PROMOTION NEWSPAPER MATS, 
CAMPAIGNS OF “ COOKERS DISPLAY CARDS, WINDOW 
AND PRESSURE COOKERS STREAMERS, TOP-O-COOKER 
WILL HIT A “NEW HIGH” BETWEEN _ DISPLAYS, PAMPHLETS ETC.! 
NOW AND THE END OF THE YEAR WRITE: Advertising Department 
General Offices and Factory, Eau Claire, Wis. 


WORLD'S LARGEST MANUFACTURER OF PRESSURE COOKERS AND CANNERS 
BRANCH FACTORIES: MENOMONIE, WIS., LOS-ANGELES, CALIF., WALLACEBURG, ONTARIO, CANADA 
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How 4 *3000000 iimestment 
is paying off tor our dealers! 


Duo-Therm’s great new $3,000,000 
plant is now going full blast. 


¥ 
i 
ni. 


It is devoted exclusively to making 
Duo-Therm appliances. Four assembly 
lines are multiplying former output 
several times. In fact, Duo-Therm’s pro- 
duction is now the highest in history. 


eS ea 


Never before have such beautiful 
space heaters come out of any factory. 
The wide appeal of Duo-Therm’s spec- 
tacular Period Furniture Models makes 
them easy to sell. Sales figures have 
indicated their tremendous consumer 
acceptance. 


They’re far advanced mechanically, 
too, offering many important features 
originated by and exclusive with Duo- 
Therm. 


Duo-Therm policy also pays off! 





There is no blind competition for Duo- 
Therm dealers, for every Duo-Therm 
appliance is labelled Duo-Therm and 
none are sold under other brands or 
labels. 


So—add it all up. Finest product to 
sell—large volume production, and a 
fair, straightforward policy. With a fast 
and ever-growing market, it’s easy to 
see why dealers agree, when you sell 
Duo-Therm, you sell the leader. 


THE NEW DUO-THERM 
AUTOMATIC FUEL OIL WATER HEATER 


( 7 j te : Inside and out—from top to bottom —these 
a (7,7, handsome, gleaming white Duo-Therm 
water heaters are new! 


They burn cheap fuel oil—available every- 
where—so your prospect need not have gas of 
electric connections. Three attractive models, 
reasonably priced. An easy appliance to sell 
to a big market. 


DIVISION OF MOTOR WHEEL CORPORATION 
LANSING 3, MICHIGAN 





America’s Largest Manufacturer of Fuel Oil Heating Appliances 


DUO-THERM IS A REGISTERED TRADE MARK OF MOTOR WHEEL CORP., COPYRIGHT, 1947 
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EEL CORP., COPYRIGHT, 1947 
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“This ts for me... 


it sure performs... 
and so easily, Too” 


"This 1s for me... 
just tight for my 
scatver tugs, 
low furniture 
and scores of 
dusting chores” 


"This is for me... 


the complete 
answer for my 
sinall apartment", 


/ 
7 


F100th hid 16 SOU) wwe cveaNeR SHE NEEDS 


Westinghouse has Vacuum Cleaners of every type 
... for any task ... in any home; an Automatic Up- 
right, a Tank-type and the Convertible Hand Cleaner. 

Each of the new Westinghouse Cleaners has 
superior, exclusive features that women want. For 
instance, the Upright is completely automatic .. . 
no levers to push, triggers to pull or knobs to turn, 
plus the new, revolutionary Attach-Adapter which 
eliminates necessity of removing belt or stooping 


over to connect attachments. The Tank Cleaner has 
an Adjust-O-Matic Nozzle that makes cleaning rugs 
and carpets easier. And, of course, attachments for 
every cleaning job. The Convertible is tramsformed 
with magic simplicity into an efficient hand cleaner 
... simply lift it out of the adapter. 

A hard-hitting advertising display and sales train- 
ing program is ready to make this Westinghouse 
Vacuum Cleaner line profitable for you. 


Every house needs Westinghouse 
Maku of Qver 30 murion Eleittic tome Ayplianees 


WESTINGHOUSE ELECTRIC CORPORATION + PLANTS IN 25 CITIES » OFFICES EVERYWHERE + APPLIANCE DIVISION MANSFIELD ONIO 


Tune in Ted Malone...every morning, Monday through Friday... A. B. C. Network 
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Why does PRO-TEX 
outsell all other 
Stove Pads? 


Because it has 
these built-in 
quality features!* 






Baked enamel finish withstands hard wear.... 
gives long, satisfactory service 











Eye-catching designs make a hit with house- 
wives . . . have tremendous sales appeal 










Strong, smooth corners — metal edge goes all 
around... improves. appearance and utility 










Rigid construction — multiple rib insulation, com- 
bined with sheet steel top, gives utmost rigidity 







“And for other reasons, t00. PRO-TEX Pads actually cost 
less than other pads which cannot match PRO-TEX 
quality. The store that features PRO-TEX can’t be under- 
sold. Moreover, no other line is nearly so complete. 
PRO-TEX Pads are made in five popular sizes and in 4 
wide range of designs for every purse and purpose. 


Gallonofy. 


METAL PRODUCTS CO. 


1820 EAST 37th ST. ° CLEVELAND 14, OHIO 
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OIL-BURNING SPACE HEATERS hh 


place door. Comfort, too, in EVANS exclusive All- 
Directional Fan-Forced Floor Level Heat, exclusive 
Double-Length U-Shaped Golden Flame, exclusive 
design by famous Walter Dorwin Teague. 


O AFTER that space heater business this Fall 

with EVANS’ great new line. Cash in on this 
EVANS advertising that is being seen by approxi- 
mately 25,000,000 readers in such national pub- 
lications as: Liberty, Country Gentleman, Farm 
Journal, Household, Small Homes Guide and 
others. Cut down selling resistance by displaying 
EVANS Oil-Burning Space Heaters. 


Your customers will be satisfied, for there’s cheery 
comfort sitting in the glow of the EVANS fire- 


EVANS e 


; EVANS PRODUCTS COMPANY 


HEATING AND APPLIANCE DIVISION 
PLYMOUTH, MICHIGAN 
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There are EVANS models from 31,000 B.T.U. to 
65,000 B.T.U.—ample range to cover home needs, 
and many commercial uses, too. All carry Under- 
writers Laboratories approval. Get into the Space 
Heater profit picture with EVANS. Complete 
data on request. 


wm SPAGE HEATER 


Nationally Distributed by 


WESTINGHOUSE ELECTRIC SUPPLY CO. 


and Independent Distributors 





Extra Winter 


Profits from 
You will sell more RODAN than any other S TE i LI N G i 0 ck N) a i 
rat killer, make MORE PROFIT, and have 


more satisfied customers. Why? Because 

RODAN, and only RODAN, contains aS 
DuPont ANTU (advertised on Cavalcade Sel | 2 bags ae ‘i as 
of America network radio program) and 

the sensational WALSH 16-Ingredient customer... a to hae in car for 
Bait rats can’t resist. A package which con- 
tains enough ready-to-use RODAN to kill 
a thousand rats sells for only $1.00. Labo- 
ratory tests show RODAN safe around 
animals and poultry—sure DEATH for 
rats. You’re protected by $100,000 to 
$300,000 product liability insurance. Call 
your wholesaler for RODAN right now 
or mail coupon for complete profit story. 


The Only Rat Killer with Both 
DuPont ANTU and the Scientific 
WALSH 16-Ingredient RAT BAIT 


to every 


use under wheels when they 


‘ “ =\ mi 
get stuck. ope 
I for home to keep steps, 


More SALES * More PROFIT 


Rodan comes to you in dry, 
kibbled form ready to use. Rodan 
is easy to use and easy to sell. 
It’s preferred by thousands who 
are using it to rid their premises 
of rats and mice. Rodan is the 
leading, nationally advertised 
rodenticide that is bringing 
greater profits to hardware 
dealers. You will see Rodan 
advertised in the nation’s top 
consumer magazines, farm 
papers, newspapers and hear 
it on the radio. 


sidewalk cv Tree of 


dangerous ae 


Containers of six 
1016. bags... Also 


in NATIONAL poe <<: 42 | “Rm 00/6. begs 
MAGAZINES, Us ee i ee = 
as enageeb me 2 r | UT H International Salt Company, /nc. 


on Scranton, Pa. 


on the RADIO 


WALSH LABORATORIES, Inc., 525 W. 76th St., Chicago 20, Iil. 


I want to get my share of RODAN Profits. 
Send me your big Profit Deal. 


* apple llth eet TOES. STERLING 


ADDRESS 


JOBBER 


132 


Cr - Merion 
ROCK SALT 
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Salt 


to every 


Car for Bill Worthington, Pontiac, Illinois is shown 
with his Hampshire barrow which took cham- 
pionship honors at the Junior Live Stock 

the Feeding Contest, held in conjunction with the 
y os , 1946 International Live Stock Exposition. 
ws ef Bill’s porker weighing 238 pounds, sold for 

$1.60 a pound. 


steps, cammmemaemenmenen Cran Fence “= om on oe 


ee of | - f ee “SS American” 


Farmers throughout the U. S. know that it 
takes more than good looks to make a fence a 
champion. It takes better design, longer life 
and all around good service. U-S:S American 
Fence has all these things and more. That is 
why year after year U. S. farmers have made 
American Fence the champion best seller. 
When you sell U-S-S American, you know 
you’re backing a champ. 

You'll get plenty of backing from us, too, 
with strong, consistent advertising in_ the 
best farm papers . . . with literature to pass 
out to your customers ... and with a nation- 
wide, United States Steel radio program for 
a full hour every Sunday evening. 

This is the kind of promotion that builds 
future sales for you. For further information 
about U-S-S American Fence, Poultry net- 
ting, or other U-S-S American Products, 
write to American Fence, 412 Rockefeller 
Building, Cleveland 13, Ohio. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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WORCESTER SHEAR 


MODEL 600 
(illustrated ) 


WORCESTER 
POWER MASTER 
Model 750 
Leaders in the fast-selling, 
QUALITY-PROVEN 
Worcester line. 
Other models include: 
WORCESTER MASTER 
Model 500 
WORCESTER 
LAWN TENDER 
Model 400 


} WORCESTER LAWN MOWER COMPANY 
CHICOPEE FALLS, MASS., U.S.A. 
DIVISION SAVAGE ARMS CORPORATION 


Worcester’s fifty years of ex- 
perience and engineering 
skill can be counted upon 
to produce the FINEST lawn 
mowers obtainable. 


The Worcester reputation is 
unequalled for value and 
dependability in the lawn 
mower field. 


There will be a tremendous 
demand for KNOWN PROV- 
EN brands of quality lawn 
mowers in 1948. 


We wili be able to supply 
you! More Worcester Mowers 
than EVER before are now 
being produced. 











“Gold Label" Nozzles 
“Dart” Nozzles 
“Brass King" Nozzles 
Brass Hose Clamps 
“Tulip” Sprinklers 
Full line of Whirling 
Sprinklers and Hose 
Accessories 


PAT. PENDING 


Yes, Sherman again has some- 
thing new, something better, 
something with greater sales 
appeal! The superiority of 
these improved ‘'‘long-grip" 
Couplings and Menders shows 
at a glance. Every one of 
these alternate long and short 
fingers takes a separate, inde- 
pendent grip on the hose, in- 
suring a connection of lasting 


strength and permanence. 


These improved clincher cou- 
plings and menders are just a 
sample of what Sherman offers 
in today's Lawn Hose Fitting 
line. Find out about this line. 
Write today for new catalog. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICHIGAN 
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-_ tHE LOUDEN Cre Man Cand 


and INCREASE YOUR BARN HARDWARE 


SALES and PROFITS 


® Here’s good news. After five years of shortages and 
scarcities, the Louden One-Man Band will be back 
in 48 for both old dealers and new. This compact, 
self-contained display puts a complete farm building 
hardware and equipment department in your store 
++. in just 32” x 72” space. (Also available in Junior 
size model.) Yet, it will enable you to get 
a lion’s share of sales and profits in this 
tremendous market. It will increase your 
store traffic, too, and remind customers of 
their needs, 95% is salable Louden mer- 
chandise , ., and Louden has always been 
the recognized leader in the field. 


Quantities of the Louden One-Man 
Band will be limited the first months of 
the year, so get your order in early. Write 
today for full details. Remember, Louden 
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has a complete line of modern steel stalls and 
stanchions, water bowls, feed and litter carrier sys- 
tems, ventilating systems, hay unloading tools, sliding 
door track, hog house equipment, horse stable fittings, 
and Barn Plan service. . 


THE LOUDEN MACHINERY CO. 


(Est. 1867) 


510 E, COURT STREET FAIRFIELD, IOWA 
Branch, Albany, N. Y. But Please Direct Inquiries to Fairfield 


LOUDEN 


FARM BUILDING HARDWARE & EQUIPMENT 
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IN WIND, RAIN, SNOW OR HAIL © YOUR FREIGHT GETS THERE BY RAIL! 


acts Favor Your Future 
in the 


“Union Pacific West’ : 


l Of special interest to the | 
Il Hardware Industry { 


















and tte Fact 1. Since V-J day, hundreds Fact 3. Travel surveys show vaca- 

ied Sail Re of industrial and commercial con- te tionists favor the western area by a 
- ae that cerns have located factories, ware- wide margin. Result — greater in- 

eyoreh oust houses and distribution facilities on terest in the West leading to perma- 

srges ogg the Union Pacific right-of-way in nent residence... growing markets, 
turned ae the western states served by the more manpower for industry. 

. cocgien st railroad. 

wort all d Fact 2. This vast territory is rich Fact 4. Over its Strategic Middle 

ge so Rear in raw materials, natural resources, a Route, uniting the East with the 

yo rouse skilled and unskilled workers ...with West Coast, Union Pacific pro- 
vs shipped righ! ideal living conditions, good schools, vides unexcelled rail transportation. 

and plenty of space for future ex- 






pansion. 











be Specific - 
say Union Pacific’ 


* Union Pacific will gladly furnish confidential in- 

formation regarding available industrial sites hav- 
ing trackage facilities in the territory it serves. 
Address Industrial Dept., Union Pacific Railroad, 
Omaha 2, Nebraska. 







UNION PACIFIC RAILROAD 
The Stealeqic Middle Route 
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THE $&$ TWO-FACED OWL 
.-eThe Crow Decoy With The 
Double-Barreled Profit 
Possibilities 


Cash In on the “Open Sea- 

son”’ for Crows. The thousands 

of hunters who “Gun” for the 

sable scavengers are an impor- 

tant, profitable market... Your 

market for the new, fibre S & S 

Two-Faced Owl, finest crow decoy made. 

Why, even old timers agree it’s the most effective decoy 
they've ever used. Its double-face and ferocious eyes so 
excite crows that hunters have been able to shoot them from 
the open. The S & S Two-Faced Owl will sell itself to the 
crow hunters in your community ... Stock it and see. 


And Speaking of a Double-Barreled Market...The S & S 
Two-Faced Owl routs pesty Starlings from their roosts and 
eliminates the nuisance and the damage they cause. It’s a 
fibre-reproduction of the owl used by Soules and Swisher 
of Decatur, Illinois, in gaining their national recognition as 
starling eliminators. Public officials and private citizens, 
anxious for this control, will beat a pathway to your door 
for the S & S Two-Faced Owl. 


Investigate Both Markets TODAY! 


‘ 


Ay 
AAlDuk...tne Duck Decoy 


Duck Hunters Prefer! 


Be prepared for the hunters who will ask you for ARIDUKS 
... the preferred one-piece molded fibre decoy with the no- 
seam base. They won't take a substitute. They like ARIDUK’S 
natural looks, sturdiness and the way ARIDUKS bring the 
ducks down. Better Contact 

Your Jobber Today. 

ARIDUKS are available in 

Mallards, small, medium 

and large; Pintails; Blue- 

Bills; Canvas-Backs; and 

medium and large Black 

Ducks. 


Manufactured By 


GENERAL FIBRE COMPANY 


1 ay oe oon | Se ee eee ee en | Ee ee oe 








HEY, FELLAS! THE 
MAKE-A-LITES 
ARE IN! 


H 


‘ 
BRILLIANT, STEADY LIGHT 
AT HIGH OR LOW SPEED cleguemtt 


without Batteries! 


The ONLY bicycle light 
generator with Automatic 
Voltage Control. Prevents 
blowing of bulbs at high 
speed. Generates cost-free 
electricity at all riding 
speeds. Even old, self-con- 
tained battery lamps can 
now use current generated 
the MAKE-A-LITE way. 


This fast-selling, money- 
making specialty offers con- 
tinuous turn-over on bicycle 
light generators, head and 
tail lamps and complete gen- baked enamel finish. Heat 
erator-lamp sets. Colorfully lamp finished with chrom 
packaged for volume selling. bezel. 


ORDER FROM YOUR JOBBER 


MAKE-A-LITE DIVISION 


Chefford Master Mfg. Co., Inc. Fairfield, Illino's 


HEAD AND TAIL- 
LAMPS AVAILABLE 


... finest grade white 
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Even if we had tried to, we couldn't 
have kept secret the superiority of BLAKE 
& LAMB Steel Traps... 

Because, year after year for more 

than 100 years, trappers have told their 
friends, fathers have told their sons that 
the world's oldest brand gives better and 
longer satisfaction. 
_ And, of course, we haven't tried to 
hide this fact. To the contrary, we have 
broadcast it to the point where the de- 
mand for BLAKE & LAMB has become truly 
tremendous. 

Today, trappers not only know that 
BLAKE & LAMB are better value—they 
know that the place to buy the best in steel 
traps is the local hardware dealer. 


BLAKE: LAMB 


5 de STEEL TRAPof the HARDWARE TRADE 
ef = =THE HAWKINS COMPANY 


Americas Oldest Trap Manufacturers 
SOUTH. BRITAIN, CONNECTICUT 


AND TAIL- 
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Rural hardware dealers know this. Asked what rural 
magazine would be most effective, from an advertis- 
ing standpoint, in helping them sell their prospects 


they gave Country Gentleman 

a 116% lead 
Advertisers know this. They invest more advertising 
dollars in Country Gentleman than in any other 


farm magazine. 
URAL tiie PER ne 
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You can tell your customers: 


Designed to bring them in, with ease in casting 
never before approached ...and strength to 
match the fighting spirit of the huskiest fish! 
No wonder you can look to NORWICH 
LINES for greater profits—for the Line of 
Champions is a champion for sales, too! 


BLACK PEARL 
BAIT CASTING LINE STATESMAN 


Nylon 
BAIT CASTING LINE 





Here’s the line that’s the world’s finest—holds the 


record of a 151-pound tarpon on an 18-pound test 
line! That’s a world’s record NORWICH is proud Smoother, smaller than other linés of equal test 


of ...and you'll be too! Available in 6 sizes from . available in 9 sizes from 9 to 50 pound 
12 to 36 pound tests. is tests .. . black, white, gray. Top service in both 


fresh and salt water! 


Ask Your Jobber Salesman 


WORM» 


LINE COMPANY, INC. 


The Line of Champions 





NORWICH, N.Y. i ad 
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SURE SALES—INCREASED SALES ¢ LARGER PROFITS—LOWER SELLING COSTS 


| INSECTICIDE 
For the Home Gardener e For the Farm Trade 


Here’s why Niagara Farm and Garden Brand Insecticides and Fungicides move 
speedily and profitably: 
@ A complete line of professional @ Nationally advertised. 
chemicals for specific purposes. @ Up-to-the-minute proved 
@ Labeled for easy merchandising. formulations. 
@ Attractively packaged. 





PLUS Long-standing customer acceptance. 


SEE YOUR DISTRIBUTOR, OR ain — 


520 Buy PROTEC Ny 


NIAGARA CHEMICAL DIVISION 
FOOD MACHINERY CORPORATION 
MIDDLEPORT, NEW YORK 


Richmond, Calif. © Jacksonville, Fla. ¢ Pompano, Fla. © New Orleans, La. © Greenville, Miss. © Harlingen, Texas 
Canadian Associate: NIAGARA BRAND SPRAY CO., LTD., Burlington, Ontario 


WRITE US FOR FULL PARTICULARS 
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LaF AMERICA'S 
LINE 


Your sales future holds big opportunities if you carry the Dempster 
America’s most complete Water Supply Line —_ because every Dempster 
sale leads to more business _and extra profits in the sale of accessories 


for complete installations for kitchen, bathroom, barnyard and fcedlots. 


Today thousands of families need and can afford to install running water. 
Dependable, nationally advertised Dempster equipment is a line they 


will buy. Dempster is a line that will bring future business to you. 


DEMPSTER MILL MFG. CO. 


BEATRICE, NEBRASKA 








SELLING COSTS 


ICIDES 
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© DOUBLE-BARRELLED PROMOTION BLAST! 


More Sales, Extra Profits for Jobbers and Dealers 


all Hon Sous 

7% 9113 ~COTLAGES si" 
PUNT ING AND FISHING TRIP! Farm! the 
¥ fire wood 
\- #; - and gen 
S igh Speed 
Sf) >. ™. itays sharp 


‘ Sy 24, 30, 36 
7a ses € ~ Dig, ‘ames and 
F a ~ #blades 
' P ig! | "2 Stores 
A peceren 


seCo.,in 


BUSHMAN SAWS ©" 


With an Steel Blade 


»se@ saw for sum 
f farm. Light a; 
~ clearing trees 


GENSCO FINN KNIVES 
AND SWEDISH MORA KNIVES [opie 


ADVERTISED TO Bitar 


650,000 jams 


READERS IN d general farm 


and general farm 
and ranch work 
Dis" to 10” lengths 


Hunters and Sportsmen everywhere +. ga 
are acclaiming these famous knives. 
Stock them... display them... There's 
plenty of extra profits in Nationally 
advertised Gensco Finn and Swedish 


Mora Knives. 
Gentlemen: Please send literature and prices on: 


{ ] Gensco Finn Knives [_] Bushman Saws and Swedish Steel Blades 
|_] Swedish Mora Knives (_] Swedish Wood Chisels 
Ee a a a ne Ee ee ee eS 
EE EE ER SNS Let ee ene ae ee ee 
S 


GENSCO TOOL DIVISION a 


General Steel Warehouse Co., Inc. jaa _ State. 
We sell, Retail only [| Wholesale only [_] 
EE Ee ee 
GENSCO TOOL DIV., General Stee! Warehouse Co., Inc. 
1830 N. Kostner Ave., Chicago 39, Ill. 


1830 N. Kostner Ave., Chicago 39, Illinois 
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SAFE 
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for 
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BECAUSE | DO SO MANY 


JOBS BETTER” \ RIFEID 
| He Strap Wrench 





-..- AND IN EVERY | 
HARDWARE STORE” | 


There’s no other pair of pliers in the world 
like the Parallel - Action BERNARD. And 
here’s why they’re so handy to use. 





* . 
| ..-Your customers like this 
Jaws close parallel — like a Powerful cutters on the outside of 
vise. Fit snug and flat. Won't the head, easy and convenient to ha n d y to ol to r S h 0 p S a n d aA mes 


slip or mar the nut. use. They'll cut an 8-penny nail. 

















BERNARD also makes the long @ ‘ F 
nosed Parallel-Action Pliers $402 ; | @ It sells easily because it meets a 
shown at right. real need —to prevent wrench cuts 
. d scratches on polished pipe 

Place your order now with your om Sate 
Strong I-beam handle and head in 


distributor. Complete catalog of ; 
BERNARD pliers, nippers, cut- one piece. Handy hang-up hole. 
ters, punches, pruners and hedge | Easy to attach and use. Special 


clippers on request. | webbing strap of unusual strength, 
ve r/ Bd at | easily replaced. Two sizes: No.2,” 
Faithful ; Quality Since 1870 e 2, 17" strap; No.5, 1" to 5”, 30” 
strap. A quality best 


Popular RIPaID 
seller —order from Pipe Wrench, with 


os 
BR | R NA R 1D) your Supply House. guaranteed housing. 


fj 78 
WM. SCHOLLHORN COMPANY 


1010 Chapel Street, New Haven 9, Connecticut 
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Real Tool Value in Stanley Chisels 


ee > |e) 
up Wrench 


a 
cnt 


we Stanley Chisels give customers full tool 
value. Blades are forged from finest quality 


$ like this ——=— Ye chisel steel in one piece, and are heat treated 
; ! to hoid a good cutting edge. Handles are 
ind homes 2 | shaped for comfortable grip. Stanley Chisels 


are made in all popular sizes with leather- 
capped hickory handles, composition 
handles and composition capped with steel. 


Sell Stanley Chisels and other Stanley 
Tools because they do a good selling job for 
you. Stanley Tools, New Britain, Conn. 


RDWARE AGE RB OCTOBER 23. 1947 





NOW the 
NEW SANDER 


O.K. BELT SANDER | 


The new OK Belt Sanding Attachment for a drill press fills a long 
felt need in home work shops and small manufacturing plants. When 
attached to a drill press, it makes an ideal machine for shaping, 
sanding and finishing practically any wood, metal or plastic surface. 
Takes belts of any grit size, from '/2" to 3" wide and from 26" to 
36" long. Retails complete with one coarse and one fine grit belt 
at $24.50. Precision made to last for years. 
DEALERS WRITE for literature and discounts, The 
OK Belt Sander will be nationally advertised in the home 
work shop magazines, and will be sold through regular f 
channels of trade at usual discounts. Inquiries from hard- 
ware and mill supply houses especially invited, Free # 
envelope-stuffer type folder now ready for yous use. Write 
us today. 

OK SPECIALTY COMPANY, Inc. 
Bept. L3, 4655 North Clark Street, Chicago 40, Ill. 


New Profit-Maker For You! 
I 


TRADE MARK REG. VU. S. PAT. OFF. 


ANTI-FRICTION COMPOUND 
Now Available In New 
HANDY-SIZE PACKAGE 


Packed In A New 
Sales-Compelling 


COUNTER 
DISPLAY 


to 
INCREASE 
YOUR SALES 


PROFITS 


Famous throughout industry for 33 years, MOTOR-MICA Anti-Fric- 
tion Compound is now available in a new handy-size container, 
designed specially for home and tool kit use. World's finest lubri- 
cating aid, Motor-Mica is unequalled for making things operate 
smoother. Cures sticky locks and windows; quiets squeaky hinges; 
improves performance of appliances, washers, fans, clocks, etc. 
Cools hot bearings, reduces friction, aids lubrication of motors and 
machines. Packed 24 packages in a new eye-catching counter dis- 
play. Sells fast. Good profits for you. Send for details NOW! 


SCIENTIFIC LUBRICANTS COMPANY 


3469 N. CLARK STREET CHICAGO 13, ILLINOIS 
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A practical and efficient hanger 
bar of excellent material and work. 
manship. A time and cost saver 
for the BUILDER. A boon to the 
busy HOUSEWIFE. : 


FEATURES 
%& Comes completely assembled . . . no parts to look for. 
% 1%" No. 12 Wood Screws welded to flanges for strength. 
% Strong, light metal, 18 gauge seamless tubing. 
% Especially designed for easy and rapid installation. 
% Extends from 24" to 42”. 


Priced to retail for $1.98. 
PROMPT DELIVERY 


“a 
ADR UPSET FORGING COMPAR 


3920 N. CHRISTIANA AVE. 
CHICAGO 18, ILLINOIS 





nd 


FIRE POTS 


G., almost 60 years, the superiority of 
C&L Blow Torches and Fire Pots has been recognized 
by good mechanics everywhere. Experienced work- 
manship, engineering skill and quality materials assure 
complete dependability and smooth, efficient per- 
formance. Mechanics who know the value of good 
tools — and who demand the best— always insist on 


C&L Blow Torches and Fire Pots. 


TRADE MARK 


CLAYTON & LAMBERT MFG. C0. 


1718 DIXIE HIGHWAY «© LOUISVILLE 10, KENTUCK! 
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DIE CASTING is the shortest route from raw material to fin- 
ished part. 


liquid metal is fed in one end of the casting machine and within 
a few seconds, the other end delivers a finished casting prac- 
tically ready to use. 


DIE CASTINGS are produced in zinc—aluminum—magnesium— 
brass—tin—lead alloys, whichever most economically and func- 
tionally meets your needs. Castings can be finished by us in 
nickel—chrome—copper—enamel and paints of all colors. 


our plants at: 


POTTSTOWN, PA. BATAVIA, N.Y. 
) TOLEDO, OHIO mn 
GRAND RAPIDS, MICH. 


are strategically located to serve your plants in close proximity. 


DOEHLER-JARVIS CORPORATION 


The World's Largest Producer and Finisher of Die Castings 
Executive Office 


386 FOURTH AVENUE 
NEW YORK 16. N.Y. 
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LYNN POWER TOOLS—/mmediate Delivery 


e Ideal items for 
Christmas gifts 


@ Order Now while sup- 
ply is available 





POWER HACK SAW Model No. PH-4 


LIST PRICE $30.00 


Ideal for farmers, garage men, service stations, home 
workshops, industrial plants, plumbers, electricians, car- 
penters and a host of others. Can be used as a portable 
saw to take right to the job and is a valuable addition 
to equipment in shops and factories. 

Equipped with 4 inch vise with floating rear jaw to hold 
uneven pieces. Operates at 130 strokes per minute. Spe- 
cial design of frame and saw precludes errors and 
makes for accurate sawing. 


ALUMINUM JIG SAW Model No. JS-6120 
LIST PRICE $24.95 


This saw features a fully removable upper arm that en- 
ables the user to do inside sawing on any size stock. Op- 
erating mechanism is a positive drive running in a bath 
of oil insuring balance and constant smooth operation 
at all times. 

Large work table can be tilted to any degree up to 45 
degrees either to the right or left. Specifications include 
14%” height, 834” width and 18” overall length. 


Write for catalog sheets and trade discounts. 


LYNN PRODUCTS COMPANY #21 E. Ontario St., Chicago 11, Ill. 


Export Dept., Valyn Export Co., 321 E. Ontario St., Chicago 11, Ill. 




















Whatever your Washer needs may be, 
we can fill them! Fer more than 25 
years we have been faithfully serving 
the hardware trade. 


Our Washers are Master Products. 
Flat, clean cut, hand sorted—no scrap, 
no slugs, no miscuts. 


U.S.S. WASHERS « S. A. E. WASHERS 
RIVETING BURRS * SQUARE WASHERS 
EXPANSION PLUGS *« MACHINERY BUSHINGS 
AIRCRAFT WASHERS * DISCS 
LIGHT STEEL WASHERS * COPPER WASHERS 
BRASS WASHERS * ALUMINUM WASHERS 
STAINLESS STEEL WASHERS * Ete. 
and over 10,000 sets of tools for special washers 
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CLEVELAND FA 


ducts. 

scrap, 
Double Extrusion—the manufacturing method applied The most all around satisfactory fastener you can obtain 
to fastener production through the Kaufman Process— is the Cleveland High Carbon Heat Treated Cap Screw 
works the steel with less strain and distortion to grain —a dependable fastener of maximum strength and good 
structure; toughens surface sections while preserving appearance. Its black satin-like finish has rust-resisting 
the interior ductility. Heads will not shear or crack. qualities. It's more than worth the slight extra cost 
Size and shape are held to remarkably close tolerances, over 1020 bright screws. Write for catalog and prices. 


ASK YOUR JOBBER FOR CLEVELAND FASTENERS CLEVELAND 
Lhe Cleveland Cap Screw Company Top Lualg 
2917 EAST 79TH STREET + CLEVELAND 4, OHIO FASTENERS 

Warehouses: Chicago and Philadelphia 
MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 


OCTOBER 23. 1947 oi 


IDWARE AGE 


























TRIGGER 
OILERS 
1400 
SERIES 


No. 1424H 


The TRIG-oiler combines the time-tested 
LIDSEEN pump mechanism with a sturdy 
pistol grip can having triple interlocked 
seams and a convenient trigger action un- 
excelled for getting the right amount of oil’ 
to that inaccessible spot. It is solderless 
throughout and is furnished with the welded 
spout and the LIDSEEN patented large 
diameter opening for quick and easy re- 
filling. 


FINISH—HEAVY ZINC PLATE 
AVAILABLE IN FOUR MODELS 
CAPACITIES—1!/, PT. AND 1/2 PT. 

SPOUTS—5!/,” AND 91/,” 


GUSTAVE LIDSEEN, INC. 


MANUFACTURER 
833 SOUTH CENTRAL AVE., CHICAGO 44, ILL., U. S. A. 
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SELLS 
» TTSEL 


Customers know from experi- 







ence that CM Chains are top 
quality...designed specifically 
for particular applications. 


They know that CM’s are safer” 


...last longer...cost less on 
the job. CM Chain Products are 
nationally advertised and rec- 
ognized. There is a chain for 
every purpose in the CM line. 
You can sell them with confi- 


dence and profit. 


AUTOMOTIVE 
AGRICULTURAL...HARDWARE 
INDUSTRIAL...MARINE 


for practically every chain 
use there is a CM product 
designed specifically for 
that job. 


COLUMBUS-McKINNON | 


CHAIN CORP 


m Moore 


st Corporotior 


Lake) 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


SALES OFFICES: New Yurk + Chicago + Cleveland + San Francisco + Los Angeles 


See us in Cleveland at Booth 526 . . . Materials Handling Exposition January 
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ed and rec O, we don’t mean that literally, of course. People must have them, and the hardware store 

a chain for But it will seem like it if you give boltsand _is the only store in the community where folks 
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not lend themselves to ballyhoo or high-pressure bolts and nuts. All you have to do is (1) carry 


slling. But they do plug along, year after year, a complete, dependable line like Lamson & Sessions 


VE . . , 
ARDWARE taking little time and space, requiring no sales and (2) display it prominently so your customers 
ARINE efort on your part and delivering a nice profit on can see the wide range of fasteners you stock. 
ery chain ot ier: a 
product the balance sheet. And the beauty of it is that the Then you can almost “sit back and se//. 
ally for : : : 
eid steady, welcome profit continues indefinitely be- THE LAMSON & SESSIONS COMPANY 
i , . ai General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Ni ON Cause bolts and nuts are “necessity items”. Plants at Cleveland and Kent, Ohio * Birmingham « Chicago 
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AND NUTS - LAG SCREWS - SEMS - LOCK NUTS - CAP SCREWS - COTTERS - SET SCREWS - DARDELET RIVET BOLTS -. KEY BOLTS 


ANDA, N.Y 


isco + Los Angeles e 


RDWARE 4@ 
: Ask your Jobber for the Lamson Line 


TOVE BOLTS. SHEET METAL SCREWS- WIRE ROPE CLIPS- PIPE PLUGS -WEATHER-TIGHT BOLTS - MACHINE SCREWS AND NUTS.- SPECIALS 











POWER TOOL 
ACCESSORIES 


373 
430 431 


#370—V%4" Hardened 3-jaw Chuck to fit 2”-24 SpinJle. 
Other threading to specification. 
#373—\2" Hardened 3-jaw Chuck to fit 2”-24 Spindle. 
Other threading to specification. 
#380—'2” Chuck with No. 2 Morse Taper Arbor. 
#3812” Chuck with Arbor to fit 2” or 5%” Spindle. 
#382—'" pw with Collars and Arbor to fit 2”. 
or %” Spindle. 
#383—Arbor to fit %2” or 56” Spindle, with Collars. 
#384—'2” Chuck with 2” Straight Arbor. 
#£407—No. 2 Morse Taper Arbor with Collars and Nut. 
#408—No. 1 Morse Taper Arbor with Collars and Nut. 
#410—Rigid Coupling for Connecting two 2” Shafts. 
#411—Electric Drill Arbor for holding Crinding or Pol- 
ishing Wheel. 
#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 


#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 
HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 














good tools 


Klein Pliers are made for the men who know and ap- 
preciate exceptional quality in tools. The “hand fit” 
of the handles with their spring tempering cushions 
the grip, makes tough cutting jobs easy. The honed 
knives stay sharp, assuring quick, clean cutting. The 
serrated jaws give a sure hold. The fitted hinge oper- 
ates smoothly. Klein Pliers still stand for the highest 
quality in tools as they have “since 1857.” 

Keep Klein Pliers on your want list. Your jobber 


will supply them as soon as he can. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: International Standard 
Electric Corp., New York 


The Klein Pocket Tool 
Guide showing the Klein 
line and containing useful 
tool information will be 
vastness | mailed on request. 
at | 


Fst 


VA SS 


mK LEIN&&s & Sons 


3200 BELMO AVENUE CHICAGO 18 ILLINOI 
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Wrench Board... 
Doubie Head Open- 
End Carbon Wren- 
ches. 36 wrenches in 
12 popular sizes; 
openings 5/16” to 
1-1/16”. Background, 
bright orange. 


@ Here's a perfect sales combination ... nationally-advertised, recognized-quality merchandise 
compactly displayed on attention-getting panels designed specifically to meet the hardware 
dealers’ current needs! @ These new Williams Wrench Displays are easy to order, easy to use, 
easy to sell. Each 12” x 24” board occupies little space on wall, counter, ledge or window, 
Contrasting background colors provide maximum tool visibility. Packed in individual cartons, 
complete with board, tools, hangers gnd a-price chart which lists number, size and selling price 
of each tool. Wrench positions on board are numbered for easy identification. ® Your whole- 
saler will quote an attractive discount. Order from him today and let these Self-Selling Boards 
increase your tool profits. J. H. WILLIAMS & CO., BUFFALO 7, NEW YORK. 
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THE ONLY ELECTRIC HEDGE TRIMMER 


carrying BOTH the Underwriters’ Laboratories 
label and the Good “7~ 
Housekeeping Seal! 


A PLIER 
A PIPE WRENCH 
A MONKEY 
WRENCH 
A HAND VISE 
A CLAMP 
* 


Notched, bread-knife type teeth in two- y | ' G R ! P s Ww I TH 
bo 2 TREMENDOUS 


way cutting blades move back and forth 


in a 1” cutting stroke. The notching 
POWER 


prevents slipping of twigs being cut. 





TO OBTAIN THESE TWO world - respected t 
“quality marks” a hedge trimmer must pass the s 
most rigid tests for construction, safety and per- 

formance. 


The HEDGE-KLIP is the ONLY electric hedge 

trimmer carrying BOTH approvals. You can GARAGE 

readily realize what these two mean to you in ao 

sales, prestige and profit. WELDER 
HOME 


Compare These HEDGE-KLIP Features! REPAIR SHOP 


ELECTRICIAN 
Longer Cutting Length: hardened tool steel blades, | S$TEAMFITTER 


with 1414” cutting length. PLUMBER 
SERVICEMAN 


Larger, Improved Teeth: notched, bread-knife type | SHEET METAL 
te:th are %” high and spaced 1” apart. WORKER 
Quiet Motor: continuous duty, dynamically balanced 

Universal motor, 110 Volt, AC-DC. 

Balanced Weight: two full-grip handles give a perfect 

balance for utmost operating comfort. 

No Die-Castings which might be subject to fatigue and 

consequent cracks. 


$44. 5 with usual dealer’s discount. Complete with 
. 15 ft. Approved Cord, Switch and Plug. 


$49.50 (West of Miss.) With usual dealer’s discount. 





SPECIAL! A Limited Quantity of our 1946 y wed SELLS ITSELF! 
Model HEDGE-KLIPS, with 13” blades, avail- 5 : * os : 

able from stock, $29.00 F.O.B. Factory while Rare an This Gripping Display 
they last. Usual dealer’s discount. . FREE on Re ques 








A demonstration display thet 
invites customer to make his 


BY 
The HEDGE-KLIP is nationally advertised in magazines . a petengyearnpner ir 
and newspapers. Folders, mats, etc. are available FREE. wo : dominating design in 6 colors A : A 
| Mer 





that reaches out for ‘em 
(Seymour Smith tools sold 


ACCMATOOL C0., INC. madi iii & SON, INC., ‘aidan ccmulll 


102 WEST 101st ST. NEW YORK 25, N.Y. JOHN H. GRAHAM & CO., Inc., 105 Duane St., New York 8, N- Y. 
ACademy 2-9100 Mg 
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D VISE | @ SNOW MASTER 


MP featherweight lightness and beauty of design appeal to 

the quality conscious buyer who will be able to scoop 

* up quick, — profits with this new, fast-selling alumi- 
num snow shovel. 

PS WITH i FEATURES—snow will not pack on ever clean blade face 


MENDOUS —hardened steel edge—strong, firm hand grip—fluted, 

° tubular, aluminum handle—non-rusting, long wearing, 

POWER “AALS. : hard aluminum alloy blade 15x18 inches—reinforced 

\ s ribs for extra strength—heavy riveted handle socket— 

t \ ‘ weight 4 pounds—made right—priced right. Stock 
| No. 371. 


STORM KING 


made exactly the same and from the same materials as 
the Snow Master. The size has been reduced, however, 
to make this an ideal snow shovel for women, older 
children and a perfect shovel to carry in a car — 
remember last winter? Blade width 13x15 inches. 
Weighs 2 pounds. Stock No. 367. 


JACK FROST 


—here is the real scoop for the “small fry”—not a toy 
but a real shovel—just like Dad’s. Made of the same 
materials and same design but reduced in size to appeal 
to the youngsters. Blade size 11x12 inches. Weighs 
17 ounces. Stock No. 365. 

*Here is a complete line of snow shovels built not to 
meet competition, but to beat competition. 





COUNTRY GENTLEMAN JR. SETS 


Aluminum is back and so is Hamlin with a fast-selling, high-profit, colorful 
line of children’s garden tools. NOT TOYS — attractive, light - weight 
aluminum handles won’t rust, snap or crack. Heavy steel heads securely 
riveted to handles breaks ground evenly, easily — has safety-rounded corners 


and no sharp edges. 
A Shovel—length 27”, riv- 


eted steel hand grip, 7” 


Seld Yationally scoop. 
Garden Hoe — overall 


BY THE BETTER DEALERS length 2914” — hoeing 
head 554”x534”. 


, his 
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g design he [A\ IM (L [] eleven curved 14” 
hes out for teeth. 
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$t., Oakville, Com 


New York 8, N. Y. 
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beautiful 
Hammered SILVER-CRAY Finish 


Nos. 923 and 1923 are 
now available with flat 
key locks, or CORBIN- 
Sesamee Combination 
Locks 


Cash and utility boxes with Corbin Sesamee Combination locks are 
now available for those who seek the extra measure of privacy the 
combination lock affords. The lock can be set to any three digit 
combination desired. 


Nos. 923 and 1923 are now made with flat lock or with combination 
lock. Otherwise, no change. The same fine features, the same high 
standards of construction which made these national favorites, remain. 
The combination lock box opens new profit avenues to you. . . gives 
you additional sales opportunities. A window display of these will 
emphasize the practical Christmas gift appeal of this box ... an 
attract buyers for personal use. 


SOLD BY LEADING JOBBERS. .. or write us direct 
PACKED 12 of a style to carton. 


LIST PRICES (Slightly Higher West of the Rockies) 





| WITH 6 COMP. TRAY 
No. 1923 Flat Lock $3.70 
No. 1923CL Corbin Lock 4.50 


WITHOUT TRAY 
No. 923 Flat Lock $2.30 | 
No. 923CL Corbin Lock 3.10 











(Size 1142 x 6 x 4%) 


No. 1923 _ 
With Tray | 


No. 923 
Without Tray 


ENTRAL CAN COMPANY 
2415 West 19th Street - CHICAGO 


Export Representatives 
FRAZAR & CO., 50 Church Street, New York 7, N. Y. 
Cable Address:’“FRAZAR” New York 
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DISPLAY TICKETS... 


Attractively and plainly marked items gain customer confidence . , , 
save time and trouble for your sales staff increase your sales. Uni- 
versal Price Marking Systems provide the utmost convenience in pricing 
merchandise. Tickets are bound in tabs and inserted in permanent 
books. Refill tabs are oavcilable as needed. Illustrated above is the 
colorful Our Price Display Ticket System No. 100-OP Book contains 
popular prices from 3c to $3.19 arranged in 100 pads of 15 tickets 
each. Tickets are 2'/2"x3" 


BIN TICKETS 
Stock sets consist of Bin 
Tickets %"x2%", printed 
on Playing Card Stock and 
varnished. Choice of red or 
black. Set No. 96 contains 
5760 tickets, set No. 64 
has 3,840 tickets and set 
No. 2XB64 contains 14,820 
tickets. Each set contains all 
popular denominations 
bound in pack of 60 tickets 
each and inserted in a per- 
manent book. Refill pads 


are available 


MOLDING TECKETS 


This handy book of 1,110 molding Tickets 
contains a wide assortment of popular de- 
nominations. Printed on white Bristol stock, 
these tags are available in the following 
molding sizes: 7", 1", 1%" or 1”" 


ALL ABOVE ARE STOCK SETS READY FOR IMMEDIATE DELIVERY 





SPECIAL SETS—UNIVERSAL makes special tickets for many of the largest, 
independent chain, wholesale and mail order houses. Tickets are made in 
your company colors and display your name and trademark. Write for 


UNIVERSAL 


PRICE MARKING — 


SYSTEMS 


401 WASHINGTON AVE. SO. 
MINNEAPOLIS 15, MINN. 


samples and prices. 
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UTICA TOOLS 


FOR MORE TOOL MILEAGE 
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UTICA DROP FORGE & TOOL 


CORPORATION 
UTICA 4,NEW YORK 











/ Standard Equipped with 
// WOOD’S Exclusive Patented 
STEEL I-BEAM HANDLE 
REINFORCEMENT 


Adds up to 50% more strength above 
socket where 652 of handle breaks occur 


A ovens sisioncounnnli ae thaied 





Specialists in Shovels, Spades, Scoops 





THE WOOD SHOVEL AND TOOL COMPANY, PIQUA, OHI! 
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The AMERI CAN Chain 


of a Hundred Uses 


coiL 
CHAIN 


BRIGHT FINISH 


saote EEA 
sani DIVISION 
AMERICAN . ‘cast comeAnt 


With the same tensile strength as new $" hemp 
rope, this Tenso pattern chain has many uses 
about the farm, the town home, playgrounds, 
stores — almost anywhere. With clevis links, 
snaps, swivels, S-—hooks or other attachments 
it can be made into assemblies for special 
uses. You will find this a very popular 
chain-worth prominent display in your store. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


HARDWARE AGE 
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lnforinal Editorial Comments 


By Charles J. Heale 


Atlantic City Convention Attendance 
Again Blasts All Previous Records:— 


OR some time the annual At- 
PF nic City convention of hard- 
ware manufacturers and whole- 
salers has been building up, an- 
nually, a new record for attend- 


»ance—but the recent gathering 


held October 13th to 16th, 1947 
really hit a new jackpot—an un- 
precedented high of more than 
2600. 


In more than 25 years experi- 
ence in attending this particular 
business meeting, I was never so 
conscious of such a large attend- 
ance nor of such interested and at- 
tentive crowds at practically all 
business sessions. 

It really seemed as though al- 


most everybody in the manufactur- 
ing and wholesaling phases of the 
hardware industry was there. As 
one conventioneer expressed it: 

“There are so many people 
here that it seems almost im- 
possible to talk with even a 
fraction of those you wish to 
see—but if you will stand or 
sit in any one place the en- 
tire industry seems to meet 
up with you.” 

It was truly huge and it was 
good. The speakers and the as- 
signed topics were well chosen and, 
in most cases, dealt with vital cur- 
rent problems of interest to every 
businessman. 


xk * 


The first complete story of this 
major hardware gathering is pre- 
sented in detail beginning on page 
176. Thoughtful reading of this 
convention story is worthy of the 
time and interest of everyone who 
has any part in the making, buying 
and selling of hardware and allied 
products. In fact, it is a story 
which, in the main, could be pass- 
ed around to business acquaint- 
ances in any field of commercial 
endeavor especially such messages 
as those of Messrs. Hartley, Lewis 
and Lincoln—as much of what 


' they offered present basic facts and 


thinking on many of our pressing 
national economic problems. 


Second “National Hardware Show’ 
Justifies Annual Continuance:— 


HE first National Hardware 

Show, held a year ago (in 
September 1946), was, in our 
opinion, a worthwhile experiment 
and reasonably successful—but we 
did feel that the attendance was 
superior, in part, to the exhibits. 
The 1947 or second National 
Hardware Show following im- 
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mediately upon the heels of the 
big Atlantic City convention was, 
we feel, a tremendous success from 
both angles. 

Among the 572 exhibitors show- 
ing their wares was the most rep- 
resentative roll call of “blue chip” 
general hardware store lines we 
have ever seen on display in one 


place and the caliber and number 
of attending buyers was equally 
as impressive. 

The timing of the show was 
good. It followed the convention 
and naturally attracted many who 
might not otherwise have attended. 
The official registration was 24,- 
671 with buyers from all parts of 
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this country, Canada and several 
foreign countries. 

As is always the case in a show 
of this kind, some felt that sales 
were less than were to be expected 
while others were gleeful at the re- 
sults obtained. The majority with 





whom we talked were satisfied, 
and so we feel that the overall 
picture justifies the continuance of 
the National Hardware Show. 
The only valid complaint we 
heard was that the stone floors did 
not get any softer as evening came 


=x = & 





on. With this we can agree, but 
that was also true of every other 
show or convention we have at- 
tended in 31 years. 

More details of this exhibit will 
be given elsewhere in our next 
issue. 





Where Do Hardware Manufacturers 
Stand on Taxing the Co-ops?:— 


OR some time the recognized 

wholesale and retail hardware 
organizations have taken an active 
interest and positive stand protest- 
ing unfair tax exemptions privi- 
leges enjoyed by the Co-ops. They 
have done so collectively and in- 
dividually. When the special Con- 
gressional hearing on taxing the 
Co-ops is held in Washington in 
November. Seth Marshall, presi- 


dent, Marshall-Wells Co., Duluth, 
Minn., and Rivers Peterson, 
NRHA managing director, will 
be there to ably represent whole- 
sale and retail hardware interests, 
respectively. 

As yet there is no positive evi- 
dence that hardware manufactur- 
ers, through their association or as 
individuals, are taking any action 
or any stand on this vital issue. 


x © 


Nor is there any record, at press 
time, that hardware manufactur- 
ers will be represented during the 
Congressional hearing in Novem- 
ber. 

Why is this so? We believe that 
both wholesalers and_ retailers 
should ask the producers of all 
lines they handle just where they 
stand and just what they propose 
to do on this issue. 





Some Reactions From Both 
The Hardware Convention and Show:— 


FTER listening to a great 

many competent opinions 
about the immediate future, the 
current situation and the recent 
past at both the hardware conven- 
tion and show, we cannot feel 
downhearted about the hardware 
business. 

It is getting somewhat repeti- 
tious, but nevertheless true, to say 
that the hardware business con- 
tinues to be active and profitable. 
And to observe that in many, if 
not most, basic lines the demand 
still exceeds the supply. Also to 
add that until the overall hardware 


“Hard 


“supply and demand” picture 
changes radically prices can be 
expected to remain firm for first 
quality lines, due to increasing 
and not decreasing cost factors. 
Delivery expectations for hard- 
ware stores lines are as varied as 
the lines themselves. Some “items” 
could be shipped at once but very 
few complete lines were so report- 
ed. However, it is quite clear that 
production, relatively, is catching 
up, or almost catching up, in many 
branches of the industry. 
Compared to a year ago, prac- 
tically every producer with whom 


* ® #@ 


Lines Retail Sales Firm — 


we talked has greatly improved 
his delivery schedules and is talk- 
ing freely of being much closer to 
the time when real selling must be 
resumed, This we consider healthy 
thinking. And what is true for 
manufacturers is going to be 
equally true for wholesalers and 
retailers. All three will have to 
resume genuine selling efforts— 
as competition for all three is go- 
ing to be more keen than ever be- 
fore experienced. The _near-at- 
hand future will provide the acid 
test all along the line both for 
values and services rendered. 








Other Retail Sales Off’ :— 


CCORDING to government 
and other recognized sources 
for such information, retail sales 
generally, in all lines, are easing 
off somewhat—but all such reports 
seem to agree that hard lines (and 
that basically means goods sold 
through hardware channels) are 
holding their own. 
Just how far such published 
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reports may be relied upon as 
guides presents a question in our 
minds—but the fact remains that 
for most hardware stores lines the 
demand still exceeds the supply. 
As mentioned earlier in these com- 
ments, this was quite clear in in- 
formation gathered both at the 
Atlantic City convention and the 
National Hardware Show in New 





York City, which followed it. 

It is, however, quite clear that 
hard lines have a continuous sta- 
bility not equally true of soft lines. 
And this is the basic reason why 
so many department stores, and 
other fundamentally soft goods 
distributors, have been adding, or 
planning to add, hard lines de- 
partments. 
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When customers can select one basic design for every 


door in the house, sales go up — inventory stays down. 
Smart Chanby hardware builds door-to-door personality. 
Soft-glowing nickel and brass give trim a rich, right-at-home 
look. And matching knobs — or contrasting ones in glass — 
are functional glad-handers. Newtown design shown matches 
in with Chanby where a harmonizing entrance handle set 


is used. 


Lockwood makes it a point to find out what home-owners, 
builders and contractors want. By featuring Lockwood 
Hardware you'll be giving it to them in quality lots. 

If you aren’t already carrying the Lockwood Line, there’s 
a chance that a franchise may be open in your territory. 





Why not write today and find out? 


OCTOBER 23, 1947 
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BRIANT SANDO 


D.» YOU laugh as I 


did at “The Egg and I”? It poked 
good clean fun at the idea of ex- 
pecting a gold mine in chicken 
raising, but it also showed that 
hard work and acquired skills 
eventually pay off. 

There’s a parallel case to be 
found in the retail selling and mer- 
chandising of hardware and re- 
lated lines. 

Long ago one of our founding 
fathers said, “These are times that 
try men’s souls.” That man, if 
still alive, would probably add, 
“That goes double today.” 

For now, in addition to know- 
ing the techniques of the hardware 
business, it also takes real sales 
skill to handle all the difficult 
problems arising from changing 
conditions — markets, merchan- 
dise, customers, prices. 


The Central Character—You 


Only one factor remains con- 
stant in each hardware store. That 
is you. You are the central char- 
acter in today’s drama of business 
life — you are the man in the 
spotlight — and the way you play 
your part will decide your busi- 
ness future. 

Four factors are involved in 
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The Sale and I 


most sales: the customer, the mer- 
chandise, the store, and the sales- 
person. 

The customer may be old or 
young, rich or poor, man or 
woman, a quick, careless buyer or 
an experienced, careful buyer. 

Your merchandise may be high- 
priced or inexpensive, luxury or 
necessity, every-day purchases or 
long-term investments. 

Your hardware store (or de- 
partment) may be large or small, 
up-to-date or out-of-date, with an 
old established following or just a 
newcomer trying to build a repu- 
tation. 

You yourself may be old or 
young, man or woman, experi- 
enced or a beginner. But what- 
ever you dre, you are the final an- 
swer on sales—you are the one 
that should adapt yourself to the 
other three factors mentioned. 


Analyze Yourself 


Every once in a while it pays all 
of us to stop and analyze ourselves 
—to see what powers and weak- 
nesses, assets and liabilities, help 
or hinder us in our daily work as 
hardware retailers or salesmen. 
Have you given yourself a check- 
up lately? 

Do you radiate good health, 
good manners, friendliness, hon- 
esty, cheerfulness, energy and ani- 
mation? 

Stand in front of a mirror and 
appraise yourself without bias. 


By BRIANT SANDO 


Sales Counsellor, 
Louisville, Ky. 


In Three Parts 
Part 3 








After you have rated yourself as 
well as you can, ask someone who 
knows you well to rate you objec- 
tively on the same points. Don’t 
ease up on this—strike hard and 
let the chips fall where they may! 
Once we “see ourselves as others 
see us,” we can start a regular 
campaign of self-improvement. 
There are dozens of good 
“rules” and desirable traits for a 
successful hardware salesperson. 
but here are seven personality 
points sometimes overlooked: 


Seven Personality Points 


1. A friendly manner—a helpful 
attitude, a sincere smile occasion- 
ally. 

2. Mental alertness—cultivate a 
quick grasp of all sales angles. 

3. Careful pronounciation — 
give other people a chance to hear 
and understand your sales points. 

4. Correct voice tones—express 
confidence and sincerity without 
obvious high-pressure. 

5. Erect posture, animation and 
enthusiasm — a physical slump 
means a sales slump. __.. 

6. Self-confidence — if you be- 
lieve in yourself and your mer- 
chandise, others can be persuaded, 

7. Thorough preparation — 
know your business and your mer. 
chandise and how they can be ap- 
plied to your prospect’s problems. 

What’s in the kit of knowledge 
every hardware salesperson needs? 

First, genuine curiosity about 
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Four factors are involved in most sales—the customer, the 
merchandise, the store and the salesperson—and the sales- 
person is the final answer. He should be able to adapt 
himself to the other three factors in order to succeed 


the people you serve and the mer- 
chandise you offer to them. Help 
prospects figure out what they 
want and why; study how people’s 
minds operate and why they reach 
certain conclusions. 

Next, polish to a smooth finish 
your “mechanics” of selling— 
arousing interest, conversation and 
demonstration, keeping the sale 
moving steadily toward the de- 
sired close. 

Among other factors that will 
help you are these: 





Do Things You Dislike 


Learn to do things you dislike. 

Control your temper, be more pa-_ ‘' _h- _ 
tient, less nervous. Think less — ‘ " ) a Uh” Gn A 
about your own problems; more Y 
about other people’s likes and dis- y 
likes, or their wants and needs. 

Improve your vocabulary © and 

your range of subject matter; 

learn to talk interestingly to all 

kinds of people. Be enthusiastic 

and aggressive, yet tactful and 

friendly. 

J. C. Aspley, former editor of re 
Sales Management, advises: “Find iff f /§ 4 SSSSs | g 
out why any twenty people buy _———-> | 
the things you are selling, and you 


~ Y 
will have found out why twenty Yy// ff oe 
hundred others should buy . . . If Hf} _ 
you are selling groceries, and seek My} /) : 
better ways to sell them, put on an : / ee | | 





W<< 


old golf cap and go up and talk ns 
to the Sweeneys and the Joneses I f Hf, r- 
on 181st Street. If you are selling ; Yih _ - 
automobiles, seek out the people gettin a 
of ordinary means who bought of 
their own accord. They are full 
of ideas. 

“Get perspective on your sales 
and advertising problems and the 
plan will take care of itself. Bring 
to your business that outside buy- 


“Stand in front of a mirror and appraise yourself without bias." 








‘6 * 


, - . . . . . . 
ers viewpoint from which all as selling merchandise (if tangi- benefits of the products you carry 
worthwhile selling ideas must bles), service or ideas (if intangi- and your ideas and plans for using 


spring.” bles). Actually, you are selling them. 


You probably think of yourself people. You are selling them the When you and I are really sell- 
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ing, we are selling people into 
paying us money we want jn re- 
turn for goods or services they 
want. 


It's the Customer! 


Too many salespeople have their 
minds on merchandise instead of 
on the man or woman they are try- 
ing to sell. 

People are what count, for they 
are the variable element — always 
different. Knowledge of merchan- 
dise should not be confused with 
knowledge of selling. 

Training in merchandise is not 
sales training and has nothing to 
do with it except that knowledge 
of merchandise is one of the im- 
portant tools in selling. Tools are 
necessary but they can’t make 
sales unless properly used, point- 
ing out the benefits and advan- 
tages of your hardware lines to 
that particular prospect. 

In his new book, “Cordially 
Yours,” my old friend Jack Carr 
stresses the fact that the public at 
large are “just folks” you can talk 
to—in your letters, ads, circulars 
or catalogs, as well as in your 


face-to-face selling. In every type — 


of sales talk, it pays to present 
facts honestly and earnestly but 
always friendly-like—without in- 
dulging in weird ideas or silly 
sales pyrotechnics, whether print- 
ed or spoken. He states: 


Friendship Counts 


“While we live closer together 
than ever before in history, we’ve 
grown further apart. The average 
man has a million neighbors but 
not as many friends as the fingers 
on his hand. The average man 
will respond to the smile of a news- 
boy and come back day after day 
to buy his paper and win that 
smile. When the headwaiter calls 
him by name, he'll swell with 
pride and bring every acquain- 
tance he can to that particular 
restaurant. He'll walk a mile for 
a Camel, and blocks out of his way 
to buy an Arrow brand collar, a 
Manhattan shirt or a Stetson hat, 
from a salesman who calls him by 
name. Human nature cries for 
recognition! Men join Rotary, 
Kiwanis, Civitan and all other 
luncheon clubs to be known as 
Bill, or Henry, or Charlie. In spite 
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of the fact that men are living at 
the rate of 100 miles an hour, 
there is a suppressed desire to do 
business with a man or the con- 
cern they know, or feel they 
know.” 

Every hardware product on the 
market is subjected to all sorts of 
merchandising tests these days. Is 


it packaged right, is it pleasing in 
shape or color, is it right in size 
and price? As companies spend 
time and money making sure their 
products are presented properly, it 
is up to you to improve your own 
“sales package” — yourself and 
your efforts. Then “the sale and 
I” will go places together! 





City Store Does Big Business With Farmers 


HE Desmarais Hardware Co. 

Fall River, Mass., has developed 
its dairy, poultry and farm supply 
sales to a point where they repre- 
sent a sizable part of its business. 
When Armand J. Desmarais, pro- 
prietor, started the business he 
planned largely on getting trade 
from a radius of five or six miles. 
The store is located in a residen- 
tial neighborhood district and he 
provided an_ establishment that 
would get business for several miles 
around. 

He soon realized that extending 
further outward toward the suburbs 
was a promising market for farm 
supplies. He started to distribute 
circulars three or four times a year 
to the homes and farms, some reach- 





ATTENTION --- Livestock 
Dairy and Poultry Farmers! 


We Are Now Distributors 
for the Famous 


GATEWAY FEEDS 


GRAIN OF ALL KINDS 
AT REASONABLE PRICES 


THIS WEEK'S SPECIAL ~ 
Dairy Feed 100 Lb Bag 34% 
Corn Meal = = 
Oats 

CALL US TODAY 


Free Delivery in City and Suburbs 


DESMARAIS 


HARDWARE CO. 


1084 STAFFORD ROAD TEL: 3-0891 


= 54” 











This is the type of ad which has 
built farm sales for the store. 


ing as many as 2,000-3,000 pieces, 
They are normally distributed by 
the company truck as it makes deliy- 
eries and in times when it is not 
busy. 

These pieces emphasize such items 
as poultry netting, poultry feeds, 
poultry feeders, milk bottle caps, 
compressed sprayers, oil stoves, 
axes, supplies for various farm mo- 
tors and lanterns. 

These lines are also featured from 
time to time in newspaper advertis- 
ing. 

“It’s a type of business you have 
to go after,” says Mr. Desmarais, 
“although it doesn’t take a lot of 
money to get it. The printed circu- 
lars which we normally put out’ 
three or four times a year and a 
good delivery service are the most 
important factors in getting the 
farm trade. Once they start trading 
at a store, they are good customers * 
because they also buy so much in 
the way of hardware.” 


Recruits Personnel 
NTERESTING secondary school 


students in retailing careers 
through a campaign directed at 
their homes proved a gratifying suc- 
cess recently in Charleston, W. Va., 
according to an announcement by 
Harry Q. Packer, State supervisor 
of business education. The cam- 
paign centered on the publication of 
a new and informative illustrated 
brochure, “New Horizons,” showing 
the variety of skills needed in retail 
operation, published with the co-op- 
eration of the distributive education 
authorities by the local chamber of 
commerce. Instead of distributing 
the brochure directly to students, a 
letter was sent to their parents tell- 
ing of the opportunities in the retail 
field and this was followed by a 
copy of the brochure for their at- 
tention. The result was numerous 
requests for further information 
concerning the co-operative retail 
training program in the schools. 
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EXPLANATORY NOTE OF PRICES 
Items 1, 2, 3, 4 and 6 represent Dollars per gross ton (2240 


lbs.) 
Item 5 represents Dollars per net CWT (formerly quoted 


per gross ton). 

Items 7, 8, 9, 10, 11, 12, 18, 14, 15, 16, 17, 18, 19 and 20 repre- 
sent Dollars per hundred pounds. 

Item 21 represents discounts from Price List which would 
need to be consulted. 





For Example: 
1st item, Pig Iron, Basic—Valley, $16.75 per gross ton Table of Mark 


(2240 lbs.). 
2nd item, Foundry Pig Iron No. 2—Chicago, $11.00 per 
gross ton (2240 Ilbs.). 


7th item, Common Iron Bars, Pittsburgh, 95/100 of a mater! 


Dollar (equals 95c.) per 100 Ibs. 
9th item, Tank Plates, Pittsburgh, $1.00 per 100 lbs., etc. 








OMMENTS:—Attention is particularly called to the long price movement starting in April, 1915, advancing 
steadily until July, 1917, to points that probably will not be surpassed in this generation. In November, 1917, 
prices were agreed with or fixed by the Government on a majority of these items. The strong market con- 

tinued until the signing of the Armistice. Then there was a “marking time” or gradual easing off until late 1919, 
when the market began advancing again by leaps and bounds until July, 1920. This was the turning point of the 
greatest inflationary movement we have yet witnessed, which was followed by the Post-War deflation culminating 
early in 1922. Perhaps more remarkable, however, was the steady recession in prices from April, 1923, to September, 
1929, when production was steadily mounting, together with profits, to record heights. 

The March, 1933, figures represent the period of the culmination of the banking crisis. Those for August, 1933, 
are the first Steel Code prices under the N.R.A. filed Aug. 29 of that year. The June, 1938, figures reflect the drastic 
price cuts announced near the end of that month when the basing point system was broadened by the addition of 
many new market centers, and differentials in price at the various basing points were eliminated or modified. 

The 1941 to 1946 prices marked (*) are based on ceiling prices established by Government Price Adminis- 
trator or later by O.P.A. 

In considering this chart the fact should be taken into consideration that the cost of labor is much greater than 











































































































prior to 1914. OLIVER BROTHERS, INC. 
Col. No. 1 2 3 4 5 6 7 8 9 10 11 
Item Price Sept. | Sept. 5| Oct. 2} Oct. 1| Nov.1|Dec. 22) July July | Mar. Jan. | Jan.1 
No. Material ery 1899 | 1900 | 1902 | 1904 | 1905 | 1906 | 1907 | 1908 | 1909 | 1910 | 1912 
‘ 
1 ye re Valley 16.75 | 23.00 | 22.00 | 14.50 | 14.95 | 16.88 | 12.37 | : 
2 Foundry Pig Iron, No. 2...... Chicago | 21.00 | 15.60 | 23.00 | 13.50 | 17.75 | 25.50 | 24.50 | 17.50 | 16.50 | 19.00 | 14.00 | 3 
3 Bessemer Pig Iron......... Pittsburgh | 23.76 | 14.00 | 21.75 | 12.86 | 16.85 | 23.85 | 22.90 | 16.90 | 16.40 | 19.90 | 15.15 | 1 
4 Stee! Billets, Bessemer. ...Pittsburgh | 38.00 | 17.50 | 29.00 | 19.50 | 26.00 | 29.50 | 34.00 | 27.00 | 25.00 | 27.00 | 19.50 4 
5 oi vis 6c i0is 2 to B08 Pittsburgh 33.00 | 35.50 | 26.00 | 32.00 | 39.00 | 36.50 | 33.00 | 33.00 | 33.00 | 24.50 | 
6 Heavy Steel Scrap........... Chicago | 16.50} 9.00 | 18.50 | 10.00 | 14.50 | 17.650 | 15.650 | 11.50 | 12.60 | 16.60 | 10.50 F 
7 Common Iron Bars........ Pittsburgh a| 1.95 | 1.30] 1.80] 1.30] 1.80] 1.80) 1.70} 1.40] 1.40] 1.70] 1.26 
8 Merchant Steel Bars... .. . Pittsburgh 2.50 |’ 1.10} 1.60 1.30 | 1.60]; 1.60; 1.60] 1.40] 1.20] 1.48] 1.15 g 
9 | a er Pittsburgh 2.76} 1.10] 1.75] 1.40] 1.76 | 1.70; 1.70; 1.60] 1.30] 1.56] 1.16 
10 Structural Material........ Pittsburgh 2.26} 1.46] 1.85 | 1.40] 1.70] 1.70} 1.70} 1.60} 1.30; 1.66] 1.26 
11 Steel Sheets, No. 24 Black. . Pittsburgh 3.00] 2.76] 2.40] 1.76 | 1.90] 2.26] 2.25; 2.15; 2.00] 2.10] 1.65 
12 Steel Sheets, No. 24 Galv... Pittsburgh 2.60} 2.70] 3.10} 3.25] 3.06] 2.75 | 3.00} 2.40 
13 Barb Wire—Galv.......... Pittsburgh 3.25 | 2.80] 2.60] 2.06 | 2.26 | 2.46] 2.45; 2.40] 2.40] 2.15] 1.85 
14 Wire Nails—Standard. . .. . Pittsburgh 2.66 | 2.20] 1.90] 1.60] 1.80) 2.00} 2.00; 1.95 | 1.95 | 1.85] 1.55 a 
15 oboe nae, Eee Pittsburgh 2.40] 1.96] 2.05]; 1.60] 1.66; 2.05 | 2.05; 1.75| 1.80] 1.80] 1.50 
16 COMPS, TAGS. 2... 560 ccs New York | 18.50 | 16.76 | 11.65 | 12.75 | 16.624) 23.00 | 21.00 | 12.87%] 13.00 | 13.93 | 14.25 4 
17 Spelter—Zinc. ............. St. Louis 5.385 | 4.024 6.25} 65.00] 6.10} 6.55} 5.80) 4.36 | 4.65] 6.00] 6.10) | 
18 rere St. Louis 4.60 | 4.324) 4.10] 4.20] 6.26/| 6.15; 5.00) 4.40] 3.82% 4.60] 4.45 ¥ 
19 | IR ed coe sewing ewaslee New York | 32.00 | 30.75 | 25.00 | 27.86 | 32.60 | 42.70 | 40.25 | 27.20 | 28.66 | 32.74 | 44.50 | 5 
~ 20 er ee Pittsburgh 4.65 | 4.65 | 4.00] 3.30; 3.46; 3.90; 3.90] 3.70] 3.45] 3.60) 3.40] | 
21 reenter Pittsburgh 70% | 67% | 7844%| 79% ' 76% | 712% | 74% | 79% | 78% | 81% 
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Hardware Ac 


100 East 42nd Street, New York City 17, N. Y. 


DITOR’S NOTE:—We again submit the revised TABLE OF MARKE 
by Oliver Brothers, Inc., with offices at New York and Chicago, who are 
the most reliable sources of price information in America. Requests have cog 
the world for additional copies of the previous issues of this Chart, which is 
value and importance of the information herein contained. 


We believe that the work involved in compilation and the value of the i 
would justify this Table being made a permanent record of your office. 


We again express to Oliver Brothers, Inc., our appreciation of their court 
Chart, and which we recognize as a service rendered the trade by their organi 





































































































































































































































































































8 9 10 it 12 13 4 16 8§ 16 17 #18 19 «20 8«6©6©8)06l 0 lg AH G—CsiT 
‘uly | Mar. | Jan. | Jan.1| Jan. Aug. | April | Mar. | The Peak |Gevernment) May Mar. 21 Dec. | April | Sept. | Sept. | Dec. | April | Sept. | Sept. 
908 | 1909 | i910 | “1912 | i913 | 1914 | 1916 | 1917 | July | sAsreed | 3918 |. 1919 | sors | 1920 | 1920 | 1922 | 1922 | 1923 | 1924 | 1925 
1917 | Nev. 1917; @ Note 
1.60 | 14.96 | 16.88 | 12.37 | 16.45 | 13.00 | 12.60 | 32.00 [Hie 5400 33.00 | 32.00 | 25.75 | 34.30 | 42.17 | 48.50 | 91.12 | 24.90 | 31.00 | 20.76 | 19.96 
}.60 | 16.60 | 19.00 | 14.00 | 18.48 | 14.44 | 18.60 | 36.66 | Hick | 33.50 | 33.50 | 27.26 | 37.30 | 43.60 | 46.76 | 32.934 28.41 | 32.61 | 21.11 | 20.80 
3.90 | 16.40 | 19.90 | 15.15 | 18.15 | 14.90 | 14.65 | 37.65 |Hich $695 37.25 | 36.15 | 27.95 | 35.30 | 43.50 | 50.46 | 35.92 | 29.95 | 32.77 | 22.01 | 20.96 
1.00 | 25.00 | 27.00 | 19.60 | 28.40 | 20.17 | 19.60 | 70.00 | Hisha [tsa «750] 4750 | 38 50 | 38.60%] 60.00 | 60.00 | 39.55 | 36.55 | 46.71 | 37.00 | 33.50 
}.00 | 33.00 | 33.00 | 24.50 | 30.00 | 25.25 | 265.00 | 80.00 |, Hish& | 67.00 | 57.00 | 52.00 | 52.001] 355) | F509 | 46-59 | 46.26 | 50.00 | 46.00 | 45.00 
60 | 12.60 | 16.60 | 10.60 | 12.75 | 9.75} 9.16 | 24.25 | 35.50 | 28.60 | 28.76 | 16.05 | 21.56 | 23.76 | 24.61 | 17.39 | 17 44 | 22.38 | 16.56 | 16.18 
1.40] 1.40] 1.70] 1.26] 1.65] 1.26] 1.20] 3.60 |Hich $25] 3.60| 3.60] 2.35] 3.45| 4.05] 4.60| 2.33| 2.47% 2.864) 2.66] 2.60 
40] 1.20] 1.48] 1.16] 1.40] 1.18] 1.20] 3.26 |, me | 2.90| 2.90] 2.95] 2.96; 23 | 235 | 2.08| 2.00] 2.674 2.10] 2.00 
60} 1.80} 1.55] 1.16] 1.60] 1.18] 1.20] 4.36 [ih 199 3.25] 3.25] 2.65] 2.65;] 265 | 26 | 2.21] 2.00] 2.60] 1.90] 1.80 
60} 1.30} 1.55] 1.26] 1.60] 1.18] 1.20] 3.60], Hiba.| 3.00] 3.00| 2.45] 2.451] 24 | 245 | 2.124 2.00] 2.474 2.00] 1.90 
15 | 2.00] 2.10] 1.65] 2.07] 1.63] 1.65] 4.65 |e 875] 4.75 | 4.76] 4.10] 4.101] $1 | 49, | 3.26] 3.10] 3.73] 3.25] 2.86 
05 | 2.75] 3.00] 2.40] 2.97] 2.27] 2.90] 6.50 [Heh 15 5.75] 6.76] 6.20] 6.201 $2 | $20, | 4.01| 3.85] 4.824 4.10] 3.70 
-40 | 2.40} 2.15] 1.86] 2.15] 1.95] 2.16] 4.05 |, Hibe | 4.00] 4.35] 4.10] 4.10] {12 | $1 | 3.21| 3.35| 3.80] 3.49] 3.95 
-95 | 1.96] 1.86] 1.65] 1.75) 1.65] 1.55 [co Shy ]High Ave) §=63.50] 3.50] 3.25] 3.254] 335 | 338 | 2.65 | 2.70 3.004 2.75 | 2.65 
-75| 1.80] 1.80] 1.60] 1.70] 1.65] 1.65] 3.60) His | 4.35) 4.00/ 4.26] 5.70| 6.85] 6.86 | 2.90| 3.00| 3.25] 2.90/ 2.80 
.874 13.00 | 13.93 | 14.25 | 16.90 | 12.68 | 17.10 | 35.75 | 28.90 | 23.60 | 23.60 | 16.01 | 18.48 | 18.64 | 18.05 | 14.21 | 14.46 | 17.16 | 13.08 | 14.78 
.36| 4.65] 6.00| 6.10] 7.05] 6.45| 11.25] 10.65] 8.65| 7.95| 7.14| 6.20| 8.39| 8.26| 7.75| 6.69| 7.13| 7.35| 6.64] 7.75 
40| 3.824 4.60| 4.45| 4.20] 3.74| 4.11| 9.53| 10.65] 6.25| 6.70| 65.00| 6.89| 8.70| 8.26| 6.89| 6.98| 8.06| 8.00| 9.37 
20 | 28.65 | 32.74 | 44.60 | 60.45 [He $520) 47.98 | 54.36 | 62.60 | Nomi | jth | 67.00 | 64.81 | 62.20 | 44.65 | 92.44 | 37.70 | 45.93 | 49.12 | 68.07 
.170| 3.46| 3.60| 3.40] 3.60] 3.50] 3.20] 8.00] "S% 7.75 | 7.75| 7.00| 7.001, [9% | 7% | 4.75| 4.75 6.74 | 6.50] 6.50 
1% | 19% | 18% | 81% | 80% | 80% | 80% | 60% | 42% | 61% | 61% | 6734% 5744%| “BR | "HR | 68% | 66% | 68% | 62% | 62% | 
; - = = =. hlheShU6mShUmcehCUme 7 #41 19 «+2 4% m@ of MC 2 26 27 
» New discounts apply to respective sizes, black and gs 
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46.00 43.00 35.00 43.00 2 
16.56 12.50 10.00 13.25 18 
2.66 2.15 1.60 2. 2. 2. 2 
2.10 1.78 1.60 2.15 | 2. 2. 2. 
1.90 1.78 1.60 2.10] 2. 2. 2. 
2.00 1.78 1.60 2.10| 2.10] 2. 2. 2. 
3.25 3.00 2.25 3. 3. 3. 3.00%} 3.00* 3. 
4.10 3.85 2.85 3. 3. 3. 3.50*| 3.50% 3. 
3.49 3.20 2.60 3.20] 3. 3. 3.40%] 3.40*] 3. 
2.75 2.50 2.10 2.45 | 2.25| 2. 2.40%] 2.40% 2. 
2.90 2.80 2.65 3.50| 3.50| 3. 3.85%] 3.85*| 3. 
13.08 13.06 9.00 9.00 | 10.00 | 11 12.00*) 12.00*| 12. 
6.54 6.22 4.50] 4. 6. 8.25% 8.25% 8. 
8.00 6.05 4. 4. 6.35*| 6.35% 6. 
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ices under the heading “March 21, 1919,” and those marked by dagger (+), represent 
| Corporation’s prices (to which they adhered strictly) and which prior to N.R.A. were 
llowed by the Independent mills. From Jan., 1920, to Jan., 1921, in some instances, two 
are shown on the chart because of the two markets prevailing on certain steel items. 
ices the upper price in each individual box indicates the one adopted by the U. S. 
‘ion and the other price indicates figures that were secured in the open market. These 
vere caused by the Steel Corporation maintaining the prices suggested in Washing- 
1919, while the outside market was regulated to a considerable extent by the law of 
mand. This dual price market ceased to exist in November and December, 1920, as 


allen off. 



































































































































































































































7 38 39 40 41 42 43 44 45 
| as | Sees | Sut Pasa Samezelseg on) BE | AE | sete Based, | Non 
1897 | 1897 F.O.B. 

50 | 23.60%! 23.60*| 23.60% 25.26*| 28.00* | 36.00 | My 1904 | Jey, I9l7 | Pig Iron, Basic................ Valley 1 

90 | 24.00% 24.00% 24.00% 25.75*| 28.60* | 36.00 | Perr {87) Jol i817) Foundry Pig Iron, No. 2...... Chicago 2 

50 | 24.50*| 24.60°| 24.50*| 26.25*| 29.00* | 36.50 | D* 1897 | Jul 817) Bessemer Pig Iron......... Pittsburgh | 3 

90 | 34.00%] 34.00% 34.00%] 36.00 | 39.00* | 45.00 to | Dec. 1897) July, 1917) Steel Billets, Bessemer . . .. Pittsburgh 4 

10 | 2.00%} 2.00% 2.00% 2.15% 2.30* | 280% at ee | Wie Meds...........+.+. Pittsburgh 5 

30 | 19.75%) 19.76%) 18.75*| 18.75*| 19.75* "38.0 to Aug., 1982 | June, 1917! Heavy Steel Scrap........... Chicago 6 

5 | 2.25% 2.26477 ec) 2.15%] 2.40* | 2 go | Detzt87 | Jay.1917| Common Iron Bars........ Pittsburgh a| 7 

O| 2.16%] 2.15%] 2.16%} 2.25%] 2.60*| 9 90 | Secz897| 2ey19!7| Merchant Steel Bars... ... Pittsburgh 8 

0} 2.10% 2.10% 2.10% 2.26% 2.60*| 3 09 | D%yi87| 40187) Tank Plates. ............. Pittsburgh | 9 
0} 2.10% 2.10% 2.10%} 2.10*} 2.35* | 9 89 | P*sai®?| *mz.19!7 | Structural Material........ Pittsburgh | 10 

0 | 3.00% 3.00%) 3.00% 3.10% 3.326% 3 95 | M*y,i9!5| 44.1917) Steel Sheets, No. 24 Black. .Pittsburgh | 11 

0} 3.50% 3.50% 3.60%) 3.70*| 3.90% | 49510 | ‘y,U14| Jun 017) Steel Sheets, No. 24 Galv... Pittsburgh | 12 

0] 3.40* 3.40% 3.40% 3.50% 4,29" | 4.60 | Pein?” | Ja, | Barb Wire—Galv.......... Pittsburgh | 13 

0} 2.40% 2.40% 2.40% 2.75% Pol 360" [Pol 4.10) Des, tse7 | Jan. 1920) Wire Nails—Standard. ....Pittsburgh | 14 

5 | 3.85% 3.85*| 3.85%] 3.85%] 6.05*| 6.80 | %%»1912 | April.1920) Cut Nails................ Pittsburgh | 16 - 
0 | 12.00%] 12.00%] 12.00%] 12.00*| 12.00* [21.6214] Feb, 1933 | Mar 1917) Conner, Ingot............. New York | 16 

| 8.25% 8.25 8.25*| 8.25*| 8.20* | 11.00 Tee | uae 85) ©Spelter—Zinc. ............. St.Louis | 17 

5 | 5.70% 6.35%] 6.35%) 6.35%] 8.10* | 15.10 | 77,1952 | Sem. 1947! Lead pigs... 2.2... St.Louis | 18 

7 | 52.00*| 52.00*| 62.00*| 52.00*| 52.00* | 80.00 | Pec: 1897 | May.1918| Tin pigs New York | 19 

>| 6.00% 6.00% 6.00% 5.00%} 5.00*| 65.75 | “o%t% | Jay 08!7) Tin Plate................. Pittsburgh | 20 

7-{6834% "16834 % "(814% * 6834%"| 6514%*| 68% my | P°Gid?" | Jume.t917| Steel Pipemy.............. Pittsburgh | 21 

38 39 40 41 42 43 44 45 


A Terre Haute, Ind., new basing point for Common Iron Bars. * Denotes ceiling prices. 
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(Wide World Photo) 


This scene of desolation, at Bay St. Louis, Miss., gives an indication of the wreckage 
that was left in the wake of the recent hurricane that swept sections of the South. 


Storm-Struck Area 
Needs Hardware 


be tropical hurricane 
which slashed at the coast of Ala- 
bama, Florida, Mississippi and 
Louisiana did little direct damage 
to any hardware businesses in the 
stricken area; in fact, the trade 
will probably realize a noticeable 
increase in certain lines as a result 
of a great need for repair mate- 
rials. However, hardware firms 
will be affected along with all 
others, in a general way, from the 


. 
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Roofing and nails for repairing hurricane 
damage are in greatest demand with deal- 
ers and wholesalers in Florida, Louisiana, 


Mississippi and Alabama. 


Axes, saws, 


shovels, cooking and heating stoves needed 


tremendous loss of property and 
damage to crops. 

The storm damage, which ran 
into millions, would undoubtedly 
have been much greater except for 
the fact that homeowners, store 
keepers and others had been fore- 
warned in time to get “battened 


down” for the impending big 
blow. 

As far as HARDWARE AGE could 
learn from a survey it made of the 
wholesale hardware firms serving 
the storm-struck area, no retail 
hardware firm suffered any con- 
siderable damage. 
















































































However, the Frank T. Budge 
Co., Miami, Fla. which had 
moved its wholesale division into 
what had been an old Army sup- 
ply depot, just about three weeks 
earlier, ~ suffered --about ~ $15,000 
damage to its stock, when the hur- 
ricane tore off nearly 1500 sq. ft. 
of roof, allowing the pelting rain 
to soak a portion of the stock 

The effect of the high wind was 
felt as far inland as 300 miles over 
an area 250 miles wide. Damage 
was done to sugar cane, rice and 
cotton crops. In the rice section, 
the crop was partly harvested, but 
what remained was flattened by 
the wind and a considerable loss 
will be suffered. Most of the cot- 
ton had been picked, but what was 
left was blown off the plants and 
little will be recovered. The sugar 
cane harvest is just beginning and 
while the cane was flattened by the 
wind, the sun was expected to 
bring it up again. 


A New Orleans wholesale firm 
official reports that the immediate 
demand on local hardware stores 
was principally for roofing, cook- 
ing stoves, lighting apparatus, 


such -as--oil- lamps, gasoline lan- --- 


terns, battery type lanterns and 
flashlights, axes, cross-cut saws 
and shovels. 

A great deal of rebuilding and 
repairing is underway in_ the 
stricken communities, which has 
created a big demand for nails, 
roofing, drainage pumps, plumb- 
ing and electrical supplies, pipe 
and fittings, and various other 
articles which are necessary in re- 
habilitation work of this sort. 

The most urgent need, as soon 
as the storm had subsided, was for 
roofing and nails, and even though 
the Red Cross had made an urgent 
appeal for this material, neither 
hardware dealers or wholesalers 
were in position to begin to meet 
the great demand. Both roofing 








Hunting Window Tells a Story 





This window of Omer De Serres, Limited, 1406 St. Denis St., Montreal, Canada, 
was designed primarily to attract the hunter but succeeded in stopping all 
types of passers-by. The background was a painted scene showing wild geese 
in flight and in front of it was reproduced a miniature hunting and fishing 
paradise. On the right was a small brook with running water while in the 
center was a pond, 5 ft. long and 2 ft. wide, with live fish swimming in it. 
The log cabin, built specially for this display, furnished additional outdoor 
atmosphere. Two guns, a few boxes of ammunition, an axe and several other 
small items represented the merchandise featured in this attractive display. 
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and common nails are eagerly 
sought. 

Some manufacturers phoned or 
wired wholesalers in the Gulf 
states to learn of their most press- 


ing--requirements-and- offered -to-- 


expedite shipments. 

Glass manufacturers rushed 
many carloads of window glass to 
Southern wholesalers for distribu- 
tion in the hard-hit areas. 

When the storm was predicted, 
a Baton Rouge, La., wholesale firm 
had many calls for rope and other 
materials which were needed for 
securing boats. 

A Jacksonville, Fla., wholesale 
hardware firm reports that many 
of its customers sent their trucks 
to Jacksonville from the middle 
and southern parts of the state for 
such goods as roll roofing, shin- 
gles and metal roofing, axes, 
shovels, lanterns and lamps. 

Another Jacksonville wholesale 
firm, when notified of the arrival 
of a carload of roofing on a Sat- 
urday afternoon, arranged with the 
Seaboard Airline Railway to hold 
a train until the car could be 
switched to the train so that it 
would arrive Sunday morning in 
West Palm Beach, where it was 
needed. 

The sales manager of a Birming- 
ham, Ala., wholesale company re- 
ports, “There was a great deal of 
damage all along the Florida, Ala- 
bama and Mississippi Gulf. It 
will affect our hardware business 
over a long period of time. 

“We will have a big demand for 
building material of all kinds to 
restore the damaged property. It 
will affect our hardware dealers 
indirectly due to crop damage.” 

A New Orleans wholesale firm 
official said, “We have had urgent 
requests, particularly from the 
Mississippi coast, principally for 
roofing, and common and roofing 
nails. These are the items most 
needed and we learn that the dis- 
tributor warehouses of New Or- 
leans and Mobile are practically 
bare of the materials so much 
needed. 

“We and other distributors 
made urgent appeals to manufac- 
turers to hurry shipments of roof- 
ing, nails and low price oil stoves. 
The factories are doing the best 
they can and are forwarding some 
of these goods promptly.” 
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Outdoor Atmosphere Helps 
Merchandise Sports Goods 


Sportsmen seeing the rustic exterior of the 
Schmidt hardware store are put in the proper 
buying mood. The interior keeps them in it 


= in a good 
hunting and fishing area gives 
Schmidt Hardware in Sheboygan 
Falls, Wis., a natural market for 
all manner of outdoor goods, but 
the store carries the idea a step 
further by having real outdoor 
atmosphere. Willard Schmidt's 
store—in a town of less than 3400 
—has a store front which suggests 
a hunting or fishing lodge and the 
interior carries the idea along. 
The sportsman’s buying mood is 
intensified by the knotty pine front 
and interior. . 


It Pays Dividends 


As Mr. Schmidt puts it, “Stress- 
ing the outdoor motif is paying 
dividends. When the sportsman 
sees our store front, he knows we 
have a wide variety of outdoor 
goods, and it serves to put him 
in the mood for hunting, fishing, 
or camping. We take care to keep 
that front varnished, which helps 
attract more attention.” 








Outdoor lines are featured under this “snow-covered canopy. A good 
combination of atmosphere and salable merchandise stimulates sales. 


Wide, open-back windows, im- 
press the customers as does the 
knotty pine front. Along the right 
wall of the store there is a large 
canopy, resembling the roof of a 
rustic cabin. Displays of outdoor 


The knotty pine of 
the store front is a 
decided asset in that 
it makes the sports- 
man think of the out- 
doors. Open back 
windows help pull 
window shoppers 
into the store's dis- 
play room. 


lines under’ it are enhanced by 
fluorescent lighting. The wall 
under the canopy is decorated with 
deer heads and fish, supplemented 
with pictures and bulletins of in- 
terest to the outdoor fans. Bait, 
lures and allied items are dis- 
played under the canopy, being 
suspended from a wire stretched 
from one end of the canopy to the 
other, making them easily visible. 


Many Lines Stocked 


At Schmidt’s, outdoor clothing 
and boats of varied types, styles 
and prices add to the store’s vol- 
ume and profits, for sportsmen 
roam the outdoors many months of 
the year in the vicinity of She- 
boygan Falls. 
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The Complete Advertisement oe 
portant, 
business 
Studi 
to the | 
| ideas. Together, they become an size ads 
By IRVING SETTEL . N previous articles, we iene unit, working with the that it t 
discussed the various elements  %@Mme common goal, getting the attain 1 
Advertising Manager, which go into the making of an readers’ attention. Each depends Another 
Concord's, Inc. advertisement. It was pointed out upon the other, as do the links of most ca 
Instructor of Advertising, that these elements (layout, copy a chain. Your advertisement is as in custo 
Pace Institute, New York illustration) individually peti strong as the weakest link. An ef- to their | 
ute to the effectiveness of the sales fective job must be achieved with having 
the combined efforts of each part survey r 
LEE ELLUM —and effectiveness means the fol- areas oO 
lowing as far as the potential cus- lesser in 
SANTA’S tomer is concerned: these me 
1. Attracting attention The pr 
2. Maintaining attention chant wi 
Headquarters 3. Arousing desire the answ 


4. Promoting action 
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Our wide variety of Must Attract Attention 

PRACTICAL Scientific studies have shown The a 

GIFTS that the average life span of a tion lies 

makes the fast minute newspaper is 15 minutes. This statemen 
== in | selection of gifts ensy. means that the reader buys a pa- alysts b 
a Sit My per, rushes through the pages, error ex 
Pt nn alan reading only items of interest. ual deal 
This is somewhat startling but ness mal 
GIF TS F OR THE ENTIRE FAMILY it is nevertheless based upon most eff 
fact. Intelligent advertisers rec- tisements 
ognize the resulting problems and problems 
oie ee adjust themselves to these condi- will ind 
tions. For an advertisement to be quency 1 
‘ . read, it must be attention-getting, turns pel 
The Christmas Store attention-holding and action-pro- and ind 
webicaieaii si teatiiliiiaasiaall moting. It must compete, not only best teacl 
dugetes, Ger Us eds at Gettnns end cmd with many other advertisements, or over: 

— cron A Rat —— ad Se ee but also with significant and liv- amount 
t gino and thee teat. ing news stories offered by the quency 

You just visit this store and view the stock of Christmas newspaper. It fights continuously planned 

merchandise and we are sure you will find the most for attention. answer. 
peg yh pn fe ne “= = van hale In addition to the rules for ef- One hi 

make your own Christmas merrier. fective elements of the ad, as stated a new, 
previously in this column, another home fu 
& ° 

Rememan Hardware Co. problem arises. How large should page ad 
an advertisement be to gain ef- attempt | 
Phone 55 700 Pine St. Burlington, Wis. fectiveness? How often should an percentas 
eee ee ad be run? How shall we appor- poor cor 
Small advertisements can be made very effective by the tion a limited budget—a large ad ad run b 
intelligent use of white space and interesting borders. once a week or a small ad three similar ii 
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Your advertisement is as strong as its weakest link and 
in order to have it completely effective you must attract 
and maintain attention, arouse interest and promote action 


or four times a week? Which 
gains more attention or more im- 
portant, which brings in more 
business? 

Studies have also been made as 
to the relative value of different 
size ads. One investigator found 
that it takes four times the area to 
attain three times the attention. 
Another study concluded that in 
most cases, advertisements bring 
in customers in direct proportion 
to their size, with the smallest sizes 
having a slight advantage. One 
survey results indicate that greater 
areas of advertised space have 
lesser impact upon the reader. All 
these merely add to the confusion. 
The progressive hardware mer- 
chant will now ask, “Well, what is 
the answer?” 


Trial and Error 


The answer to this vital ques- 
tion lies not in the results and 
statements of these various an- 
alysts but within the trial and 
error experiences of each individ- 
ual dealer. The intelligent busi- 
ness man tries to determine the 
most effective size for his adver- 
tisements by studying his own 
problems. Only tested experience 
will indicate the size and fre- 
quency required. The highest re- 
turns per dollar spent is sought— 
and individual experience is the 
best teacher. There are no definite 
or overall rules regarding the 
amount of space to use or fre- 
quency of use. A series of well 
planned tests will give you your 
answer. 

One hardware dealer advertised 
a new, quick drying paint for 
home furniture. He ran a full- 
page ad in the local paper in an 
attempt to stimulate sales. The 
percentage of resulting sales was 
poor compared to a single column 
ad run by a competitor, selling a 
similar item. He discovered that 
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full-page ads were unprofitable 
and switched to more frequent 
small ads. They paid off. 

Don’t be discouraged if your 
budget allows for small ads only. 
They can be extremely effective. 
Many sound businesses have been 
built with ads under three col- 
umns by 10 in. For one, greater 
frequency is made possible by 
lower space and production costs. 
Successful small space advertisers 

(Continued on page 270) 


EDITOR'S NOTE: The author 
solicits readers’ advertising 
problems which will be 
treated in an "Ad Clinic” 
running concurrently with 
this series. 


Send your problems and your 
ads to the author in care of 
Hardware Age. 
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To Make Your Shopping Trip Worth While Offer 
Special Values in Every Department For 


STOWN 


KERR GLASS 
FRUIT JARS 


Pola Drs 
Nice clear glass 

1-QUART FRICTION TOP 
TIN FRUIT CANS 


Two seme $Y 
for only 


ALUMINUM 
WATER PAILS 
10-Quort Size 
= 1 














GOOD QUALITY RAG CARPET 
36 INCHES WIDE 
Regular 1.48 yd. 

" 
Deliar Dey Sposial vv’ 
€0COA MATTING 
7 inches wide. For porsh or hall runners 
Regular price >s 
Deller Dey Special re 
NEW PATTERNS 
FELT-BASE FLOOR COVERINGS 
6 Fost Wide 








Deller Dey Special LUneal Tard 





Triple Coat 
E led Pot 


—Dollar Day Specials 


In the Furniture Section 


SAMSON CARD TABLES 
DOLLAR DAY PRICE a 
All-Steel Folding Bridge Chair 


$395 
DOLLAR DAY PRICE, Each 

Small framed pictures, assorted subjects 2 s] 
Reg. $1 value, special ——._. for 
Group of Pleated Bridge end Table Lamp Shades 

Thoval Designs . . Special .—.. ae 
Pleated Floor: Lamp Shedes s} 
Floral Designs . . . Special = . 


3th, Can Powderine $] 
Bug Clesner a 


METAL SMOKING STANDS 
Bleck and Chrome 3] 
pee a 
Folding Bed Trays .. . Pastel enamel finishes ... 9.98 
For use in the sick room. Special ———= 
Metal Bed Lamps, Walnut or 
Ivory Finish. Speci —— 
‘Wagner All-Metal Carpet Sweepers 
A good sweeper _. 


a ks 


7* 
FURNITURE SECTION 





SECOND FLOOR 





With Cover 


+01 Sise s] 
Regular valve 1.64, Special 
WHITE ENAMELED 
LIPPED SAUCE 
PANS 
2%2-Quort Size 
Special 2 for sf | 


ALUMINUM 
DINNER PAILS 
Round . . . separate compart- 
ments for liquids and food. 
Special $s] 70 


Dollar Day Values——y 
In Our Paint Section 
PLASTIC-LINO 


A synthetic water white linoleum finish . . . colorless ax 
water... ends waxing . . . prow 


Full 1-Qr Can, 145 Value $s 
yy 1 


32-Or. Fine Thread Cotton 
Scrub Mops With Long Handle 


Special 2 ®t 








Lemme PAINT AND BRUSH SECTION, MAIN FLOOR _ 


Crystal Glass 
Server Set 
DPieee ba | 

Bet Ppecsas 
Use the mall vise for sled 


juices, ete They tehe up min- 
icoum spece in the retrigeraior. 


Colored Plastic Bowl Covers 
onan *T 


Real Tite CLOTHESLINE 


REEL 
na *T 


Keep the clothesline 
free of kinks—reo 
for next time. 


FOLEY 
FLOUR SIFTER oa 
Aluminum 
——-_ 67* 


ALL-METAL 
HOSE REELS 


” 
Spee 2 
Keeps your garden hore in good 
order 


Two-Preng Weeding 
or Garden Hoe 


Colorful Red or White 
Heavy Metal 
Waste Baskets 
For the Kitchen 


SWANKS 


MAIN AT BEDFORD STREET 








A headline in reverse is always a popular form and will gath emphasis. 
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OINT annual convention of the National Whole- 


sale Hardware Association and the American 
Hardware Manufacturers Association had record 
breaking attendance of about 2700 at Marlbor- 
ough-Blenheim, Atlantic City, N. J., October 
13-16, 1947. Herbert P. Ladds again heads manu- 
facturers and Henry J. Allison is re-elected as 
NWHA president. John P. Speck is new NASMD 
president, Thomas A. Fernley, Jr., now executive 
secretary of NASMD and R. C. Fernley, secretary- 
treasurer of that group. Wholesalers urge govern 
ment action to "place private business on a more 
equitable basis with cooperatives.” 


a of 
nearly 2300, far surpassing any 
previous joint gathering of the 
American Hardware Manufac- 
turers Association and the Na- 
tional Wholesale Hardware As- 
sociation, was tallied at the con- 
vention, at the Marlborough- 
Blenheim, Atlantic City, N. J., 
October 18-16, 1947. This was 
a gain of 20 per cent over last 
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year’s joint meeting, previously 
the record holder. It is estimated 
that the total attendance was in 
excess of 2600. This was the 
58rd annual meeting of the Na- 
tional Wholesale Hardware As- 
sociation and the 93rd _ semi- 
annual session of the American 
Hardware Manufacturers Asso- 
ciation, NWHA’s affiliate, the 
National Association of Sheet 
Metal Distributors, held its 37th 








semi-annual convention concur- 
rently. Both NWHA and AHMA 
reelected their officers and each 
elected three new members of 
their respective executive com- 
mittees. John P. Speck, The 
Tiffin Art Metal Co., Tiffin, Ohio, 
was elected president of the 
Sheet Metal association and also 
a vice president of NWHA, suc- 
ceeding A. M. Vorys, Vorys 
Bros., Inc.,,Columbus, Ohio. 


N.W.H.A. Resolutions 


At its final session NWHA 
adopted a resolution calling for 
Congress action on the “unfair 
competition of cooperatives and 
the need for their being taxed in 
the same manner as private bus- 
inesses,” the resolution reading 
as follows: 

WHEREAS, co-operative types 
of business continue to enjoy tax 
exemption or pay no corporation 
or Federal income taxes through 
the declaration of patronage 
dividends and 

WHEREAS, through this means 
co-operatives are unfairly com- 
peting with private business en- 
terprises and are able to expand 
tremendously through their tax 
benefits and 
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WHEREAS Committees of Con- 
gress are studying the operation 
of co-operatives this Fall to de- 
termine what, if any legislation, 
should be passed to place private 
business on a more equitable 
basis with cooperatives, there- 
fore be it 

RESOLVED that our entire mem- 
bership be urged to direct the 
attention of their Senators and 
Representatives to the unfair 
competition of co-operatives and 
the need for their being taxed in 
the same manner as private bus- 
inesses, and be it further 

RESOLVED that we place on 
record our thanks and apprecia- 
tion for the untiring efforts of 
Chairman Seth Marshall and his 
committees on Cooperatives in 
directing the efforts of the as- 
sociation in this important mat- 
ter. 

At its meeting the Sheet Met- 
al Association passed a resolu- 
tion urging closer co-operation 
between it and the NWHA. 


Subjects Discussed 
Consumer co-ops—their taxa- 
tion and competitive effect—la- 
bor problems, incentive plans 
and a wide variety of wholesale 
Management and warehousing 
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and office problems were among 
the wide range of subjects cov- 
ered in individual and joint 
meetings. All sessions were well 
attended and discussions lively, 
following many of the key talks. 
Summarizations of some and 
complete addresses of other 
speakers appear elsewhere in 
this issue. 











(Fred Hess @ Son) 


At the joint opening session, 
Monday evening, James F. Lin- 
coln, president, Lincoln Electric 
Co., Cleveland, Ohio, speaking on 
“Incentive Management in In- 
dustry,” stressed the importance 
of the freedom of the individual 
as a factor which made our coun- 
try great and which would con- 
tinue to keep it great. He warn- 


ASSOCIATION PRESIDENTS 


HERBERT P. LADDS 


National Screw & 


e A.H.M.A, 


HENRY J. ALLISON 


Allison-Erwin Co. 
Mfg. Co. N.W.H.A. 





JOHN P. SPECK 


Tiffin Art Metal Co. 
N.A.S.M.D. 
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Hardware Manufacturers Association and the National 
Wholesale Hardware Association, Monday evening, Oct. 
13, in the Marlborough-Blenheim's Wedgewood Room. 


a Scene at the joint opening session of the American 
Like all convention sessions, 
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ed against too much government 
control as sapping the _ indi- 
vidual’s desire to increase his 
capabilities. 

He urged that we should not 
be afraid of change, particular- 
ly suggesting the adoption of in- 
centive systems as a means of 
restoring good relationships be- 
tween employer and employee 
and of bringing unions to the 
heel. Mr. Lincoln pointed out 
that with an incentive system, 
his company pays its productive 
workers more than $5,200 per 
year and has increased its pro- 
duction 10 times and reduced its 
prices 60 per cent. 

Wide adoption of incentive 
systems, he opined, would make 
it possible to increase produc- 
tion and reduce prices down the 
line. This, he said, would lead 
not only to a higher standard of 
living but would make it possi- 
ble to cater to and meet compe- 
tition from every country in the 
world. The end result, he sug- 
gested, would be little occasion 
for war, for no one would want 
to fight with his customers. 


Manufacturers’ Session 


The manufacturers’ Tuesday 
morning session was opened by 
the address of President Her- 
bert P. Ladds, Cleveland, Ohio, 
president of The National Screw 
& Mfg. Co. He developed the 
idea that “economic stability” 
would not be good for this coun- 
try even if it could possibly be 
achieved. He contended that 
competition cannot flourish with 
government controls on produc- 
tion, markets and prices. 

Henry J. Roesch, executive 
vice-president, Foremen’s League 
for Education and Association, 
Detroit, Mich., speaking before 
the Tuesday session of the man- 
ufacturers discussed, “Why 
Foremen Organize and What 
Can Be Done About It.” Mr. 
Roesch pointed to the war as a 
factor which accelerated the dif- 
ferences between unionized em- 
ployee forces and the foremen 
in that it resulted in inequalities 
in wage scales. Often too, he 
said, foremen learned about 
union gains through the union 
men in the plant before manage- 
ment could get to them and sat- 
isfactorily explain what had 
happened. These things, Mr. 
Roesch said led to confusion and 
a disrespect of management in 
the minds of foremen and was 
further exploited by labor. 
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H. F. SEYMOUR 


Columbian Vise 
& Mfg. Co. 


The N.L.R.B. was another 
factor that complicated the situ- 
ation by its rulings, in some 
cases, for and against unioniza- 
tion of foremen. The situation 
now has been cleared by the 
Taft-Hartley Act, but this, Mr. 
Roesch says, does not lessen the 
educational task management 
has before it with regard to the 
actions and responsibilities of 
foremen under the Act. The 
Act, he says, has not solved the 
problem but rather has enabled 
employers to build management 
teams into a_ hard-hitting, 
smooth-running organization 
and that must be done now for 
there may not be another oppor- 
tunity. 

Alfred P. Haake, Ph. D., Oak 
Park, IIl., industrial economist 
and consultant, made the con- 


o 


G. H. HALPIN 
Minnesota Mining 
& Mf 


RICHARD L. WHITE 
Landers, Frary & Clark 
Co. 


cluding address at the manufac- 
turers’ Tuesday session, his sub- 
ject being, “What Makes Our 
Economy Tick?” Personal ag- 
grandizement is the motive that 
makes our economy tick, he de- 
elared. Exchange, which is the 
expression of that motives must 
provide a profit or the belief that 
there is a profit for both parties 
or there is no exchange. Destroy 
profit today and you go back to 
savagery tomorrow. The virtue 
of our competitive system is that 
it rewards us for what we do 
but holds out to us always the 
hope of more reward for more 
effort. The essence of existence 
is struggle and when we cease 
struggling we die. 

People lose their freedom as a 
result of one ‘lesser concession 
after another to the government. 
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W. P. TRACY 
The Tracy-Wells Co. 
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JOHN MIZE 


Blish, Mize & Sitiman 
Hardware Co. 
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Potts-Farrington Co. 


England, he said, is an example 
—unless the present trend is 
shortly reversed that country is 
through. It could happen here— 
has already started. Rebuilding 
of the will to make profit, the 
basic motive of existence, is the 
means of correction. 


Tuesday Wholesalers’ Session 


At the Tuesday morning ses- 
sion of the NWHA its president, 
Henry J. Allison, and president 
of Allison-Erwin Co., Charlotte, 
N. C., wholesalers, paid tribute 
to the 53 years of activity the 
association had enjoyed. He 
stated, in part: “At no time in 
the recorded history of our in- 
dustry, or of this association, 
has either of them been so ac- 
tive, so vigorous, or so full of 
promise of many years to come. 
Undoubtedly the year 1947 will 
represent an all-time record of 
both dollar and physical volume 
for most of the members of this 
association. Strange, and dis- 
concerting indeed, must such a 
record seem to those who, since 
the memory of man runneth not 
to the contrary, have been pre- 
dicting the early demise of 
wholesalers. Their complete and 
utter extinction has certainly 
been imminent as far back as 
this president of your associa- 
tion can remember. May I say 
it for the record that you are the 
livest bunch of corpses it has 
ever been my privilege to asso- 
ciate with—may it ever be thus! 
If this stubborn refusal of hard- 
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ware wholesalers to cooperate 
with the theorists and political 
economists by passing out on 
time strikes you as a bit overly 
obstinate, or even contrary to 
nature, may I say to you that no 
individual, no group, no method, 
no system—not even professors 
nor economists—has yet been 
able to devise a_ successful 
scheme for dispensing with the 
indispensable. Wholesale distri- 
bution is as necessary an ele- 
ment and as indispensable a 
process in the complete fabric of 
American trade and industry as 
is primary production, the man- 
ufacturing process, retail dis- 
tribution and mass consumption. 
You could call it another name, 
you might employ some other 
system, but until someone de- 
velops a more economical, a 
more efficient and a more profit- 
able process for channelling the 
output of mass producers into 
the hands of mass consumers, 
efficiently run hardware whole- 
salers will undoubtedly continue 
to be the ‘big inch pipe line’ be- 
tween thousands of hardware 
manufacturers and many more 
thousands of hardware dealers 
in supplying the American peo 
ple with the hardware they need 
at the time and the place and 
in the quantities in which they 
want It. 

“This is the record of your 
industry; these are the accom- 
plishments of your individual 
houses. Let no one who has kept 
up with the procession '§ be 
ashamed of the record. Some fa- 
mous person (he ought to have 
been a hardware wholesaler, but 
he probably was a General!) is 
credited with having said: ‘If 
vou can do it—you aren’t brag- 
ging.’ However, we have not 
come here to advertise, to brag 





or to boast; but, as we have done 
annually for the past 53 years, 
to focus our attention on and 
exchange our ideas about the 
problems immediately at hand 
and those which we anticipate 
for the future. The experienced 
wholesale hardware executive is 
not lulled into a false sense of 
security by steadily mounting 
volume of sales, or constantly 
increasing price levels. He or 
his firm has already passed 
through two World Wars in this 
generation and ridden one of 
them out to its ultimate economic 
consequences. He knows that 
though history may repeat itself, 
it seldom does it on time and 
never ‘according to Hoyle.’ He 
knows that although ‘what goes 
up must come down,’ it is not 
quite as simple as tossing a ball 
into the air. He is more like an 
automobile driver who must 
keep both hands on the steering 
wheel, one foot poised between 
the brakes and accelerator, the 
other on the clutch, prepared at 
any moment to shift gears and 
occasionally adjusting the light 
forward or nearer, his eyes fo- 
cused on the road ahead watch- 
ing everything from cats and 
dogs, rough spots and caution 
signs, to hills and steep declines, 
always alert to interference from 
either side, with an occasional 
look through the rear view mir- 
ror for the cop (or the tax col- 
lector), not to mention the 
speedometer, the gas and oil 
gages, the tires and the weather. 
All this, and maybe Heaven too, 
while catching hell from _ the 
back seat and with constantly 
varying temperature and other 
familiar discomforts of the driv- 
er’s seat.” 

President Allison concluded 
his remarks, by saying, “May I 
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The Claridge Hotel, scene of the 
Central States Hardware Club's 
stag party. 


call your attention to one other 
fact of unusual interest concern- 
ing The National Wholesale 
Hardware Association? There 
has not been a single year since 
this association was organized 
in Dec., 1894, when its executive 
secretary or managing director 
was not a Fernley. When the 
association was formed in Cleve- 
land in 1894 Mr. T. James Fern- 
ley (George’s Father) was not 
present at the meeting, but Mr. 
Supplee (who was elected its 
first president) was authorized 
to employ Mr. Fernley as the 
secretary-treasurer of the asso- 
ciation immediately on his re- 
turn to Philadelphia. Mr. Fern- 
ley held this office, and directed 
the affairs of this association 
with great ability, for more than 
80 years. On his death in 1926 
our present managing director 
who had assisted his father for 
years was elected to succeed 
him. It is quite unnecessary for 
me to acquaint you with the ex- 
ceptionally fine manner in which 
George has managed the execu- 
tive offices of this association 
during the past 20 odd years, 
ably assisted during most of that 
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time by Tom—our present exec- 
utive secretary. Incidentally, 
Tom is not George's older broth- 
er, his younger brother or his 
son—any one of which you may 
have suspected. Tom is George’s 
nephew and, therefore, repre- 
sents the third generation of 
Fernleys who have served you 
with diligence, with understand- 
ing, with outstanding ability and 
conspicuous success throughout 
the 53 years of the life of this 
association. In expressing my 
personal appreciation for the 
fine co-operation and the excel- 
lent work they have done during 
the past year, I know I speak 
for the entire official board of 
our association, but it is not nec- 
essary to be an official of this 
association to appreciate the ex- 
cellence of our executive staff. 
our executive secretary and our 
managing director.” 


N. W. H. A. Activities 


Thomas A. Fernley, Jr., Phil- 
adelphia, Pa., executive secre- 
tary, NWHA, issued printed re- 
ports of that organization’s ac- 
tivities, of the past year. It com- 
mented: on the reinstatement by 
44 manufacturers of the cus- 
tomary 2 per cent cash discount; 
activities of the Committee on 
Cooperatives; packaging prob- 
lems; Taft-Hartley law digest 
and various other activities and 
services of the organization. 

“Key Figures Every Execu- 
tive Should Have, Their Rela- 
tionship to Each Other and 
Their Use,” was the subject of 


discussions by Ben G. Cox, presi- 
dent and chairman of the board, 
Buhrman-Pharr Co., Texarkan- 
na, Ark., and William Frank- 
furth, president, Frankfurth 
Hardware Co., Milwaukee, Wis. 
Mr. Cox stated, ““We have set up 
a very simple procedure in our 
own business from which we 
can estimate from month to 
month our gross sales, pur- 
chases, inventory, cost of goods 
sold, gross margin of profit, to- 
tal operating expenses and net 
profit before taxes to date.” Mr. 
Frankfurth exhibited a_ sheet 
used by his concern and showing 
figures similar to those used by 
Mr. Cox. He pointed out his 
firm’s figures compare the past 
month, with the same month a 
year ago, and the total for the 
year to date compared with the 
same period a year ago. 

George H. Gates, secretary- 
treasurer, Gates Hardware & 
Supply Co., Tulsa, Okla., dis- 
cussed, “Steps We Have Taken 
to Simplify Our Payroll Records 
for the Periodical Government 
Records and for Budgetary Con- 
trol.” He showed and explained 
the use of three printed payroll 
forms which are used by his 
company to comply with the 
Wage and Hour Law. 


Many Subects Discussed 


“The 1948 Merchandising 
Program of NRHA” was de- 
scribed by Rivers Peterson, In- 
dianapolis, Ind., managing direc- 
tor, NRHA. Edmund Orgill, 
president, Orgill Bros. & Co., 
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EDMUND ORGILL 
Orgill Bros. & Co. 


Memphis, Tenn., and president 
of the Southern Wholesale Hard- 
ware Association, spoke on “How 
We Cooperate in the NRHA 
Merchandising Program,” after 
which a paper on the same sub- 
ject prepared by Charles R. Bot- 
torff, president, Belknap Hard- 
ware & Mfg. Co., Louisville, 
Ky., was read, in his absence, by 
Thomas A. Fernley. Chester E. 
Young, Fairview, Okla., presi- 
dent of N.R.H.A., was intro- 
duced at this session. 


N.A.S.M.D. Meeting 


The annual meeting of the 
National Association of Sheet 
Metal Distributors was held 
Tuesday morning and afternoon, 
the morning session being de- 
voted to discussions of cash dis- 
count terms, salesmen’s compen- 
sation, and reduction of ware- 
house costs. The use of alumi- 
num sheets; help from paint 
manufacturers to enable distrib- 
utors to increase sales and a dis- 
cussion of the galvanized sheet 
situation were other topics of 
the morning session. 

At the afternoon NASMD ses- 
sion A. M. Vorys, Vorys Bros., 
Inc., Columbus, Ohio, as retiring 
president of the NASMD, deliv- 
ered his annual address. He 
emphasized the fact that distrib- 
utors of sheet metals should 
realize that the problems of the 
mills are theirs and vice versa 
for “we are a part of their sales 
force.” Activities of the asso- 
ciation were reported on by 
Thomas A. Fernley, Jr., who was 
later appointed executive secre- 
tary, being succeeded as secre- 
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tary-treasurer of that group by 
R. C. Fernley, Philadelphia, Pa. 

In his discussion of “The 
Role of Management in Success- 
ful Wholesaling,” Harry W. 
Ketchum, chief, Distribution 
Cost Section, Marketing Divi- 
sion, Office of Domestic Com- 
merce, U. S. Department of Com- 
merce, Washington, D. C., em- 
phasized that every business 
failure would, in part, if anal- 
lyzed, be found to be caused in 
part by the failure of manage- 
ment. 

“Aluminum’s Place in the 
Building and Construction 
Field,” was outlined by W. T. 
Ingram, manager, Distributor 
Division, Reynolds Metals Co., 
Louisville, Ky., who said in part, 
“Unfortunately nobody knows 
the extent of this (the alumi- 
num) boom. There is the big 
question in the back of every- 
body’s mind, what is going to 
happen when steel comes back? 
And we estimate and appreciate 
the fact that we will probably 
lose from 25 to 30 per cent of 
our business along those lines. 
We want steel to come back.. . 
we have a terrific educational 
program that we are about ready 
to throw to the public, and it is 
going to be through our distrib- 
utors that a great amount of 
this education will be done.” 

“The Steel Situation” was dis- 
cussed by Bennett S. Chapple, 
Jr., assistant vice president, 
United States Steel Corp. of Del- 
aware, Pittsburgh, Pa., who told 
of the relationship of foreign 
and domestic demands, strikes in 
the steel field and in fields pro- 
viding raw materials to the 












mills, to the present steel short- 
ages. Some easing of the situa- 
tion will be accomplished when 
plant improvements and expan- 
sion are accomplished. Our pres- 
ent shortage continues, he de- 
clared, despite the fact that steel 
production is at a record level at 
the present time. 


The Taft-Hartley Law 


The Hon. Fred A. Hartley, 
Congressman from New Jersey 
and co-author of the Taft-Hart- 
ley Law, addressed the joint ses- 
sion of manufacturers and whole- 
salers on Wednesday morning. 
He contended that the law “is 
the best possible piece of labor 
legislation that Congress could 
have enacted under the circum- 
stances.” Continuing he said that 
the law embodies every protec- 
tion for the worker against the 
abuses of the employer that was 
included in the original Wagner 
Act and that additional protec- 
tion has been added. In addi- 
tion the law eliminates foremen 
from its provisions; prohibits 
the closed shop, mass picketing 
and strikes against the Federal 
Government. 

One part of the law, he said, 
could have been more comprehen- 
sive. That was the section that 
provides for inquiry, mediation 
and arbitration of strikes which 
affect the national health or wel- 
fare. He added that he consid- 
ered that the best means of deal- 
ing with nation-wide strikes is 
by the application of the Sher- 
man and Clayton Acts to labor 
monopolies in the same manner 
as they are applied to business 
monopolies. 





R. C. FERNLEY 
Secretary-Treasurer 
N.A.S.M.D. 
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“We are not interfering with 
the legitimate rights of labor,” 
he said. “All we are trying to do 
is correct its abuses.” 

Fulton Lewis, Jr., radio com- 
mentator, addressing the same 
joint session warned his audi- 
ence against three “bigs” that 
threaten the American way of 
life. These were he said, big 
labor, big government and big 
special business in the form of 
co-operatives. He aptly illus- 
trated the last threat by telling 
of his personal experiences with 
a well known co-operative, today 
worth $13,000,000. 

Mr. Lewis remarked that co- 
operatives today are not deal- 
ing alone with farmers but with 
the CIO and the AFL and that 
those two organizations are now 
embarking on the process of go- 
ing into co-ops themselves. 


Co-op Exemptions 


Mr. Lewis looks to the House 
Ways and Means Committee to 
remove at least one of the co- 
operatives’ privileges —that of 
tax exemptions and hoped that 
that committee would have as 
much courage in the solution of 
that problem as the House La- 
bor Committee and the Senate 
Labor committee did in the solu- 
tion of the problem of big labor. 

The final session of NWHA, 
Thursday morning heard J. P. 
Townley, Townley Metal & Hard- 
ware Co., Kansas City, Mo., 
wholesalers, talk on “How Can 
the Efforts of General Lines 
Salesmen Be Better Coordinated 
With the Activities of Specialty 
Salesmen?” He remarked that 
he believed it a mistake to take 
the major lines completely away 
from the general catalog man for 
sale exclusively by specialty men. 
“The general line man can play 
a very important part in getting 
and keeping the major line vol- 
ume. He can do the bird-dogging. 
He knows the territory.” As a 
team working together, he 
pointed out, the specialty sales- 
man and the general line sales- 
man can do a far better job sell- 
ing major appliances than work- 
ing against each other or with- 
out mutual help. 

Charles E. Maloy, Jr., treas- 
urer, secretary and sales man- 
ager, The H. C. Prutzman Co., 
Inc., Altoona, Pa., wholesalers, 
spoke on, “The Wholesaler’s Re- 
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Cc. O. DRAYTON 
American Screw Co. 


sponsibility to the Retailer in the 
Field of Specialized Selling, In- 
stalment Sales and Service De- 
partment.” He emphasized the 
need for providing replacement 
and repair parts, promptly, to a 
concern’s dealers, efficiency in 
such a department, in his opin- 
ion, being as essential as an ef- 
ficient credit department. 
Concluding address of the final 
wholesaler session was that of 
F. V. Coke, Van Deren Hard- 
ware Co., Lexington, Ky., whole- 
salers on the subject, “Ware- 
house Savings We Have Effected 
Through New Mechanical Equip- 
ment.” Mr. Coke told of palletiz- 
ing by means of which his com- 
pany has lowered handling costs, 
increased warehouse capacity, 
stepped up service and eliminated 
most of the heavy lifting for- 
merly required of the firm’s em- 
ployees. He speculated on the 
possibility that sometime in the 
future unit loads will be shipped 
from factory - to-wholesaler - to 
dealer on pallets, at a great sav- 
ing to all parties. Following Mr. 
Coke’s remarks President Alli- 
son appointed a committee to 
study the subject of palletizing 


and to report to the member- 


ship, as to its findings. 

A major portion of some of 
these addresses will be found in 
the pages immediately following. 


Entertainment Program 


The convention entertainment 
program started with a bridge 
and tea for the ladies on Tues- 
day afternoon in the East Solar- 
ium. That evening there was an 


HARRY HANSON 
Damascus Steel 





J. O. FINDEISEN 
American Fork & Hoe 
Products Co. Co. 


orchestral concert. in the Music 
Room, Blenheim Side, followed 
by a one hour floor show in the 
same room. The evening’s pro- 
gram was concluded with an in- 
formal dance in the Blenheim 
Ballroom, with music under di- 
rection of Leo Sachs. Wednes- 
day afternoon, boardwalk chair 
rides were provided for the 
ladies of the convention. The 
annual ball was held, Wednes- 
day evening, in the Blenheim 
Ballroom, with music by Alex 
Bartha and his Steel Pier Or- 
chestra. 


X-Club Luncheon 


The X-Club held its 21st meet- 
ing, Tuesday noon, in the Chevy 
Chase Room of the Marlborough- 
Blenheim, with an attendance of 
nearly 40, all of whom received 
gifts to mark the occasion. The 
gathering was presided over by 
Stanley Woodward, The Ruber- 
oid Co., Baltimore, Md., Chief X 
of the X-Club. Speakers at the 
informal luncheon were Alfred 
P. Haake, Ph. D., and H. J. 
Roesch, executive vice president, 
Foremen’s League for Education 
and Association, both of whom 
had addressed the joint session 
held that morning. The X-Club 
is comprised of past presidents 
of the American Hardware Man- 
ufacturers Association, National 
Wholesale Hardware Associa- 
tion, The Old Guard and the 
Texas Hardware Jobbers Asso- 
ciation. 

More than 60 members and 
guests attended the dinner of the 
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X-Club members and guests at the 21st meeting of the group held in the form 





of a luncheon, Tuesday, in the Chevy Chase Room of the Marlborough-Blenheim. 





Old Guard, Tuesday evening at 
the Brighton Hotel, with B. J. 
Strader, Remington Arms Co., 
Inc., president of the organiza- 
tion presiding. Guests of the as- 
sociation were past presidents of 
the Southern Wholesale Hard- 
ware Association. Informal com- 
ments on a variety of subjects 
were made by most of those 
present. 

The Central States Special 
Train from Chicago to the con- 
vention, sponsored by the Central 
States Hardware Club, had the 
largest passenger list since the 
club’s sponsorship of the train, 
there being 194 hardware people 
on it. Included were two cars 
from Pittsburgh and one from 
Wheeling, W. Va. To accommo- 
date visitors to the National 





Hardware Show, in New York 
City, the club sponsored special 
cars on a train from there back 
to Chicago, leaving New York, 
Saturday afternoon, Oct. 18. 


Central States Party 


The traditional pre-convention 
stag party of the Central States 
Hardware Club, in Cambridge 
Hall, Claridge Hotel, attracted 
320 hardware wholesalers, man- 
ufacturers and their guests. This 
gathering was the ninth annual 
dinner of the club prior to the 
NWHA-AHMA joint convention. 
Previous to the dinner there was 
a cocktail hour sponsored by the 
club. An excellent dinner—tur- 
key and all the fixings — was 
followed by a variety floor show. 





In charge of the festivities 
Was a committee headed by Rol- 
lin B. Plumb, Chicago, Eagle In- 
dustries. Other members of the 
committee—all from Chicago 
were Frank J. Koch, McKinney 
Mfg. Co.; George H. Beaudin, J. 
Wiss & Sons Co.; Ben Leve, The 
Carborundum Co., secretary of 
the club and J. A. Billings, Pay- 
son Mfg. Co., treasurer of the 
club. Officers of the club in ad- 
dition to Messrs Leve and Bill- 
ings are: Walter M. Floto, Chi- 
cago, American Steel & Wire Co.. 
president; Andrew R. Meyers, 
General Hardware Co., Milwau- 
kee, Wis., vice president and 
Will J. Feddery, Cleveland, Ohio. 
central western manager, HARD- 
WARE AGE, chairman of the 
board. 





The Old Guard holds its convention dinner at the Brighton Hotel, Tuesday evening. 
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A.H.M.A. Session 


The Law of Supply and Demand 


Cannot Be Abrogated 


RESIDENT of the American Hardware Manu- 
facturers Association states that the only way 
to have economic stability is through absolute 
dictatorship and that even then black markets will 





W. have been hear- 


ing a lot lately about “economic 
stability.” It is a most enticing 
phrase. It sounds very alluring. 
It seems to be something for 
which everybody should strive. 

But just what does it mean? 
And why do we think we want 
it so badly? 

* * % 

From all I can find out, by 
“economic stability” we mean, 
over a period of time, an econ- 
omy in which there are no 
changes in markets, prices, 
wages or anything else. 

Well—to be desirable, such a 
period must be one of prosperity. 

I have been thinking back 
over the years, trying to find a 
period when I might have wish- 
ed everything to be stabilized. 

Last year wasn’t a good one— 
there were too many headaches. 
Taxes were high. There was 
strife between management and 
labor, I couldn’t buy an auto- 
mobile or a _ refrigerator—and 
there were plenty of other 
things I didn’t like. 

1928 was a pretty good year; 
but if we had stabilized to that 
economy there would be a lot of 
people who would never have 
had a washing machine, a radio 
or even an automobile. 

I recall that back in 1919 ev- 
erybody thought that was a won- 
derful year. Remember? 


flourish. 


By HERBERT P. LADDS 


National Screw & Mfg. Co. 
Cleveland, Ohio 
President A.H.M.A. 


And yet autos in those days 
were only half as good as those 
we get today, and they were 
priced so high that not many 
could afford them. 

Factory wages were then far 
below present levels, and hours 
were far longer. 

Household conveniences that 
most of us now take for granted 
were either unknown or priced 
out of sight. 

The fact is, there seems to 
have been something wrong with 
every year I can think of. 

So I wonder whether “eco- 
nomic stability” is such a good 
thing, after all? 


Economic Stability 


The best thing to be said for 
“economic stability’ is that 
when you stabilize, there is a 
fair chance that at least things 
won’t get any worse. 

As an example, take the small 
Chinese farmer, whose life and 
living standards have not chang- 
ed for 3000 years. He has sta- 
bility! 

The trouble is that the very 


stability that keeps things from 
getting worse is exactly what 
will stop them from getting any 
better. 

If the bad times that we have 
had, had been eliminated by a 
“stable economy,” I’m _ afraid 
that there also would have been 
eliminated all the good things 
that we have enjoyed. Think of 
the price we would have had to 
pay, in terms of our standard of 
living! 

*% x 

We have developed our pres- 
ent standard of _ living—the 
highest in the world—under the 
competitive system. Competition 
cannot function under fixed 
prices, fixed wages, fixed inter- 
est rates or any of the other 
fixed or controlled factors that 
go along with “stability.” The 
basic requisite in the operation 
of the competitive system is 
flexibility. 

That is why, under the com- 
petitive system, we cannot have 
controls of production, controls 
of markets, or controls of prices. 


(Continued on page 350) 


"We have developed our present standard of living—the 
highest in the world—under the competitive system. Com- 
petition cannot function under fixed prices, fixed wages, 
fixed interest rates or any of the other fixed or controlled 


factors that go along with ‘stability. 
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tive, and some have even gone as 

far as to say it is going to wreck 

the organized labor movement. 

In writing the Taft-Hartley Act 

all we have endeavored to do has 

been to write equity into our la- 

bor laws and to place labor and 

T e Truth o t € management on an equal basis. 

Above either the selfish rights 

of labor or the selfish rights of 

management, we have tried to 

Taft-Hartley Law take into consideration what is 

in the public good, because as 

we all recognize, the innocent 

victim in every labor dispute is 
always Mr. John Q. Public. 

Now, just what does this bill 


HIS law, Congressman Hartley declares, en- eo} 2 am greg te rele atten 
case histories; not exceptional 


deavors "to write equity into our labor laws." cases but average cases that 
It prohibits closed shops, attempts to prohibit could be repeated by the hun- 


° ° ° ° ° his ion. icketed 
mass picketing, force and violence in strikes and pag hg yy tre —.. Dicketed 


bans secondary boycotts. He urges management from the provisions of the Act. | have a 
and labor to give the act a "fair chance ¢t There are those who have con- tle bit ¢ 
a 9 wiliaas tended that foremen should be I said 
succeed. permitted to organize into inde- to pre 
pendent associations. But our where it 
committee’s investigation showed to preve 
that there was no such thing as ing to a 
By HON. FRED A. HARTLEY, JR. a Ts sii 
ganization, that they were all am very 
Member of Congress from either identified with or even feel that 
New Jersey controlled by employer organi- may not 
zations, and because we con- it shoul 
cluded that foremen and super- result di 
visors were properly on the side made th 
of management, we have elimi- cause W 
nated them from having any have hat 
is the best possible piece of labor | standing under the Taft-Hartley the Sena 
l. ‘ll —* legislation that Congress could Law. ride wha 
f a ny pa | ; have enacted under the circum- to be a] 
personal reference, let me remin stances. I am going to try to Prohibits Closed Shop 
you that for 14 of my 19 years prove it to you : ‘ pas 
in Congress I introduced legisla- First of all I 1 th This bill prohibits the closed He 
. . 7 irst of all, I can tell you wit shop, but it does permit a modi- 
tion for the American Federa 5 é : : A 
; , _ some authority, having been a fied union shop under certain You r 
tion of Labor and had its un ; Ne 
7 ° member of the Labor Committee conditions. When more than 50 you pro 
qualified endorsement during a ; 
those 14 of my 19 years in for 19 years, that there has been per cent of the employees in any Well, I 
no piece of labor legislation that plant vote—and not just those quiet al 
Congress and I lost that endorse- ; ‘ . sini 
has come out of that committee voting, keep in mind, but those Congres 
ment only because I voted for the : ‘ : : 
; during that time—and that in- employed in the plant—vote to I propos 
Smith-Connolley Law to outlaw : : : 
. : . cludes the Wagner Act, and the ask for a modified union shop, it on Lab 
strikes during time of war and , . 
‘ Wage and Hour Law, and all the may then become the subject hearings 
voted for the Case Bill, and of : A ’ ae : : 
rest—not one piece of legisla- of negotiations and if agreed am goin 
course, finally when I co-au- . : 
tion that has come out of that upon, then the employer does the it a Fed 
thored the Taft-Hartley Act. ‘ ‘ Sige : 
: committee that has received one- hiring and after 30 days that with th 
That was the final nail. : : 
tenth the careful consideration employee becomes a member of worker 
Possible Leaislati and study as did the Taft-Hart- the union. wants tc 
Best Possible Legislation ley Law. My committee listened This bill also attempts to pro- from fez 
In spite of criticism that has to over two million words of hibit mass picketing and the use self or t 
been levelled at the Taft-Hartley direct testimony and from repre- of force and violence in the con- » ily. And 
Act and some of it has come sentatives of business as well as duct of a strike. Now, on that thing lik 
from management, because some every labor leader in the nation, subject I must admit I am a bit read son 
feel that it doesn’t go quite as who wished to testify. And we touchy because for the past sev- before m 
far as it ought to—and in spite gave ample time to representa- eral months at four out of five cases by 
of the criticism that has come tives of the general public. meetings that I have addressed this nat 
from the leading labor organiza- This has been called a slave I have had to march through dustries 
tions, I can say to you in all sin- labor law. It has been called picket lines of from six to six out in C 
cerity that the Taft-Hartley Act drastic. It has been called puni- thousand. My home has been per cent 
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HON. FRED A. HARTLEY, JR. 


picketed. My office has been 
picketed. So therefore I believe 
| have a little right to be a lit- 
tle bit touchy on the subject. 

I said that this bill attempts 
to prevent mass _ picketing 
where it is used as a fist force 
to prevent a worker from go- 
ing to and from his job. I use 
the word “attempt” because I 
am very frank to admit that I 
feel that this section of the bill 
may not be quite as adequate as 
it should be to accomplish the 
result desired. In conference I 
made the concession solely be- 
cause we might not otherwise 
have had the two-thirds vote on 
the Senate side required to over- 
ride what we expected was going 
to be a Presidential veto. 


Hearings To Be Held 


You may say, “Well, what do 
you propose to do about it?” 
Well, I don’t propose to keep 
quiet about it, and when the 
Congress reconvenes in January 
I propose to have my Committee 
on Labor and Education hold 
hearings on a proposal which I 
am going to introduce, making 
it a Federal offense to interfere 
with the civil rights of any 
worker to go to his job, if he 
wants to go to work. Yes, free 
from fear of any harm to him- 
self or the members of his fam- 


» ily. And if you don’t think some- 


thing like that is necessary, just 
read some of the evidence on file 
before my committee. There are 
cases by the hundreds all over 
this nation, involving large in- 
dustries and small. Take a case 
out in Clinton, Mich., where 90 
per cent of the employees in a 
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"The Taft-Hartley Act is the best possible piece of labor 


legislation that Congress could have enacted under the cir- 
cumstances . . . Every protection in the original Wagner 
Act, for the individual worker against abuses by employer 
bosses is still completely intact in the Taft-Hartley Law. All 
we have done has been to add additional protection for the 


individual worker." 


"What we are trying to tell labor throughout this nation 
is that you can't make labor strong by destroying manage- 
“ment—by destroying the free enterprise system that has 
given you the best jobs anywhere on the face of this globe." 


plant wanted to go to work. They 
were able to go to work but after 
they got inside the plant, pickets 
were brought in from Detroit, 
Cleveland and Buffalo. While the 
90 per cent of the employees in 
that plant who wanted to stay 
on their jobs were there the 
pickets refused to let them 
come out. They said, “We will 
tear down this building brick by 
brick.” 

There are those who will say, 
“Well, Congressman, we have 
laws at the local level to take 
care of violence, the conduct of 
a strike or a labor dispute.” Well, 
I am sorry to tell you that law 
and order at the local level has 
been woefully inadequate in my 
judgement. 

This law also bans jurisdic- 
tional strikes and secondary boy- 
cotts. Now, I hardly need tell 


WILLIAM A. VERNIER 


Superior Safety 
Furnace Pipe Co. 


N.A.S.M.D. 
EXECUTIVE: 
COMMITTEE 


anyone in New Jersey about 
jurisdictional strikes, although I 
recognize that this is a national 
convention. But right here in 
New Jersey for seven or eight 
months we have had a jurisdic- 
tional strike that has held up 
the construction of over fifty mil- 
lion dollars worth of heavy con- 
struction and which has stopped 
the erection of some thousands 
of veterans’ homes under the 
Federal Government’s own pro- 
gram. What is the issue in- 
volved? Well, the carpenters 
say, “It is our job to take the 
lumber from the truck to the 
job.” And the laborers say, “No, 
it is our job.” And as a result, 
not only the carpenters and the 
laborers are out but the electri- 
cians, the masons, and all the 
other skilled crafts as well. 

The House of Labor has been 
ill. It has refused to take any 





LEE J. HAINES 
E. E. Souther Iron Co. 
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medicine itself and that is why 
it was necessary for Congress to 
administer medicine to it. We 
have banned _ jurisdictional 
strikes and secondary boycotts. 
We had a case in California. 
A woman, in order to support an 
invalid husband and_ family, 
raised a flock of turkeys, and 
every year when the birds were 
fattened up she would call in 
her neighbors and for a nominal! 
sum the birds would be plucked 
and sent on to market. Last year 
when they arrived at the market 
they couldn’t be handled. Why? 
Because they had not’ been 
plucked by organized turkey 
pluckers. And finally, in order 
for those birds to be sold they 
had to be stamped by an orga- 
nized turkey stamper, resulting 
in a loss of some $3,000 for that 
lady’s work for the year. 

There is another section of 
this bill, which in my judgment 
is not as comprehensive as it 
might be. It is that section deal- 
ing with strikes which affect the 
national public health and safety. 
Under this provision the Presi- 
dent is authorized, when he finds 
the national health and safety 
affected by a nation-wide strike 
or a substantial part of a nation- 
wide strike, to appoint a Board 
of Inquiry which shall report in 
15 days. Following that there 
comes a period of mediation and 
arbitration for some 60 days. 
And at the conclusion of that 
period, each individual group of 
employees of each employer vote 
on their employer’s last offer. 
Now, it was the hope of those 
who wanted this provision that 
the publicity attendant to such 
negotiations would result in the 
force of public opinion bringing 
about the end of the difficulty. 
But in my judgment, there is 
only one way that we can deal 
with nation-wide strikes and 
that is by the application of the 
Sherman and Clayton Acts to 
labor monopolies in the same 
manner as we apply them to busi- 
ness monopolies. 

This bill also prohibits strikes 
against the Federal Government. 
It requires that when labor and 
management enter into negotia- 
tions and finally agree upon a 
contract, that labor be held 
equally responsible for the ful- 
fillment of that contract. It cre- 
ates a Federal Mediation and 
Conciliation Service outside the 
Department of Labor. 
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It also prohibits any labor 


organization from having any 
standing under the Act if its offi- 
cers decline to sign statements 
that they are not members of tne 
Communist Party. If you dén’t 
think that is a good section, tnen 
read the story of the Allis- 
Cnalmers strike, lasting some 
327 days. That strike that was 
inspired, led and dominated com- 
pletely by a Communist. One of 
the leaders of that strike—as a 
result of his testimony before 
my committee—has been indicted 
for perjury. But let me ask you 
who has to lose and who has to 
gain when an officer of a union 
refuses to sign such statements? 
The only person who has to gain 
is a Communist officer who wants 
to hold his job in that union. 
Those who have to lose are the 
members, because by his failure 
to sign such an affidavit his 
union has no standing under the 
Taft-Hartley Act. 
Protection From Employers 
Every protection in the orig- 
inal Wagner Act for the indi- 
vidual workers against abuses by 
employer bosses is still complete- 
ly intact in the Taft-Hartley 
Law. All we have done has been 
to add additional protection for 
the individual worker. You 
know, the Wagner Act was called 


the Magna Carta, labor’s Magna 
Carta. If you recall your English 


history, the Magna Carta didn’t 
provide any rights for the aver- 


age Englishman. It provided 
protection for the dukes, earls 
and barons against the power of 
the King, and so I am ready to 
admit the Wagner Act did give 
the labor barons of tnis nation 
some new powers. But just as 
tne Bill of Rights foliowed the 
Magna Carta so we contend that 
the Taft-Hartley Act provides a 
bill of rights for the individual 
worker. 

You may say, “Just what are 
these protections?” Well, no 
longer can the head of any labor 
organization who dislikes a re- 
mark from the floor walk down 
and say, “Give me your card, 
brother”, rip it up and say, “Now 
you are no longer in the union.” 
And don’t think that hasn’t hap- 
pened in many and many a Case. 
No longer can there be excessive 
initiation fees and fines. And 
vou may say, “Well, Congress- 
man, do initiation fees and fines 
get excessive?” Well, we have 
cases where the fee to join cer- 
tain unions has run as high as 
$1500.00. And as to fines, only 
recently there was a case in Cali- 
fornia where 17 painters who 
had the audacity to go back to 
work during the course of a 
strike were fined a total of $277,- 
000, the smallest individual fine 
being $10,000 and the largest be- 
ing $20,300. Well, they can’t do 
that under the Taft-Hartley Act. 
That is protection for the indi- 
vidual worker. Because the only 
way a man can be thrown out of 
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ment of dues. And we also pro- 
vide that every member shall 


A.H.M.A. EXECUTIVE COMMITTEE 





F. T. STONE 


Columbus-McKinnon 
Chain Corp. 


J. G. GEDDES 


H. K. Porter, Inc. 
Chairman 





GEORGE F. WRIGHT 
G. F. Wright Steel 
& Wire Co. 


HARDWARE AGE 





» & 
JO! 
Morle 


know tk 
union b: 
lar finar 
to be fil 
Labor. 
We a 
the legi 
All we | 
rect its : 
a sampl 
I have 
Internat 
Teamste 
houseme 
ica, Pro 
Oyster | 
ers Uni 
contract 
the hear 
Law wh 
vestigat 
entire | 
City of ] 
area. T 
and you 
about tt 
all that 
didn’t tl 
high cos 
five wee 
refused 
own plz 
within f 
000 of p 
tables w 
street h 
this part 
were we 
Because 
to force 
in these 
Teamste 
the girls 
Teamste 


















place wa 


OCTOB 


provided 
kes, earls 
/ power of 

ready to 
, did give 
lis Nation 
it just as 
iowed the 
iteud that 
yrovides a 
individual 


what are 
Well, no 
any labor 
kes a re- 
alk down 
our card, 
say, “Now 
ie union.” 
isn’t hap- 
1y a case. 
excessive 
es. And 
Congress- 
and fines 
we have 
join cer- 
; high as 
ines, only 
e in Cali- 
ters who 
» back to 
rse of a 
of $277,- 
idual fine 
irgest be- 
r can’t do 
rtley Act. 
the indi- 
> the only 
wn out of 
non-pay- 
also pro- 
ber shall 


N.W.H.A. EXECUTIVE COMMITTEE 


s Py 
» &'! 
JOHN S. STILES 
Morley-Murphy Co. 


know the financial status of his 
union by the issuance of a regu- 
lar financial report, which is also 
to be filed with the Secretary of 
Labor. 

We are not interfering with 
the legitimate rights of labor. 
All we are trying to do is cor- 
rect its abuses. Let me give you 
a sample—another case history. 
I have a contract here of the 
International Brotherhood of 
Teamsters, Chauffeurs, W are- 
housemen and Helpers of Amer- 
ica, Produce, Poultry, Fish and 
Oyster Men, Drivers and Help- 
ers Union. We ran across this 
contract quite by accident during 
the hearings on the Taft-Hartley 
Law when we were asked to in- 
vestigate the shutdown of the 
entire producé section of the 
City of Philadelphia, Dock Street 
area. There within five weeks— 
and you heard people complain 
about the high cost of food and 
all that kind of business—they 
didn’t think anything about the 
high cost of food, because within 
five weeks employers were even 
refused permission to go to their 
own places of business. And 
within five weeks of time $250,- 
000 of perishable fruit and vege- 
tables went to rot because the 
street had been shut down by 
this particular organization. Why 
were we asked to investigate? 
Because this group was trying 
to force 200 girl clerks employed 
in these produce houses into the 


Teamsters Union, and because ° 


the girls didn’t want to join the 
Teamsters Union, the entire 
place was shut down. 
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You may say, “Well, no mat- 
ter how good the law is, if it 
isn’t administered properly it 
will defeat its very purpose.” 
And I recognize how true that 
is, and am also very much con- 
cerned, about what may be the 
attitude of the National Labor 
Relations Board in administer- 
ing this law. In writing this 
law we made a very significant 
change because no longer is the 
National Labor Relations Board 
investigator, prosecutor, jury 
and judge all rolled into one. 
Today it is merely a quasi-judi- 
cial board that shall pass on the 
evidence presented to it. And by 
the way, that evidence, accord- 
ing to the law itself, must be 
by the rules of evidence as far 
as practicable and not by the 
manner that evidence has been 
taken in times past. I think 
everyone of us present here to- 
day recognizes that in recent 
years there has been a very 
studied effort made to build up 
an insurmountable barrier be- 
tween the workers of this na- 
tion and their employers, to keep 
on arunning fight between labor 
and management. 


An Opposed Proposition 


Well, the sponsors of the Taft- 
Hartley Law have _ proceeded 
from a diametrically opposed po- 
sition. We have tried to write 
this type of philosophy into the 
Taft-Hartley Law, one enunci- 
ated by Abraham Lincoln, who 
when speaking to a labor organi- 
zation, said, “Property is the 


fruit of labor. It is desirable. 
It is a positive good in the world. 
That some may be rich shows 
that others may become rich, and 
hence is just encouragement for 
industry and enterprise. Let not 
he who is houseless pull down the 
house of another, but rather let 
him work diligently and build 
one for himself, thus assuring 
that his own will be safe from 
violence when built.” In other 
words, what we are trying to tell 
labor throughout this nation is 
that vou can’t make labor strong 
by destroying management—by 
destroying the free enterprise 
system that has given you the 
vest jobs anywhere on the face 
of this globe. 

We hear a lot coming out of 
Washington about raising wages 
and reducing prices. Well, yes, 
that has been the secret of the 
success of our economy because 
down through the years we have 
increased wages and _ reduced 
prices, but we have been able 
to do it only because we were 
able to increase the productivity 
of the individual worker. In 
recent years there was developed 
a new philosophy among certain 
of the labor leaders which says 
in effect, get as much as you can 
for doing as little as possible. 
And just as long as that philoso- 
phy prevails you just cannot in- 
crease wages and reduce prices. 
A colleague of mine from Penn- 
sylvania sent me a one-line slo- 
gan which I want to leave ‘with 
you here today. I think it is 
something, whether we are in 
business, Congress, or the labor 
movement, that we might all fol- 
low, and it is “To Get More for 
the Dollar You Spend, Give 
More for the Dollar You Earn.” 
Isn’t that sound philosophy? 

All I am asking is that both 
management and labor give the 
Taft-Hartley Act a fair chance 
to succeed. Give it a fair trial. 
If it needs strengthening we will 
strengthen it. If it is too drastic 
in some particulars, we will be 
ready to make whatever change 
may be necessary. We don’t take 
the attitude that this is the final 
answer to everything. But just 
give it a fair chance is all we 
ask. And if that is done I am 
satisfied that we will embar# 
upon the greatest era of indus- 
trial peace and economic pros- 
perity we have experienced in 
many and many a decade. 
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Where Do We Go 
From Here? 


& O-OPERATIVES and Mr. Lewis’ experiences 
with one co-operative are discussed. He also 
warns against "big" labor and "big" government. 


By FULTON LEWIS, JR. 
Radio Commentator, 


Washingten, D. C. 


A. long as we have 


individuals who in the Amerigan 
system and in the American way 
of self-government and self-de- 
termination of our destiny are 
willing to place the facts on the 
record, stand or fall on them, 
stand up and say, “I believe this 
is right. If you like me, elect 
me. If you don’t . we 
long as we have such individuals, 
we have nothing to worry about 
in the body politic. 

You are manufacturers. You 
are employers of labor. You are 
busy day in and day out with the 
problems of keeping your busi- 
nesses going. I want to try to lay 
before you a couple of problems 
that this individual—as a re- 
porter sitting on the sidelines, 
sees threatening, challenging, 
promising to undermine a major 
portion of the American heritage 
that he is trying to preserve. 

We have an agency of the 
Federal Government, a division 
of the Department of Justice, 
known as the Anti-Trust Di- 
vision. We have gone to the 
point of setting up a division to 
take care of the evils of so-called 
big business. That there have 
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been evils, that there probably 
are evils at the present time, I 
have no doubt whatsoever. That 
they should be corrected, I also 
have no doubt. But unfortun- 
ately in a world of political 
demagoguery, in a world in 
which politicians rise to fame too 
often not on principle but on the 
things they can say that seem 
to please the masses, in a world 
in which a profession is made 
of throwing rocks at silk hats, 
whether they be good and legiti- 
mate silk hats, honestly earned 
or not—in a world of that kind 
it isn’t always possible to have 
right turn out to be right. 


An Undesirable Process 

I admit that big business is 
an undesirable process when it 
becomes monopoly. But too 
much emphasis has been placed 
on that phase of the picture, and 
the emphasis that. has been 
placed on it tends to make the 
average American citizen forget 
three other “bigs” which by the 
mere fact that they have been 
ignored and not treated have be- 
come far greater threats to the 
American process and to the 
American way of life than big 
business itself. 





The first of them is big labor. 
The second of them has been 
treated with at great length in 
the press, by speakers, by edi- 
torials, and what not—big gov- 
ernment. The third is big special 
privilege in the form of the so- 
called cooperative movement— 
the biggest of big business, the 
biggest of special privilege, and 
so big in its power that it has 
begun to completely overshadow, 
completely kill off, all possibili- 
ties of legitimate competition 
with it, and the right to have a 
chance to build your own indus- 
tries and do it legitimately. 

There is no quarrel with the 
process of farmers in buying 
their feed, their fertilizer, get- 
ting together collectively and 
saying, “Instead of buying it at 
retail prices we will buy it in 
wholesale lots, split the cost 
among us, and all pay our pro 
rata share.” 


What Chance Have You? 


However, when you are in the 
grocery business on one corner 
and you have to pay the regular 
personal income taxes, or the 
corporation income taxes that 
the Federal Government charges, 
and have to set your prices so 
that those prices not only will 
pay the cost of operation, pay 
your overhead, pay your income 
taxes, but also will keep you 
alive—when you are operating 
on one corner on that basis, and 
when you have across the street 
from you on an opposite corner 
another operation going on in 
which that individual is buying 
his groceries from the same 
place, paying the same price for 
them, has exactly the same over- 
head, is selling to the same cus- 
tomers that you are selling but 
he doesn’t have to pay any cor- 
poration income tax or any per- 
sonal income tax, if he is a part- 
nership, I ask any businessman 
in this group, or any business- 
woman in this group, in all sin- 
cerity, how much chance have 
you to survive in the long run? 
With corporation income taxes 
what they are, or the income 
taxes on individual partnerships 
what they are, how much chance 
have you got to survive as an 
individual if your competitor 
across the street doesn’t have to 
pay those taxes? 

I want to tell you a personal 
experience that I have had and 
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FULTON LEWIS, JR. 


give you a little insight into ex- 
actly how these things are oper- 
ated. I am probably the most 
involuntary member of a Co- 
operative in the United States at 
the present time. 

During the war at our farm 
in Southern Maryland we were 
raising chickens and turkeys, 
and in the course of that we had 
to buy feed for them. I tried 
to get commercial brands but it 
‘was impossible. 


The Only Alternative 


Therefore it was necessary, as 
the only alternative—the only 
source of feed was a store over 
at the corner, and they sold a 
co-operative feed. So we bought 
that feed. From time to time I 
received documents with a lot of 
gold print on them. There was 
a considerable amount of small 
print. The small print said that 
if you would send this in right 
away, you could get so many dol- 
lars and cents for it, but the 
management reserved the right 
to end this offer at any time. 

By last Spring, much to my 
amazement, when the general 
manager of that particular co- 
operative made a speech on the 
radio in criticism of me—which 
was quite fair because I had 
been in criticism of him, too— 
I was amazed to find that I 
owned $61.01 worth of common 
voting stock in that co-operative. 
I had never to my knowledge re- 
ceived a notice of any meeting of 
stockholders. I had never to my 
knowledge received any notice of 
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"| suggest that along with our examination of the problems 


of labor, big business, big government, we give some serious 
consideration to the problem of big monopoly coopera- 


tives. 





"You know the threat of big government. You know the 


threat of big labor. There is a threat of a super-super big 
business, without obligation, without responsibility so far as 
taxation is concerned, with a very definite special privilege— 


special benefits from government for no apparent reason." 


any election of officers. I didn’t 
have any copy of the by-laws or 
the constitution or the articles of 
incorporation—in fact, when I 
wrote and tried to get hold of 
a copy of the by-laws and the 
constitution and a financial state- 
ment and an annual report to see 
what this organization was that 
I had 61 dollars and one precious 
cent invested in, I was told that 
the management was sorry but I 
couldn’t get the information. 
You know what common vot- 
ing stock is. The general mean- 
ing of it is that it is a share and 


‘share alike, for better or for 


worse, for richer or for poorer, 
in the general capital assets of 
a company; that on liquidation, 
if the company is successful, you 
get paid off a pro rata share of 
the residual assets after all of 


the debts and other liabilities 
are paid. 

When I began to dig in and 
find out what my $61.01 worth 
of common voting stock was, I 
found out that it wasn’t com- 
mon voting stock on any such 
basis at all, but rather that the 
board of directors of that par- 
ticular co-operative could recall 
that stock at any time they want- 
ed to, pay me off face value, and 
liquidate me out of that organ- 
ization. In other words, it wasn’t 
common stock in the common 
sense of the word at all. It was 
rather a debenture, because 
while they could call the stock 
in at any time they wanted 
to, the by-laws specifically pro- 
vided that I couldn’t come to 
them and require them to. If 
they wanted to buy the stock 
back, they could. If they didn’t 
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want to, no matter how hard I 
pressed, they didn’t have to do so. 


As a matter of practical fact, 
as a matter of practice, I further 
discovered that this co-operative 

and this is common practice in 
all co-operatives—actually was 
calling in each 10 years the stock 
that was issued 10 years previ- 
ously. 

I might explain to you that 
the way: I got my $61.01 worth 
of stock was in the form of re- 
funds on my purchases, the sup- 
posed return of my share of the 
profits of the company for the 
various years that I had made 
those purchases. 


How It Works 


Now, this particular co-opera- 
tive having issued to me $61.01 
worth of stock, which it can re- 
call at any time, in the mean- 
time is actually recalling this 
year, 1947, all of those pa- 
tronage refunds that were issued 
in 1937. In short, the process 
has been to borrow the refund 
that is given to you each year, 
your share, and instead of pay- 
ing it out to you in cash, your 
share of the profits for each 
year, they borrow that under se- 
duction, shall we say—in the 
small print—they borrow it from 
you and hold it for 10 years and 
then pay it back to you at the 
end of 10 years. 


That may seem a little compli- 
cated to you, but at last I have 
arrived at the point I wanted to 
make. Suppose, for the sake of 
argument, that in 1937 I had 
a patronage refund of $100. Sup- 
pose I had bought such an 
amount of feed that my share of 
the profits that year amounted 
to $100 even. And they gave 
me $100 worth of common vot- 
ing stock as of that time. This 
year they pay that back to me. 
Now, the $100 that they didn’t 
pay back then but held onto and 
gave me a certificate in place of, 
they put into what? Bricks and 
mortar in the side of the wall of 
a building. But the $100 worth 
of bricks and mortar that were 


built into that building in 1937 
today are not worth $100. Today 
they are worth $300. But they 
pay me off my $100 in cash. - And 
I suggest to you, that some- 
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where, somewhere along the line, 
somebody has made $200, and it 
isn’t Fulton Lewis, Jr. 

There is a profit that accrues 
in the capital assets of this co- 
operative by virtue of apprecia- 
tion, inflation, whatever you 
want to call it — but in actual 
practice what has happened is 
that in the treasury of that par- 
ticular co-operative there is 
a tremendous residual capital 
property amounting to four, five, 
six, eight million dollars, per- 
haps, that is floating around in 
never-never-land, that nobody at 
all owns. You can’t say that it 
isn’t there—it is there—their 
books show it. Their own fi- 
nancial statement shows it. Their 
own financial statement demon- 
strates that they have capital 
assets of about 13 million dol- 
lars immediately collectible. 
They could sell out tomorrow for 
13 million dollars. There isn’t 
a bank in the United States thai 
wouldn’t be glad to buy them at 
that price. 

Their obligations, including 
the payment of all of this com- 
mon voting stock, plus all of the 
preferred stock, amount to about 
six or seven million dollars. In 
short, on liquidation, were they 
to sell out today, there is six to 
seven million dollars which, ac- 
cording to the laws of the State 
of Virginia, belongs to nobody 
insofar as the stockholders are 
concerned; cannot under any 
circumstances be distributed 
among the stockholders, and has 
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to be turned back on a pro rata 
share to every single individual 
who in the 25-year history of 
this organization has ever bought 
a sack of feed from them. That 
means that Joe Blow in Ginny 
Mills, Va., who bought one sack 
of feed in 1924, gets his share of 
the six million dollars if that co- 
operative is liquidated tomorrow. 


Powerful Structure 


There is a tremendous and 
very powerful capital structure, 
a big business, that has been 
built up, purportedly owned by 
the stockholder members, ac- 
tually not owned. by anybody ex- 
istent, operating completely tax- 
free. This particular co-oper- 
ative has grown from a corpora- 
tion with a net worth of $11,000 
in 1924 to $11,000,000 at the 
present time and has never paid 
one dime of Federal Income Tax 
in the meantime. How can you 
as manufacturers of hardware, 
how can the builder, how can any 
mill which pays taxes, who 
has to pay them—how can any 
competition exist under such cir- 
cumstances? 

What is to be done about it? 
The House Ways and Means 
Committee has under considera- 
tion at the present time pro- 
posals to equalize those taxes, 
to place exactly the same tax on 
co-operative - enterprise as_ is 
placed on private business, to 
place it at the corporation in- 
come level, to either remove 
completely corporation income 
taxes from private business, or 
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else to apply exactly the same 
corporation income tax schedules 
to cooperative enterprise. 

There is the picture. You 
know the threat of big govern- 
ment. You know the threat of 
big labor. There is a threat of 
a super-super big business, with- 
out obligation, without responsi- 
bility so far as taxation is con- 
cerned, with a very definite 
special privilege, special bene- 
fits from government for no ap- 
parent reason. 

It started gout as being justi- 
fied by the fact that these were 
farmers and the farmers needed 
some assistance. Well, they do. 
But in the days when that special 
assistance was given to farm- 
ers, it was intended that farm- 
ers were to get it. 


Dealing With Unions 


These co-operatives are not 
dealing alone with farmers. 
They are dealing with the CIO 
and the AFL—as a matter of 
fact. the AFL and the CIO are 
announcedly .embarking on the 
process of going into co-ops 
themselves, organizing co-ops, 
for their members. What that 
has to do with farmers I can’t 
quite see. 

Here is special privilege at its 
most rampant and most active 
worst so far as competition with 
you is concerned. If you value 
the system of private enterprise, 
if you value what you have, you 
will at least undertake a careful, 
serious study and appraisal of 
what is going on. You will at 
least pay attention to what is 
happening in it. You will at 
least say a prayer that the House 
Ways and Means Committee, 
when it undertakes these studies, 
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will do it objectively, will see the 
problem, and kave as much cour- 
age in the solu‘ion of that as tie 
House Labor Committee and the 
Senate Labor Committee and 
their respective chairmen had in 
the solution of the probler >f 
big labor 


Consider the Problem 


I suggest that along with our 
examination of the vroblems of 
labor, big business, big govern- 
ment, we give some serious con- 
sideration to the problem of big 
monopoly co-operatives. 

At this point Mr. Lewis asked 
for questions, some of which fol- 
low together with his answers: 

Question: You mentioned one 
of the threats of big government. 
What can we do to help reduce 
that threat? 

Mr. LEwis: The gentleman 
says I mentioned big government 
as one of the threats and whai 
can we do to help reduce that 
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threat. The threat of big gov- 
ernment, is such an appalling, 
such a blanketing thing and is 
so much worse vhan anybody in 
this room has the slightest 
imagination, that your question 
is highly pertinent, and I wish 
I had a simple formula answer 
for it. I am afraid there is no 
simple formula answer for it. 
The last Congress made, I be- 
lieve, the most sincere effort 
that has ever been made to bring 
down the cost of government, to 
cut appropriations. Don Tabor 
and Stiles Bridges worked night 
and day with the utmost of in- 
tegrity, the utmost of sincerity, 
and they simply hit a’brick wall. 

It was impossible to do the 
cutting because every budget of- 
ficer who came before the House 
Appropriations Committee simp- 
ly rerused to,give any informa- 
tion at all. They simply said they 
had been instructed by their su- 
periors not to give any assis- 
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Incentive Management 
In Industry | 


WE must guard against loss of freedom to 

government control, believes Mr. Lincoln, for 
that loss would destroy the individual's incentive 
to develop his abilities, which incentive has made 
our country great. He tells how his company by 
an incentive system has increased its productivity 
10 times and reduced prices 60 per cent and pays 


its productive workers over $5,200 a year. 


i do not believe that 
anyone at the present time can 
look forward to the future with- 
out a great deal of misgiving. 
At the present time labor is in- 
solent, inefficient, and in control. 
Management largely has _ its 
hands tied, with no means con- 
trolling labor. More and more 
there is a Government urge, not 
only to control prices but to con- 
trol people. At the present time 
we have punitive taxation so that 
anyone who is doing an outstand- 
ing job because of his leadership 
and in proportion to his leader- 
ship is taxed to a point where 
the possibility of his continuing 
with any expansion plans is 
largely limited. 


By JAMES F. LINCOLN 
President 
Lincoln Electric Co. 
Cleveland, Ohio 


As a result, the spiral of in- 
flation is going forward very 
rapidly, and I do not believe any- 
one can realize this without ex- 
pecting the spiral to continue up- 
ward more rapidly now than ever 
before. 

There are two things we can 
do about it. One of them is to 
go to Government and say, “Let’s 
do what every other nation in 
the world is doing. Let’s elimi- 
nate the freedom of the indi- 
vidual; invest controlling power 
entirely in Government. Then 
Government can force labor to 
work; can see to it that all who 
call themselves workers will have 
the security they so much de- 
sire.” 


Every nation in the world al- 
most, without exception, has 
adopted this idea to a greater 
or lesser extent. And, I think, 
what we see in England is a 
very good illustration of what 
we can expect if we go very much 
further than we have now. The 
net result is always the same 
thing—the serfdom of the in- 
dividual. He becomes merely a 
puppet of Government whose sole 
job is to produce taxes for Gov- 
ernment to dispense in the way 
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"Suppose all had an incentive system. Suppose the people 
we bought from should do the same thing . . . increase pro- 
ductivity 10 times and reduce prices in proportion . . . our 
standard of living would be very high . . . we could meet 
the competition of every country in the world. How much 
chance then do you think there would be for war? Do you 
think we would fight with our customers?" 
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HERE’S AN OIL THAT 
BEATS EVERYTHING 
FOR ALL-ROUND USE 


Remington Oil is an excel- 
lent light utility oil. It lu- 
bricates, prevents rust, 
cleans and polishes You 
® can sell it with confidence, 
™@ because Remington Oil is 
the result of years of re- 
search and testing by Rem- 
ington and Du Pont lubri- 
cation experts. 
A big reason why Rem- 
| ington Oil works so well is 
the ingredient Du Pont 
E. P. (Extreme Pressure) lubricant. This 
lubricant causes Remington Oil to spread 
more evenly and adhere tightly to metal 
surfaces. It makes Remington Oil astand- 
out for performance. It’s good for guns, 
household appliances and hardware. You 
can recommend it highly. 
Remington Oil retails at 25 cents pér 
can, one-third of which is profit for you. 
Displayed in an eye-catching carton, 
Remington Oil is an ideal item for the 
top of the counter. A point-of-sale item 
that can mount up extra sales and extra 
profits. Why not try a carton of Reming- 
ton Oil on your counter? Remington 
Arms Company, Inc., Bridgeport 2, 
Conn. 
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Merchandising at its best is 
anticipating the customers’ 
needs and supplying them 
at the right time. For exam- 
ple, right now, hunters are 
getting ready for the fall season. 
Their needs will run the gamut 
of hunting goods and equipment. 
Many will want all new equipment 
... many will want merchandise 
that will keep their present equip- 
ment in the best condition possi- 
ble. But one thing sure, they’II all 
need gun cleaning accessories. 
Hunters take particular pride 
in their guns—in keeping them in 
the best possible shape . . . clean 





and well-oiled . . . before, during 
and after the hunting season. So 
be sure to keep a display of these 
accessories on the counter where 
they’ll catch the hunter’s eye. 
Your sales hints can appeal to 
their pride . . . to their sense of 
responsibility toward their guns 
. and to the time being right 
for gun cleaning and gun oiling. 
It’s another example of right 
timing .. . and it’ll pay off. 








SHOOTERS WILL ALWAYS NEED 
REMINGTON .GUN-CLEANING AIDS 


Whether a sportsman owns an old gun, 
or recently bought a new gun, he can 
be sold on Remington gun cleaning 
aids. Remington Oil is ideal for lubri- 
cating a gun, and there are 
three other items that 
shooters should have handy 
to their gun racks. These 
items, especially profitable 
to you, are easy to stock, 
easy to display, and easy 
tosell.Packed 12inacarton. 


REMINGTON POWDER SOLVENT—a favorite 
of sportsmen for cleaning the bores and 
mechanisms of shotguns, rifles and pistols. 
It’s supplied in 3-ounce cans. Retails at 30 
‘cents per can. 


REMINGTON RUST REMOVER frees rust from | 


metal surfaces of all kinds. Especially ef- 
fective on firearms, this superior rust remover 
comes in a 5-inch tube. Remington Rust 





Remover retails at 25 cents per 
tube. 

REMINGTON GUN GREASE pre- 
vents rust and corrosion of 
metals in every climate—safe- 
ly, effectively. A light film pro- 
tects the metal surfaces against 
rust ... and Remington Gun 
Grease is highly recommended 
for use on firearms. Furnished 
in 5-inch tubes. Retails at 15 
cents per tube. 

Stock and sell these highly 
profitable gun cleaning 
aids. Shooters will appreci- 
ate your having them...and 
you’ll appreciate the profits 
that result from their sale. 


$ Profit note: there’s a full 334% profit 
for you in all the Remington Gun Clean- 
ing Aids. 
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it may see fit. Of course, there 
is the promise of security, and 
don’t forget that security is a 
very, very attractive thing to 
most people in this country as it 
is to the rest of the world. But 
security is not the thing that 
made America great. 

If you will go through history, 
you will find that what we are 
going through is not new. Every 
great nation that ever existed 
went through this same routine, 
starting out as a free nation, in 
which the individual was free 
to develop in the way he wished 
to develop. But with Government 
more and more taking control, 
the individual because more and 
more a puppet of government, 
to a point where he lost his free 
individuality. What also hap- 
pened at the same time, or as a 
result of it, was the disappear- 
ance of those nations. 


Away From Free Enterprise 


We can approach this problem 
by going back to free people and 
free enterprise. We are a long 
way from it now. We were got- 
ten into this present position be- 
cause, as we were told, we had 
to fight a war, and it was neces- 
sary that our freedom be taken 
away from us by a paternalistic 
government. It was all for our 
good—and that story is not new 
—but it was necessary because 
of the crisis we faced. 

But let’s go back to the point 
where we are again free men, a 
free people, in a country of op- 
portunity. Let’s see what that 
means. I don’t think freedom of 
itself is such a tremendously im- 
portant thing. Whether you are 
restricted or not, if that was the 
end of the story, would not be 
anything of any tremendous im- 
portance. But it does have a 
tremendous effect on the indi- 
vidual. 

Don’t forget that what we are 
is-not what we were born. You 
are not born to success; you are 
not born to prosperity; you are 
not born to making a place in 
the world for yourself. That 
comes from the development 
within yourself of those latent 
capabilities by applying the 
necessary pressure under the 
proper conditions in order to 
make yourself into the kind of 
a man that you can become if 
you so desire and if you so try. 
Each one of us is the product 
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of experiences. If you will study 
your acquaintances, if you will 
study the great men of history, 
if you will study anyone that you 
know anything about, you will 
know that that is a fact and that 
what we are is the result of the 
development of our latent capa- 
bilities, but which will remain 
dormant unless we do something 
to make them real. 

That is the reason why free- 
dom is so essential, and that is 
also the reason why when free- 
dom disappears, the ability of 
people disappears with it, and 
the people themselves disappear 
and are taken over by some na- 
tion which has had tougher go- 
ing and has developed its capa- 
bilities. That is the incentive 
about which I am talking. 

Let’s take incentive in indus- 
try. I think you all know that 
at the present time almost every- 
one without exception who works 
with his hands in a factory, feels 
that his job is a necessary nuis- 
ance which he must endure be- 
cause that is the only way in 
which he can earn a living. The 
one thing they look forward to is 
the time when they can go home 
at night or when the week ends. 
I am not talking now of all 
people. I am talking of the vast 
majority. They think that work 
is one of those things which 
you have to do just because you 
have to do it. It is one of the 
trials which they have to bear 
up under. 

There are 135 million people 
in this country. We have limited 








natural resources. Yet we not 
only produced the greatest Air 
Force and the greatest Navy in 
the world and also a ten million 
man Army, but we also fur- 
nished much of the tools of war 
for Russia with 180 million 
people and unlimited natural re- 
sources. We furnished most of 
the tools of war for China with 
400 million people and very great 
natural resources. We furnished 
a very large part of the tools of 
war for the British Empire, with 
over 600 million people and un- 
limited natural resources in all 
parts of the world. That is what 
135 million people in the United 
States did. It is a record en- 
tirely unmatched by any other 
country and was the decisive 
factor in that war. 


Ability to Produce 


If you will stop to analyze it, 
I think you will agree that the 
great thing that makes the 
United States outstanding is 
that one thing, our ability to 
produce. That is the thing which 
is so impogrant to us yet in that, 
we will put as little effort—I 
am referring now to the ordi- 
nary productive worker. And 
now that we have put power 
into the hands of labor, we are 
producing progressively less. If 
that continues it is obvious that 
we will not be in a happy situa- 
tion at the time the next war 
comes. And I wonder if any of 
us can look forward to that with 
any great degree of equanimity. 
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SATISFACTION 











Customer satisfaction is a certainty when you 
sell Cleveland Chain. 







Every item in the Cleveland line is precision 






designed, manufactured to rigid standards 
and carefully tested. There’s security, safety and 







satisfaction in every link. 







Here in Cleveland members of our plant super- 
visory group (foremen and superintendents) 
average 26 years of service. Six have exceeded 








40 years. Many families claim three generations 






in our plants. 










Since its inception, our company has been 








500,000 Ib. chain testing machine. 





actively and continuously managed by practical 





chain makers. Today management is vested in 





Each length of Proof Coil Chain, BBB Chain 
and Super Steel Chain is carefully inspected . . . 
every link is examined. 


three grandsons of the founder each of whom 







possesses over 30 years of chain experience. To 







these men the production of fine chain is more 
than a business. It is a tradition to be upheld... 







a reputation to be carefully guarded ... a recog- 






nized responsibility which assures you that every 
Cleveland Chain product will be unsurpassed 
in quality. P & P—s00s 









Security in Every Link 





The Cleveland Chain & Mfg Co. 
Cleveland 5, Ohio 













Assoeiate Companies: David Round & Son, Cleveland 5, Ohio 

e The Bridgeport Chain & Mfg. Co., Bridgeport 1, 

land Chain organization is Leroy Dick, DR’ Connecticut e Seattle Chain & Mfg. Co., Seattle 8, 

etal superintendent of The Electric Weld Since 1869 Washington e Round California Chain Corp. Ltd., 
Mepartment. He has a background of 40 years G% °- & 
in the chain industry. mg wor 


Typical of the experienced personnel of the 
eve! ization i 






So. San Francisco and Los Angeles 54, California e 
Woodhouse Chain Works, Trenton 7, New Jersey. 
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The reason why we are great is 
first because we are free and 
have been able to develop those 
latent capabilities with which we 
are born; and secondly, because 
we have developed them to a 
point where we are able to pro- 
duce at a rate way beyond any- 
thing that has ever been done 


*s, before. 


To show you what freedom 
means, you have seen countless 
immigrants come over here. They 
were not outstanding in their 
own country. But when they 
came here, with the freedom of 
the United States and the op- 
portunity which that freedom 
gives, they almost overnight 
blossomed out into successful 
people who in many cases made 
outstanding contributions to the 
success of this country. 


The Difference 


That is the difference be- 
tween freedom of opportunity 
and the elimination of that free- 
dom. They did not have it at 
home. They were merely clods. 
They did have it here, and under 
the stimulus and opportunity 
that freedom gave them, they 
were made into outstanding in- 
dividuals on whom much of our 
future depends. 

Striving to show skill, ability, 
is the great incentive. It is the 
fundamental incentive in every 
man, woman and child in the 
world. It is tremendously 
greater than money ever can be 
or ever was. It is the one thing 
that makes us strive for what 
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we do. And it is the one thing 
that makes man what he is be- 
cause he is continually striving 
to make his abilities outstanding. 

We in the Lincoln Electric 
Company have been able to ap- 
ply this at least to some extent. 
And the only reason I am citing 
this is not because it is of any 
particular interest of itself but 
merely to show what will result 
if you can get an organization to 
the place where it wants to do 
the thing that management 
wants it to do. 

We have had an incentive sys- 
tem which I think, first of all, 
makes our people recognize their 
abilities, and those around them 
also recognize them. They can 
be proud of their abilities be- 
cause the measure of their re- 
ward, not only in money, but in 
position, is the direct result of 
those abilities. , 

Over the last 15 years we have 
increased our productivity by 
more than 10 times—and we 
have been manufacturing exactly 
the same product during that 
time. By that I mean that it 
takes less than one-tenth as 
many man hours to produce the 
product now as it did 15 years 
ago. Because of that, we have 
been able to increase our wages 
to our productive workers until 
they exceed—last year and for 
several years past—over $5200 
a year. We have been able to 
reduce prices during that period 
by more than 60 per cent. Prices 
of manufactured products gen- 
erally during that period in- 
creased by more than 25 per 








cent. Our dividends to the 
stockholders have kept pace with 
wages because it is our theory 
and the theory of the whole or- 
ganization that the wages of 
capital, the wages of those who 
put their money into the organ- 
ization, are just as necessary as 
the wages of the worker. 

But here is a result which I 
think is tremendously more im- 
portant, and it is the result 
which, after all, is what we 
strive for more than money, and 
that is the feeling of satisfac- 
tion that all in the organization 
have in that they are working to- 
gether to produce a result which 
is unique in American industry. 
After all, if you cannot get from 
your daily work the satisfactions 
which will make up a happy life, 
I don’t know how happiness is 
possible. You must spend a very 
large part of every day, a very 
large part of your total effort, 
in your daily job, and if you can- 
not get the satisfaction from 
that which will make for a happy 
life, then you certainly are in a 
very bad way. In our organiza- 
tion, that satisfaction, that feel- 
ing of belonging, that feeling of 
receiving recognition for abili- 
ties of the individuals, that feel- 
ing of progress that the develop- 
ment of those abilities gives, is 
the greatest reward that those 
in the organization have. 


Three Fundamental Reasons 


The question naturally arises, 
why doesn’t everybody do it? I 
think there are three reasons 
fundamentally. The first one is 
the objection of the labor union 
—the leadership, not the men— 
because I am perfectly certain 
that there are no union workers 
who wouldn’t be very glad at the 
present time to double their 
wages. But union leadership 
knows perfectly well that if this 
were to become universal, the 
union must naturally disappear, 
because the desire of the union 
worker then would be to further 
the objects of the company, not 
to direct it. Both labor and man- 
agement then would be on the 
same side of the table; both 
striving for the same thing. 

It is difficult to understand 
why union management should 
not accept that sort of thing as a 
natural outgrowth of the union 


(Continued on page 352) 
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Buyers everywhere know that the Red and Green 
markers always mean top quality Manila rope. 
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PURE MANILA 


All sizes 3/,” and larger are identified by the Red 
and Green markers. 
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Payroll Records 


Steps Taken to Simplify Them 
For Reporting and For 
Budgetary Control 


[THREE forms of identical size are used to keep all 

the detailed payroll records, including social 

security and withholding tax data, of Oklahoma 
wholesale firm. 


By GEORGE H. GATES 


Gates Hardware & Supply Co. 
Tulsa, Okla. 


Aree drafting 


this talk I have decided the title 
should be: “How We Have Com- 
plicated Our Payroll Records to 
Comply with Wage and Hour 
Regulations” —or “Can’t You 
Improve upon Our System?” 

Perhaps I cannot be very help- 
ful in giving anything original 
concerning our payroll proce- 
dure and perhaps what we do 
would not interest many of our 
larger hardware friends, how- 
ever, I have been asked to enter 
into this discussion and will be 
glad to start it out by explain- 
ing what we do to comply with 
the wishes of the Wage and 
Hour Division of the Labor De- 
partment. 


Matter of Mechanics 


This topic is largely a matter 
of mechanics anyway and with 
the Wage and Hour people in 
our area it seems to be entirely 
mechanics, or methods, without 
regard to logic or other factors. 
‘These boys go by the book and 
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if you want to know in advance 
what to do, they send you an 
other copy of all the voluminous 
regulations. 


Done By Hand 


In the first place, although 
we’ve been shown several me- 
chanical means to do the same 
thing, we do most all of this job 
by hand and we keep all the 
essential records in one _ loose- 
leaf three-hole binder. 

Our bi-weekly payroll is kept 
on 3 8% x 11 in. identical sheets 
which sheets show all the nec- 
essary information. Having our 
own print shop, we find it easy 
to keep such forms up to date 
and we rearrange them freely to 
facilitate our paper work. 

The headings of these payroll 
sheets show the two-weeks pe- 
riod covered, the date paid, and 
the department. We divide our 
payroll into Office and Execu- 
tive, Warehouse and Handling, 
and Sales Departments and with 
our payroll we only need one 
sheet for each. 











Soon after the passage of the 
Wage and Hour Law we, being 
adjudged to be in interstate 
commerce, were required to 
show the hours worked each day 
on each non-exempt employee, 
so in front of each name on our 
payroll, we have 16 little boxes 
showing each day’s hours, with 
fractions in 10ths, and the to- 
tals, 48 or more for each week. 


Overtime 


To comply with overtime reg- 
ulations, we have an understand- 
ing with all employees as to the 
regular hours, and that they 
work overtime only with the 
knowledge and consent of the 
person delegated to handle this. 
This person lists extra overtime 
only, in 6 minute, or 1/10 hour 
units. In addition to this, to 
make all warehouse and office 
figures on the same 48-hour 
week basis, whereas we only 
work about 44 hours in our of- 
fice, we guarantee these people 
pay for 48 hours. This has the 
proper approval and each em- 
ployee signs a statement to that 
effect when first employed. 

Getting back to the payroll 
form, the next item across the 
page after the hours, is the 
employee’s name and withhold- 
ing exemption number, then the 
regular hourly rate and a space 
under it for the overtime rate, 
then the detailed computations. 

Our payroll is so uniform that 
it is usually just a matter of 
copying these computations, for 
regular or 40-hour pay, the 
eight hours overtime and total, 
but the calculator people furnish 
a sheet showing factors for fig- 
uring this information with 
great ease and speed. 

After arriving at the gross 
wage for two weeks, the various 
“deducts,” F.OA.B., W. H. tax, 
bonds, insurance, etc., are listed 
—and the amount of the check 
in the last column. Addition of 
these columns gives a double 
check on accuracy and the grand 
total figures are recapped on the 
last page. 


Permanent Record Form 


We use another printed form 
for showing each individual’s 
permanent record. This form 
shows on each line complete in- 
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GEORGE H. GATES 


formation for a particular pay 
period, including a memorandum 
column to indicate changes in 
job and grades of pay. These 
sheets show quarterly sub-totals 
used in social security reports to 
state and federal governments. 

For year-end totals, we use 
the same payroll forms previ- 
ously mentioned, filling in only 
the gross wage total and the 
withholding figure. These fig- 
ures are necessary to complete 
the annual No. 940 Treasury 
Department form and the indi- 
vidual W2 Withholding State- 
ments. 

To complete the quarterly re- 
ports we use a Payroll Recap 
sheet which records the totals 
only from the first mentioned 
payroll form. These totals are 
added monthly, quarterly, and 
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G. E. JENNINGS 
California Hardware Co. Wright & Wilhelmy Co. 






"In the first place, although we've been shown several 
mechanical means to do the same thing, we do most all of 


one 





annually and furnish a complete 
picture of all Social Security 
and withholding tax totals. The 
monthly withholding checks are 
deposited according to. these 
totals. 

In connection with this sub- 
ject matter, I’d like to ask how 
many of our members are 
still permitted to average their 
monthly payrolls, so that, for 
instance, a February salary is 
the same as March. In other 
words, how many are able to 
have 12 equal monthly salaries 
for all employees? ’ 

We were advised early in the 
game this could not be done, but 
I know it still is being done by 
some of our large companies at 
home. Monthly salaries and all 
monthly figures are to be de- 
sired for budgetary controls but 
if we have to pay according 
to actual hours and minutes 
worked in each period we have 
found it best just to go over to 
a bi-weekly basis which is not 
concurrent of course with our 
other expense periods. For 
budget purposes, we do not ap- 
ply a pro rata portion of accrued 
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this a hand and we kee 


oose-leaf three-hole binder." 


MARK LYONS 


McGowin-Lyons Hdwe. 
& Supply Co. 


all the essential records in 






payroll to monthly figures, but 
simply show this as it comes 


A.H.M.A. SPEAKER 





DR. ALFRED P. HAAKE 
Industrial ist 





and consultant. 


and, of course, we know that 
twice a year we will have three 
pay periods within one month. 












EDWARD F. PRITZLAFF 
John Pritzlaff Hdwe. Co. 


























































































N.W.H.A. Session 


The Wholesaler’'s 
Responsibility 
To the Retailer 


In the Field of Specialized 
Selling, Installment Sales 


‘and Service Department 


A SERVICE department should be all that the 

name implies—it should be ready and pre- 
pared fo, on short notice, complete that satisfac- 
tion in @.sale that is promised when the sale is 
made. People today are unwilling to wait, they 
want what they want when they want it, and that 
is the duty of our service departments. 


By CHARLES E. MALOY, Jr., 
Sec.-Treas. and Sales Mgr. 
H. C. Prutzman Co., Inc. 

Altoona, Pa. 


fom time allotted me 
to cover the subject is much too 
short to present a complete 
opinion. However, I will at- 


O 


tempt to present my views on 
our obligations to our dealers 
and hope that they will furnish 
some thought provoking mor- 
sels. 

First, I am thoroughly and 


O 


"The war and post-war periads with their terrible shortages 
have taken from all people engaged in selling much of what 
was one day an art. | mean by this that many items, both 
standard and new were drawn from under a counter and 
slyly sold, or | should say thrust upon a customer without the 
least thought of explaining the virtues, or the correct han- 


dling of the item." 


Oo 


0 


completely sold on specialized 
selling as a means of doing the 
job at hand. Our experience has 
been that full line men cannot 
and do not adequately serve 
specialized dealers. I can think 
of no industry wherein the 
wholesaler’s representative is 
such an important emissary as 
in the hardware business. 
Doubtless the drug salesman 
has as many items to present to 
his customer as ours, but the 
drug salesman presents an ftem 
to a pharmacist who, by his edu- 
cation and preparation for do- 
ing business, will be much more 
familiar with that drug than 
the hardware merchant who is 
having presented to him a new 
hardware gadget Our respon- 
sibility to our retail dealers is 
the proper presentation and as- 
sistance in the merchandising 
of our commodities. 


The Art Has Suffered 


The war and post-war periods 
with their terrible shortages 
have taken from all people en- 
gaged in selling much of what 
was one day an art. I mean by 
this that many items, both 
standard and new, were drawn 
from under a counter and slyly 
sold or I should say thrust upon 
a customer without the least 
thought of explaining the vir- 
tues or correct handling of the 
item. The war, with its terrible 
cost, has brought about many 
new developments in the fabri- 
cation of merchandise, which in 
appearance may remain the 
same as prewar days, but will 
have many new improvements 

(Continued on page 207) 


Cc. E. MALOY, JR. 
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Editor’s Note: 

We submit the following table of values of manufactured hardware and affiliated 
lines, compiled by Oliver Brothers, Inc., for their clients and reproduced by us because 
of the valuable data given and which we know will be welcomed by our readers. 


This table of values applying to manufactured hardware will, we are sure prove 
© to be a valuable supplement to the table of values of jiron, steel, wire and metal materi- 
| als—Editor, Hardware Age. 
Comments: The prices shown in this table of manufactured hardware and afiili- 
© ated lines represent the price fluctuations over the period indicated, and we believe will 


' be interesting to hardware merchants. 


| have obtained prices different from those indicated. 


Some manufacturers of special brands may 


























































































































































































































Col. No. 1 2 3 
ry 
Item Dec. March July 
No. MATERIAL Unit 1913 1915 1917 
1 ee or 5 oo. g'onscarpi a nie i win. Piegiere'e winiewieghe 100 Lb. 1.50 1.36 5.00 % 
2 | Track bolts, square nut, 34 x 3}4.............. 0. cece eee e cece eee Te, octal reef tein | 2-18 1.70 7.00 
3 | Crow bars, 10 to 40 Ib.................. REP aN LIND 100 Lb. 1.90 | 1.65 | 6.50 | 
4 | Striking hammers, Oregon pattern, 6 Ib................0.0.000008. July, 1928 and later, by the vince. | 4.74 | 3.64 | 10.80 | : 
5 NN ods cia os sogdeaueuincd 1asenctwesessalewion kee Doz. 2.43 1.87 7.29 
Nn dcudunhineadvucwsieued 100 Pcs. 1.51 1.32 4.97 | 
7 | Hot pressed nuts, square, blank, 4 in......................0.000. See oe) St. onl sco | 8.0 | 6c | 
8 Iron turnbuckles, 1 in. with stub ends. ST irclbna se eskisipiat ea Mase orate le ie 100 Pcs. 27.80 26.34 57.20 E 
MOON os oks'ccacnccewscadesete 1000 Pcs. 0.44 | 0.41 | 0.96 | 
10 eee NE SUN, FG Uk, BU OE onc i iicc ceeds cuiswisavicniosees 100 Lb. 2.56 2.40 8.21 
11 Upholsterers cut tacks, No. 4, blued, in bulk*..................... 100 Lb. 5.20 4.96 16.25 r 
12 Wood screws, flat head, iron (new list prices July 1, 1941).......... Per Cent Off List 0.926 0.9198 | 0.784 g 
13 UN, ISN Ey COs iy IO ooo isin sc vcvwewccnscinecesdalseees Doz. 4.31 3.90 8.50 1 
14 Ball tip, loose pin, steel butts, 344 x 314, plated, No. 241F.......... Doz. Pr. 0.90 0.90 2.76 
16 ee eee ee ee Gross Pr. 3.38 3.80 7.17 € 
16 Stillson pattern wrenches, 10 in., wood handleo...........,....... Doz. 4.87 4.75 9.00 1 
17 Monkey wrenches, knife handle, 10 in........................004. Doz. 4.32 4.32 10.49 rf 
18 ee eee eee eee Cee reer er Doz. 1.13 1.13 2.09 , 
19 Carbon twist drills, 14 in., round straight shank, Jobbers Lengths... Doz. 0.85 0.79 1.42 E 
20 Chisels, plain handle and edge, 1 in. socket firmer................. Doz. 1.97 1.97 4.01 g 
21 | Soldering coppers, 3 Ib. base................ ei ga ee ee Lb. 0.20%] 0.19 | 0.42 | ¢ 
22 | Post-hole diggers, Eureka pattern.................0-..e0cceeeees Doz. 6.00 | 5.00 | 9.00 | 13 
23 I 3 ag ce 85s od Bie SAS n 4)8 Te wid ik ald Valen. 9'6 509 Doz. 24.00 25.00 27.50 “3 
24 Wire rope, cruc. cast steel, 6 strand, 19 wire, 5% in. diameter....... 100 Ft. 4.72 4.41 11.90 41 
26 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven@ . Roll of 600 Sq. Ft. 1.97 1.69 3.47 yr 
26 Wire screen cloth, 12 mesh, black, less than carload............... 100 Sq. Ft. 1.10 0.90 1.76 e" 
27 Galvanized water pails, 10 qt., light pattern, less than carload....... Gross 18.14 33.60 45 
28 | Enameled cast iron sinks, flat rim, 18x30....................0.0. Each 1.80 | 1.80 | 3.35 | 4 
29 Finished brass compression bibbs, standard pattern, for I. P. % in... Doz. 3.67 3.59 7.18 8 
30 Axes, unhandled, first quality standard grade, single bit, base....... Doz. 5.75 3.60 11.50 “13 
$1 Plain tin wash basins, 13 in., stampedt...................... er Gross 6.03 10.44 | 30 
32 | Circular spring balances, 30 !b. x oz. (As of 1947, 25 Ib. x 8 oz.) ..... Each 6.00 1.60 | 8 
33 Lawn mowers, cast iron, 14 im, ball-bearing. medium grade, 4 Blade Each 2.90 3.60 he 5. 
(This size discontinued, price based on 16”, 5 blade, as of 1947) 
Col. No. 1 2 3 
*Prices previous to June, 1926, were on American Cut Tacks now eee by most manufacturers. oy yg many casey thie 


tJune, 1926, to ig 1930, prices on 13 in.; other prices on 12% i 


~— list Nov. 21, 1935. 
* Ceiling prices established by Government Price Administrator in 1941: 


or later through to 1946 


* % ” size generally discontinu 
production. Manufacture of fini 
but resumed in March, 1947, 
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TABLE of MARKET VALUES of MANUF ACTURE 
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Published by Hardware Age, Issue of October 23, 194 
Compiled by OLIVER BROTHERS INC., New York and Chicago, U 












































































































































| 1 2 3 4 6 6 7 8 9 10 11 12 13 14 16 16 
Dec. March July Nov. Jan. March Sept. Dec. Dec. Dec. Dec. Dec. Dec. March Aug. 
1913 | 1916 | i917 | 1918 | i920 | 1922 | i922 | i923 | 1924 | i926 | 1926 | i928 | 1929 | 1933 | 1933 
1.50 | 1.35 | 6.00 | 3.90 | 3.60 | 2.10 | 2.80 | 3.15 | 2.80 | 2.80 | 2.90 | 2.80 | 2.80 | 2.15 | 2.40 
2.15 | 1.70 | 7.00 | 4.90 | 6.60 | 3.00 | 4.05 | 4.00 | 3.75 | 4.00 | 4.26 | 3.81 | 3.81 | 2.86 | 3.41 
1.90 | 1.66 | 6.50 | 7.60 | 6.25 | 4.50 | 4.76 | 6.75 | 56.26 | 5.75 | 6.25 | 6.89 | 6.89 | 5.89 | 6.00 
4.7% | 3.64 | 10.80 | 10.80 | 9.28 | 6.41 | 7.29 | 8.75 | 8.10 | 8.75 | 8.10 | 0.70 | 0.70 | 0.70 | 0.68 
2.43 | 1.87 | 7.29 | 9.00 | 7.69 | 4.86 | 5.40 | 6.20 | 5.71 | 6.10 | 6.00 | 5.70 | 5.70 | 6.70 | 5.70 
1.61 | 1.32 | 4.97 | 3.83 | 4.05 | 1.68 | 2.81 | 2.43 | 3.04 | 3.04 | 3.04 | 3.33 | 3.38 | 2.49 | 3.00 
2.60 | 2.20 | 6.60 | 6.60 | 6.60 | 3.26 | 5.10 | 6.20 | 4.95 | 4.95 | 4.95 | 0.655 | 0.655 | 0.41 | 0.50 
27.80 | 26.84 | 67.20 | 57.20 | 61.60 | 39.60 | 48.40 | 39.80 | 41.80 | 49.50 | 55.00 | 56.00 | 65.00 | 39.60 | 55.00 | 56 
0.44 | 0.41 | 0.96 | 1.02 | 0.78 | 0.62 | 0.65 | 1.05 | 0.68 | 0.75 | 0.76 | 0.78 | 0.78 | 0.78 | 0.78 | 0. 
2.66 | 2.40 | 8.21 | 7.20 | 7.20 | 3.70 | 6.44 | 5.10 | 4.36 | 4.10 | 4.10 | 4.92 | 4.92 | 3.90 | 4.10 | 4. 
5.20 | 4.96 | 16.25 | 15.10 | 17.15 | 11.75 | 12.75 | 12.40 | 14.30 | 14.65 | 11.255 | 11.38 | 9.91 | 6.45 | 8.10 | 8. 
0.926 | 0.9198] 0.784 | 0.784 | 0.82 | 0.8847] 0.8577| 0.8335 | 0.835 | 0.87 | 0.8819 | 0.645625] 0.6288 | 0.8108] 0.67949] 0. 
4.31 | 3.90 | 8.60 | 11.61 | 10.90 | 9.90 | 7.41 | 9.16 | 9.16 | 8.47 | 8.47 | 8.28 | 6.62 | 7.46 | 7.46 | 8. 
0.90 | 0.90 | 2.76 | 3.00 | 3.60 | 240 | 2.40 | 2.76 | 2.67 | 2.16 | 1.62 | 1.97 | 1.62 | 1.51 | 1.81 | 2. 
3.38 | 3.80 | 7.17 | 7.81 | 7.02 | 6.49-| 6.33 | 7.20 | 7.20 | 7.20 | 7.20 | 7.20 | 7.20 | 5.84 | 6.48 | 6. 
4.87 | 4.76 | 9.00 | 10.00 | 10.00 | 8.78 | 8.78 | 9.00 | 7.60 | 7.50 | 7.60 | 4.86 | 6.13 | 3.25 | 4.63 | 3. 
4.32 | 4.32 | 10.49 | 11.66 | 11.88 | 7.13 | 7.12 | 9.62 | 9.62 | 9.62 | 9.62 | 9.62 | 9.14 | 6.94 | 6.94 | 6. 
1.13 | 1.18 | 2.09 | 2.73 | 2.39 | 1.70 | 1.80 | 1.75 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 | 1. 
0.86 | 0.79 | 1.42 | 1.46 | 4.39 | 1.08 | 0.73 | 0.97 | 1.11 | 1.21 | 1.21 | t.a2 | 2.21 | 1.21 | 1.21 | 1. 
1.97 | 1.97 | 4.01 | 4.70 | 6.35 | 6.49 | 6.49 | 6.95 | 6.35 | 5.34 | 5.34 | 56.35 | 5.36 | 5.35 | 6.35 | 6. 
0.20%] 0.19 | 0.42 | 0.48 | 0.29 | 0.18%| 0.19%] 0.19 | 0.213,| 0.21 | 0.203,] 0.233] 0.26%| 0.123%] 0.16 | 0 
6.00 | 6.00 | 9.00 | 12.60 | 13.00 | 10.00 | 10.00 | 11.60 | 11.60 | 11.60 | 11.60 | 11.50 | 11.60 | 11.50 | 11.50 
4.00 | 25.00 | 27.60 | 36.00 | 4.80 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 
4.72 | 4.41 | 11.90 | 11.55 | 9.98 | 7.81 | 7.81 | 8.62 | 8.62 | 8.62 | 8.62 | 8.62 | 8.62 | 9.71 | 9.71 
1.97 | 1.69 | 3.47 | 4.13 | 4.13 | 8.61 | 3.61 | 3.76 | 3.68 | 3.33 | 3.08 | 3.13 | 3.01 | 2.48 | 2.48 
1.10 | 0.90 | 1.75 | 1.96 | 2.05 | 1.80 | 1.80 | 1.965 | 1.80 | 1.70 | 1.60 | 1.71 | 1.42 | 1.36 | 1.44 
... | 18.14 | 33.60 | 45.97 | 40.92 | 22.98 | 22.98 | 24.19 | 25.63 | 26.88 | 24.84 | 23.04 | 24.12 | 18.12 | 21.87 
1.80 | 1.80 | 3.36 | 4.45 | 4.65 | 3.85 | 3.86 | 4.05 | 4.05 | 4.05 | 4.05 | 4.05 | 4.16 | 2.35 | 3.65 
3.67 | 3.69 | 7.18 | 8.60 | 9.68 | 5.67 | 6.30 | 6.80 | 6.98 | 56.98 | 6.30 | 5.99 | 6.36 | 6.25 | 6.75 
5.75 | 3.60 | 11.60 | 13.60 | 14.50 | 12.00 | 11.00 | 10.75 | 12.00 | 10.60 | 12.00 | 13.00 | 13.00 | 9.60 | 8.80 
6.03 | 10.44 | 10.44 | 17.16 | 13.90 | 13.90 | 13.90 | 13.21 | 13.21 | 12.20 | 12.20 | 9.72 | 9.60 | 9.24 
6.00 | 7.60 | 8.00 | 9.00 | 7.60 | 7.60 | 7.6934| 7.69%4| 7.6914] 7.6914| 7.6914| 7.6934| 6.50 | 6.50 
2.90 | 3.60 | 5.00 | 6.60 | 6.40 | 6.40 | 7.00 | 6.40 | 6.40 | 6.40 | 6.00 | 5.60 | 3.76 | 8.60 
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by O.P.A. In many cases this was automatic by fixing price ceilings at selling price in effect March, A Price ceiling, March, 1942. 

1942, in other instances by specific O.P.A. ruling. 4 Later advance allowed by O.P.A. 

® %” size generally discontinued as of March, 1942. %” figures show lower price because of greater ® In Feb., 1942, excepting for defense housing, manufaq 

production. Manufacture of finished all brass bibbs was temporarily discontinued on March 17, 1942, of July 31, A A 5 per cent increase was ‘allowed. 
Resisting fin 


but resumed in March, 1947, 


Age 


17, N. Y. 
FACTURED HARDWARE 
MBER 30, 1947 


October 23, 1947 


ork and Chicago, U. S. A. 


16 16 17 23 

Aug. J Dec. Sept. 

1941 1942 

2.60 ’ ; 2.90 ' 3.00@ | 3.00 

3.81 4.31 ‘ 4.75@ | 4.750 

6.00 6.15 , 7.67 7.67@ 

0.58 ' 0.59 , ; 0.70@ 

5.70 : 6.05 ; : 7.58@ 

3.16 ’ 2.58 : : 3.29@ 

0.527 j 0.44 ' j 0.57@ 

55.00 ’ 45.00 ; y 60.50@ 

-80 0.76 : ’ 0.95 / ' 1.05@ 

.56 4.56 : 4.79 : ; 5.04@ 

.16 7.53 : 9.30 ; ‘ 10.55@ 

0.78253] 0. 0.7338 | 0. ; 0.6337 

8.75 F ' 9.50 ‘ ; 10.25@ 

1.83 : 1.80 ; ; 2.35@ 

6.48 : 5.83 ‘ 5.83@ 

5.13 ; 4.85 : ; 6.80@ 

7.70 ; 7.70 ; 11.00@ 

1.89 . 2.36 : : 2.36@ 

1.23 , 1.43 i ; 1.43@ 

5.35 . 5.65 ‘ / 6.27@ 

.17 ; ’ .18 ; ; .25@ 

25 14.00@ 

.00 .00 .00 .00@ 

81 81 .33 j 9.27@ 

.09 .32 .80 ; : ‘ 3.12@ 

.29 .32 .60 ; j re 

.78 .87 -68 ; : .20@ 

.02 .16 15 ; 5.350 a 
.60 81 j .88 $53 ra 

60 60 80 ' 15 "16@ | 12.75@ | 12.7 
84 84 92 ; : 9.48@ | 9.48@ | = | o 
60 50 .00 6.00 | 6.00@ | 6.000 | 6.0 
.i0 .60 .30 . | 4.50 | 4.35@ ; =| - 
16 17 18 19 20 22 23 24 26 


@ Denotes ceiling price. 
. @ Dis inued temporarily. 
ense housing, manufacture of enameled sinks was ordered stopped as oars nate Pp di vakieaell al 
was allowed. Their manufacture has been resumed in Acid @® Wood handle permanently discontinued, * 





Compiler’s Note: 

We have reduced lists and discounts to unit prices or unit quantity prices as the case may be, and m 
‘doing this we have taken into consideration the fact that the list prices on some items have been changed 
from time to time and the net prices shown are based upon the lists and discounts in effect on the dates 
given. The figures opposite the subject Wood Screws represent the discounts reduced to a unit percentage. 
The prices shown represent what would be recognized as a reasonable wholesale price allowed by the 
manufacturer to the wholesale merchant (the jobber). 

During 1942 and 1943 a number of these items were greatly reduced in range of sizes and grade 
permissible but this does not necessarily affect the prices. Some of the items shown here were, of course 
available only on priority ratings in effect at time of purchase. 


OLIVER BROTHERS, Inc. 
New York-Chicago 







































































































































































































































































a3 24 25 26 27 28 
dec. Sept. Sept. Dec. 31 | Sept. 30 | Sept. 30 | | Item 
941 1942 1944 1945 1946 1947 MATERIAL No. 
00e 3.00@ 3.00@ 3.256 3.65@ | 4.85 re 1 
Wit | 4.7T6@ 4.7566 4.75@ 5.00 7.00 Track bolts, square nut, 34 x344..................... eee Pa 
67 | 7.67@ | 7.67@ | 7.67@ | 7.67 | 8.44 | Crow bars, 10 to 40Ib.................0..0.0c cc. 3 
70 0.70e 0.708 0.70@ Bs 0.84 7 Striking hammers, Oregon pattern, 6lb............  ...... ; 4 

68 | 7.68@ | 7.68@ | 7.58@ | 8.93 | 9.82 | Railroad picks,6Ib...............00c.0cccc0e0s. WTR A * 

29 | 3.29@ | 3.29@ | 3.29@ | 32%, | 4.26 | Machine bolts, 54x4.......00.0. 000... ccccce cece cece eeees a i 
67 | 0.57@ | 0.570 | 0.57e | ,237gh:,| 0.74 | Hot pressed nuts, square, blank, }4in..................... : im) 
50 60.50@ | 60.50@ | 60.50@ | 66.00@ | 79.20 Iron turnbuckles, 1 in. with stub ends............................ 8 

05 1.05@ 1.056 1.056 1.37@ 1.58 Spring cotters, ste 1, 3¢.x114...................... Z g 

32 | 5.06@ | 5.040 | 5.040 | ,S%us,| 6.48 | Small black rivets, 1x11, in kegs...... 00.0... ce cece, | 10 | 
55 | 10.55@ | 10.55@ | 10.55@ | 14.00@| 16.15 | Upholsterers cut tacks, No. 4, blued, in bulk*................ ee 
6337 | 0.6337@|0.6337@ | 0.6337@| fo, opae | 2-0196 | Wood screws, flat head, iron (new list prices July 1,1941)..........| 12 
25 | 10.25@ | 10.26@ | 10.26@ | 10750 | 13.05 | Shovels, plain back, No. 2, C grade.............. edecepssehs ‘ax 
35 2.35@ 2.23@ 2.45@ 2.98 @ 3.62 Ball tip, loose pin, steel butts, 3}4 x 34, plated, No. 241F........ 14 

83 | 5.83@ | 5.830 | 6.41@ | S489, | 8.64 | Wrought brass butts, 2 in. narrow.............. CAR fr TT 
80 6.80@ 6.80 6.16@ | 7.86 © @| 10.610 | Stillson pattern wrenches, 10 in., wood handle o . neg 16 

90 | 11.00@ | 11.00@ | 11.00@ [12.620 @| 13.200 | Monkey wrenches, knife handle, 10 in.......... | oat 
36 «| «2.36@ | 2.36@ | 2.36@ | 2.76 2.76 | Files, 10 in. flat bastard........... paetukedeicecesats aiztodiee 18 

43 1.43@ 1.48@ 1.43@ 1.68@| 2.08 Carbon twist drills, 14 in., round straight shank, Jobbers Lengths... 19 

27 6.27@ | 6.27 | 6.27@ | ii, dpre| 8-08 | Chisels, plain handle and edge, 1 in. socket firmer... ........| 20 ; 
25 .25@ .25@ -25@ |: sae orae| 09-3734 | Soldering coppers, 3 Ib. base................. PART AED 21 

0 14.00@ | 14.00@ 14.000 15.40 @ | 18.00 Post-hole diggers, Eureka pattern...........................2.5. 22 
We | 48.00@ | 48.00@ | 48.00@ | 60.00 60.00 ae i ee ee. 23 

7 9.27@ we 9.27@ 9.40@)| 9.40 Wire rope, cruc. cast steel, 6 strand, 19 wire, % in. diameter....... 24 

12 3.12@ | 3.12@ | 3.12@ | 3.192@ es Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven@ | 25 
3 Fa 1.5712@ | 1.5740] 1.98@ | 2.60 Wire screen cloth, 12 mesh, black, less than carload .............. 26 
0 "34.20@ | 34.20@ | 34.20@ | 40.20@ | 40.80 Galvanized water pails, 10 qt., light pattern, less than carload....... 27 

16 5.350 x 7 5.95 @®| 7.52 | Enameled cast iron sinks, flat rim, 18x30........................ 28 
288 + BES 4 € ® Bahay . ef aan Finished brass compression bibbs, standard pattern, for I. P. 5 in...| 29 
5 12.750. “12.750 12.756@ | 12.75@ | 13.50 Axes, unhandled, first quality standard grade, single bit, base.......| 30 

is @ 9.48@ oy tJ _ « Plain tin wash basins, 13 in., stamped{........................... 31 

0 6.00@ | 6.008 6.000 6.00@ 6.30 | Circular spring balances, 30 Ib. x oz. (As of 1947, 25 lb. x 8 0z.)..... $2 

10 | 4.35@ | 4 * | * | 9.25 Lawn mowers. cast iron, 14 in., ball-bearing. medium grade, 4 Blade 33 

(This size discontinued, price based on 16”, 5 blade, as of 1947) 
24 25 26 27 28 


eiling price. 
ied temporarily. 
ndle permanently discontinued, steel handles only. 


@19 gage discontinued, 20 gage now standard. 
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(Continued from page 202) 


Three times Henry J. Allison, president N.W.H.A., called L. M. Stratton ‘to 

the rostrum at the joint session, Wednesday morning, and here's the result 

—three gentlemen of the same name and the same company. Left to right: 

L. M. Stratton, Sr., past president of both N.W.H.A. and S.W.H.A., his son, 

L. M. Stratton, Jr., and the third generation in the person of L. M. Stratton, 
lil—all of Stratton-Warren Hardware Co., Memphis, Tenn. 


which, unless we explain these, 
will oftentimes go unused and 
unappreciated. 

The example that I am about 
to state will explain my own 
personal guilt in the explana- 
tion to customers. A certain 
electrical appliance was needed 
in my home. During the war 
years, a more excellent. safety 
device had been developed on 
this appliance. One of these 
went to my home and was put 
into immediate use by a domes- 
tic. The circumstances brought 
into use the safety device which 
stopped the operation of the ap- 
pliance and I was immediately 
called, stating that the machine 
would not operate. Our service- 
man was sent out and immedi- 
ately found, not the trouble of 
which there was none, but the 
error in operation which I had 
failed to explain in my own 
home. This I show simply be- 
cause of the great demand that 
exists esnecially in the electri- 
cal field. in our anxiety to sell, to 
turn over, to repeat, the virtues 
of the item are neglected. It has, 
for the past several years, re- 
duired no ability or salesman- 
ship to sell a washing machine 
or an automatic toaster or thou- 
sands of other similar hard-to- 
get items. with a resultant sad 
situation in the sales forces of 
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* or obligation begins. 


manufacturers, wholesalers and 
retailers. 


Responsibility Begins 


I think here our responsibility 
Our sales 
people old or new must be 
taught, trained and re-educated 
in the art of selling, in the prop- 
er presentation of commodities 
to the retailer’s sales force, so 
that they can present to Mr. & 
Mrs. Public this item, so that 


they, if pleased and have an 
understanding of their pur- 
chases, will in turn become 
salesmen of your item to their 
neighbors. 


Dealers’ Sales Courses 


I think that our salesmen, 
especially the specialized ones, 
must conduct with our dealers 
sales courses where they and 
the retailer’s sales people can 
take apart, plan, taste, smell 
and really learn to know an 
item. This is a must on our 
business horizon today. We can- 
not expect our dealers to do a 
satisfactory job, especially a re- 
peat one, if he and all his sales 
people are not completely famil- 
iar and sold themselves on the 
item at hand. Sales meetings in 
your stores or warehouses inter- 
estingly prepared, interspersed 
perhaps with refreshments, 
planned so that customers will 
leave such meetings invigorated 
and enthusiastic about your 
merchandise rather than leave 
feeling that an evening has 
been wasted because the “boss” 
sent them, are inexpensive and 
profit full. 

This becomes exceedingly dif- 
ficult with the seven-hour day 
and the forty-hour week, but I 
am of the opinion that there are 
still some sufficiently awake and 
wise young men who will see 


‘that results over the long haul 


can come from only hard work 
and long hours—hours spent 
( Continued on page 356) 
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Why Foremen 
Organize 


And What Can Be Done 
About It 


Me. ROESCH gives 17 reasons why foremen 

organize and also recommends a program 
designed by his organization for a counter attack 
to keep foremen on management's team. Legisla- 
tion does not cure, education is the answer, he says. 


By HENRY J. ROESCH 


Executive Vice-President, 
Foremen's League for Education 
and Association, 
Detroit, Mich. 


ae in order 


to remain a world leader, must 
have behind it a unified manage- 
ment team which can out-produce 
and out-engineer any other econ- 
omy or nation on the face of the 
globe. When we fail to do this, 
we are on the downward side of 
our existence as a nation. It is, 
therefore, imperative that unity 
in management must prevail to 
assure our success as a world 
power. 

During the last seven years, 
many of us in American manage- 
ment, began to see our manage- 
ment team weaken and, in many 
cases, become absolutely dis- 
rupted. What was the cause of 
this cleavage in management? 

In 1937 there was born a set 
of bogey men, the industrial 
leaders of our nation, who came 
to be feared as the men who need 
watching and, for the first time 
in this country, class conscious- 
ness became very apparent. This 


was the guarantee that gave to 
the union movement across the 
country the impetus that has re- 
sulted in the greatest union or- 
ganizing campaign in our his- 
tory. This is where our fore- 
man problem had its birth. As 
the union organizers put on their 
campaign in industrial plants, 
the foremen were told by man- 
agement “If these fellows don’t 
work, if they collect dues, if they 
agitate, if they hold up produc- 
tion, fire them.” The foremen 


took top-management at its word ° 


and they fired hundreds of agi- 
tators in the shops across the 
United States. 


The New Order 


Then top management learned 
its first lesson in the new order 
as it pertained to labor relations. 
The National Labor Relations 
Board immediately filed unfair 
labor practice charges against 
the employer and his manage- 
ment representatives and issued 





cease and desist orders. Case 
after case of discrimination and 
unfair labor practice charges 
against employers were sustained 
by the National Labor Relations 
Board and top management was 
ordered to cease and desist. Men 
who had been discharged for agi- 
tating and disruptive tactics in 
the plants were reinstated in 
their old jobs with back pay 
ranging from six months to as 
long as eighteen months. Many 
foremen were called into Na- 
‘tional Labor Relations Board 
hearings to defend themselves 
against charges of discrimina- 
tion and the day ultimately came 
when management had to accept 
the reinstatement of a dis- 
charged employee. 


Communications Break-Down 


In many cases, the foremen re- 
ceived notice of the reinstate- 
ment of a discharged employee 
through the grapevine from the 
union steward in his department 
before his management had a 
chance to make him acquainted 
with the reinstatement. This 
caused the foremen to wonder 
what had happened to the lead- 
ership ability of their top man- 
agement and this gave birth to 
the germ of a lack of respect for 
management’s leadership. Dur- 
ing subsequent grievance pro- 
cedures and labor contract nego- 
tiations, foremen, in many in- 
stances, particularly in the large 
plants, heard the story of these 
negotiations from the union men. 
Top management did not get its 
story to the foreman in time. 
They, the foremen, felt they were 
“The Forgotten Men.” 


Impact of War Expansion 


About this time came the war 
and managements were faced 
with an increase in the number 
of supervisory personnel and the 
new supervisors were picked 
from the ranks as that was the 
only place where the necessary 
mechanical know-how was avail- 
able. Due to the pressure of 
war-time production, indoctrina- 
tion of supervisors into the pol- 
icies and principles of manage- 
ment was forgotten or delayed 
and we had come into the man- 
agement ranks of supervisory 
personnel, rank-and-file workmen 
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who had become inoculated with 
the idea that they could not 
speak for themselves but that 
somebody had to do their think- 
ing and speaking for them. Many 
of these new supervisors brought 
with them ideologies which were 
diametrically opposed to the prin- 
ciples of good, sound manage- 
ment and they began to agitate 
and organize the foremen. As 
war work progressed, we saw 
factory employment go from five 


days, to six and seven days a . 


week. Under the labor contracts, 
under the Wage and Hour Act, 
under the Walsh-Healy Act, the 
hourly rate personne] were paid 
time-and-a-half and double time 
for the additional hours and 
days of work. 


Wage Inequities 

That brought about a wage in- 
equity between the supervisor 
and the employees who were sub- 
ordinate to him. That caused a 
spark of resentment in the minds 
of the supervisors and that spark 
was blown into a flame when 
Management was unable imme- 
diately to increase the supervis- 
ors’ salaries due to restrictions 
and rulings by the Salary Sta- 
bilization Division of the Trea- 
sury Department and by the 
Wage and Hour Authorities. 


Foremen Strike 


This inequity was thoroughly 
exploited by the union organizers 
and in April and May of 1944, 
3,487 foremen in 17 Detroit 
plants went on strike for a total 
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“The foreman is your mouthpiece. He is the greatest power 
for good or evil in your plant and it is up to you to give him 
the tools which will make him valuable to you .. . It is your 
responsibility to see that your foremen are, in every sense 


of the word, managers." 


of 20 days. This strike, which 
was dominated by the Foremen’s 
Association of America, an inde- 
pendent union, caused unfavor- 
able public reaction and brought 
the wrath of the Armed Forces 
and the War Labor Board down 
on the heads of the F.A.A. Wil- 
liam H. Davis, chairman of the 
War Labor Board at that time, 
said to President Keys of the 
F.A.A., “You handicapped your- 
selves by putting the United 
States Government on the other 
side. If you insist on going on 
with this thing, the strike will 
be broken. War work will go 
on. In war time, you just cannot 
do this. In war time, the whole 
force of society, public opinion 
and Government ranges itself 
against men on strike. You just 
can’t win uhder those condi- 
tions.” 

The striking foremen went 
back to work and, as a result of 
that strike, the F.A.A. gained a 
compromise decision from the 
National Labor Relations Board, 


later a labor contract from the 
Ford Motor Company, and an 
agreement from the War Labor 
Board to take limited jurisdic- 
tion of the disputes. 


Specific Problems 


As a result of this strike, the 
War Labor Board appointed 
what has been commonly known 
as the Schlichter Blue Ribbon 
Panel, which after exhaustive 
hearings made a general observa- 
tion and exposed eleven specific 
problems, which were as follows: 

1. Compensation of foremen. 

2. “Short-circuiting” of fore- 
men in handling grievances and 
failure of management to sup- 
port foremen in their dealings 
with the unions of rank and file 
employees. 

3. Demand for sick pay or 
more liberal sick pay. 

4. Fear of layoffs and demo- 
tions. : 

5. Seniority in promotions. 

6. More adequate arrange- 
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ments for communications be- 
tween the supervisor and higher 
management. 

7. Grievance procedure. 

8. Demand of foremen that 
foreman grievance machinery 
terminate in an appeal to a neu- 
tral party. 

9. Need for clear statements 
of supervisory working condi- 
tions and of company policies 
affecting supervisors. 

10. The relations of the fore- 
men’s organizations in these pro- 
ceedings to other labor organiza- 
tions. 

11. The basic demand of the 
foremen in these disputes. 


Enter N.L.R.B. 


It was not until 1945 that the 
question of the rights of fore- 
. men to unionize had ever ap- 
peared in connection with the 
Wagner Act and we found the 
National Labor Relations Board 
ruling for the foremen, against 
the foremen, and for the fore- 
men. This added to the mental 
state of confusion of foremen 
which was finally culminated in 
the now famous Packard Case 
wherein the Supreme Court 
ruled in a split, 5-4, decision that 
foremen Were entitled to the pro- 
tection of the Wagner Act and 
the Supreme Court, at the same 
time, admonished Congress to 
clarify the situation as it was 
not a matter of law but a matter 
of policy as to whether foremen 
were or were not members of 
management. 


Foremen's League Organized 


At that time a number of 
industrialists organized the Fore- 
men’s League for Education and 
Association, whose pxime pur- 
pose was to circumvent the 
unionization of foremen through 
education and association. 
Through our research program 
we have developed a list of 17 
reasons why foremen haye sepa- 
rated from management. These 
are as, follows: 


Why Foremen Join Unions 


1. Neglect by top management. 
Foremen are taken for granted. 


2. Lack of understanding by 


top management of foremen 
problems. 

3. Lack of understanding by 
foremen of top .management 


problems. 
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4. Disparity between foreman 
responsibility and foreman au- 
thority. 

5. Improper screening in se- 
lecting foremen. 

6. No training, or inadequate 
training, for promotion from 
workman to foreman. 

7. Lack of, or inadequate, con- 
tinued training program to help 
foreman measure up to responsi- 
bilities of position. 

8. Inadequate wage differen- 
tial between worker and fore- 
man, particularly during the war. 

9. Discontent due to bi-passed 
authority—squeeze between per- 
sonnel department and _ union 
shop steward. 


10. Desire for security be- 
cause of inadequate qualifica- 
tions. 

11. Urge “to belong”’—lack of 
medium for association and dis- 
cussion of problems. 

12. Influence of organized rank 
and file workers in plants. 

18. Influence of organized 
foremen in other plants in same 
community. 

14. Propaganda of union or- 
ganizers. 

15. Organization impetus fur- 
nished by prevailing construc- 
tion of the National Labor Rela- 
tions Act by the National Labor 
Relations Board and the Courts. 

16. Top management handicap 
in influencing. organization ef- 
forts due to prevailing construc- 
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tion of National Labor Relations 
Act. 

17. Constant vilification of 
management by pressure groups 
has caused loss of confidence in 
top management and resulted in 
management losing status as 
leaders. 


Progress in Unionization 
Of Management 


How far has this unioniza- 
tion of management progressed? 
Many of us in management have 
been oblivious to the tremendous 
strides made by organized labor 
in their drive to organize man- 
agement. 

What can be done about it? 
In order to bring foremen back 
onto the management team, we 
recommend the following steps: 


How to Hold Foremen 
On the Team 


1. Make sure, by analyzing 
the job, whether a foreman is 
really a foreman or whether he 
is in that twilight zone between 
the rank-and-filer and the man- 
agement men. 

2. Make sure that your fore- 
men conform to the definitions 
of the word “supervisor” as 
stated in the Foremen’s Section 
of the Taft-Hartley Law. 

8. Set up an indoctrination 
course in management princi- 
ples and policies for your new 
supervisors. Do this, preferably, 
before they become supervisors. 

4. Keep the pipe-line of com- 
munication, from the president 
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of the company or the general 
manager of the company down to 
the foreman in the first level of 


management, clear. Get your 
story to him on grievances, labor 
negotiations, temporary shut- 


downs, model changes, lay-offs, 
emergencies, before he gets the 
story from the union steward. 

5. When you publish your an- 
nual report, be sure that your 
foremen understand it so that 
they can counteract the vicious 
propaganda carried on against 
the profit motive in industry. 

6. Tell him about the Taft- 
Hartley Law, tell him it does not 
harm rank-and-file union men, 
it does not take away their 
rights, but it does make their 
leaders more responsible. 

7. Give him a copy of your la- 
bor contract and keep it up to 
date with interpretations and 
changes. 

8. Give him a copy of your 
policy pertaining to labor. Give 
him a printed list of the rules. 
Keep him abreast of any changes 
in rules and policy. 

9. Have meetings with him 
periodically; have an organiza- 
tional chart on the wall of the 
meeting room and point out to 
each individual his place on the 
management team. Tell him how 
your organization works, tell 
him about your future plans, 
tell him before you tell the union 
committee. 

10. See that his wage differen- 
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tial is such as to make him fee] 
that his services are recognized, 
Give him a feeling of security by 
telling him about these things. 
11. Stop giving him lip ser- 
vice by telling him he is a part 
of management. Do the things 
we have recommended and he 
will be a part of management. 


Management Unity Seminars 


For the past seven months the 
League has been sponsoring Man- 
agement Unity Seminars in Day- 
ton, Ohio. These Seminars have, 
as their prime purpose, the de- 
velopment of unity in the man- 
agement team and they last for 
a week and discuss, pro and con, 
the benefits of the American Way 
of Life, unionization of foremen, 
economics, the profit motive, the 
benefits of association through 
management clubs, plant prob- 
lems and their solution, and we 
discuss them day and night. We 
have had, among others, some 
men in attendance at the Sem- 
inar who have been organizers 
and officers of foremen’s unions 
and we have. found these men 
eager to cooperate with their 
management once they know that 
the American Way of Life is de- 
pendent upon unity in manage- 
ment. We point out to them that 
when foremen organize they can 
expect the following results: 

1. A foreman’s union, to be 
effective, must obtain the sup- 
port of a rank-and-file union. 

2. In order to get this support 
foremen must make concessions. 

8. When they make conces- 
sions they become subservient to 
their employees under them. 

4. They next lose the respect 
of their subordinates. 

5. They lose the respect of 
their management. 

6. They sacrifice promotional 
opportunity. 

7. In defense, they pressure 


their immediate superior. 


8. In defense, their immediate 
superior applies counter pres- 
sure. Result—chaos. 

9. If the first segment of man- 
agement is unionized, it is en- 
tirely within the realm of possi- 
bility that the next higher layer 
of management will organize to 
protect itself and so on till we 
reach a final stage of socialized 
industry due to chaos. The end 


result is socialized government. 
It has been my personal ex- 
(Continued on page 244) 
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We present with pride our new Steak Knife Set, No. $106. 
Scientifically designed to fit comfortably in the hand, 
— this knife, which will hold its keen edge, makes eating 
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or. 
mmediate an even more delightful pleasure. These six knives, 


ter pres- individually set in a fine Walnut, plush-lined box, are now 
t of man- available for immediate delivery. The perfect holiday gift! 
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Management's Role 
In Successful Wholesaling 


JN the field of wholesaling the competence of the 

selling organization is especially important. The 
days of "order-taking" are rapidly disappearing. 
Competitive conditions will soon again reach the 
point where only the most progressive can survive. 


| TAKE great pride in 
the fact that I live in a country 
in which Government exists to 
serve its industry and its citi- 
zens, rather than one in which 
its industry and its citizens ex- 
ist to serve Government. 

The tremendous’ material 
progress which has_ been 
achieved by the American in- 
dustrial system, and the ex- 
tremely high standard of living 
which has resulted may be ex- 
plained in a large part by a very 
simple formula: Large-scale out- 
put plus wide-scale distribution. 
Each is essential to the other. 
Without one the other would 
fail, and our current level of 
employment and _ prosperity 
could not be maintained. 

It is a privilege for me to ap- 
pear before a group of whole- 
salers who perform a significant 
function in the structure of our 
great system of distribution, 
and perhaps the function which 
is most responsible for bridging 
the gap between concentrated 


By HARRY W. KETCHUM 


Chief, Distribution Cost Section, 
Marketing Division 

Office of Domestic Commerce 

U. S. Department of Commerce 
Washington, D. C. 


areas of production and widely 
scattered consumers. 

The role of management in 
the American business system 
is a subject which has received 
wide attention from students 
and specialists in the manage- 
ment field, as well as from oper- 
ating executives in every phase 
of organized activity. The writ- 
ten material on this subject ex- 
ceeds the capacity of any one 
person to catalog effectively, 
much less read and digest. 
Nevertheless; business mortal- 
ity continues to be a major 
characteristic of the business 
panorama, and every business 
failure may be traced in part to 
the absence of effective manage- 
ment. 

It is possible to outline the 
functions of management in 
basic fundamental concepts 
such as: (1) formulation of 


Just as the manufacturer is dependent upon the whole- 
saler as an outlet, so is the manufacturer as a source of 
supply. The mutuality of interest in this relationship is in- 
herent. Successful management in wholesaling must recog- 


nize this intimate relationship. 


policy, (2) determination of ob- 
jectives, (3) allocation of 
authority and_ responsibility, 
(4) establishment of lines of 
communication, and (5 evalua- 
tion of effort. Analyses of this 
type serve a very useful pur- 
pose. However, I should prefer 
to accept as my assignment the 
translation of those most wide- 
ly accepted principles of man- 
agement which may be specifi- 
cally applied in the field of 
wholesaling, and under present 
day conditions. I shall therefore 
confine my remarks to five as- 
pects of the subject: (1) Quali- 
fications of the manager, (2) 
competence of the staff, (3) con- 
trol of operations, (4) relations 
with suppliers and customers, 
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Now, more than ever before, your home-town 
folks who live best and spend most are being 
made conscious of Camfield, the “blue ribbon 
toaster.” 

Yes, more than half the families in your town 
soon will read one or more of the magazines 
carrying Camfield’s fall advertising. And that 
half includes your best appliance customers — 
the readers of SATURDAY EVENING POST, LADIES’ 
HOME JOURNAL, GOOD HOUSEKEEPING and BET- 
TER HOMES AND GARDENS. 

In 10% weeks, between September 20th and 
December 3rd, 37,950,000 copies of these mag- 
azines will carry Camfield advertisements, in 
big full-color pages and in black and white. 


it will pay you to cash in on this fast-mount- 


ing popularity. Now is the time to display and 
sell “The Toaster that Wears the Blue Ribbon.” 


@ “Equa-Therm’’— the positive heat control 

@ Automatic pop-up — shut off @ AC-DC operation 
@ ‘Finger-trip’’ optional release @ Cushioned pop-up 
@ Silent performance @ Hinged crumb tray 
@ Accurate color regulator 

@ Long lasting mirror-chrome finish 


CAMFIELD 


aUTOmMATIC “To,steR 


CAMFIELD MANUFACTURING COMPANY, GRAND HAVEN, MICHIGAN 





and (5) Government assistance 
to wholesale management. 

I have always believed that 
the most significant potential- 
ity, as well as the most confin- 
ing limitation of management in 
any field lies in the qualifica- 
tions of the manager. The 
strength of any organization, or 
effectivenes of its operations 
seldom if ever exceed the capac- 
ity of the person in charge. 

Many wholesale firms are 
managed by the owner or a 
member of an ownership group. 
In general such owner-man- 
agers have grown up in the 
business, and as a result possess 
the valuable advantage of years 
of intimate experience in the 
trade. But experience alone is 
not a sufficient qualification for 
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successful management. Alert- 
ness, imagination, drive, capac- 
ity to get along with subor- 
dinates and associates, judg- 
ment, foresight, decision—to 
mention but a few—are the hu- 
man ingredients which, coupled 
with experience, result in the 
type of manager who can suc- 
ceed, even against heavy odds. 
When such talent is available 
it should be immediately se- 
cured—and generally is. If the 
owner can secure a manager 
more competent than himself 
he should not hesitate to do so. 

In a similar manner, but to a 
lesser degree, the competence of 
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the staff constitutes both a 
potentiality and a limitation to 
successful operations. Com- 
petence of the staff is a primary 
responsibility of management. 
It is an unquestionable, al- 
though often violated, maxim 
that every post should be filled 
by the available person who 
possesses the best qualifications 
for that position, irrespective of 
personal or family relation- 
ships. 

In the field of wholesaling the 
competence of the selling organ- 
ization is especially important. 
The days of “order-taking” are 
rapidly disappearing. Competi- 
tive conditions will soon again 
reach the point where only the 
most progressive can survive. 
The development of an effective 
selling organization is a respon- 
sibility of management. It is a 
commonplace error to evaluate 
the relative profitability of 
salesmen upon the basis of dol- 
lar volume. A progressive man- 
agement will determine the re- 
lative profitability of its sales- 
men at frequent intervals upon 
the basis of their actual contri- 
bution to dollar net profits, with 
full allowance for area covered, 
number and size of orders, and 
gross margin by lines sold. 


Day-to-Day Control 


The effectiveness of manage- 
ment may well be measured by 
the day-to-day control which it 
exercises over the entire range 
of operations of the organiza- 
tion. Management responsibility 
in this connection in wholesail- 
ing may be illustrated by three 
important types of control. 

Effective stock control in 
wholesaling involves not only 
the determination of essential 
lines and the location of satis- 
factory sources of supply, but 
also the establishment of practi- 
cal procedures for the correla- 
tion of inventory and sales by 
lines and individual products. 
Over-stocking results in gross 
and needless waste, not only in 
inventory costs, but also as a 
result of price adjustments. 
Over-stocking is especially dan- 
gerous during a period of high 
prices such as at present in 
which drastic price reductions 
on short notice might easily 
prove ruinous. . 

Inadequate inventories, and 
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the resulting inability to fill 
orders fully and promptly is 
equally hazardous. No whole- 
saler can long succeed who fails 
to perform a service equal to or 
superior to that of his com- 
petitors. 


Poses a Challenge 


Effective stock control in 
wholesaling poses a challenge 
to management which merits 
careful attention. It is a respon- 
sibility which requires daily 
surveillance. 

Good handling, including re- 
ceiving, moving, warehousing, 
packaging, and shipping, con- 
stitute a vital part of the fabric 
of wholesale operations. Effici- 
ency in this phase of operations 
determines largely the cost ele- 
ment which in turn determines 
profit. The responsibilities of 
management in this area are of 
primary importance. 

Improved methods in physical 
operations result from experi- 
mentation, observation of the 
experience of others, the em- 
ployment of technical advice, 
and willingness to adopt 
change. Modern engineering 
has provided the tools and tech- 
niques with which any whole- 
saler may perfect an efficient 
goods handling machine. Me- 
chanization of goods handling 
techniques is especially adapt- 
able to the commodities handled 
by sheet metal and hardware 
wholesalers. Developments or 
reluctance to abandon old 
methods constitute the only 
limitations to the success of 
management in this area of con- 
trol. 

The value of records does not 
lie in their availability, but 
rather in their use. Records are 
primarily a management tool, 
and they should be designed to 
facilitate the functions of man- 
agement. It would be better to 
dispense with record-keeping 
entirely than to accumulate 


financial or operational infor- - 


mation which can not be em- 
ployed in the control and evalu- 
ation of operations. 

Aside from meeting the re- 
quirements to which financial 
and operational records are cus- 
tomarily put such as financing, 
credit control, reporting re- 
quirements, and the like, they 


218 


N.A.S.M.D. Session 


also may be so organized as to 
provide a basis for cost analy- 
sis and cost reduction. Cost ac- 
counting has long been em- 
ployed with productive results 
in the field of manufacturing. 
Its use in the distributive trades 
has lagged far behind. And yet, 
the objectives of cost account- 
ing are as applicable in one 
area as in another. Stated 
simply, the objective of cost ac- 
counting is the determination of 
relative profitability for various 
segments of operations. Its 
value lies in the resulting pos- 
sibilities for the elimination of 
the unprofitable and the exten- 
sion of the profitable. 

Cost analysis may be em- 
ployed in the wholesale field to 
measure the relative profitabil- 
ity of territories, customers, 
salesmen, order size, line, or in- 
dividual commodity, or any 
combination of these factors. 
This is a management tool 


which can not be dealt with 
technically in this presentation, 
but it may be illustrated simply 
by an actual case that was 
studied by the Department of 
Commerce: 


An Actual Case 


One wholesaler upon exami- 
nation of his sales per customer 
found that 80 percent of his 
volume came from less that 30 
percent of his customers. (Ac- 
tually, in many cases the varia- 
tion in volume sales per cus- 
tomer is much greater than 
this.) This wholesaler employed 
a simple calculation of average 
expense per sales call, per order 
assembled, and per delivery, and 
determined that orders below a 
certain minimum could not pos- 
sibly yield enough margin to 
cover direct costs for such 
sales. Customers were then 
classified according to custom- 
ary order size, as well as un- 
favorable collections, adverse 
commodity selection, and re- 

(Continued on page 232) 
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3-POWER SLIDE SHIFT 

Porter power slot increases 
power at will. As easy as shift- 
ing gears in your car. The 
three notches are three dif- 
ferent “power stations”. You 
shift to extra power as needed. 
Just ease pressure on handle 
grips. Power-notch #2 delivers 
30% more power. Power- 
notch #3 delivers 85% extra 
power. 











PORTER “FORESTER” 
ALL-PURPOSE TOOL 


RUSH \. 
vEAR ROUND 


That’s what it is—an all-purpose tool, tested and 
proved as such on scores of farms, orchards, estates! 
Here is an excellent Brush Cutter. It makes quick work 
of even 2” green wood — leaving a flat-topped stump 
close to the ground — and is a tool that’s tops for prun- 
ing. And because it does both jobs to perfection, it’s a 
tool that won’t hang on a hook most of the year waiting 
for the pruning season to come,around. It will pay for 
itself over and over in no time at all. Easier and faster 
than axe or saw, its two sharp blades cut close and clean 
without damaging or stripping bark, speeding proper 


healing. The cutting head is of tough, high. quality alloy tool steel, drop-forged and 
scientifically heat-treated; handles of heat-treated alloy steel with wood grips. 

For dehorning young stock and tipping horns of older cattle, the Porter Forester 
serves another practical all-purpose farm use and need. 

See your jobber —or send for folder showing complete line. 


AVAILABLE IN TWO SIZES 


SPECIAL 
SALES PROGRAM 
to YOUR 
territory. Ask your 
jobber 
Be ready. ORDER 
TOOLS NOW! 


Cuts 14” 


coming 


about it. 


H. K. PORTER, INC. 


2 FO 27” long List Price $8.50 


green wood 
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PORTER 
PRUNERS 


74 Foley Street 


3 FO 34” long List Price $9.75 


Cuts 2” green wood 


Somerville, Mass. 
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The Steel Situation 


DESPITE record production, today, there is insuf- 

ficient steel to meet present domestic and for- 
eign demand. Time required to create additional 
facilities and their currently higher costs, which 
must be paid out of earnings, further factors. 
Strikes and stoppages in steel industry and its ma- 
terials sources caused inability of industry to pro- 
duce sufficient quantities of sheet and strip. Scrap 
sources, coal and steel mill technology will help 
maka available additional tonnages. 


T. E scheduled* oper- 


ating rate for the steel industry 
for this week as just announced 
by the American Iron & Steel 
Institute is 96.8 per cent. To 
those of you who regularly watch 
this index, this announcement 
will come as no surprise, for you 
are fully conversant with the 
fact that since the end of the 
recent war, steel mill operations 
have consistently been main- 
tained in excess of 90 per cent of 
capacity. What you may not 
realize, however (although it is 
essential that you should, in 
view of the economic problems 
we face today), is the fact that 
in these past two years, the steel 
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By BENNETT S. CHAPPLE, JR. 
Assistant Vice President, 
United States Steel Corp. of 
Delaware, 
Pittsburgh, Pa. 


industry has established a record 
for peacetime steel production, 
unequaled since the turn of the 
century. 

The steel industry is proud of 
this record . . . and in the light 
of our achievement, I know you 
will indulge me if, in passing, I 
label as irresponsible the state- 
ments of those individuals who 
have recently publicly charged 
the steel industry with holding 
back production for selfish pur- 
poses. 

However, in spite of this rec- 
ord production, there is insuffi- 


cient steel available at the mo-— 


ment, to meet the present, un- 
precedented domestic and for- 
eign demand. How then, may 
the forces of supply and demand 
be brought into proper balance? 


This constitutes the steel in- 
dustry’s most important chal- 
lenge—and it may be that—with 
world affairs rapidly approaching 


new crises—this problem may : 


well become the most important 
challenge confronting the coun- 
try as well. 

When a problem is simply 
stated, it often encourages a sim- 
ple, although not necessarily cor- 
rect, solution. In this case, the 
seemingly simple solution has 
been expounded far and wide by 
many people who, without basic 
business experience to fortify 
their judgment, fill the records 
daily, and on Sunday, with their 
prescriptions and their panaceas. 
“The answer is easy,” they tell 
us. “Merely increase capacity— 
build more furnaces and more 
finishing mills—and the problem 
will be solved!” 

Unfortunately, mere statement 
of the issue does not even begin 
to reveal its complexities. And 





"Prior to World War Il, total world steel production 
reached a peak of 149 million tons a year, of which 38 per 
cent was produced in the United States. This production 
rose during World War II to 180 million tons, of which the 


United States produced an even 50 per cent." 
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DRILL SETS 
IN y NEW PLASTIC CONTAINER 





8 POPULAR SIZE DRILLS 
















Here’s the most practical Drill Set you ever saw ! Contains 
straight shank drills in sizes which meet the widest 





steel in- range of needs in the home, on the farm, for radio re- 
ant chal- — pairs, minor automobile work, vocational schools and 
1at—with so on. Will fit any standard hand, breast, post, bench or 
proaching electric drill. With these high quality tools, even the 
lem may : inexperienced workman can obtain good results in 
mportant drilling. <> Transparent plastic top gives full visibility 
the coun- when container is closed. Drills are always in view .. . 


always in their proper place. No more hunting for the 







s simply right size drill! 

res a sim- 

arily cor- 

case, the HIGH SPEED DRILL SET No. 57 

tion has 

1 wide by These are genuine CLE-FORGE High Speed Drills, COUNTER DISPLAY 
out basic famous for fast cutting of harder, tougher materials. CARTON No. 570 

» fortify Will withstand abrasive action and give you more ' 





holes per grind. Recommended for all electric drilling 
2 records machines. Sizes 16”, 340”, 4”, °40”, 346", 1%”, %” and 935”. 


vith their 


panaceas. j 
they tell CARBON STEEL DRILL SET No. 26 


Holds twelve No. 57 Drill 
Sets. This attractive and 
practical merchandiser (il- 
lustrated at left) is a true 
“silent salesman” for your 
counter or your window 





















upacity— ; display. Measures 5” wide 
nd more Same as No. 57, except that it contains CLEVELAND by 4” deep by 5” high. 
. problem Carbon Steel Drills in the above sizes. The plastic 
Ba container is a bright yellow color, to distinguish it , 
from the High Speed Set. (Illustrated above). COUNTER DISPLAY 
es CARTON No. 260 | 
eS 1 
es. And There are many other CLEVELAND Drill Sets, in a wide Contains twelve No. 26 
_ variety for every purpose—carbon or high speed steel Drill Sets. This Display 
.- fraction, wire gauge or letter sizes ..from 8 to 60 drills Carton is printed in yellow 
ink and is the same size 
per set. Ask your jobber for full information and prices. 7 a. one. 
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the simplified line 


of sturdy, durable shovels, . 
spades, scoops. 
Remember it for types 


and sizes planned to sell. 
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(Shovel Division) 
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even when the complexities are 
revealed, no simple diagnosis or 
quick solution of the dithcu:ty 
seems possible. 

Cast aside, if you w.ll, any 
preconceived ideas wnic.i you 
may entertain, based upon waat 
you have read and heard, and 
| join me in the examination of 
| some tacts. World War iI, from 

tae standpoint of its effect on 

our civilian economy, is without 
precedent. The restrictions which 
fell upon the manufacture of con- 

sumer items early in 1941 so lim- 

ited the available supply that 
within a year the postwar de- 
mand for these items was in the 
process of creation. The length 
of the war multiplied this de- 
mand again and again so that 
in late 1945, when hostilities 
ceased, we felt justified in pre- 
| dicting for many items, a mar- 
ket which we expected would con- 
tinue for several years at the 
very least. 





Two Separate Tasks 


Now, a careful analysis of the 
steel industry’s current distribu- 
tion pattern shows that since 
the war, in our e:tort to meet this 
challenge, we have been attempt- 
ing to perform, simultaneously, 
two separate tasks . . . first, the 
replenishment of the inventories 
which are needed to safeguard 
the production lines of Indus- 
try, and second, the production, 
day by day, of the steel needed 
to keep these production lines 
operating. ; 

If production had not been 
limited by work stoppages and 
raw material shortages during 
| the past two years, the steel in- 
| dustry would have produced an 
additional 17 million tons of fin- 
ished steel products. Had this 
tonnage been available, the obvi- 
ous question is—“‘How far would 
this additional steel—have gone 
toward solving our present prob- 
lems?” It amounts to more than 
25 per cent of a full year’s pro- 
duction— 

Your guess may well be as 
good as mine. However, let me 
say that I believe that if this 
tonnage had been produced, the 
steel industry by now would have 
largely accomplished those two 
simultaneous postwar tasks which 
| I just mentioned. Furthermore, 
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I am also of the opinion that had 
these tasks been accomplished, 
we would have achieved by today 
in most steel products a proper 
balance between supply and de- 
mand. This opinion is supported 
by considerable factual evidence 
since a balance has already been 
established within the industry 
on certain stainless steel and 
alloy products and on certain 
sizes of hot and cold drawn bars, 
and there are further indications 
that during the next year addi- 
tional steel products will un- 
questionahbly be in adequate sup- 
ply. 

Let us turn back the pages 
of history for a moment and 
briefly trace the historical re- 
lationship between supply and 
demand as it existed in the steel 
industry before the war. 

There was not a single peace- 
time year from 1900 to 1939 
when the industry was required 
to operate at as high as 90 per 
cent of capacity and there were 
only seven years in which the 
production rate exceeded 80 per 
cent; nine in which the produc- 
tion rate was in the 70’s; and 
only 10 more during which the 
rate was between 60% and 70%. 
Of the remaining 11 years, three 
were in the 50’s, and the average 
for the last eight was 36.1 per 
cent. 

Let me point up this supply 
and demand picture for you in a 
slightly different way. You will 
remember that the Carnegie- 
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Illinois Steel—a subsidiary of 
United States Steel—brought its 
great Irvin Works into produc- 
tion in December, 1938. The 
avowed purpose behind the con- | 
struction of this splendid new | 
mill, was to provide our many | 
customers with additional sheet | 
in view of the steadily increasing 

demand, then apparent, for flat | 
rolled products. 

In the face of the tremendous 
shortage for this product that 
is evident today, just two years 
after our return to a peacetime 
economy, one might suspect that 
the steel industry had been hard 
pressed, in the years just prior | 
to the war, to keep abreast of | 
demand for this specific product. | 

In fact, I well remember the | 
day in February, 1940—shortly | 
after Europe burst into flames 
and we were experiencing the | 
initial influx of war orders from | 
across the sea — when Irvin | 
Works was operating at but two | 
days per week. 


| 


Additional Capacity 


Based on this picture of de- 
mand in the months preceding 
the war—is additional capacity 
required today to bring a supply 
into balance with normal de- 
mand? The question you well 
may ask is—“What is normal 
demand?” 

Perhaps we can find the an- 
swer to this question by examin- 
ing a projection of the per capita 
trends of the relationship be- 
tween supply and demand for 
this same period. Per capita 
consumption of steel for 1947 is 
calculated to be 555 Ibs. per per- 
son whereas the per capita ca- | 
pacity of the steel industry today 
is actually 830 Ibs per person. 

Restated, and based on the 
last 46 years; steel consumption 
has increased at an average an- | 
nual rate of 5.3 Ibs. per person 
while the capacity to produce 
steel has increased at an annual 
rate of 8.4 lbs. per person. 

Summarizing, were we to base 
our conclusion on this premise 
alone, it would appear that the 
steel industry, even today, has | 
substantially more capacity 
than would seem to be required. 

However, the evidence we 
have before us must bring us to | 
an opposite conclusion. It there- 
fore becomes apparent that we 
must search further and care- | 
fully examine additional factors 
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Tough, TRIPLEX Cap Screws, in 
sizes up to 1” diameter and 8” 
long, are made to stand the 
pounding of today’s high speed 
equipment. You can depend on 
TRIPLEX in the “‘pinches”’. They 
have that extra toughness that 
gives strength when strength is 
needed most. 

Of course they’re available in 
all four heads — Fiat, Hex, Fillister 
and Button. A turn to TRIPLEX 
is doing yourself a good turn. 
Write for new illustrated catalog 
with complete listings of all 
TRIPLEX threaded fasteners. 


THE TRIPLEX SCREW COMPANY 


5317 GRANT AVE. 
CLEVELAND 5, OHIO 


THREADED 
» FASTENERS 


A 
+ BOLTS. NUTS AND RIVETS 








Wee 


. . . the name on many profit-building products from 


NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 
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NOTHING LIKE IT! 


Wty Wwenean 
watts one/ 


The tremendous sales-appeal of the 
Arvin Lectric Cook is easy to under- 
stand! 

Waffles are popular . . . and the 
Arvin Lectric Cook bakes four at 
once, automatically, each done to 
perfection. 

Toasted sandwiches are quick-meal 
favorites... again, the Arvin Lectric 
Cook toasts four, piping-hot and 
delectable. 

Everybody likes hamburgers... and 
the Arvin Lectric Cook turns ’em 
out tasty and hot, in quantity. 

The Arvin Lectric Cook fits the 
modern appetite of every age for 
breakfasts, luncheons, suppers, 
snacks. It sells like hotcakes! 


The profit is wide 5% 95 
and the turnover terrific, at a ° 


Nationally advertised in 
Ladies Home Journal, Better 
Homes & Gardens, and Sat- 
urday Evening Post. 
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if we are to find the answer to 
our present problem. Let me 
turn now from the analysis of 
supply and demand to a discus- 
sion of the steel industry’s 
capacity to produce. 

Those of you who have been 
following this situation have 
no doubt become somewhat con- 
fused by the statements you 
have seen which relate to the 
steel industry’s capacity. There 
are two different forms of 
capacity which are often re- 
ferred to, and unless you iden- 
tify them and put them in their 
proper relationship, you will 
continue to be confused. 


The First Capacity 


The first capacity has to do 
with ingot production. However, 
ingot production or ingot capac- 
ity in and of itself does not pro- 
vide the finished products that 
industry needs for either war- 
time or peacetime conditions. 

Very few people ever buy an 
ingot! 

Therefore, the second type of 
capacity which has to do with 
the steel industry’s ability to 
convert the ingot into a. wide 
variety of finished products is 
the more important. This is 
called finishing capacity. 

Prior to the war, the ingot 
capacity of the steel industry 
was listed at approximately 80 
million tons. Due to our war- 
time needs, new ingot producing 
facilities were constructed, and 
today the industry enjoys about 
a 15 per cent increase in this 
capacity, or 92 million tons. 

At the same time that our in- 
got capacity was being in- 
creased, certain types of finish- 
ing facilities were also con- 
structed in order to specifically 
step up the output of those steel 
end-products which directly or 
indirectly were required to suc- 
cessfully prosecute the war. 

Obviously, under wartime con- 
ditions, it would have been 
completely unsound to have de- 
voted either our resources or 
much needed labor and mate- 
rials to any other program. AS 
a result, while it is true that 
there was expansion in both in- 
got and finishing capacity dur- 
ing the war, only part of the 
latter without further conver- 
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sion is of any value to the steel 
industry, today, in terms of in- 
creasing the production of the 
types for civilian requirements. 

The maintenance of an ade- 
quate steel production capacity 
has always been recognized by 
the steel industry as vital to the 
economic interests of our coun- 
try. In this respect I believe we 
have made an enyiable record 
of progressively expanding ca- 
pacity to meet expanding de- 
mands. However, shortly before 
the war, the steel industry was 
severely criticized for over-ex- 
pansion by the Senate’s Tem- 
porary National Economic Com- 
mittee. Today, some of these 
very same _ individuals are 
among those who are loudest in 
demanding that steel capacity 
now be increased. And through 
the issuance of critical state- 
ments, they are apparently at- 
tempting to mislead the Ameri- 
can public into believing that 
the steel industry is actually, 
selfishly placing its own private 
interests above the _ essential 
welfare of our Nation! 


Another Phase 


Here too—nothing could be 
further from the truth. 

Another phase of this capac- 
ity picture is that under our 
system of taxation, American 
industry is permitted to depre- 
ciate its investment in plant and 
equipment so that it may ulti- 


mately accumulate _ sufficient 
funds to perpetuate itself 
through the replacement of 
worn-out facilities. Unfortu- 


nately, the cost of plants and 
facilities has increased ma- 
terially, particularly within the 
past five years. Present day 
costs are from two to three 
times higher than those upon 
which most of our facilities are 
currently being depreciated. 
Just what this means can be 
best illustrated by assuming 
that equipment which originally 
cost one million dollars must be 
replaced. Let us also assume 
that this equipment has been 
fully depreciated, which means 
that we have charged the cost 
of production with approximate- 
ly one million dollars. There- 
fore the net value has been re- 
duced to the scrap value. How- 
ever, today we find that it will 
take up to as much as three 
million dollars to replace the 
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Model 103—Beautiful pas- Model 52— Radiant type 
tel green baked enamel fin- A portable electric fireplace 
ish. Hand-grip inback.Same for any room. Long, heavy- 
heating and fan unit as de- duty heat-unit, wound on 

porcelain. Provides quick 
comfort. Price 9.95 


Model 213 — Handsome tan 
baked enamel finish, simu- 
lating bronze, with dark tan 
base. Convenient switch. 
Motor does not cause radio 
interference. Price. .$11.95 


Model 203A — Ivory baked 
enamel finish. Bright-fin- 
ished grille. Toe-switch con- 
trol. Hand-grip in back. Red 

low-light gives cheerful 
Sroplace effect. Price, $13.30 








luxe models. Bright-finished 
ornamental grille. 
Price $9.80 


aac ... the Biggest Name in Portable Electric Heaters. 
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equipment which originally cost 
one million. 

Where are these additional 
funds coming from? How are 
we going to finance these re- 
placements? Obviously, they 
can only come out of earnings. 
We are, therefore, faced with 
the question of deciding wheth- 
er current profits are to be de- 
termined, after putting aside 
money for replacements on orig- 
inal cost, or on a current cost 
basis, and whether we must con- 
tinue to show and treat as tax- 
able profits, amounts which are 
definitely depleting our capac- 
ity to produce. 

In spite of this financial drain 
on current profits, the steel in- 
dustry collectively, based upon 
public statements, has an- 
nounced its intention of mak- 
ing substantial expenditures to 
meet the challenge of current 
steel shortages. 

As part of this program, the 
subsidiaries of the United 
States Steel Corp. alone are in 
the process of expending ap- 
proximately one-half a billion 
dollars to increase our capacity 
to produce our many products. 
When completed, this program 
will make available the follow- 
ing increases in product capac- 
ity: 1,900,000 tons of by-product 
coke; 1,000,000 tons of pig iron; 
300,000 tons of increased ingot 
capacity; 845,000 tons of 



























































Quick-drying Kyanize Lustaquik Enamel .. . always 










useful about the home... continues to win new friends sheets; 500,000 tons of tin 
for Kyanize dealers everywhere. plate; 300,000 tons of tubular 
Clingcote, high grade oil-base flat enamel, is a bigger products and 80,000 tons of wire 
selling sensation than ever. 

products. 






Floor Enamel, pioneer smooth, solid-color, sanitary 
coating for all floors. 

Products that produce profits, fix friendships and spread Completing the Program 
sales. 
















For users, the LIFE of the surface. | Completion of many of these 
For dealers, the LIFE of the store. | projects cannot be accomplished 
BOSTON VARNISH COMPANY | in less than three years. As a 
Boston — Chicago— Los Angeles—Montreal | matter of fact, you will be in- 
: Dole bes Rey terested in knowing that, in 
spite of full authority to pro- 
ceed with this work as rapidly 
as possible, the purchasing and 
engineering divisions of our 
companies have, during the last 
two years, been unable to place 
orders for more than one-half 
of this amount, due to material 
and labor shortages, and the 
balance of the industry I under- 
stand is having the same diffi- 
culty. 
New construction takes steel. 
Therefore, the degree to which 
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we are successful in speeding 
up this expansion program, will | 
have a direct effect upon the 
current supply of steel avail- 
able for consumers. 










Sheets and Strip 


The present shortage of 
sheets and strip constitutes a 


major problem. The maximum a DV E R T S E D 


production of sheets and strip 
occurred in 1941—almost 16 
million net tons. Last year, pro- 
cuction of sheets and strip 


totalled approximately 14 mil- 
lion tons. This decline from 
1941 is the direct result of the 
numerous strikes and work 
stoppages with which we have 
been faced, not only in the steel 
industry, but in those industries 
collectively serving as our raw | 
material supply sources. 
Your major question, I know, 
is—“What plans has the steel 
industry made for the future 
and when will these plans bear 
fruit in the form of additional 
available sheets?” The steel in- 
dustry, even before the recent | 
war, initiated a substantial ex- | 
pansion program for the pro- 
duction of flat rolled products. | 
During the last part of the war 
and the two years since its con- 
clusion, definite progress has 
been made in this connection. 
When all of these new facilitiés Ee eae ee 
actually come into production, highly profitable new source of 
it is estimated that the steel in- sales—and, at the same time, 




























































































































dustry’s sheet and strip capac- increase your sale of paint. 
ity will be stopped up to approx- | Because painting is so much easier ( | 
imately 19 million tons, a 20 per with the Lowell “‘Thoro-Spray,”’ ; 
cent increase over the 1941 peak the man of the house will want to 

do much more work around 






output. 

Original plans called for most 
of these facilities to be spares Stock up on the Lowell Electric 
ing by the end of 1947, with Painter now and corner the 
several in production early this sales that are on the way! 
year. Many difficulties, however, | 
have been encountered which | 
have made this impossible. The 
most serious delaying factor; LOWELL ads will appear regularly 
has been the difficulty in getting | starting November 22nd. 
delivery of electrical equipment 
and motor’s as a direct result of Watch for them! Stock up now! 
prolonged strikes and material © 194761 M Co. 
shortages, during the past year, | 
in plants making such equip- 
ment. ee 

Latest estimates as to when ‘ 
these planned facilities will be | 
running, now extend into early | 





home. This means more painting 
will be done, more paint used. 
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1949. However, in spite of this, : ta Beg aE Ce. ce j 
and based upon the expectation | ; Lo Se 
that at least some of the plan- |" Womi’s LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 
ned new facilities will come | ™ , 
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Warehouse and 
Office Savings 


Effected Through New 


Mechanical Equipment 


ae Army and Navy method of using pallets and 

mechanical lifts has proven just as effective in 

industrial use. In 18 months of use the Van Deren 

Hardware Co. has experienced a drop in handling 

costs, has increased the use of its warehouses, has 

speeded up its service and has eliminated ‘most of 
the heavy lifting by employees. 


By F. V. D. COKE 
Van Deren Hardware Co. 
Lexington, Ky. 


| WAS asked to talk to 

you on the subject of “Ware- 
house and Office Savings We 
Have Effected Through New 
Mechanical Equipment.” How- 
ever, I will confine my talk to a 
small but important segment of 
our operation, namely, the han- 
dling of merchandise, for, ac- 
cording to the 1946 figures just 
released by the National office, 
the “Store and Warehouse Sal- 
aries” were reported on the 
average to be increasing. This 
figure has increased almost 
every year since 1917 and is one 
definitely to be reckoned with. 

What you gentlemen are in- 
terested in knowing is: 

How this figure can be cut 
down; 

How much it would cost you 
initially in new equipment; 

How much saving it will ac- 
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tually be as experienced by 
others in similar businesses; 

How it can be adapted to your 
particular operation, and the 
details of how this has been car- 
ried out by other’ wholesale 
hardware distributors. 

During the war I was com- 
manding officer of an LST, 
which as many of you know was 
a motorized floating warehouse, 
used in transporting a wide 
range of equipment, merchan- 
dise, men and guns. In the load- 
ing, storage and unloading of 
this ship we learned to use to 
great advantage our mechanical 
handling equipment such as fork 
lift trucks, roller conveyors, and 
our mid-ship elevator. 

Upon my return from the 
Navy in the latter part of 1945, 
I was put in charge of the Van 
Deren Hardware Company’s 
warehouse operation. This op- 


eration had changed little in the 
past 25 years as to the methods 
employed in receiving, ware- 
housing, and storing the mer- 
chandise we handle. Hand labor, 
hand trucks, the conventional 
freight elevator, and a simple 
gravity chute were the only 
means we used in the handling 
of our merchandise. 

Our problem was_ two-fold 
when I took over the operation; 
first we needed considerably 
more space to handle the mer- 
chandise that we carried because 
of the growth of the business, 
and second we needed some way 
to save the use of our one ele- 
vator as much as possible. 

Some 18 months ago our com- 
pany purchased two gasoline- 
powered fork lifts, four hydrau- 
lic lifts and 1000 double-faced 
wooden pallets. 


Personally Operated 


This equipment at first was 
personally operated by me for 
no one in our company had ever 
seen one of these fork lift 
trucks operated and all frankly 
doubted that such equipment 
had any value whatever in a 
relatively small wholesale hard- 
ware business like our own, be- 
cause of the great variance in 
the shape and weight of hard- 
ware merchandise. 

Our largest warehouse like 
many others in the hardware 
business, was built over 25 
years ago. It has a concrete first 
floor with practically an unlim- 
ited load capacity, but the upper 
floors are of wooden construc- 
tion, making it impossible to use 
the fork lift because of its great 
weight. This type of building 
is typical of our industry. 

Various types of pallets or 
wooden skids were tried out iv 
our experiments until we de- 
cided on an oak double-faced 
pallet put together with spiral 
nails. Of course, our number one 
problem was to utilize these pal- 
lets on not only the first floor 
but on the upper floors as well. 
This was accomplished finally by 
the use of hydraulic lifts which 
are designed to pick up loaded 
pallets weighing up to 3000 Ib. 
from the floor and yet can be 
moved about by one man. These 
machines weigh 500 Ib., which 
is within our warehouse floor 
capacity. 






HARDWARE AGE 











To il 
complis] 
fork lif 
can tak 
which vw 
ine the 
der our 
car and 
house. 
men ove 
out this 
over 16 
present 
plished 
them in 
driving 
hours ft 
hours fe 
cent. 


s 


This s 
ing is ] 
that is h 
houses o 
first floo1 
dise as 
chines 01 
is not e 
pallets tc 
you mere 
lift unde 
them to 
and stack 
in betwe 
you can $ 
from und 
back in v 
chandise 
storage s 

You as 
operation 
themselve 
local lum 
oak for 
fork lift 


OCTOBE 












little in the 
the methods 
ring, ware- 
g the mer- 
Hand labor, 
-onventional 
d a simple 
> the only 
he handling 


is two-fold 
> operation; 
onsiderably 
le the mer- 
ried because 
1e business, 
d some way 
ur one ele- 
sible. 

70 our com- 
0 gasoline- 
our hydrau- 
louble-faced 


srated 


t first was 
by me for 
ny had ever 

fork lift 
all frankly 
equipment 
tever in a 
lesale hard- 
ur own, be-+ 
variance in 
it of hard- 


‘house like 
» hardware 
tf over 25 
yncrete first 
- an unlim- 
t the upper 
n construc- 
sible to use 
of its great 
of building 
ustry. 
pallets or 
ried out i” 
til we de- 
ouble-faced 
with spiral 
number one 
2 these pal- 
first floor 
rs as well. 
d finally by 
lifts which 
up loaded 
to 3000 Ib. 
yet can be 
nan. These 
Ib., which 
house floor 


VARE AGE 



























F. V. D. COKE 


To illustrate the saving ac- 
complished by the use of the 
fork lift and pallet system we 
can take the commodity nails, 
which we all handle, and exam- 
ine the man hours required un- 
der our old system to unload a 
car and stack it in our ware- 
house. It previously took four 
men over four hours to carry 
out this operation for a total of 
over 16 man hours. With our 
present system this is accom- 
plished by three men, two of 
them in the car, one of them 
driving the fork lift, in two 
hours for a total of six man 
hours for a saving of 60 per 
cent. 


Savings Possible 


This same proportion of sav- 
ing is possible with anything 
that is handled in our two ware- 
houses on the concrete surfaced 
first floors. With such merchan- 
dise as stoves, washing ma- 
chines or other crated items, it 
is not even necessary to have 
pallets to hold the merchandise, 
you merely put the forks of the 
lift underneath the crates, carry 
them to their storage location 
and stack them up using 2 by 4’s 
in between the crates so that 
you can get your forks back out 
from underneath the crates and 
back in when you work the mer- 
chandise out on orders from the 
storage space. 

You ask next how much this 
operation costs us. The pallets 
themselves can be made by your 
local lumber yard of seasoned 
oak for around $5 each. The 
fork lift costs about $2,500, and 
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“It previously took four men over four hours to unload a 
carload of nails and stack them in the warehouse for a total 
of 16 hours. With the fork lift and pallet system this is ac- 
complished by three men, two of them in the car and one 
of them driving the fork lift, in two hours for a total of six 
man hours, for a saving of 60 per cent." 


you should allow approximately 
$1,000 per year per fork lift to 
cover operating expenses and 
depreciation. 

All this in our operation adds 
up to an initial investment of 
around $10,000. After 18 months 
of operation we believe that we 
have saved enough in handling 
costs to fully justify the ex- 
pense because under our old sys- 
tem it would have been impos- 
sible to handle the volume we 
have enjoyed in the last year 
and a half, to say nothing of the 
saving of building a new addi- 
tion on to our warehouse that 
would have been necessary if we 
had not utilized completely the 
14-ft. space from floor to ceiling 


on the first floors of our two 
warehouses. This in itself has 
meant an increase of 50 per 
cent in our workable space by 
stacking our merchandise much 
higher than would be possible 
using hand stacking methods. 


Adaptability 


You ask next, can this opera- 
tion be adapted to your busi- 
ness? I have had the pleasure 
of visiting six or seven hard- 
ware distributors in various 
parts of the country who had 
similar problems as our own, 
and in each case it was possible 
to set up a pallet fork lift sys- 
tem using some of the ideas we 





An example of the savings in warehouse space that can be effected by the 
use of pallets is this pile of barb wire, where 720 rolls are stacked neatly in a 
space of only 15 by 18 ft. 
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The handling and storage of bale ties is a problem that has been neatly solved 
in this fashion. Five pallets are stacked on top of each other. 


have worked out, and develop- 
ing new ones to take care of 
each individual’s problems. 

One of our big problems in 
addition to saving in actual han- 
dling of our merchandise was 
one that I am sure many of you 
have worked on with varying 
degrees of success, and that is, 
the accumulation of a general 
hardware order so that all of the 
various departments’ merchan- 
dise arrives at the shipping dock 
at approximately the same time 
and can be easily found in one 
spot so that the check-out clerks 
can quickly find the merchandise 
for the various railroads and 
truck lines. 

Our solution to this problem 
has been to work the orders 
from the beginning on one, two 
or three pallets as the case may 
be, and keep them all together 
as they pass through our ware- 
house operation, the pallets rid- 
ing on regular four-wheeled 
warehouse trucks until they are 
taken off these trucks on our 
first floor by the fork lift uvon 
completion of the order. In this 
way when the order ends up 
ready for shipment, the different 
parts are confined to a definite 
space on the pallets which are, 
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of course, raised off the floors 4 
in. which keeps the merchandise 
off the floor and helps to do 
away with the problem of losing 
merchandise or getting it mixed 
up with another man’s order. 
Then, too, we had a special 
problem that many of you may 
also have, and that is we did not 
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have enough space to segregate 
easily our various truck and 
rail line shipments because of a 
limited floor space; to help in 
this matter we built a shelf 
around the edge of our shipping 
space 6 ft. up from the floor on 
which we placed additional pal- 
letized orders awaiting ship- 
ment. In this operation we use 
our fork lift as a portable ele- 
vator. This increased our ship- 
ping out space 50 per cent. 

You will remember earlier I 
mentioned the use of hydraulic 
lifts. These lifts are designed 
to pick up a pallet 3 or 4 in. off 
the floor and makes it possible 
for a man to move a full pallet 
load of merchandise from one 
part of the building to another 
without using the fork lift. We 
use these lifts to move the mer- 
chandise around on the wooden 
upper floors which will not sup- 
port the fork lift because of the 
floors’ limited load capacity. To 
illustrate how we would use this 
in our operation we will take a 
carload of paint. The fork lift 
would pick up a full pallet load 
in the box car in very much the 
same way that nails are handled 
and set this loaded pallet on our 
elevator; when the elevator ar- 
rives at the proper floor where 
the merchandise is to be stored, 
one man can move this pallet 
load of paint consisting of 40 





This shows the construction of a 3 by 5 ft. pallet for bale ties. The six stops 
which are screwed to the oak planks are of '/s in. pipe. 
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H. B. WILSON 
Mathias Klein & Sons 


cases off the elevator and roll it 
over to its storage position very 
quickly with a hydraulic lift. In 
this way we can unload a car- 
load of paint and take it up 
three floors in approximately 
one-third of the time used under 
the old system of hand trucks 
and handling the merchandise 
four times. 

Many things in the hardware 
business do not seem to be well 
adapted to the use of a pallet 
system, however, we have been 
able to work 95 per cent of our 
orders on pallets and handle 75 
per cent of our general mer- 
chandise on pallets. Of course, 
such things as ladders and lino- 
leum rugs are rather difficult 
and unwieldy to handle on pal- 
lets because of their length, 
however, we have worked out a 
satisfactory system of handling 
gutter and bale ties which, as 
most of you know, are about the 
most cumbersome items handled 
in the hardware industry. 

One of the unsolved problems 
of major importance that must 
still be solved is the use of hand 
labor to load the pallets in the 
box cars. Many of our suppliers 
are using in their own plants 
the pallet system to handle their 
raw material and finished mer- 
chandise. However, little has 
been done towards setting up a 
nation-wide system of handling 
unit loads on pallets, in other 
words, the factory-to-wholesaler- 
to-retail system with the use of 
pallets throughout. There has 
been a good deal of talk about the 
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R. G. THOMPSON 
The Lufkin Rule Co. 


advisability of such a nation- 
wide system byt with the excep- 
tion of the Lawrence warehouse 
people, I do not know of any 
completely organized plan 
whereby a manufacturer would 
load his pallets at the factory, 
ship them to us as distributors, 
and we in turn would return the 
pallets to the manufacturer or 
use them in some type of ex- 
change arrangement. This type 
of operation was successfully 
carried out during the war by 
the Army and Navy procure- 
ment divisions but the cost of 
returning the pallets was not 
always calculated, and I do not 
believe that we could, as dis- 
tributors, bear this extra ex- 
pense of returning the pallets to 
the manufaeturer. One solution 
may be the paper pallets that 
are being “developed to stand 
terrific loads and which cost 
initially considerably less than 
the wooden pallets. 

I mentioned the Lawrence 


system. These people have 
worked out a system that on 
paper looks like the first rea] 
attempt to solve the manufac- 
urer-to-distributor pallet prob- 
lem, however, our company has 
not to date found any of its 
suppliers who are willing to ship 
us on pallets at the present 
time. The great saving effected 
by such an operation by both 
the manufacturer and ourselves 
will eventually become apparent 
and I believe will be generally 
used in the future. Going back 
to our carload of nails; we have 
estimated that it would take us 
no more than one and a half 
man hours to unload a carload 
of nails if the pallets were 
loaded upon arrival at our ware- 
house, as opposed to our present 
system which requires six hours, 
and our old system of 16 to 18 
hours to unload this same car of 
nails. 

Based on our own experience, 
these first 18 months with this 
equipment in our operation we 
lowered our cost of handling 
goods, increased the capacity 
of our buildings, speeded up our 
service, and eliminated most of 
the heavy lifting formerly re- 
quired of our men. 

To those of you who are in- 
terested in exploring the value 
of this type of equipment in 
your own business, I would sug- 
gest that you first secure the 
services of a young man who 
had experience in either the 
Army or the Navy in the use of 
fork lift trucks and pallets. Then 
purchase a fork lift truck and 
500 pallets and turn the job of 
adapting this type of operation 
into your business over to this 
young man, and if he is the 
right person with imagination 
and leadership ability, in a short 
while you will find that you will 
be highly gratified with the re- 
sults, I am sure. 





Harry W. Ketchum's Address 
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lated factors, and a number of 
unprofitable customers were ac- 
cordingly dropped. (The elim- 
ination of unprofitable custom- 
ers is, of course, a question 
which deserves very careful 
consideration and analysis, in- 
cluding the prospect of future 


profitability.) The result of the 
action in this instance was some 
immediate reduction in sales 
volume, but it was accompanied 
by a much larger reduction in 
operating costs, and a corre- 
sponding increase in net profits. 

In reality wholesaling is 
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NEW PROFITS for DEALERS! 


... With 3 NEW 
SELLING FEATURES 


1. RECESSED PLEXIGLAS 
LAMP HOLDERS 
“HOMECRAFT PATENT” 
No exposed zinc parts. 
Brings bulb closer to 
reflecting surface. 

More compact. 


2. ACCESSIBLE STARTER 


a TRIPLE PLATED 
CHROMIUM BASE 


HOMECRAFT Ccetuine tient 


UNIT UL APPROVED 





Homecraft is out ahead again with these new features that mean 
quicker sales and more of them. There's plenty of demand for the 
low-cost shadow-free light diffused by the new Homecraft. Ideal 
for kitchen, bathroom, garage, workshop—anywhere an easily in- 
stalled, handsome fixture is needed. This compact, gleaming unit 
sells on sight to home owners. 


HOMECRAFT ELECTRONIC PRODUCTS 


1210 SOUTH KEDZIE AVE. CHICAGO 23, ILLINOIS 





Write for complete 
Homecraft Mer- 
chandising plan, 
counter display, 
newspaper mats, 
counter leaflets. 








































VULCAN Counterpoised 


Electric Soldering Tool 


NEW. The long-lasting quality of 
standard VULCANS, plus advan- 
tages peculiarly its own. 


ALL PARTS REPLACEABLE 


So expertly counterpoised 
that the tip seems to be 
attracted like a magnet 

to the point to be sol- 

dered. Tip is clear of 

all interference, so it 

easily reaches hard- 

to-get-at points, al- 

ways in clear view 
of the operator. 


aX 


Aluminum fins dissipate the heat 
and keep the hand cool. 


Standard Heating Head UL approved. 





VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. | 


MAKERS OF A COMPLETE LINE OF ELECTRIC SOLDERING TOOLS—SCREW TIP— 
PLUG TIP—PYGMY—MERCURY—ELECTRIC GLUE POTS—ELECTRIC SOLDERING 








POTS AND OTHER ELECTRICAL HEATING DEVICES. yy, 






























largely a service activity, in- 
volving service of two types 
which are of equal importance, 
On the one hand, and generally 
recognized, the wholesaler pro- 
vides an indispensable service 
to his customers, especially 
those whose size prevents eco- 
nomical procurement direct 
from primary sources. On the 
other hand the wholesaler per- 
forms a distribution service for 
his suppliers. In a very real 
sense the success of a whole- 
sale firm depends upon the ex- 
tent to which it provides satis- 
factory service to each. This is 
a responsibility of management. 

Just as the manufacturer is 
dependent upon the wholesales 
as an outlet, so is the whole- 
saler dependent upon the manu- 
facturer as a source of supply. 
The mutuality of interest in this 
relationship is inherent. Suc- 





cessful management in whole- 
saling must recognize this inti- 
mate relationship. 


Subject to Change 


All of the efforts of manage- 
ment in every phase of whole- 
saling are finally evaluated at 
the level of customer satisfac- 
tion. Retail dealers or building 
contractors and __ industrial 
users, who may purchase direct 
from sheet metal or hardware 
wholesalers, are entirely de- 
pendent upon a source of sup- 
ply, but this source of supply 
need not necessarily be the 
wholesaler. Channels of distri- 
bution are constantly subject to 
change. On the other hand 
wholesalers are inescapably de- 
pendent upon their outlets. The 
final measure of their success 
will be determined at this point. 

What can wholesale manage- 
ment do to insure adequate and 
continuous sales? The first and 
most obvious answer, is of 
course, a good job of whole- 
saling. Specifically this means 
the most effective service at the 
lowest possible cost. But this 
is not the entire answer. 

The wholesaler can do a great 
many things to improve and 
strengthen the position of his 
customers. No management in 
the wholesale field can be suc- 
cessful without complete knowl- 
edge of the character of con- 
sumer demand, including an 
understanding. of needs and 
uses for his products. But 
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understanding the market is not 
enough. Progressive manage- 
ment in wholesaling must be- 
come an active participant in 
its own market and contribute 
as much as possible to the suc- 
cess of its own dealers and cus- 


tomers. 

Dealer aids and assistance in- 
clude advice on financing and 
merchandising and the solution 
to operating problems. As 
wholesalers you are well equip- 
ped to supply such counsel 
based upon the experience and 
observations of your salesmen 
in their contacts with many 
dealers and customers. 


Provides Both Services 


The Department of Commerce 
provides both services and re- 
ports which are designed for 
use by the wholesale trade. 
These include: (1) comprehen- 
sive basic or benchmark statis- 
tics covering total wholesale 
sales and operations, and brok- 
en down geographically and by 
trades, (2) current information 
about the over-all changes in 
the volume of wholesale trade 
and operations, and current 
trends within each trade classi- 
fication and major locality, and 
(3) special studies relating to 
wholesale operations, methods 
and costs. 

The last Census of the Whole- 
sale Trade (Census of Business: 
1939, Volume II, Wholesale 
Trade) includes basic statistics 
by kinds of business and types 
of operation for the United 
States, for States, and for cities 
of 20,000 population, and sim- 
ilar data for all kinds of whole- 
saling combined for counties 
and cities down to 5,000 popu- 
lation. The analysis covers oper- 
ating expenses, credit business 
and receivables, employment 
and payroll, legal forms of or- 
ganization, ownership groups, 
and age of establishment. 

Present law provides for a 
Census of Distribution every 
ten years, the next one to be 
taken in 1950 covering 1949. 
Business groups, including the 
National Association of Whole- 
salers have recommended to the 
Congress that a Census of Busi- 
ness and a Census of Manufac- 
turer be taken concurrently in 
1948 covering 1947, and each 
fifth year thereafter. 

The Census data mentioned 
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above are available in complete 
form only for census years. 
Annual, quarterly and monthly 
reports based upon sample sur- 
veys are issued to supplement 
this basic data. Of special in- 
terest to wholesalers is the 
Monthly Wholesale Trade Re- 
port. This report includes per- 
centage changes in wholesale 
sales by kind of business for the 
current month compared with 
the previous month, and the cor- 
responding month one year ear- 
lier, and year to date compared 
with the same period one year 
earlier. The report also includes 
data on percentage changes in 
inventory and accounts receiv- 
able, and collection percentages. 
These reports are available 
upon request from the Bureau 
of the Census. 


A Major Function 


One of the major functions of 
the Marketing Division in the 
Office of Domestic Commerce is 
the fostering of greater operat- 
ing efficiencies throughout the 
entire field of distribution. Pro- 
grams in this connection in- 
clude the preparation and dis- 
tribution of studies designed to 
achieve better operations, lower 
costs, and increased profits in 
wholesaling. 

Unfortunately no _ specific 
studies have been undertaken 
in the fields of sheet metal 
wholesaling or hardware whole- 
saling, although much of the in- 
formation included in the gen- 
eral studies, or specific studies 
in other fields may be applicable 
to the problems of these trades. 
Specific studies of this type in 
other wholesale fields are plan- 
ned as soon as resources and 
staff will permit. 

The Department of Commerce 
now issues a weekly Business 
Service Check List which in- 
cludes all publications of the 
Department during the previous 
week, and which may be ob- 
tained from the Superintendent 
of Documents at an annual sub- 
scription price of $1.00. 

For many years it has been 
alledged by some students of 
wholesaling that the position 
of the wholesaler is declining 
in importance. This is an issue 
which might be debated at great 
length. (As a matter of fact 
there has been a distinct trend 
toward the renewal of distribu- 
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tion through wholesale outlets 
in a number of trades in recent 
years.) Irrespective of the val- 
idity of this charge, however, 
certainly no one can question 
the truth of one fact—the 





future of wholesaling in every 
field will depend primarily upon 
the progressiveness, and effec- 
tiveness of management. Man- 
agement is in the driver’s seat. 
The quality of management 
effort more than any other fac- 
tor will determine the destina- 
tion. 





Bennett S. Chapple, Jr.'s Address 


(Continued from page 227) 


N.A.S.M.D. Session 


into at least partial operation 
during the remaining months of 
this year, it is now estimated 
that something over 17 million 
tons of sheets and strip should 
be available in 1947. 

Up to this point, our examina- 
tion of the steel industry’s cur- 
rent problem has been made 
without taking into considera- 
tion any factors which apply to 
the steel required for export. 
Yet, the domestic situation is 
impossible of thorough under- 
standing if we ignore our ex- 
port demand. This demand must 
be examined realistically in the 
light of world capacity. 

If devastated countries abroad 
are to be rebuilt on a sound 
economic basis—if we are to re- 
move this grave threat to world 
peace and stability—if we in- 
tend to accomplish this without 
continuing subsidy from this 
country’s resources—the steel 
industry must continue to make 
a major contribution. 

Prior to World War II, total 
world steel production reached 
a peak of 149 million tons a 
year, of which 38 per cent was 
produced in the United States. 
This production rose during 
World War II to 180 million 
tons, of which the United States 
produced an even 50 per cent. 

Since the war’s end. with de- 
mand for steel greater than at 
any time in history, steel pro- 
duction abroad has been drasti- 
cally reduced. As a result, it is 
estimated that production in the 
United States this year will 
equal 59 per cent of the world’s 
steel supply, which is currently 
estimated at 144 million tons. 
Thus, our percentage of world 
production has risen from 38 
per cent in 1937 to 59 per cent 
in 1947. 





The output of Germany and 
Japan, formerly in the top 
ranks of foreign steel pro- 
ducers, has been reduced to an 
inconsequential tonnage. In 
March 1946, the Allied Military 
Governments agreed to permit 
German steel production at the 
rate of 5,800,000 tons a year 
but the inability to secure ade- 
quate coal, together with the 
low productivity of labor and 
the deficiencies in transporta- 
tion, prevented attainment of 
this goal. German steel produc- 
tion in the first half of 1947 is 
reported to have been at the 
annual rate of less that three 
million tons. This—while ap- 
proximately half of the antici- 
pated total—is actually equal 
to but 14 per cent of the 1939 
output. 

On August 29 of this year the 
American and British Military 
Governments outlined a pro- 
gram designed to raise steel 
production in their respective 
zones of occupation to a total 
of 10,700,000 tons a year. An 
early attainment of this objec- 
tive depends, however, on re- 
habilitation of the coal and 
transportation industries in 
that area. 


Impossible to Reach 


Considering obstacles con- 
fronting those administrating 
this program, it is understand- 
able that they consider it im- 
possible that this obiective can 
be reached before 1951. 

There is, however, some de- 
gree of potential relief in sight 
in this foreign picture. Russia 
has now advanced to third 
place as a producer by virture 
of the dislocation of German 
steel production, and is re- 
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beauty that’s more 
than skin-deep 


§yled to grace any table—with every 
detail thoughtfully designed to pro- 
luce better, clearer, more flavorful cof- 
te by America’s favorite method. 
Made of highly polished heavy 
ge aluminum-—fits any burner—and 
“inside story” of extra-wide pump 
we and fine, multi-perforation coffee 
wket makes its performance live up 
wits looks. 


That’s the story of the fast-selling _ 


ww Improved Cafex Aluminum Per- 
lator. 

Country-wide distribution being 
mde on an equitable basis—with grad- 
lly increasing volume. See your 
(afex distributor. 


his attractive, four-color dis- 
pay carton makes an ideal 
merchandising piece for shelf 
¥ counter. 


Description Pkg. 
8-cup Cafex 6 
Aluminum Percolator 


lartford Products Corporation 
8 West Washington Street, Chicago 6, Illinois 
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CYLINDER PADLOCK 


NO. 1626 


Pin Tumbler Construction 
All Brass Unit Cylinders—Unlimited Key Changes 


Cc 
Ss 


c 


SE size 19/16” Solid Rustless Alloy. 
ACKLE \% inch Hardened Steel Chromium 


lated. 
NSTRUCTION — Brass Pin Tumbler and 
Brass Plug. 





KEYS—2 Coined and Milled Brass. 
FINISH —Chromium Finish. 


E. T. FRAIM LOCK COMPANY, INC. 


CARICA SAE , 


Packed one dozen in attractive display 
carton in individual boxes. 
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ported to be planning an expap. 
sion of her production to twenty 


| million tons per year. 


England, France, Australis 
India, South America and th 
Low Countries, are installing 
new facilities. Countries whic 
in the past have not been major 
producers, such as Brazjj. 
Chile, Peru and the Argentine 
are either currently expanding 


| or blueprinting the expansiop 
| of additional facilities. 


Years to Go 


Even if all of this rehabilits. 
tion and construction work 
were to get under way tomor. 
row, and gain momentum jp 
spite of existing shortages and 
other difficulties, it would stil] 
be several years before produc. 
tion in the rest of the world 
could possibly reach its prewar 
aggregate level. 

It is obviously in our ow 
interest to encourage these pro- 


| grams if we are to bring nearer 


at hand that day when foreign 
capacity can resume its histori- 
cal responsibilities in relatior- 
ship to the foreign market. 


Big Question Mark 


The one big question mark we 


| still face in this foreign picture 


is the impact of the Marshall 


Plan. We must not allow our 


selves to forget that the con- 


| plexities of today can be multi 
| plied overnight by its effectua 


tion. 

Up to this point we have 
looked at our problem objet: 
tively from the standpoint of 
supply and demand, and We 


| have seen that time alone 


(measured by years rather that 


| months) can bring the steel it- 


dustry’s new facilities into ful! 


| production. What is being don 


now, in the face of the preset 


| unprecedented demand for ste¢! 


products to boost current pr 


duction? 


Three Potentials 


We are diligently explorin 
three potentials. They involv? 
scrap, coal and steel mill tech 
nology. In the early part of this 
discussion, you will remembe? 
my having pointed out that the 
steel industry, since the war, ha‘ 


| been consistently operating 
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excess of 90 per cent of ca- 
pacity. “The fact that operations 
have not been held closer to 100 
per cent relates directly to a 
shortage of scrap—a shortage 
which, by the end of this year, 
will have accounted for the loss 
of three million tons of steel. 
It is hoped that the Govern- 
ment’s promised speed-up of the 


cataloguing of surplus property | 


will help to make available short- 
ly additional tonnages of this 
important basic commodity. 


Coking Quality 


The second potential involves 
the coking quality of coal and 
the availability of additional 
amounts of this coal to the steel 
industry. Needless to say, we 
are lending our best efforts, 
along with other industries, to 
the solution of this problem. In 
spite of the difficulties which it 
presents, it will be met and it 
will be solved. 


Steel Mill Technology 


The third potential, steel mill 
technology, is ever with us and, 
of course, is always being ex- 
plored. You are probably aware 
of the recent experiments with 
the use of oxygen to supplement 


open hearth operations. This is h 


merely one of the many tech- 
nological advances being worked 
on today which, in time it is 
hoped, will contribute to in- 
creased steel production. 

By whatever extent we are 
successful in developing these 
three potentials, we will be pro- 
portionately successful in bring- 
ing current production closer to 
full rated capacity, and in turn, 
closer to meeting consumer de- 
mand. On an annual basis for 
each per cent of increase in the 
ingot operating rate, 650,000 
tons of finished steel become 
available for consumer use. I 
call your attention again to the 
American Iron and Steel Insti- 
tute’s announcement of yester- 
day that the industry operating 
rate of this week is 96.8 per 
cent, two-tenths of one per cent 
below the highest average we 
were able to sustain during the 
war years. 


Consistent with sound busi- 


ness principles, we will leave no 
stone unturned to raise produc- 


tion to the highest possible | 


levels. 
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"“CORRONIZED 
LICKS CORROSION" 


A beautiful, cool-looking light blue 
insect wire screening . . . won't stain 
woodwork, melt, or discolor 
possesses superior rigidity and impact 
resistance . . . corrosion-resistant. 


For residential, commercial, or indus- 
trial use . . . anywhere complete pro- 
tection against insects is essential to 
health and sanitation. 


Twice the life and durability as com- 
pared to galvanized at only 50%, 
more cost . . . approximately half 
the cost of good-grade bronze wire 
cloth. Well worth its price. 


by the makers of HANOVER STAR BRAND products including 


For complete 
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Teaming Up The General Line 


And Specialty Salesman 


Me: TOWNLEY believes the hardware whole- 

saler must have both specialty and general 
line salesman to promote the sale of merchandise 
properly to the desired volume. He tells how his 
company has solved the problem in getting them 
to work as a team and how they are remunerated. 


Back in my grand- 
father’s day there was little 
need for a specialty salesman in 
the selling organization of a 
wholesale hardware house. The 
customers that we called on were 
almost entirely general line 
hardware stores and we did not 
have retailers doing specialty 
selling as we have now, most 
noticeably in major appliances. 
The general line hardware store 
in those days did not have the 
major line items that a general 
line hardware store has today. 
The regular catalogue salesman 
was able to do the job satis- 
factorily. 

That is not true today. And 
the need for specialty salesmen, 
working solely on major or spe- 
cial lines, will become greater as 
we get back into a competitive 
market in the days just ahead. 
The hardware wholesaler must 
have both specialty salesmen and 


By JAMES P. TOWNLEY 


Townley Metal & Hdwe. Co. 
Kansas City, Mo. 


general line salesmen to pro- 
mote the sale of merchandise 
properly. 

The problem then, is how to 
co-ordinate the efforts and 
merge these two types of selling 
in the salesforce of a hardware 
wholesaler. 

First, let’s analyze _ briefly 
the activities and duties of these 
two types of salesmen. 

The general line salesman 
must have— 


General Line Salesmen 


(1) A working knowledge of 
some 30,000 items. 

(2) He needs full experience, 
for it takes time to gain that 
knowledge. 

(3) He must know a great 
variety of lines and products, 


"When the dealer is sold one or more of your major lines, 
the general line salesman, because of frequent calls, can do 
a great deal and earn his way by servicing the account." 

"Actually, our specialty salesmen are assistant sales di- 
rectors over the general line men in the territory they cover 
as far as their activities on major lines are concerned.” 
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for he skips from shelf hard- 
ware items to builders’ hardware, 
to heating, to sporting goods, to 
auto supplies, to appliances, to 
housewares, etc. 

(4) He must get into a great 
many different types of outlets 
to do justice to his full cata- 
logue. 

(5) With so many outlets he 
can spend only a limited amount 
of time with each retailer. 
True, that limited amount of 
time may mean a full day with 
some major account, or an hour 
with a minor account. 

(6) He must assimilate and 
handle a mass of detailed infor- 
mation, instructions, sales helps 
furnished by sales managers 
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ANTAY PLASTIC GARDEN 

HOSE now reaches new heights 

of quality and big value. Already 
widely known for its many superior 
advantages, the new, improved, 
stronger product offers a choice of three 
brilliant colors—1. Cardinal Red, 2. 
Metallic Green, 3. Metallic Blue. The 
couplings are precision-made of brass. 
Although it weighs 2/3 less, is so 
compact and easy to handle, this new 
SANTAY PLASTIC HOSE actually has 
a water flow equal to or greater than 
ordinary 3/4 inch hose! 


New merchandising and selling power 
have also been added. Now, a colorful 
printed disc appears in the center of 


Yow... BETTER THAN EVER! 


each coil of SANTAY PLASTIC GAR- 
DEN HOSE. Tough plastic ties in con- 
trasting color securely hold each length 
in a tight, attractive coil. The guar- 
antee tag and washer complete a pack- 
age of extraordinary beauty .. a product 
so appealing it catches the eyes and dol- 
lars of gardeners, wherever displayed! 


Order the new improved SANTAY 
PLASTIC GARDEN HOSE from your 
jobber today. Stock all 3 colors and 
arrange them in prominent mass dis- 
plays. Hand a 50 ft. coil to your cus- 
tomers. Let them feel the difference in 
bulk and in weight. Act on these sug- 
gestions NOW! Then watch your sales 
and profits grow. 






AV FULLY GUARANTEED 
4 50 FT. WEIGHS 2/3 LESS 
A EASIER TO HANDLE 
“FLOWS MORE WATER 
AW RESISTS OIL & GREASE 
4 WON'T MILDEW OR ROT 
WON'T CRACK OR PEEL 


359 NORTH CRAWFORD AVENUE ¢ CHICAGO 24, ILLINOIS 
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SELL CUSTOMERS 
ABESTO QUICK 


SETTING PLASTIC 


— "the material with 
a hundred uses.” 


¥% Patching roof leaks 
%& Caulking wall cracks 
% Sealing pipe joints 
%& Repairing flashing 
% Laying linoleum 

%& Bonding wall board 
% Relaying loose tile 


% Cementing boiler and 
furnace breaks 


% Setting sewer tile 





Dealers! 
Write for literature and 
specification sheets 


ABESTO MANUFACTURING C0. 


DEPT. 49 MICHIGAN CITY, IND. 














and factories, plus reports to 
make and orders to write. 

(7) With this mass of de- 
tail and the large number of 
items to be sold he cannot be as 
polished or experienced in one 
or more major lines as a spe- 
cialty salesman. He cannot be 
expected to produce the same re- 
sults in any one line. He cannot 
spend the time to help teach 
dealers how to merchandise and 
promote their major lines, to 
help train their clerks, and other 
similar aids that help build sales 
volume. 

Yet he is the backbone of the 
hardware wholesaler. He is the 
man representing your firm call- 
ing every week or two on your 
customers. He is the John, Joe or 
Jim that your customer knows 
and trusts. He is your company 
that gets into that store regu- 
larly and gets you the business. 
He is the one who brings you a 
steady flow of orders in all de- 
partments and makes the wheels 
go around. 


Specialty Salesmen 


The specialty salesman is— 

(1) Well versed in a few ma- 
jor items. Sometimes this is 
one line, like paints, or a depart- 
ment, like sporting goods or a 
few items, like refrigerators, 
stoves, washing machines, and 
such major appliances. 

(2) The number of calls that 
he makes in each town is more 
limited. On the average he can 
spend more time with each 
dealer, helping to dress up his 







































displays, suggesting ideas for 
promotion, training his clerks 
and generally helping each 
dealer be a better merchandiser. 

(3) He has less detail to han- 
dle and fewer and shorter or- 
ders to write. This gives him 
more time to plan his own sell- 
ing campaign. 

(4) He gives your firm the 
large volume on a limited num- 
ber of major lines that you must 
have, to get and keep the na- 
tionally advertised, foremost 
lines in the industry. Without 
him, a wholesaler cannot do a 
completely satisfactory selling 
job. 


Friction May Develop 


I believe that it is a mistake 
to take the major lines com- 
pletely away from the general 
catalogue man and have them 
sold entirely by the specialty 
men, The general line man may 
resent it and friction may de- 
velop. He wants that volume. 
But he is reasonable. He can be 
made to understand he will not 
get that sales volume unless he 
does something to earn it. He 
can play a very important part 
for you in getting and keeping 
the major line volume. First, he 
can do your bird-dogging. He 
knows the territory, he knows 
the best merchants, the medi- 
ocre ones, the poor ones. He 
knows where to take the spe- 
cialty man to line up the outlets 
that will do the best selling job. 

Secondly, when that dealer is 
sold and is carrying one or more 
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of your major lines, the general 
line salesman because of fre- 
quent calls can do a great deal 
to earn his way by servicing 
the account. By that I mean 
ironing out the problems, han- 
dling claims and taking the com- 
plaints, keeping the dealer re- 
minded of the importance of his 
major lines and selling him new 
merchandise. In a territory like 
ours, which is more than 500 
miles square, and where each of 
our 40 general line salesmen has 
a wide territory to cover the 
general line man calls on the 
account every week or _two 
weeks, whereas. the specialty 
man may get in about once 
every two months. The services 
that he performs, if he performs 
them properly, are many. 


Must Know His Lines 


To earn his participation in 
the sales profit of those major 
appliances he must have a work- 
ing knowledge of his merchan- 
dise. He requires a schooling 
that can be given in your place 
of business, or by personal in- 
struction from the specialty 
salesman. He requires refresher 
courses every few months in the 
form of sales meetings or work- 
ing with a specialty man or 
factory representative. He re- 
quires all the knowledge and 
data that can be given to him to 
keep him well posted on these 
major lines. 

He must have close supervision 
on this follow-up work from the 
sales manager and the major 
line department head. This su- 
pervision should be both in the 
form of instructions and sales 
helps as well as required reports 
daily or weekly to assure the 
management that he is perform- 
ing the proper follow-up duties. 

Since he does perform an im- 


portant and worthwhile func- - 


tion he certainly is entitled to 
remuneration from the sales of 
those products. This sometimes 
presents a knotty problem when 
two men are selling and servic- 
ing the same account. We at 
Townleys’ have both specialty 
men and general line men work- 
ing together in this manner. 
Our solution, which is contained 
in a yearly contract that we 
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A new full color catalog of 
famous Hodgman Sporting Spe- 
cialties — waterproof clothing, 
waders, camping equipment and 
air goods — is coming off the 
press. 


For decades the name Hodg- 
man has been identified with the 
production of “America’s Fin- 
est” waterproof sporting cloth- 
ing and accessories. During the 











E HODGMAN 1948 
SPRING CATALOG 


past year, many noteworthy im- 
provements have been made in 
Hodgman garments — in fabrics 
— in coatings. 


WRITE NOW TO RESERVE YOUR 
COPY. 


HODGMAN RUBBER CO. 


FRAMINGHAM. MASS. 


261 Fifth Ave. 173 W. Madison St. 
New York, N. Y. Chicago. Ill. 
121 Second St. 


San Francisco, Cal. 
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Cc. C. ALLEN 
Dobbins Mfg. Co. 


Chairman Entertainment 
Committee 


write with our specialty and 
general line men, is working 
very satisfactorily for all con- 
cerned. In major centers, such 
as Kansas City, Oklahoma City, 
Tulsa, Wichita and the like, 
where there are more large spe- 
cialty stores and where the 
specialty salesman spends a 
greater proportion of his time, 
the specialty salesman usually 
services the account entirely and 
receives full credit for the sales. 


perience in the last several 
months to have come across a 
number of industrialists who 
have said that with the passage 
of the Taft-Hartley Act, “our 
foremen had better get in line 
or else.” My answer is that 
legislation never cured anything. 
Education is the answer. If we 
properly tell the story of the 
American system to our foremen 
so that they in turn can give the 
lie to those who would tear down 
our American system, we will 
have accomplished the greatest 
good for posterity that can be 
hoped for. 


Public Relations 


Foremen.can be your best pub- 
lic relations men because they 
work with the rank-and-file eight 
hours a day; they go to the same 
church; they have their hair cut 
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In smaller rural communities, 
where the general line salesman 
is calling every week or two 
anyway, the sales credit is split 
50-50. We give each man full 
credit for one-half of the sales. 
If a general line salesman fails 
to service an account properly, 
the account is taken away from 
him and the specialty salesman 
receives full credit on the entire 
sales of the major lines. 


Assistant Sales Directors 


Actually, our specialty men 
are assistant sales directors over 
the general line men in the ter- 
ritory they cover as far as 
their activities on major lines 
are concerned. The specialty 
men and the general line men 
work together in setting up ma- 
jor line dealers. Then the spe- 
cialty man works those dealers 
independently of the general 
line man. His chief function is 
to sell major appliances and to 
train his dealers and his dealers’ 
clerks how to sell major appli- 
ances. His secondary function, 


_ but almost of equal importance, 


is to spend part of his time 
working with our general line 
salesman, answering the ques- 
tions in their mind, keeping 
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(Continued from page 212) 
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in the same barber shop; they go 
to the same corner saloon; and 
on fishing trips and hunting 
trips with some of their men. 
The foreman is your mouthpiece. 
He is the greatest power for 
good or evil in your plant and it 
is up to you to give him the 
tools which will make him valu- 
able to you. You can reestablish 
him as a leader in his sphere of 
influence. 


Foreman Is Management 


Up to the passage of the Taft- 
Hartley Law, it was a moot ques- 
tion as to whether or not fore- 
men were a part of management. 
There is no doubt now that 
Congress thinks they are man- 
agement. That throws a new 
light on the responsibilities of 
management. If your foremen 
commit an unfair labor practice, 


CONVENTION 
SPEAKER 





» W. T. INGRAM 
Reynolds Metals Co. 


them up to date and enthused in 
the selling of those major lines. 

As a team, working together, 
the specialty salesman and the 
general line salesman can do a 
far better job selling major ap- 
pliances than working against 
each other or without each 
other’s help. This combination 
gives your firm and the manu- 
facturer the desired and re- 
quired volume of sales. 


you will definitely be held re- 
sponsible for their actions. This 
means that now you must be 
doubly sure that your foremen 
know the limits within which 
they can act in labor relations 
without getting you into a con- 
troversial or illegal position as 
regards your, and labor’s, rights 
under the Act. It is your re- 
sponsibility to see that your fore- 
men are, in every sense of the 
word, managers. 

While, at present, the union- 
ization of management personnel 
is in a state of shock due to 
legislation, don’t think for one 
moment that the problem is 
solved. The Taft-Hartley Law 
has provided you with an oppor- 
tunity to build your manage- 
ment team into a hard-hitting, 
smooth-running organization. If 
you do not do it now, you may 
not have the opportunity again. 
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Order Through Your Jobber... OR WRITE 








A.H.M.A. Session 


Report of A.H.M. A. Secretary 


HESE uncertain times, times 

of neither war nor peace, 
have indeed provided an open 
season for reports, investiga- 
tions and predictions, commer- 
cial and political. Every com- 
mentator has had his say, with 
a resultant welter of opinion 
which solves few problems. This 
brief report, therefore, will be 
confined strictly to salient facts 
concerning the American Hard- 
ware Manufacturers Associa- 
tion, without wearying you with 
less important details. 

You can continue to take pride 
in our large and thoroughly rep- 
resentative membership, _in- 
creased during the Association 
year just ending by the addition 
of the following companies: 

The Allen Mfg. Co., Hartford, 
Conn. 

American Gas Machine Co., 
Alberta Lea, Minn. 

Bana Company, San Fran- 
cisco, Cal. 

The Billings and Spencer Co., 
Hartford, Conn. 

Bridgeport Brass 
Bridgeport, Conn. 

Buch Manufacturing Co., 
Elizabethtown, Pa. 

Burlington Mills Incorporated, 
Burlington, Wis. 

W. R. Case & Sons Cutlery 
Co., Bradford, Pa. 

The Cleveland Cap Screw Co., 
Cleveland, Ohio. 

J. M. Dalglish Co., St. Paul, 
Minn. 

G. W. Davis Corp., Richmond, 
Ind. 

Diesel Mfg. Co., 
Conn. 

Electro-Line Products Corp., 
Milwaukee, Wis. 

Erie Tool Works, Erie, Pa. 

L. H. Gilmer Co., Philadelphia, 
Pa. 

Gerity-Michigan Die Casting 
Co., Adrian, Mich. 

Klein-Logan Co., Pittsburgh, 
Pa. 


Company, 


Moosup, 
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Kromex Corporation, Cleve- 
land, Ohio. 

Marathon Line Co., Homer, 
N.. ¥. 


Maremont Automotive Prod- 
ucts Co., Chicago, IIl. 

Parkersburg Steel Co., Park- 
ersburg, W. Va. 

Rockford Screw Products Co., 
Rockford, IIl. 

S. G. Taylor Chain Co., Ham- 
mond, Ind. 

Village Blacksmith Co., Water- 
town, Wis. 





CHARLES L. WHEELER 
Salt Lake Hardware Co. 
Chairman Nominating 
Committee, N.W.H.A. 


R. D. Werner Co., Inc., New 
York, N. Y. 

A net gain of 17 for the year, 
and at no time in recent years 
has there been greater interest 
and co-operation on the part of 
the membership, and a clearer 
understanding and approval of 
the purposes of the association. 
The very satisfactory financial 
position of your association is at- 
tested by the following report of 
the auditing committee. 

Initiated this year, it is 
natural that interest should con- 
centrate upon the workability 
and degree of success demon- 
strated by the combination plan 
of advanee and regular regis- 
tration. While many member 
companies have always been rep- 
resented by manufacturers’ 
agents, the average percentage 
of direct factory representation 
at fall conventions has _ been 
about 73 per cent of Association 
membership, of which about 64 
per cent have sent in delegate 
lists in advance of conventions. 
With a present membership of 
396,274, or approximately 69 per 
cent, availed themselves of the 
opportunity of appearing in the 
advance registration list. We 
are inclined to regard this as a 
satisfactory showing for the first 
year, particularly as some com- 
panies sending large delegations 
find it difficult to definitely de- 
termine delegate personnel until 
too late for inclusion in an ad- 
vance registration list. By the 
end of the week, composite opin- 
ion undoubtedly will clearly in- 
dicate whether members gener- 
ally approve the plan and desire 
its continuation. 

In closing, I desire to express 
great appreciation for the cor- 
dial cooperation of officers, ex- 
ecutive committee and member- 
ship in general. 
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NIGHT LATCH NO. 3547 


e 


SLEEK is the word for this Eagle Night 


Latch creation, newest in Eagle’s 






. _ 








constantly growing family of money-makers. 









Sothilines and appealing finish have 


hlended with traditional Eagle 





® ¥ 
‘se : 
mi ’security to meet the demand of 











Mmers who are looking for a night latch 







that will be at home in the most modern 
tting. And Eagle No. 3547 fills the bill. . . 


at a price that is bound to keep sales 








clicking steadily. Better order 






AW from your jobber today. 







America’s First Lockmakers — Since 1833 






SLE INDUSTRIES, INC. Subsidiary of Bowser, Inc. 


National Sales Representative of The Eagle Lock Company 
110 North Franklin St., Chicago 6, Illinois 
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Key Figures Every Executive 


Should Have 


Their Relationship to Each 


Wes you speak 


of key figures and their relation- 
ship to each other and their use, 
you are approaching a subject 
which I know is most familiar 
to all of you and on which I do 
not anticipate being able to shed 
much additional light. All that 
I can give you are the figures 
most important to me in the 
operation of our own business. 
In all probability the first figure 
that enters anyone’s mind is 
gross sales. However, it is my 
opinion that although this figure 
is of primary importance, it is 
only important where other fig- 
ures are taken into considera- 
tion. 

Naturally, we all like to see 
our sales mount into sizable vol- 
ume, but if this volume does not 
produce extra profits, then much 
time, work and worry have been 
wasted. 

It is my belief that every ex- 
ecutive should have at least a 
monthly record of his sales, the 
gross profit on sales, and the net 
profit on sales. These are the 
figures on which we all base the 
progress we are making. How- 
ever, to secure these figures we 
must of necessity bring into the 
picture various other figures, 
such as inventory, purchases, 
cost of goods sold, and the ex- 
penses, which will help us to ar- 
rive at the first three figures 
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Other and Their Use 


By BEN G. COX 
President and Chairman of the 
Board, 
Buhrman-Pharr Hardware Co., 
Texarkana, Ark. 





BEN G. COX 


mentioned. I sometimes think 
that we put too much stress on 
volume of sales and overlook such 
figures as purchases and total 
operating expenses, etc., for 
after all, these figures are most 
instrumental in determining our 
net profits on sales at the end of 
a year. 

We have set up a very simple 
procedure in our own business 
from which we can estimate 
from month to month our gross 
sales, purchases, inventory, cost 
of goods sold, gross margin of 
profit, total operating expenses 
and net profit before taxes. In 
all probability most of you use 
this same simple bookkeeping 
method. For the benefit of any 
of you who might not, I will give 


you a brief outline of the method 
we follow. 

We must admit that we are 
probably one of the few firms 
who have not as yet adapted 
one of the more recent methods 
of inventory control. We realize 
many of its advantages and some 
of its disadvantages. Since we 
do not have a perpetual inven- 
tory system, it is necessary for 
us, in our business, to estimate 
our inventory. Naturally we 
take an actual physical _in- 
ventory, at the end of the year, 
since we work on a calendar 
rather than a fiscal year. But 
this leaves two unknown quan- 
tities in our monthly report 
which must be estimated, name- 
ly, our inventory and our per- 
centage of gross profits. The 
example is, of course, purely 
hypothetical. 

Let us assume that on Jan. 1 
we had a merchandise inventory 
of $500,000—this would be an 
exact figure, being taken from 
an actual physical count. Six 
months later we find, from our 
records, that we have purchased 
merchandise in the amount of 
$1,500,000, making a total of 
two million dollars on hand Jan. 
1 and purchased to July 1. Then 
in order to arrive at our present 
inventory it becomes necessary 
for us to work backwards. We 
will again assume, as a matter 
of illustration, that our gross 
sales to July 1 amount to two 
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THE FIRST REALLY 


NEW IDEA SINCE AUTOMATIC TOASTERS WERE INVENTED 
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HERE IT IS... the thrilling SAMSON Tandem... an 
automatic toaster that's really new in design, performance and 
selling features! New slim shape enables it to fit anywhere, 
even on narrow ledges. New single-slot holds two standard size 
slices end-to-end . . . a tandem arrangement that means both 
sides of each slice are browned exactly alike. New Front- 
Operating Dial lowers bread for toasting; when done, slices 
pop up a full 2” for easy removal. No burned fingers—re-sets 
instantly. New Slide-Out Crumb Tray catches all crumbs, even 
melted butter. . . empties instantly. New 3-Footed Base pro- 
vides stability on uneven surfaces. Instant Toast Release, rigid 
handles. And from its one-piece chrome shell to its rich bur- 
gundy bakelite base and controls, the SAMSON Tandem 
reaches new heights in streamlined beauty! 


SAMSON /22322f22)) 
Nina) Valea) Chad. 


Every Samson Tandem Toaster comes 
in a colorful, eye-catching SHOWBOX 
that pictures the product life size . . . 
that illustrates its most outstanding 
features and describes its many advan- 
tages. Put these Tandem Toaster 
SHOWBOXES in your windows and on 
your counters ... either singly or in 
groups ... and watch them pull in 
prospects and make sales! 


SAMSON UNITED CORPORATION, ROCHESTER 10, N.Y. 
Samson United of Canada, Limited, Toronto 











‘NAVAL 


SOCKET SETS 
ARE SELLERS 


Why? Because they have a solid reputa- 
tion for making hard jobs easy. NONE- 
BETTER Thin Wall Sockets squeeze 
through narrow openings, reach over ob- 
structions, and stretch far beyond where 
ordinary sockets stop. Bad tempers, torn 
knuckles and costly delays are stopped by 
thin walls, 


The NONE-BETTER Thin Wall Socket 
Set illustrated is the ideal basic set. The 
sale of extra attachments to extend its use 
further provides a continuing stream of 
profits for you. Unrivaled in per- 
formance, guaranteed in quality, 
and backed up by attractive dis- 
plays that make sales for you, 
NONE-BETTER 
Tools are sold in 
hardware stores 
only. Stock up to- 
















The new Catalog of the 
improved, expanded 
NONE-BETTER Line is 
yours for the asking. 






sold only in theffbetter hardware stores 
THE NEW BRITAIN MACHINE CO. 





NEW BRITAIN, CONN. 
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million dollars and that our per- 
centage of profit is 25% of the 
gross sales. Then the cost of 
the goods we have sold up to 
July 1 will be 75% of our gross 
sales, or in this example, $1,500,- 
000,000. This amount is then 
our cost of goods sold, and by 
deducting it from the total 
amount of inventory as of Jan. 
1, plus the purchases since that 
time, which in this example total 
two million dollars, we get the 
result of five hundred thousand 
dollars which is our estimated 
inventory as of July 1 

We have found that it is much 
easier to estimate accurately the 
percentage of gross profit than 
the other unknown quantity, 
which is, of course, inventory. 
We ordinarily use the same per- 
centage of gross profit figure 
that we knew to be exact a year 
before. Naturally this figure 
varies from year to year depend- 
ing on a great many factors such 
as fixed overhead cost, the 
amount of gross sales, market 
conditions, etc. But, when these 
conditions are taken into con- 
sideration you can very easily 
adjust your gross profit percent- 
age to coincide with your judg- 
ment as to what has taken place 
in the way of mark-up, volume, 
expenses, and other figures to 
date. 

To go further and to return 
to our example, we will assume 
that our general and administra- 
tive expenses to July 1 are $150,- 
000 and that our sales and de- 


livery expenses are also $150, 
000. We then have a total ope- 
rating expense of $300,000. This 
amount, deducted from _ your 
gross profit of sales, which was 
$500,000, gives you a net profit 
of $200,000 before Federal and 
state income taxes. 


Quickly Determined 


From our records we can 
quickly determine our total over- 
head expenses which, for our 
own convenience, we divide into 
two parts—first general and ad- 
ministrative expenses, second, 
sales and delivery expenses, 
Those two are broken down in 
the report, but they are the two 
main classifications. We do 
this primarily so that we can 
have a very accurate check on 
the operation and maintenance 
of our fleet of trucks on which 
by far the greater portion of our 
merchandise is delivered. Since 
the operation of our trucks is of 
primary importance from the 
standpoint of our total ex- 
penses, we naturally keep as ac- 
curate a record as possible on 
them. This, of course, is also a 
matter foreign to this discts- 


sion and we will make no at-~ 


tempt at this time to go into 
the question of free delivery. 
In our own case we have this 
report made up immediately 
after we close our books at the 
end of each month. We keep 
comparative figures for three 


(Continued on page 304) 





The Atlantic City beach and boardwalk. 
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to give your customers the dollar values they 
want and can recognize. Give them heating 
power in B. T. U.’s that will out-perform all others. 
Give them personal comfort and freedom from 
care that really touches their daily lives. Give 
them economy in fuel consumption that registers 
in their pocket-books. Give them year around 


functional service that heats in winter, cools in 
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Preway Heaters are 
made in two sizes—with 
a 10 inch and a 13 inch 


Breeze pot burner. 


Heatmiser 
Fuel Saver 


Only Preway heaters give you 
this important feature that de- 
livers more heat from the 
same amount of fuel. The long 
fingers of flame rising from 
the burner are caught by the 
Heat-miser and routed around 
the bustion chamb wall 
before reaching the chimney. 
This increased flame travel as- 
sures added heating capacity. 





summer. Yes . . . give them Preway heaters ~ 


you can’t give them more. 


Major PREWAY Engineering Advantages 





Jumbo 
Panel Doors 


Opening to 180°, these wide 
cabinet doors provide quick 
and direct radiant heat — are 
most effective and welcome 
when heat is wanted in a 
hurry, such as taking the 
morning chill off of rooms. 








Weather-Wizard 
Forced Air Unit 


Preway alone has this type of 
forced heated air circulation 
with scientifically designed di- 
rectional grilles to eliminate 
cold spots. It delivers warm 
tomfertable air to every cor- 


_ her of the house. In summer, 


the Weather-Wizerd tempers 
“sweltering heat with a cooling 
breeze. 





WANS 
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VAS 





Preway Radiant 
Circulating Heater 


Here is a power-house Preway 
unit that develops over 31,000 
B.T.U.'s per hour. It is equipped 
with all Preway. engineering 
advantages: exclusive Heat- 
miser, Breeze Pot Type Burner, 

* Adjustable Leg Leveler, Con- 
stant Level Valve, Hinged Top 
Grille, Removable Corrosion 
Resisting Fuel Tank with Shut- 
off Valve and Strainer and 
Heavy, Gauge Sheet Steel Com- 
bustion Chamber. 


PRENTISS WABERS 
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This basement floor affords plentiful space which was at a premium upstairs. 





Sales Up 40 Per Cent When 


Appliances Went Downstairs 


= the war years 


the depleted major appliance lines 
of the Frank Geele Hardware Co., 
Sheboygan, Wis., were forced out 
of their dominant display posi- 
tions by other lines which were 
in greater abundance. Then, with 
the end of the war, Mrs. Emma 


Mattoon, president, and other of- 
ficials of the firm, did not want to 
give up or reduce the display 
space that had been allotted to 
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Attractive basement store was opened by the 
Frank Geele Hardware Co. when expanded lines 
began to crowd appliances on the main floor 


the new or expanded lines so it 
became necessary to find more 
space for the appliance section. 


Used the Basement 


It was decided to utilize the 25 
by 75-ft. basement, exclusively for 
the sale of appliances. The rear- 
rangement is proving most satis- 


factory and has helped immeasur- 
ably in increasing sales by ap- 
proximately 40 per cent. 

So as not to take up valuable 
space in the center of the store, 
the stairway to the basement was 
erected near the front door, where 
it can be readily seen by the cus- 
tomer immediately upon entering 
the store. 
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UST-FREE NICKEL PLATE 
MOOTH, SNAG-PROOF 
HE ENDS CURVE UP 


ARMS FIRMLY HELD 
N ANY DESIRED POSITION 


VE 12’ ARMS 
NATIONALLY ADVERTISED 


a 


Nothing else like it! 


SALES REPRESENTATIVES IN PRINCIPAL CITIES 
CANADIAN REPRESENTATIVE: 

FOX AGENCY, LTD., PORT CREDIT, ONTARIO 

EXPORT AGENCY: THE A. J. ALSDORF CORP., 

221 LA SALLE ST., CHICAGO 1, ILLINOIS 
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STEEL PRODUCTS 


MANUFACTURING CO. 


4100 BECK AVE., ST. LOUIS 16, MO. 





om SWING-A-WAY KITCHEN APPLIANCES 


WAY 
UTility Ra 


Another new product by the creators of 
the original swing-type can opener 












All SWING-A-WAY prices 
ore fair-traded 


* Sell it 
all over the house: 


KITCHEN 


For drying dish towels, 
cleaning-cloths, chamois, etc. 


BABY’S ROOM 


Here its all-round usefulness 
is most welcome. 


CLOSETS 


ideal for your scarfs, collars, 
dickeys, etc. A handy man- 
size tie-rack. 


BATHROOM 


For drying towels, lingerie, 
hosiery, infonts weer, gloves, 
etc. 


You're building business with every sale 
of Bassick “ Diamond-Arrows”. Finest of 
furniture casters, their exclusive two-level ball 
race construction provides the easy, full-float- 
ing action and long life that customers appre- 
ciate — and remember. 


Make sure “Diamond-Arrows” Nos. 7696 
and 9696 — two of the most popular of these 
fast-selling, top-quality casters —are on your 
want list next time you contact your jobber. 
Packed one set in a box and made by the 
world’s largest manufacturers of casters... 
THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corporation. 
Canadian Division: Stewart-Warner-Alemite 
Corporation, Ltd., Belleville, Ont. 





The “Diamond-Arrow’s” 
Smoother Action 
Brings profitable 














MAKING MORE KINDS OF CASTERS 
- » + MAKING CASTERS DCO MORE 
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The neon sign attracts the attention of upstairs customers. The light 
grillework makes it easy to see into the appliance section from above. 


The basement is brightly lighted 
by fiuorescents. Electric and gas 
stoves are ranged in staggered 
fashion along the length of the 
room on a slightly raised plat- 
form, which makes it easy to 
keep a clean floor. 


Model Kitchen 


On the right side, up front, is a 
model kitchen, made to look liv- 
able by such details as a small 


radio, a cookie jar, a wall plaque, 
stove mats, towels and napkins. 


Radio Section 


A circular bay at the rear of the 
basement store contains the radio 
section. Console type radios stand 
on the platform area of the bay 
while a table in the center is used 
for displaying and demonstrating 
small radios. 


Console radio models are shown around this circular bay at the rear. 
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Enjoy the Economy |- | The DISSTON RAKE with 


of ertreiiiay 


the “Back-bone”’ Spring 


advertised in the October IIth issue of 


THE SATURDAY EVENING Post 


ES STRAIN 
TAK OFF 


is a striking example of 


TEETH € 
MAKES 


ra The Economy of Quality 


LIGHTER 


T'.. many excellent features of this fine rake combine 
to provide economy of the highest degree ...tO your Cus- 


tomers and to you. 
all plaque, 


1 napkins. For your customers there is economy of cost... added 


years of good service, making it the most economical rake 
n Sling! i 
they can buy. And they will enjoy economy of effort, because 


_ — S y the Disston Rake makes raking easier, faster and less tiring. 
the radio \ 


dios stand “A For you there is a combination of many economies that 
f the bay ; 


aheohons The “Back-bone ” 
i Spring 1S stfOnBs . 
are able, has greater — 
5 bility, makes 4 ing ! ly ) | 

yy, Jess tiring: business. And there is the additional economy of selling time, 


easier, 
Teeth are © 
flat spring scee 
ened and temp is 

; a 4 ' | | 
Bending. Will nos can be certain of a quick, easy, profitable sale. 
catch on surface ruots 


or tear UP plants ane 


results from dependable quality in goods that give complete 


customer satisfaction and help to build sound, profitable 


for after describing the distinctive features given below, you 


ered to 


FEATURES THAT WILL HELP YOU 
INCREASE DISSTON RAKE SALES 


It’s the only rake with a ‘‘Back-bone”’ Spring. 
; in place . ee aa . ‘ . . 

k your *Veeth are held in place The “‘Back-bone”’ Spring takes strain off teeth, makes frame lighter 
Ask y by a patented slot ane ; ace , 
HAROWART to construction i and stronger... increases flexibility and makes raking easier and 

ace ar es 
RET ferrule and spaces mt less tiring. 

The flange on Spee 
L é E ‘ ; 
adds fost ee Two Teeth are of special flat spring steel, hardened and tempered to 

t to Ms . . . . . 
es: D-18 and D-24. resist twisting and bending. Will not catch on surface roots or tear 
up plants and grass. 

@ Patented slot and key construction in ferrule and spacer bar hold 
teeth in place. Flange on spacer bar adds four-point support to teeth. 


@ Two sizes: D-18 and D-24. 


¥ DISSTON & SONS, INC. 
Oy  itadelel 35, Pa., U.S-A- 


Ju Canota, write 


4 wy Peover Brass Horomia fe et HENRY DISSTON & SONS, INC. 
1054 Tacony, Philadelphia 35, Pa., U. S. A. 
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This striking front is of the full visual type which permits showing of 
much merchandise. Power mowers and wheel goods are featured outside. 


Country Store Stops Moforists 


Drivers find it easy to pull off the road and 


park when they are attracted by the displays 
PY MODERN. stream. in the new, streamlined Strachota-Behnke store 


lined store, with visual front, 
room for outdoor display and 
plenty of parking space was 
opened last spring by Roger Stra- 
chota and Norbert Behnke in the 
little community of Elm Grove, 
Wis., 15 miles west of Milwaukee. 

This type of store, located in a 
community of only 800 popula- 
tion, which previously had no 
hardware and appliance store, has 
been welcomed by residents of the 
area and business has been boom- 
ing ever since. 

The building measures 40 by 
70 ft., is one story high and is 
located on a large plot of ground 
which provides room for future 
expansion. It is of concrete block 
construction, with stone facing on 
the facade. Corners of the build- 
ing are rounded, as are the win- 
dows, which gives the store a 
striking and pleasing effect. 


Equipped with fluorescent light- A simulated log cabin makes a fitting setting for sporting goods. The 
ing, the store presents a bright pic- woodsy theme is carried out in the wrapping table constructed of logs. 
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Now. ..go into the 

VENETIAN 
BLIND 

BUSINESS 






Artcraft gives you top quality, 
guaranteed, custom-built blinds. . . 
all-metal or facia type...with slats 
of galvanized bonderized steel, 
flexalum aluminum or kiln-dried 
seasoned wood. Choice of attrac- 
tive tape colors. Prompt, depend- 
able delivery. 


Just buy one Artcraft sample blind 
for only $3.30... Display it. 
and you’re in business! 

No need to send salesmen out to 
measure for blinds...Artcraft sup- 
plies simple, concise directions for 
measuring accurately and install- 
ing, that any customer can follow! 


WRITE FOR DETAILED INFORMATION TO THE FACTORY NEAREST YOU 


ARTCRAFT VENETIAN BLIND MANUFACTURING COMPANY 
MAIN Office * St. Louis, Missouri * 3958-72 Olive Street 
Pittsburgh, Pa., 72 First Avenue * Chicago, 1tl., 1528-38 Armitage 
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s and steel escutcheon pins in standard or special sizes 


Let Hassall supply your requirements of bras i 
metal-edge boxes assure display value, convenient 


... Plain or plated finishes... Attractive, sturdy, 
handling and protection of contents... WRITE FOR PRICES. 

Escutcheon pins in other metals, special nails, drive screws and rivets made to order.. . Economy, 
quality and quick delivery in large or small quantities ... Tell us what you need... We will answer 
promptly... ASK FOR FREE CATALOG ...3-color Decimal Equivalents Wall Chart free on request. 


JOHN HASSALL, SE . st Sebtens Street 


Brooklyn 22, N.Y. 
SANUFACTURERS* OF COLD-HEADED SPECIALTIES—ESTABLISHED 1850 
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ture at night, when passersby and 
motorists can see from front to 
rear of the interior. Set back 50 
ft. from the highway, the store is 
able to use outdoor displays and 
also provide plenty of drive-in 
parking room. 

Roger Strachota says that in a 
small community like this, out- 
door display of items such as 
wheel goods, small tractors, gar- 
dening tools and the like are effec- 
tive. Suburban dwellers and truck 
farmers buy numerous items like 
this and outdoor display catches 
their attention quickly. 

“Our store was planned so as to 
appeal to all members of the 
suburban family,” says Mr. Stra- 
chota, “and the way our traffic 
has been growing, we think are 
plans are working out.” 


“Notions” Department 


In line with this plan, a “no- 
tions” department was set up in 
a rear corner and the patronage 
of it indicates that the women of 
the community appreciate having 
a place where they can buy thread. 
tape and other items so frequent- 
ly needed in the average family. 

The left front area of the store 
is devoted to a showing of appli- 
ances, including farm freezers, hot 
water heaters, oil burners, refrig- 
erators, washers, etc. This depart- 
ment was located up front so that 
motorists can glimpse the appli- 
ance display as they drive past. 
The big parking area gives them 
a chance to swing in and park, 
should they get the idea after 
seeing appliances in the windows. 

Another feature of the new store 
is the sporting goods section. This 
department was made with a cabin 
roof effect. The wrapping counter. 
in the foreground of the sporting 
goods section, is also done in pine 
logs. Any customer who comes to 
the wrapping counter can’t help 
but notice the sporting goods dis- 
play. 

“We believed there is a definite 
need in many communities for a 
store like ours,” says Mr. Stra- 
chota. “We do repair work on 
appliances, heating plants, sports 
equipment and other goods, so 
there is no need for the suburban 
customer to go elsewhere to buy 
an item or have it repaired.” 
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Increase your sales with this beautifully designed display 
unit for Trimedge Mouldings. It's made to attract attention, 
equipped with casters to facilitate easy movement, takes 
only four square feet of space and is yours at a nominal 
cost. These attractively designed units are equipped with 
twelve tubed sections to carry those items shown in above 
illustrations, in six foot lengths. Other Trimedge sections are 
available to fit display unit. Attractive booklets, which illus- 
trate proper application of Trimedge mouldings, are furn- 
ished free with each unit. Write today for complete in- 
formation and prices. 
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OPEN SEASONS FOR TRAPPING 1947-1948 
| ¥ 
STATE MUSKRAT MINK SKUNK RACCOON FOX 3 
ALABAMA Nov. 20 to Feb. 20 Nov. 20 to Jan. 31 Nov. 20 te Jan. 31 Nov. 20 to Jan. 31 Nov. 20 to Jan. 81 
@ARIZONA xDec. 1 to Mar. 1 Closed Open Nov. 1 to Mar. 1 Open 
ARKANSAS Dec. 1 to Jan. 31 Dec. 1 to Jan. 31 Dec. | to Jan. 31 Dec. 1 to Jan. 31 Dee. 1 to Jan. 31 Ps 
‘ 
CALIFORNIA xNov. 16 to Feb 27 Nov. 16 to Feb, 27 Open Open Nov. -16 to Feb. 27 § 
COLORADO Nov. | to Jan. 31 Nov. 1 to Jan. 31 Open Nov. 1 to Nov. 30 Nov. 1 to Jan. 31 ; 
#CONNECTICUT Nov. 1 to Mar. 31 Nov, 1 to Mar, 15 Nov. 1 to Mar. 16 Oct. 18 to Dee. 31 Open % 
DELAWARE x x x x x f 
@FLORIDA Dee. 1 to Mar. 1 Dec. 1 to Mar. 1 Open Dec. 1 to Mar. 1 Open 
GEORGIA Nov. 20 to Feb. 28 Nov. 20 to Feb. 28 Nov. 20 to Feb. 28 Nov. 20 to Feb. 28 Nov. 20 to Feb. 28 
#IDAHO xNov. 1 to Apr. 15 xNov. 1 to Dec. 31 Open xNov. I to Dec. 31 Closed 
ILLINOIS Nov. 15 to Jan. 16 Nov. 15 to Jan. 15 Nov. 15 to Jan. 15 Nov. 15 to Jan. 15 x Open 
INDIANA Nov. 15 to Jan. 15 Nov. 15 to Jan. 15 Nov. 165 to Jan, 15 Nov. 15 to Jan. 15 Open 
IOWA x x x x x 
KANSAS Dec. 1 to Jan. 31 x Dec. 1 to Jan. 31 Dec. 1 to Jan. 31 Open 
@KENTUCKY Dec. 1 to Jan. 31 Dec. 1 to Jan. 31 Dec. 1 to Jan. 31 Dec. 1 to Jan. 31 xDee. 1 to Dec. 31 
LOUISIANA Dec. 1 to Feb. 15 Nov. 20 to Jan. 20 Nov. 20 to Jan. 20 Nov. 20 to Jan. 20 Open 
#MAINE x Nov. 1 to Nov. 30 Oct. 16 to Feb. 15 Oct, 16 to Feb. 15 x Open 
MARYLAND Jan. 1 to Mar. 1§ Jan.1 to Mar. 15 Open Closed Open 
#MASSACHUSE ITS Nov. 1 to Mar. 1 Nov. 1 to Mar. 1 Nov. 1 to Mar. 1 Nov. 1 to Jan. 1 Nov. 1 to Mar. 1 
MICHIGAN xNov. 1 to Jan. 31 xNov. 1 to Jan. 31 Nov. 1 to Jan. 31 xNov. 1 to Dec. 15 Open 
MINNESOTA x Nov. 1 to Jan. 29 Nov. 1 to Mar. 1 Nov. 1 to Dec. 1 Open 
MISSISSIPPI Dec. 1 to Jan. 31 Dec. 1 to Jan, 31 Dec. 1 to Jan. 31 Dec. 1 to Jan, 31 Open 
MISSOURI Dec. 1 to Jan. 15 Dec. 1 to Jan. 15 Dec. 1 to Jan. 15 Dec. 1 to Jan. 15 Dec. 1 to Jan. 15 
MONTANA Mar. 1 to Mar. 31 Nov. 20 to Dec. 31 Open Nov. 20 to Dec.31 Nov. 20 to Dee. 31 
NEBRASKA Nov. 15 to Feb. 15 Nov. 15to Feb. 15 Nov. 15 to Feb. 15 Nov. 15 to Feb. 15 Open 
NEVADA Nov. 15 to Mar. 15 Nov. 16 to Mar. 16 Open Nov. 15 to Mar. 15 Nov. 15 to Mar. 16 
#NEW HAMPSHIRE xOct. 20 to Feb. 1 xOct. 20 to Feb, 1 xOct. 20 to Feb. 1 Closed Open 
NEW JERSEY Dec, 1 to Mar. 15 Dec. 15 to Mar. 15 Open Nov. 1 to Jan, 15 Nov. 10 to Apr. 3 
NEW MEXICO x x x x x 
NEW YORK xJan. 1 to Mar. 20 Nov. 5 to Mar. 15 Nov. 5 to Feb. 10 Nov. 5 to Jan. 20 x 
NORTH CAROLINA xDec. 1 to Feb. 15 xDec. 1 to Feb. 15 Open xDec. 1 to Feb. 15 x 
NORTH DAKOTA Dec. 1 to Dec. 15 Nov. 15 to Feb 15 Oct. 1 to Feb. 28 Oct. 1 to Feb. 15 Open 
#0OHIO xNov. 15 to Mar. 15 xNov. 15 to Mar. 15 Closed Nov. 15 to Jan. 15 Open 
OKLAHOMA Dec, 1 to Jan. 31 Dec. 1 to Jan. 31 Dec. 1 to Jan. 3) Dec. 1 to Jan. 31 Dec. 1 to Jan. 31 
#ORLGON Nov. 15 to Feb. 15 Nouv. 15 to Feb, 15 Open Nov. 15 to Feb. 15 Open 
#PENNSYLVANIA Dec. 1 to Feb, 1 Nov. 1 to Feb. 1 Nov. | to Feb. 1 Nov. 1 to Feb. 1 Open 
RHODE ISLAND xNov. 1 to Mar. 1 xNov. 1 to Mar. 1 Nov. 1 to Mar. 15 Oct. 1 to Feb. '1 Open 
SOUTH CAROLINA xNov. 27 to Mar. 1 xNov. 27 to Mar. 1 xNov., 27 to Mar. 1 xNov. 27 to Mar. 1 xNov. 27 to Mar. 1 
SOUTH DAKOTA xDec. 1 to Feb. 15 Nov. 1 to Feb. 15 Nov. 1 to Feb. 15 Nov. 1 to Feb. 15 Open 
#TENNESSEE Dee. 1 to Feb. 1 Dec. 1 to Feb. 1 Dec. 1 to Feb. 1 Dec. 1 to Feb. 1 xDec. 1 to Feb. 1 
TEXAS xNov. 15 to Mar. 15 Dec. 1 to Jan. 31 Dec. 1 to Jan. 31 Dec. 1 to Jan. 31 xDec. 1 to Jan. 31 
UTAH x x Upen . Closed Open 
VERMONT xOct. 25 to Apr. 19 Oct. 25 to Feb. 14 Oct. 25 to Feb. 14 Oct, 25 to Dec. 30 xOct. 25 to Feb. 14 
#ViRGINIA Dec. 1 to Mar. 15 Oct. 15 to Jan. 31 x Closed xNov. 15 to Jan. 31 
#W ASHINGTON Nov. 15 to Jan. 15 Nov. 15 to Jan. 15 Open Nov. 15 to Jan. 15 Open 
#WEST VIRGINIA Dec. 1 to Feb. 16 Dec. 1 to Feb. 16 Nev. 11 to Jan. 31 Nov. 11 to Jan. 31 x Open 
WISCONSIN xOct. 25 to Mar. 15 xOct. 25 to Mar. 15 x Open xOct. 25 wo Mar. 1 Open 
WYOMING x x x x x 























Always consult your state conservation department or local game warden before undertaking to trap. From those sources you can obtain complete information 
concerning license requirements, as well as general and special! trapping regulations. 


State regulations require traps to be tagged. 
xConsult your state conservation department or local game warden concerning special regulations. 


This summary has been prepared by the Animal Trap Company of America, Lititz, Pennsylvania from information furnished by the state conservation depart 
ments, Every effort has been made to provide complete, up-to-date information, but due to constant'changes in legislation and departmental regulations, 


accuracy is net guaranteed. 
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HARDWARE BY SAGER 


WLCITCUM euulted. 


tn We Ettonial Tradition 


Why emphasize the beauty and grace of Sager 
Builders Hardware? It is because Sager’s excellence 
of styling and range of designs have paced the field in 
winning approval among architects, builders and 
contractors. Of course, beauty alone will not sell 
hardware. That's where Sager’s utility values score 


Each piece expresses a high caliber of craftsmanship 


by Sager ‘‘Artists in Metal,’’ and the soundness and 
durability of time-proved basic metals. Naturally 
then, Sager Hardware 1s notable, not for beauty 
alone, but also for ease of installation and smooth 
operation For over 50 years these qualities have 
made the Sager line a top-quality line . . . a line ex- 


ceedingly salesworthy for Sager dealers everywhere 


Better Style in Builders Hardware by 
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(SAGER) 


NORTH CHICAGO, ILLINOIS 
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HOUSEWARES FOR 
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THANKSGIVING 
GOODS 
WINDOW 


MERCHANDISE: 
Roasters of all kinds, 
percolators, coffee 
makers, waffle iron, 
toasters, glass cas- 
seroles, pie plates, 
baking dishes, bowl 
sets, custard cups, 
measuring cups, flour 
sifters, dish pans, 
stew kettles, pressure 
cookers, dutch ovens, 
skillets, salad bowls, 
salad moulds, carv- 
ing sets, knife sharp- 
2ners, meat choppers, 
kitchen cutlery. 


BACKGROUND: 
Center panel of ivory 
corrugated board or 
painted wallboard. 
Side panels of dark 
brown material. Cut- 
out turkeys in natural 
colors. Cut-out let- 
ters on center panels 
in red and brown. 


Thanksgiving and Sport Goods 
For Late November Windows 


HARDWARE AGE Original Window Display IDEAS 
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FALL 
SPORTING 
GOODS 
WINDOW 


MERCHANDISE: 
Guns, ammunition, 
hunting coats and 
pants, hunting shirts, 
hunting caps, sox, 
gloves, duck decoys, 
pack baskets, cart- 
ridges, clay birds, 
traps, oil, gun clean- 
ing rods, gun clean- 
ing kits, patches, 
camp stoves, binocu- 
lars, gun sights, ice 
skates, hockey sticks, 
pucks, etc. 


BACKGROUND: 
Center panel of 
bright red corru- 
gated material or 
painted wallboard. 
Side panels of light 
brown material. Cut- 
out letters of dark 
brown materials. 
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Don Babcock Issues 
Holiday "Farm News‘ 


ON BABCOCK, Oconomowoc, 

Wis., hardware dealer, who has 
long published “Babcock Farm 
News” for his customers, devotes 
most of his December issue each 
year to Christmas merchandising, 
greetings and comments. Instead of 
the usual brown, ink on goldenrod 
colored stock, his Christmas issue is 
in green ink on white paper. The 
front page last year showed the title 
of the leaflet and a Christmas bell 
in red while the greeting, “Merry 
Christmas from Dorothy, Donny and 
Don Babcock, Bud Smith and Ruben 
Fentz,” appeared in green letters. A 
comprehensive gift suggestion list 
indicating items for mother, father, 
sister, brother and baby offered 
ideas to the 2400 rural boxholders 
who received that issue. The four- 
page leaflet measured 6 in. in width 
and was 9 in. high. 


“Record Shop" Ad 
An Eye-Catcher 
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/, FREDDY MARTIN 20-2267 ¢/, 
of 1 Won't Be Home Anymore When You Call a 
ings Are No Different Now 
Bes , 
i SAMMY KAYE 20.2239 of, 
d, Would You Believe Me — Ask Anyone Who Knows : 
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Wolff, Kubly & Hirsig, of Madison, 
Wis., has its appliance department 
and record shop in a separate build- 
ing, as described in the Jan. 30, 
1947, issue of HARDWARE AGE. 
Here's how the firm recently adver- 
tised its Record Shop, in a musically- 
decorated, two column by 772-in. 
ad which was part of a group for 
other units of the firm. Record 
names, catalog numbers and the 

orchestras were featured. 
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PHILADELPHIA ‘STYLING 











(2 Outstanding 


‘Your mower customers naturally ate in- 
terested in mechanical features. They 
want to know how well a mower cuts... 
how easy it is to operate .. . how long it 
will last. And you have the right answers 
when you sell Philadelphia! 


But appearance is important, too. . 


it influences all mower buyers’ decisions. 
Tell your customers about Philadelphia 
styling—how Philadelphia leads the 
parade in-appearance. Then follow 
through with the complete Philadelphia 
‘performance story—and mister, you've 
Imade a sale! 


D, 


LAWN MOWER DIVISION 


(Coldwell-Philadelphia Lawn Mower Co., Inc. 


Newburgh, New York 
(Subsidiary of Portable Products Corporation 






Even MORE, in '48 
you can 
















DEPEND ON 





























Handles are of steel tubing, fitted with’ 
rubber hand grips, and curved to give’ 


oie li 
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Cutting blades are efficient—and look 
efficient. Heavy-gauge steel construc- 
tion and handsome paint job catches 
shoppers’ eyes. 





Modern disc wheels are fitted with 
rubber tires and sparkling chrome 
plated hub caps. 


FOR TOP VALUE, 
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We we are 


awaiting further authentic infor- 
mation from manufacturers, whole- 
salers, and retailers regarding pres- 
ent conditions in the cutlery line 
in the U.S.A. it may not be un- 
profitable to take a brief view of 
the world history of cutlery. 

In the reign of Queen Elizabeth 
of England, Sheffield became the 
leading city in the making of cut- 
lery. There were at that time 
migrations of refugees from the 
Netherlands to England. Many 
were skilled hand-working me- 
chanics. They settled in Sheffield 
and added their skills in the mak- 
ing of cutlery to those of the 
English workmen. Most of the 
work was done in their own 
homes. Concentrations in fac- 
tories came at a later date. Manu- 
facturing centers were along the 
rivers and were not scattered until 
Watts, by means of a tea kettle, 
discovered the power of steam. 
For years England profited by the 
high prices of hand work while 
she developed the lower costs of 
steam power production. 

The term “jack knife” is said to 
stem from a certain skilled me- 
chanic and refugee named “Jac- 
ques.” 

Pocket knives at first were made 
without springs, which were a 
later development at Sheffield. 


“Pen Knives" 


In those early days writing was 
done by sharpened and split quill 
feathers that required a very sharp 
and hard steel blade. So every 
writer necessarily had to have 
such a blade in his pocket knife 


and so came the name of “pen . 


knives.” 

George Washington, Thomas 
Jefferson, and all the writers of 
their time used quill pens and so 
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By SAUNDERS NORVELL 




















































SAUNDERS NORVELL 


had to have and take great pride 
in their “pen” knives. 

The invention of the steel pen 
was the first blow at the necessity 
of every one having to have a 
pocket knife. 


The Safety Razor 


The second’ blow affecting the 
sale of cutlery came when the 
safety razor was invented and 
safety razors and blades largely 
took the place of the old time 
“straight” razors. : 

Still people used the wooden lead 
pencil and a sharp knife was ne- 
cessary to sharpen it. One still 
had to have his pocket knife. Then 
came the fountain pen taking the 
place of the regular steel pen and 
in a large measure the use of lead 
pencils. Then in offices where 
many pencils were used came the 
mechanical, fixed pencil sharpener 
which still more reduced the ne- 
cessity for a personal pocket knife. 

Many knives are called “Sena- 
tor” and “Congress.” Our re- 
vered ancestors especially in Amer- 


Dean’s Page 





ica and our statesmen in general 
chewed tobacco. “Star” plug was 
in almost every pocket. Spittoons 
adorned not only Congressional 
and Senatorial halls, but courts 
and offices and even homes. A 
good sharp knife was necessary to 
cut a “chaw” so our prominent 
citizens still took pride in their 
fine pocket knives. 

With the decline of the national 
habit of chewing tobacco, and the 
drift to cigars and the cigarettes 
and pipe smoking, the interest in 
fine pocket knives declined. 

At an early date Congressmen 
were all supplied with “Congress 
knives” and it is interesting to 
note they were Rodgers knives 
made in England. 

A man named Whittle was an 
expert with a pocket knife and so 
we have the words “whittle” and 
“whittlers”. But whittling re- 
quired nice, fine pine boards. 
Shipping cases supplied this want 
but the nemesis of the whittlers 
came with packing in paper car- 
tons—good whittling material was 
hard to get around the country 
store. Still the pocket knife in- 
dustry survived. 

Cutlers came over from England 
and settled in our New England 
and eastern States and_ slowly 
built up the industry. 


Imported Cutlery 


At first English, and later Ger- 
man cutlery, was imported in siz- 
able quantities. Hardware stores 
carried complete lines of Rodgers, 
George Wostenholme and other 
makes of English and later Ger- 
man pocket knives. I well remem- 
ber the excellent quality especially 
of English knives. 

As a salesman—over 50 years 
ago—I carried two trunks. One 
with these foreign brands and an- 
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' HEAT TREATMENT 





This automatically-control- 
led, rotary-type electric fur- 
nace assures uniform heat- 








treatment of every Crescent 


Tool. 


Automatic timing and automatic heat 
control insure accuracy of hardening 
in snips and pliers going through this 
furnace. 














Both Crescent and competitive pliers 
are tested to destruction in this con- 
tinous cutting machine. Quality of 
product as compared to other makes 
can be easily determined. 


CRESCENT TOOL COMPANY, Jamestown, N. Y. 


@ There are definite reasons for the consistently 
better-than-average performance of Crescent Tools. 


Automatic controls in this hardening furnace over- 
come the possibility of errors made by operators. 


Degree of temperature is automatically control- 
led. Doors through which tools are inserted and 
removed open automatically at pre-determined 
intervals. These automatic methods are used 
throughout all Crescent heat treating and tem- 
pering operations. 


In this way inferior tools cannot reach the ul- 
timate consumer, which is another reason for the 
wide popularity of Crescent products. 





“CRESCENT TOOLS 








Give Wings olor 




















% CRESCENT” is our trade-mark registered in the United States and foreign countries for wrenches and other tools. “Crescent” 
tools acre made only by Crescent Too! Company of Jamestown, N.Y., and are sold by leading distributors everywhere. 
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other with our “special 
brand.” 

We used as a selling point that 
our special brand was “war- 
ranted”, This warrant was always 
a headache. When we called we 
would find our customers with a 
box full of “warranted” knives we 
had to take back and replace. It 
was that or a disagreeable argu- 
ment. 

How well I remember the great 
demand for “Russell’s Barlow”. 
It was and still is a fine sturdy 
knife that stood up under terrible 
punishment. In my territory every 
farmer carried his “Barlow.” 

Later there developed the “Scout 
Knife” that is a veritable tool 
chest and, I understand, is still go- 
ing strong. 

The heavy increase in our tariff 
helped our domestic makers and 
was hard on the fine foreign 
knives we had been importing. 

As after the lapse of many years 
I start my studies into the Amer- 
ican cutlery situation and I find 
many changes. 

Mass production — and semi- 
mass production has taken the 
place of the old time, hand forged 
methods. Many claim the quality 
is still just as good. Recently I 
have looked over some fine lines 
made by machines. They look 
good but I remember with nostal- 
gia the fine quality of the old time 
hand forged blades. 

Old manufacturers J knew have 
dropped out or passed away. 
There have been many consolida- 
tions. I find Mr. Alvord of Em- 
pire is gone. Mr. Smith of Lan- 
ders, Frary & Clark has passed on. 
Adolph Kastor of Camillus devel- 
oped and left a fine business to 
his sons. He was a great salesman. 
I hear Mr. Schrade is alive but 
not very active. All his old time 
competitors speak of him with re- 
spect and affection. He was a top 
flight cutlery man in his day. My 
old associate, Mr. Tillmans is run- 
ning a retail shop of his own in 
Bridgeport. He was a quality man- 
ufacturer. I don’t believe he ever 
knew how to make “cheap” goods. 
What surprises me so far in my 
study is the endless number of 
manufacturers making just a part 
of the cutlery line. Some nothing 
but pocket knives, others shears 
and scissors, others kitchen cut- 


own 
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lery, others carvers and table cut- 
lery. No one makes—as far as | 
have found—a full or complete 
line. 

Then there is the greatest diver- 
gence in the reports about quality 
and the ability to fill orders at 
once and complete. One promi- 
nent wholesaler complains of poor 
quality and inability to get a line 
to supply their dealers and, at the 
same time, a leading manufacturer 
declares their quality was never 
better and they are prepared to fill 
orders of any size at once. 

I can’t understand why whole- 
salers so urgently in need of cut- 
lery can’t get together with manu- 
facturers who claim to be able to 
fill orders. 

Is the trouble price? I haven’t 
dwelt much on prices so far as I 
find the general advance on cut- 
lery is only about 100 per cent. A 
dollar knife at retail is now about 
$2. When one compares advances 
in price on cutlery with other lines 
you are lead to believe cutlery 
manufacturers have not been prof- 
iteering. 

To conclude, I believe that an 
item of good quality in cutlery 





should bring a fair price as it 
lasts so long. 

On my watch chain I have a 
knife I have carried for over 25 
years. It was a present so I don’t 
know what it cost. But even if the 
cost was $10 that is only 40 cents 
a year for service so far rendered 
and this knife today is in almost 
perfect condition and good for an- 
other quarter of a century. 

When it comes to actual value 
for one’s money, even in these 
days of inflation, nothing can be 
better as an investment than a 
piece or set of first class cutlery. 

So let us not only increase sales 
but do our neighbors a good turn 
by getting busy making this a 
great cutlery Christmas. 

Meanwhile, let’s also take some 
of the knots and tangles out of 
the cutlery business. The hard- 
ware trade manufacturers, whole- 
salers, and retailers never had a 
better opportunity to put the cut- 
lery line—quality goods—to the 
front before a nation with their 
pockets bulging with money. 

Put this over—There’s only one 
place to buy cutlery of quality and 
that’s in a hardware store. 





Cutlery Regains Lost Eminence 


By HAROLD E. MASBACK 
President, 


Masback-Incorporated 
New York City 


HETHER you are a retailer 

or a wholesaler, you probably 
have need to pause and reflect on 
the question, “Is my cutlery depart- 
ment doing the volume of business 
it should?” 

Those of us who have spent years 
in the hardware field generally 
think of a cutlery department in 
terms of kitchen cutlery, some carv- 
ing sets, scissors and some pocket 
knives. For one reason and another 
the stock of the average cutlery de- 
partment in recent years has not 
been too large, too wisely selected, 
nor too well displayed. 

Having turned their attention 
once more to the needs of the con- 
suming public, with the cessation of 
war, American cutlery manufactur- 
ers have been trying to replenish re- 
tail stocks with lines of pre-war 





HAROLD E. MASBACK; 


quality, at the same time adding 
scores of new products which might 
be profitably handled by cutlery de 
partments. During the depression 
years automatic machinery, which 
turned out pocket knives and table 
flatware by the hundred thousands, 
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ALL Chicago Padlocks Lock 
BOTH SIDES 
No. 742 Shown Here 

oo 


Two Keys with Every Lock 


Meet — BEAT Price 
Competition on a 
Quality Basis with 
the Popularly 
Priced Better Built 
CHICAGO Locks 


"CHICA 
MADE IN 


Lowest Priced Popular Seller 


SIDES of Shackle. 





CHICAGO Locks are famous the world 
over for the Extra—‘*DOUBLE Lock- 
ing—DOUBLE Security” they assure. 
... Ask your Jobber about CHICAGO 
Lock’s FREE DISPLAY offer shown 
above. Learn WHY CHICAGO Locks 


will step up your sales—and Profits! 


| I CHICAGO 





CHICAGO LOCK CO. 
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Medium Priced Popular Seller. 
11 Criss-Cross Tumblers. Locks 
BOTH SIDES OF SHACKLE. 


CHICAGO Locks-Lock BOTH Sides 
of Shackle... Assure 


LOCK CO. | 


| Rea ree 


, Dept. HA-10, 2024 N. Racine Ave., Chicago 14, Ill. 
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WRITE PRICES PLAINLY 


WITH A 


Sifaisde!] 
METAL MARKER 








Tell your customers the 
price of each article by 
marking it plainly on 
the article itself with 
a BLAISDELL Metal 
Marker. 


It writes strong, clear 
figures on the smoothest, 
slickest surfaces—china, 
glass, metal—yet wipes 
off clean with a damp 
cloth. 


Made in either Thin Black (792-T) 
or Thick Black (795-T) 


SHARPS 


ff 


€ 


ime 


J 792-T Baise 


*Reg. U.S. 
Pat. Off. 


Tring ws 


Order from your dealer, or— 














Mail this coupon for FREE SAMPLE 


SVats0e7 PENCIL COMPANY 
141 Berkley St., Philadelphia 44, Pa., Dept. H-9 


Send me sample of No. 
NAME 
STREET Ea 


GITY. ZONE. STATE______ 


Sanlateteteteteteteteteteheietetdedetetteeey 
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made severe inroads into the quality 
cutlery market. Hardware dealers 


sold their share of such merchandise 
but always looked for the return of 
quality goods in volume. 

Following this came the stainless 
steel era when Mrs. Housewife 
would not accept anything else, 
which brought about a further low- 
ering of quality standards. Much 
of this stainless steel did not stain 
but neither did it cut, to everyone’s 
dissatisfaction. 

A few years ago the cutlery trade 
received a great boost with the 
introduction of chrome vanadium 
knives, chrome-plated to prevent 
stain. Mr. and Mrs. Consumer, sick 
and tired of knives that would hard- 
ly cut, were quick to see that here 
at last were stainfree knives that 
really did a cutting job. 


Market Was Waiting 


Clever advertising in women’s 
magazines furthered desire to own 
some of these knives so that when 
new hollow ground lines were of- 
fered they found a waiting market. 
Many men and boys were disap- 
pointed in the quality of pocket 
knives prior to the war. It was only 
during the war when most service 
men were issued a real knife, made 
to exacting standards of quality ma- 
terials, that many of them realized 
for the first time what a fine tool a 
knife can be. 

Our pocket knife manufacturer 
furnished 12,000,000 knives of vari- 
ous types to the armed forces and 
we believe pocket knives will again 
be carried by men and boys. Adver- 
tising pocket knives as gifts for Fa- 
ther’s Day, Christmas and birthdays 
is now part of the advertising pro- 
gram of some manufacturers. Other 
items besides knives which have also 
been greatly improved in design, 
packaging and promotion, are scis- 
sors, shears, razors and blades of all 
kinds, and many other cutlery spe- 
cialties. 


Nationally Advertised 


Cutlery has definitely been lifted 
out of the “buy if you want to” 
class, and is now an industry doing 
a great deal of national consumer 
advertising, creating a demand for 
its products. The advertising is not 
only attractive but it is educating 
the public to buy good cutlery. 

Manufacturers are supplying the 
dealers with attractive cutlery dis- 
play cases, mats and reprints of 
their national advertisements so the 


dealer can tie-in with this adverts. 
ing and make his local store a head. 
quarters for good cutlery. Knives 
are being packaged more attrac. 
tively in units which are profitable 
for both the retailer and the whole. 
saler. 

Every prospective knife buyer 
from the dawn of history has had 
the urge to handle a knife before 
buying it or making a trade for it, 
This urge has been satisfied by one 
manufacturer who has put his knives 
in moisture-proof Cellophane enve- 
lopes which allows the customer to 
inspect them closely without dam. 
aging the blades with corrosive fin. 
ger marks. All numbers in the line 
are packed in half dozens, which 
means that both the small and large 
dealer can be supplied without in 
vesting in unnecessary inventory. 

Another manufacturer, who makes 
kitchen knives, puts sleeves over 
the blade of each knife so the con- 
sumer can actually see the blade on 
one side and read the instructions 
on the care of the knife on the 
other. 


Ideal Gift Items 


There are many ideal gift items in 
cutlery lines today. A leading whole- 
sale firm reports that a review of its 
sales records for the last year shows 
that most of the sales in cutlery were 


made in sets and more particularly § 


in the sale of sets in wood blotks 
that retail from $5.95 to $14.95 each. 

No longer are 10 and 25-cent par- 
ing knives and cheap knife and fork 
sets the big sellers in the cutlery 
department, but rather knives retail- 
ing at $1.50 and up and sets begin- 
ning at $4.95 each. 

While cutlery is a year-round 
standby for the hardware dealer it 
also lends itself well for special pro 
motional events at various times 
during the year. 

For the past two years cutlery 
sales have been unusually good in 
spite of limited stocks and now, 
that knives are in fair supply, deal- 
ers are in a position to do a good 
job, but real selling of cutlery is 4 
lost art to many hardware store 
salesmen who must be re-educated. 
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Take-It-Fasy Heating 


Here Is Why The Coleman Dealer Finds It Easier 
To Turn Oil Heater “Lookers” Into Buyers 
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Coleman's extra-comfort 
features are easy to demon- 
strate—they close more sales! 


Coleman name—known to 
millions, an accepted quality 
standard for 46 years. 


Coleman’s six models 
meet all buyers’ needs, yet 
make stock-keeping simple. 


Coleman’s extra features— 
engineered for proved 
better performance. 


Coleman’s national 

advertising that wins ready 
items acceptance—easier sales. 
al gift items in 
leading whole- 
a review of its 
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Coleman’s hard-hitting 
sales helps identify your store 
as Heating Headquarters. 


The Coleman oil-heater business isn’t running out of customers! That’s because 


n the cutlery customers get what they really want in Coleman. Coleman’s 46-year-old reputa- 
knives retail tion and Coleman’s 99-million national ads this year, have “pre-sold” millions of 
nd sets begin- people. They know that in Coleman they can get the features—the quality—the 


comfort they really want. 
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vare dealer it 
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Cytoway View 
These Features Help You Sell: 
(1) Hot Tube radiator; (2) 
furnace type heat unit; (3) 
big open grille; (4) power 
blower (optional); (5) heat- 
reflector doors. 


years cutlery 
1ally good in 
ks and now, 
supply, deal- 
to do a good 
fF cutlery is a 
rdware store 











 re-educated. 





Here’s one reason Coleman is sell- 
ing! Every Coleman ad sells women 
on Cleaner heating —a nicer home. 
Every ad sells the idea that a Coleman 
means less wark. 


Two more “Coleman Clinchers”’ 
that sell the “man of the house”: (1) 
Coleman automatic features—no fire- 
tending work! (2) Coleman fuel 
economy. 


Automatic Oil Heater 
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The women are sold—the men are 
sold! A Coleman franchise is a slice 
of this pre-sold market — investigate 
your chances of getting one! Mail 
coupon below — now! 


To: The Coleman Co., Inc., Dept. HA-929, 
Wichita 1, Kansas. 


Please have your distributor give me facts about l 


Coleman Oil Heater franchise. 
Name 
Address 

















ON-RUS 
SANIT-KIT 


NON-RUST ALUMINUM 


LUNCH KITS 


% HEAVY GAUGE SOLID ALUMINUM 
KW SEAMLESS CONSTRUCTION 
% SANITARY— ROUNDED CORNERS 
He PIE TRAY Available for Extra Capacity 


BAT WING 


CARPET BEATER 










Patent coil spring 
throat for unusual 


beating action! 


Perfect balance... 
lasts longer. 
For the millions who 
still prefer the old 
fashion way. 


WASTE 
BASKETS 


“The Full Line” 


Plain colors. 

Decal decorated. 
Original hand point- 
ings in oils by Vargol. 
A Wide assortment 
of background colors. 


Mfg. of Wheel Goods and Metal Specialties, 


sold through leading hardware 


jobbers from coast to coast. 


METAL FABRICATING CO. 


WILKES-BARRE, PA. 
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The Ad-Viser 


(Continued from page 181) 


have recognized the importance of 
repetition, even to the extent of 
using the same message over and 
over again. 

You. may rightly ask the ques- 
tion, “With competition as_ it 
exists today, how can small ads 
attract attention?” The answer is 
not only frequency but also the 
quality of the elements within the 
ad itself. Difference or emphasis 
must be achieved. The method of 
attaining this can be broken down 
into the following rules: 


Rules to Follow 


1. Unusual Headline — Let the 
headline play an important role. 
Hand lettering or distinctive ty- 
pography will help. A_ clever 
catch-word, a striking idea, an in- 
teresting thought, any one of these 
will gain the attention you want. 
Make the headline simple, concise 
and effective. Keep a “morgue, 
file” of interesting headlines and 
always refer to the file for ideas. 

2. Unusual Borders — A hand- 
drawn border is always an atten- 
tion-getter. Heavy, black dotted 
lines, large dots, curved ‘frames, 
etc., can be used.. You can actu- 
ally change the complete appear- 
ance of the ad with a distinctive 
border. 

3. White Space — Effective use 
of white space can be an impor- 
tant factor in getting the reader 
to see your ad. Don’t waste the 
space. Instead, distribute it care- 


fully. Your message will stand out. - 


4. Black Space — Reverse cuts 
or white figures and lettering on 
a black background is an ever- 
popular form for advertising. This 
technique must be carefully used. 
It is necessary to determine 
whether reverses are being used 
too extensively within a local pa- 
per. If so, avoid them since black 
ads will blend with black and 
difference is lost. 

5. Unusual Shapes — Space in 
newspapers is always rectangular. 
You can be different by using any 
shape but rectangular. Emphasis 
is achieved with the use of circles, 
ovals, odd geometric forms, etc., 
as the shape of your ad. 

6. Use of Cartoons — Cartoons 
have won increasing popularity in 
the retail field. A newspaper read- 
er thoroughly enjoys comics, car- 
toons and humor of any type. Ad- 
vertisers have taken advantage of 
this by using humor in their ads 
and the results have been uniform- 
ly excellent. 

So, we repeat, do not fret if 
your budget restricts you to small- 
er ads. If correctly used, you will 
find amazing advertising results 
can be obtained. Plan regular 
campaigns for your small ads. 
Work out ideas in the form of 
both institutional and promotional 
appeals. Be consistent. Use some 
of the above ideas and you can’t 
go wrong. 

Next time we'll talk about ad- 
vertising production and how to 
save money in the creation of pro- 
motional material. 











Henry Disston & Sons, Inc., Philadelphia, Pa., has prepared a unique display 
showing five miniature woodsmeh, booted and mackinawed, pointing out the 
main features of the Disston chain saw. Cardboard figures have been placed 
in various postures at the salient points they are meant to emphasize. Each is 
,| posed beside a balloon on which is lettered the feature at that point. Poster 

showing the saw being used in a felling operation in the lumber woods forms 
a background for the display. 
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these are the G-E Christmas bulb prices 














your customers will HEAR on the air! 
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G-E MULTIPLE 


o* INDOOR LAMPS 
~ =) (C-7'”) 
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G-E DeLUXE 
ROUND MULTIPLE 
LAMPS (G-14) 


These suggested retail prices on G-E Christmas 
Tree lamps will be carried into millions of homes by 
General Electric’s entertaining new radio show 

“Willie Piper” over 166 A. B.C. stations. Listen for the 
Christmas Tree lamp commercials on December 4, 11 
and 18. Consult your paper for time and station. 

In addition your customers will see these same prices 


displayed in G-E national magazine advertising. 


G-E LAMPS 


GENERAL £3 ELECTRIC 
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G-E OUTDOOR 
MULTIPLE LAMPS 


(C-9%) 
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in the retail hardware store. 
A careless employee can be 
more trouble than he is worth. He 
not only fails to do his work prop- 
erly, which results in some other 
employee of the store having to 
correct his mistakes, but he also 
causes customers to be dissatisfied 
with the store’s service and meth- 
od of handling things. 


C “in the retail b has no place 


Always in Trouble 


The careless employee is in 
trouble with everyone. He always 
fails to make out charge slips cor- 
rectly. The bookkeeper must then 
find him and question him in 
order to complete the work. He is 
always giving merchandise away 
for he fails to charge all the items 
taken by the customer. 

If a customer returns merchan- 
dise 4nd asks for credit, the care- 
less employee is likely to forget to 
give proper credit. The customer 
is greatly incensed when he re- 
ceives his statement and finds that 
he has not received credit. This 
results in more work on the part 
of the bookkeeper and the store 
owner who must trace the transac- 
tion and make apologies to the 
customer. 


Orders Are Wrong 


The careless employee never 
takes an order correctly. Some- 
thing is missing on the order, the 
wrong merchandise is sent, or the 
item is the wrong size. Someone 
else must correct his mistakes. It 
is apparent that the careless em- 
ployee not only fails to do his own 
work but makes a lot of extra work 
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Carelessness 


for everyone else in the store. 

When he is called upon to make 
deliveries, he fails to load all the 
items on an order and then has to 
make a return trip, or he mixes up 
orders so that customers are angry 
at such poor service on the part 
of the store. 


Is a Menace 


The careless employee is a men- 
ace in the store. He never puts 
stock away after showing it to a 
customer. Other employees must 
do this work for him. He leaves 
tools in dangerous positions so 
that other fellow employees or 
customers might injure themselves. 


When he unpacks merchandise he 
creates more hazards than all the 
others in the store. Hazards to 
merchandise, for he fails to place 
it where it will not become broken 
or damaged, and to personnel, in 
that he leaves box tops with nails 
exposed in positions where injury 
to others is possible. 


The Only Cure 


Attention to detail, and being 


thorough in whatever is done, is 


the only cure for the careless em- 
ployee. Carelessness cannot be 
tolerated in the retail hardware 
store, or in any other type of en- 
terprise. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent, 80 is good, 60 is fair, 40 is poor, 20 
very poor.’ The correct answers to these questions will be found 


on page 364. 


Work the problem first—then substitute the figures 
of your own business for those in the problems. 


1—Sales in a retail hardware store in 1946 were*$45,000. 
Rent was 1.5 per cent of sales; insurance was 0.5 per cent of 
sales; salary expense was 14 per cent of sales; and advertising 
0.7 per cent of sales. Figure these expenses in dollars and cents. 


2—Identify the following: (a) 5,280 ft.; (b) 16% ft.; (c) 
144 sq. in.; (d) 3.1416; (e) 160 sq. rods. 


3—Define the accounting term “fixed asset.” 


4—Linseed oil costs dealer 32 cents per lb. for oil weighing 
71% lb. per gallon. Figure cost per gallon and determine retail 
price to produce 35 per cent margin on selling price. 


5—Pressure cookers of the 4-qt. size cost a dealer $8.67 in 
single units. If he buys six the cost is $7.80 each. Retail price 
is $13. Figure margin on the selling price on each cost. 
(Answers on page 364) 
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THE DEALER WITH VISION 
WON’T MISS THE BOAT! 


Cedarline Your Closet in an Hour 

© One application of Cedacote turns an ordinary clothes 
closet into a permanent Cedar Closet at less than one- 
twentieth the cost of a Cedar Closet. 

® Cedacote is easy to use—applied like paint, or plaster on 
present closet walls, or on brown plaster as a finishing 
coat. 

® Does away with the odor, bother and expense of moth 
balls, tar paper, etc. 

® Clothes can hang instead of being packed away—saves 
time and pressing bills. 

® Cedacote is decorative in color—will take nails and 
screws without cracking. 


CONSUMERS WANT CEDACOTE - BUILDERS DEMAND CEDACOTE - MEET THESE MARKETS BY STOCKING CEDACOTE 


Inquiries Solicited from Jobbers and Manufacturers’ Representatives. Wire or Write Today! 



































‘ A oe wet: 
BRUSH IT ONI TROWEL IT ON! SPRAY IT ON! 


CEDACOTE MANUFACTURING CO. 
Roeresenited by 


NEW YORK 7, N. Y. 


154 NASSAU STREET, 
1150 BROADWAY 


230 FIFTH AVENUE e SHOWROOMS * 


OCTOBER 23, 1947 











we 
if i} 


Y) sy) * 


A 


Sterling Sander Kit 


Sterling Tool Products Co., Chicago, 
Ill., is introducing a utility case to house 
its Sterling 1000 portable electric sand- 
er and all accessories. Kit comprises 


a gray finished 20 gage steel carry- 
ing case equipped with latches and 
hasp to permit locking with padlock. 
Case is divided into three compartments 
containing the sander in the middle 
and accessories in one of the end parts. 
These consist of two extra sanding 
pads, a rubber sponge pad for curved 
surface sanding, also lubricating oil, 
bearing grease, two cartons of dust 
filters, an extra brush and spring as- 
semblies. Third section is for abrasive 
papers and rubbing cloths. Cover of the 
case has a pocket into which the sander 
operating and service manual, parts 
price list and a Sterling slide rule type 
abrasive selectors are placed. 


American Wall Safes 


American Wall Safe Mig. Co.. Inc., 
29 Pearl St., Worcester, Mass., has de- 
signed wall safes of the combination 
self-locking style, equipped with a four- 
way Yale lock made for the company 
by Yale & Towne Mfg. Co., Stamford, 
Conn. Each unit weighs about 23 lbs., 
and is fabricated from 16 gage hard 
rolled steel and the door and facering 
are of aluminum alloy. Clear inside di- 
mensions are: length, 14 in., width 10 
in. and depth, seven in. When set in 
walls, floors, closets, cellar foundations, 
etc., the front plate is covered with 
plaster, wallpaper, cement, etc., and 
only the door with the Yale lock is vis- 


274 


hr. 
f 


fi 
f 
ee 





ible. As much work is needed to dig 
or break them out, they are burglar- 
proof. Safes are fire-proof, says maker 
and have been tested for 2100 deg. of 
heat—about a four to five hr. rating. 
Safe is suggested to retail for $38. Each 
is packed in a strong cardboard box. 


Wood Screw 
Counter Display 


Royal Screw Co., Post Office Box 
2527. Wilmington 99, Del., offers the 
twinfast wood screw counter display in 
three colors. In the unit are 10 sizes of 
screws needed for household use. Whe 1 
given the dealer, it holds 50 bags each 
of the 10 sizes and 50 bags of assorted 
sizes. Bags are made of cellophane and 
each contains from five to 16 screws, 
suggested to retail for five and 10 cents. 
Display is transparent and made of 
0.15 DuPont Cellulose with 11 compart- 
ments with each size marked and the 
screw itself displayed so the customer 
can serve himself. Wood screws have 















twin threads said to cut fastening time 
in half; relieved shank diameter helps 
prevent fissures and splitting; cylindri- 
cal construction and single centered 
point. 


Peerless Bronze Catalog 


Peerless Bronze & Aluminum Co., 
8928 Linwood Ave., Detroit 6, Mich., 
has released its catalog on store door 
hardware. The line features modern de- 
signs in push bars, pull handles, and 
kick plates. Company is making deliv- 


eries from stock in alumilited aluminum. 


Copies available upon request. 





‘Duralux' Coffee Maker 


The Duralux Co., Wooster, Ohio, is 
making an aluminum and stainless steel 
vacuum coffee maker known as “Dura- 
lux.” Has polished black Bakelite 





Dexte: 
first w 
This 1 
towar 
These 
ranty, 
Tubul 
builde 


handles and cover. Each unit is packed 
in an attractive carton that make ideal 
window and counter displays. Six car- 
tons packed in master shipper. Coffee 
maker has a capacity of eight full cups. 
Suggested to retail at the fair traded 
price of $5.95. Cup marks are on the 
lower bowl. Six purpose cover-prevents 
splashing; can see coffee; can stir 
through it; use as decanter for lower 
bowl; use as funnel stand for upper 
bowl; and as a ventilated table mat. 
Equipped with Tru-Bru clog-proof stain- 
less filter. Self-sealing bushing is said 
to make it easy to put together and 
take apart. 


Pole Holder Xmas Display 


A Christmas display card is avail- 
able to promote the Carter Fish Pole 
Holder as a Christmas gift. Holder has 
one universal joint and can be attached 
to the side or seat of any boat, ac- 
cording to maker. Said to hold pole 
firmly but in such a manner that it can 
be easily lifted from holder. Made of 
cast aluminum, it can be folded to fit 
tackle box. Shipped in a bright colored 
box. Carter Mfg. Co., 3101 11th St., 
Rockford, III. 
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Dexter originated the tubular — and was 
first with the bit guide. 


This means that Dexter leads the way 


toward better and faster installations. 
These. firsts, with the Dexter life-time war- 


ranty, have combined to make Dexter 
Tubular Locks and Latches first choice with 
builders everywhere. 
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A NEW AND BETTER PRODUCT 


THIS NEW 
DEMONS TRA TOF 


«f MIGHT LATCH 
TCH STAYS eacK 


Free Hand Night Latch 


P. & F. Corbin Division, American 
Hardware Corp., New Britain, Conn., is 
introducing a “Free Hand Night Latch.” 
Model 3A6 was designed so as to give 
free hand operation from both sides 
of the door. All that is required is a 
quarter turn of the single inside knob 
and the latch bolt stays back, prevent- 
ing accidental locking. Slight turn in 
the opposite direction releases the alum- 
inum bolt and secures the door against 
outside entry except by cylinder key 
operation. Case, strike, and the latch 
bolt are made of aluminum die cast 
metal and protection is guaranteed by 
the outside Corbin 5-pin tumbler cylin- 
der. Model 3A6 is finished in a neutral 
gun metal. Designed for use as an aux- 
iliary latch for homes, stores, garages, 
warehouses, etc. 


‘Moweeder’ 


Moweeder utilizes nature’s forces 
to kill crab grass and weeds. As the 
Moweeder-mower combine moves over 
the lawn, the teeth slide under and lift 
the low growing leaves, stems and 
branches and allow cutting blades of 
mower to shear them off. Crabgrass 
and weeds deprived of their natural 
food and seed-producing foliage, die 
quickly and naturally, says maker. Tem- 
pered alloy steel teeth are pivoted, free 
to be lifted automatically by surface 
humps or stones. Each tooth is then re- 
turned to its normal level by an en- 
closed stainless-steel leveling spring. 
Reinforced comb bar and connector 
plate are built for severe service, says 
maker. Available in seven models to fit 
different types of mowers. Prices range 
from $7.50 for one to fit a 12-14 in. 
mower, to $15 for one to fit a 24-26 in. 


WHAT'S NEW | 


model. On mowers larger than 26 in., 
Moweeders can be used in pairs. Mo- 
weeder has a nickel-plated finish. The 
Moweeder Corp., Hartford, Conn. 


‘Gizmo'—'Shineroo' 

Top Running “Gizmo” searches sev- 
eral water levels on a single cast, says 
maker. It completes an up-hill, down- 
hill pattern to search while its propeller 
churns up a life-like fin action. A plas- 
tic bait, it is available in red and white, 
red and yellow, solid green and black, 
green silver flecked and black silver 
flecked. Mid running Gizmo is a one 
level bait which looks like a small 
feeding fish while slowing retrieved but 
increased speed puts its propeller in 
violent action to please fisherman who 
wants to make fish angry. “Shineroo” 
is a spoon made of glowing plastic in 


dark blue or red on blue plastic, and 
dark blue and red on white plastic. 
Plastic itself flouresces. At night ex- 
posure to a flash light energizes it 
enough to penetrate water. Colorfully 
packaged in a box with a window so 
buyer can take a look see. 12 boxes 
packed to each carton. Shineroo is sug- 
gested to retail for $1.00, and the 
Gizmo for $1.25. Tom Bait Co., Box 
113, Mattoon, Ill. 


Cotton Building Insulation 


Cellulite, flameproof cotton building 
insulation has been developed by The 
Gilman Bros. Co., Gilman, Conn. With 


sturdy vapor seal on one side, the new 
type of Cellulite, Type E, has a tough 
paper covering on the other side to 
provide convenience in handling. It is 
made in the same widths as regular 
Type 11 Cellulite, which will continue 
to be available. Type E will be pack- 
aged in cartons. 


‘Saf-T-Brn' 


This trash burner has a symmetrical 
shape and is said to be safe to use 
three to six ft. from building and shrub- 
bery. Rain or snow does not interfere 


with burning as interior remains dry. 
Grass will grow close since cold air 
enters at base and heat escapes from 
sides and top. Intense heat within will 
dry out green or damp material and 
reduce them to a combustible state. It 
is 23 in. sq. at base and 40 in. high. 
Made of sheet steel the unit is individ- 
ually wrapped and the shipping weight ¢ 
is about 18 Ibs. per burner. Burner is 
made in two sections, the lower about 
twice the height of the upper. Upper 
section is removed, the combustible ma- 
terials placed in the lower section, 
lighted from the top ahd the upper sec- 
tion replaced. Suggested retail price is 
$9.95. Alsto Co., P. O. Box 6054, Cleve- 
land 1, Ohio. 


Washburn 'Spatulator' 


The Washburn Co., 28 Union St., 
Worcester 8, Mass., offers the “Spatu- 
lator” which is said to be flexible as 
a rubber bowl scraper but rigid enough 
to lift a 10-lb. roast. Has a concave 
metal blade, paper thin to permit over 
90 deg. flexibility, and the concave 
shape gives it sufficient rigidity to make 
it ideal as a server. It is a triple-use 
utensil—will scrape clean any mixing, 
cooking or baking utensil; will lift 
roast, fowl, fish and baked goods up to 
10 Ib. without bending and will cut and 
serve pies, cakes and grilled sandwiches. 
All metal parts are nickel-plated and 
handle is of red lacquered wood mount- 
ed in a wire frame. Suggested to retail 
for 30 cents. 
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4 PRODUCT OF 


Here’s a sash cord that combines every requirement 
you need and demand. 

Fine cotton strands are evenly twisted and firmly 
braided about an ail thread core... NOT a loaded 
or sized center. 

Outstanding characteristics of STERLING SASH 
CORD ... small stretch, minimum amount of finish- 
ing, maximum breaking strength. 

Sterling Sash Cord is made in one quality only— 
exceeds Government Specifications. 

Available in hanks, tubes and coils. Sizes #6 to #10. 

Only a superior grade of sash cord can combat 
competition of metal strip or chain. 


SASH CORD 


For best sash cord results, use and sell Sterling... 
another outstanding product of Hooperwood Mills. 


Write for complete information. 


WM. E. HOOPER & SONS CO. 


General Sales Offices: 


New York PHILADELPHIA Chicago 


320Broadway Juniper &CherrySts. 300W. AdamsSt. 


Hooperwood Mills: Woodberry, Baltimore, Md. 


Manufacturers af Cotton Duck, Filter Twills and Chain Cloth, Oil 
Press Cloth, Kushon Kloth, Cider Press Cloth, Laundry Padding, 
Rope and Sash Cord, Heavy Narrow Fabrics, Paper Mill Dryer 
Felts, and Special Cotion Fabrics. 
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800 South Ada Street « 


* You will find many features in the Illinois Padlock not 
found in more expensive locks. It’s self locking, rap-proof, 
and has two sets of positive operating tumblers with 500 
key changes. Shackle is case-hardened, rust-proof steel, 
locks on both sides with double locking rotary bolts of 
hardened steel (not die cast)—an exclusive feature with 
Illinois Padlocks. This streamlined beauty will meet every 
customer's need. Order from your jobber or write direct. 


THE ILLINOIS LOCK COMPANY 
Chicago 7, Illinois 


Like a massive bank vault, 
the new Illinois Padlock of- 
fers safety and security far 
beyond ordinary require- 
ments. Exhaustive tests un- 
der all weather conditions - 
prove its extra protection 
and efficient operation. 
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WHEN YOU FEATURE THESE RIVAL “HITS” 


SINGLE ACTION 
JUICE-O-MAT 


Not just one, but 
eight new features 
make this new 
juicer a “wanted” item in every home: 
just half a turn of the handle gets the 
juice; patented Konvakone gets all the 
juice without seeds, pulp or bitter rind 
oil; deeper drain cup; improved pressing 
member; longer handle gives greater lev- 
erage. Eight new features in all. Four 
smart colors! Once seen it’s sold! 


ADVERTISE and DISPLAY 


Available for immediate delivery. 


w 


DELUXE 
CAN-O-MAT 


Here’s the most 

beautiful can open- 

er ever made. Fea- 

tures: single action .. . floating cutter... 
no oiling. Just turn the handle forward 
to pierce and open can; turn reverse to 
release can. When not in use can opener 
hangs flat against the wall. In gleaming 
chrome with contrasting baked enamel 
in choice of four attractive colors. Also 
all-chrome. 





THESE TWO “BEAUTIES” 


See your distributor or write us. 


* 
Rival MANUFACTURING COMPANY 


¥ KANSAS CITY, MISSOURI 








WHATS NEW 


'Post-Master’ Mail Box Post 


Synchro-Master, Seneca Falls, N. Y., 
offers the “Post-Master” mail box post 
which swings out of the way if it’s hit 
by a vehicle and returns to its normal 





— —_ a 









position. This feature puts the post out 
of harm’s way and helps preserve both 
the shape and appearance of the box. 
Vertical member consists of two pieces 
of steel pipe; top section is 1 5/16 in. 
in diameter and the bottom piece 1% 
in. in diameter. Upper unit fits inside 
lower section and rests on a spiral cam 
which accounts for the swinging feature 
of the horizontal arm. By loosening a 
set screw in the cam, the box is adjust- 
able in height from 3 to 5 ft. 6 in. Bot- 
tom section is pointed to facilitate driy- 
ing it into the ground. Horizontal arm 
is a %-in. steel rod supported by an- 
other rod of the same diameter and 
extends 3 ft. 2 in. from the vertical 
pipe. Finished in white enamel, Post- 
Master is made in two models, one for 
rural use, without mail box, suggested 
to retail for $9.95, and the suburban 
model, somewhat higher in price. 





‘Rug-Seez’ 

Plastic compound said to make rugs 
skid-proof with one application called 
“Rug-Seez.” It may be applied to the 
backs of axminister, chenille velvet, wil- 
ton, wool, cotton fibre, etc. Maker says 
it will not mar the floor or in any way 
harm the rug. Liquid is applied light- 
ly with either an insecticide sprayer or 
with a soft brush or vacuum attach- 
ment. Plastic is claimed to be non-in- 
flammable and dries colorless. Cost for 
treating a two by four scatter rug is 20 
cents. Chemo-Plastic Co., Hemstead, 


N. Y. 
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Mall Display Stands 


Two display stands for MallDrills 
and MallSaws are available to all Mall 
dealers. Drill stand has a black base, 
blue center background and yellow 
sides. Top headline is white lettering 





on red background and the MallDrill 
trade mark is in yellow. Display is 14 
in. high and 20 in. wide. Displays 
stand for the MallSaw shown, has a 
yellow background, black base and a 
large red arrow pointing to the saw. 
Printing is white and black. Stand is 
18 in. high by 12 in. wide by 12 in. 
deep. Stands are interlocking and with 
a few rivets the stands are made strong, 
says the maker. Mall Tool Co., 7740 
S. Chicago Ave., Chicago 19, II. 





Two Jacobs Drill Chucks 


A line of drill chucks for home crafts- 
men and owners of light power tools is 
introduced by the Jacobs Mfg. Co., Hart- 
ford, Conn. There are two basic models, 
“Hex-Key,” left, and “Hand-Tite,” right, 
with a selection of sizes in each model. 
Both use the Rubber-Flex Jaw assembly 
which employs no jaws or springs. The 
former model used on drill presses, motor 
shafts, and jack shafts is said to be 
accurate and dependable. Hand-Tite 
model is made for use on tools with 
threaded spindles such as hand and 
breast drills, flexible shafts, polishing 
heads and bench grinders. Merchandis- 





ing kit, consisting of a counter display 
with a complete initial inventory of 
chucks and arbors with advertising fold- 
ers, is available. 
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MORE PROOF .. .that SUNSET 


Makes Finer Fishing Lines! 


FOR SALT WATER, LAKE OR STREAM 






















TIME AFTER TIME FISHERMEN PROVE 
THERE ARE NO EQUALS TO SUNSET LINES 


Edward W. Mehren, president 
The Squirt Co., makers of $quirt 
bottled beverages, proves the Su- 
per-Strength and Dependabilkty of 
SUNSET LINEs. 
Mehren caught this 190 Ib. Mar- 
lin on an 18 thread, 54 Ib. tast 
SUNSET MARINA CUTTYHUNK 
LINE. He used a 9 oz. rod and’ a 
6/0 reel . . . With the leader 
fouled in the tail of his fish, put+\\ 
ting a strain on the Marina LINE ‘A 
that was almost all dead weight, 
Mehren landed his catch in 2% 
hours. 
So it's no wonder smart fisher- 
men choose SUNSET LINES to 
‘Land the Big Ones."’ They're ev 
ery inch dependable . . . the finest 
lines money can buy. For instance 
MARINA CUTTYHUNK is made only 
of the finest Irish Linen, Hard 
Cable —laid by the originators of 
this method. They're made in 
SUNSET’s most modern fishline , +. See 
plant in America . . . on the lat- . Your 
est, improved machinery. Jobber 


SUNSET LINE & TWINE CO. { 


SS SSS SSS SESS 
~ 


564 Sixth St., San Francisco 3 


Thi ® 


4 "Ameritas Finest” 


LINES 


~~~ =~ ~~ «ee 
% 


Representatives 
ED. W. SIMON CO. 
320 Broadway 

New York 7 








ORDER NOW 


FROM 





KEES 


FOR PROMPT SHIPMENT OF 


Yard Lights 
Calf Weaners 





Outlet Box Hangers 
Screen Corner Braces 
Garden Tools Screen Door Guards 
Gate Hooks Storm Sash Fasteners 
Storm Window Hangers 


















BEATRICE 
NEBRASKA 






F. D. KEES MFG. CO. 
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THE NAME FOR SOLID-CENTER AUGER BITS 


OF HIGHEST QUALITY... 


GREENLEE 22 is a name that is being talked 
of more and more every day, everywhere. It 
means Solid-Center Auger Bits of highest 
quality. 

For here is a promise of postwar advances 
kept in full. In the GREENLEE 22 you 
find that fine prewar finish, the sharp cutting 
edges, accurate sizing, and smooth action 
demanded by the real craftsman. Important 
among its advanced features is its new 
“Plastic-Sealed” protective coating to shield 
it during stocking and handling. 

And every GREENLEE 22 is ‘Induction 
Heat-Treated” to assure uniformity, depend- 
ability, long life. Yes, it will pay you well 
to remember the name GREENLEE gi 
22, for it spells the kind of top 
quality you will surely want 
to work and profit with. 


LE FOR CRAFTSMEN 


—_ 


FAST SELLERS IN 
THE GREENLEE 
HIGH-QUALITY LINE 


Auger Bits « Expansive Bits 
Socket Butt Chisels * Socket 
Firmer Chisels ¢ Car Bits 
Razor Blade Draw Knives 
Automatic Push Drills 
Spiral Screw Drivers © Bit 
Extensions ¢ Bell Hangers’ 
Drills . Turning Tools 


For complete j information on 
GREENLEE 22 —_ a 
Auger __ Bits other 
GREENLEE Toole write 
Greenlee Tool Co., 1810 
Herbert Avenue, Rockford, 
IHinois. 
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Personna Gift Set 


Personna Blade Co., 599 Madison 
Ave., New York City, offers a Christ- 
mas gift set—50O Personna precision 


| blades combined with “Perky, the good- 








luck Pig,” a colorful pottery piggy bank 
that will collect a man’s used blades 
or loose change. Smartly packaged, 
the gift set is suggested to retail for 
the fair traded price of $5. Each pack- 
age contains a window streamer and a 
display card. Also available is the 
cigarette box filled with 50 Personna 
blades for the same price. 


Stabilized Nylon Rope Book 


Columbian Rope Co., Auburn, N. Y,, 
has issued a folder that describes Co- 
lumbian Stabilized nylon rope. Copies 
of the folder are available upon request. 


Child's Swimming Toys 
Churchill Mfg. Co., Los Angeles, Cal., 
is offering a Christmas gift combination 
featuring two items — floating Junior 
Swim-Fins of green rubber, and a 
matching green rubber Swim Mask for 
seeing under water. Set is packed in a 
maroon gift box with no advertising on 
the outside. When opened however it 
shows all the swim-fun possibilities of 
the set. Box is enclosed in an individual 
mailing carton. Mask fits all junior 


faces and the fins come in extra small, 
shoe size three to five, small, five to six 
and a half, and medium seven to eight 
and a half. Packed 12 to a case. 
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THE PRIDE OF THE TOOL CHEST 
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Sales Representative 
for the Eastern, 
Mid-Western, Central 
PY ate | 
Far Western States 
JOHN H. GRAHAM 
& CO., INC. 

105 Duane Street, 
New York 8, N. Y. 
Scuthern Representative 


SANFORD BROTHERS 
Chattanooga, Tenn. 


SINCE 1836 THE FINEST HAMMERS MADE. 
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Your Customer 


GETS HIS NAME 


ieee 


orese 


THE NEW, STRONGER TARP 
WITH NEW SALES APPEAL... 


Now your customer may get his name and 
address printed on his new Fulton Tarp! This 
personal-name feature that protects against loss 
or theft, is only one of the new, strong sales 
appeal that will help you corner the tarp 
business in your locality. The new colored 
re-inforcements under grommets, give triple 
strength, for longer wear—attract attention that 
will bring you new customers. 


‘ 


Act now —to get the dealership on this new 
self-selling, self-advertising Fulton Tarp. Be first to 
offer it to your customers — and get the lion’s 
share of the business. 


FREE ADVERTISING HELPS 


Write today for full details on this new merchandising 
plan which includes free advertising for dealers. Get the 
profitable dealership in your community for Fulton 
Tarps—there’s a size for every use, a thousand uses for 
every size. 


FULTON BAG & COTTON MILLS 


MANUFACTURERS SINCE 1870 
ST. LOUIS DALLAS 
ATLANTA MINNEAPOLIS 





KANSAS CITY, KANSAS 
NEW YORK 


NEW ORLEANS 
DENVER 
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WHATS NEW 





Noma Bubbling Candles 


Noma “Bubble-Lites” consist of a 
candle-shaped glass tube filled with a 
colored liquid and mounted in a plastic 








base. Heat from a smal] bulb in the 
base causes the liquid to boil and an 
endless stream of bubbles rises in the 
tube. Available also are the 18 and 26 
in. Bubble-Lite trees. The fireproof 
trees, made of green or white visca are 
decorated with the bubbling lites; 18 
of them in assorted colors with six ex- 
tra lamps for replacements. They are 
nice for table center-pieces, mantel 
decorations and window displays. Noma 
Electric Corp., 55 W. 13th St., New 
York City, 11. 


'Master-Brac' 


Master Appliance Division, Teer- 
Wickwire & Co., Jackson, Mich., is 
making a group of kitchen appliances, 
featuring “Master-Brac,” an appliance- 
holding bracket and including a food 
chopper, ricer and knife sharpener. 
Master-Brac is a bracket that fastens 
permanently to any counter or table 
top and modern flush cabinets. Bracket 
holds the food chopper, ricer or knife 
sharpener tightly without thumb screws 
or clamps. Appliances themselves are 
precision built of cast light alloys and 
steel. Food chopper has a tool steel 
cutting blade and can be used on all 
raw and cooked foods, says maker. Said 





Ricer can be 
used with one hand and the knife sharp- 
ener is the roll type. Suggested to retail 
for $10. Appliances and bracket are 
packed individually in a box and can 
be sold separately. 


not to leak at handle. 
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Pal Superbike, modern product of modern man- 
ufacturing methods, enables you to offer your 
customers the velocipede that fits their tastes 
and fits their purse. This, the broadest, most 
complete line in America, includes 6 different 
models of riveted spoke velocipedes and each 
model comes in 3 different sizes. It includes 3 
different models of tangent spoke velocipedes 










18 RIVETED SPOKE 
VELOCIPEDES 


Q TANGENT SPOKE 
VELOCIPEDES 


and each model comes in 3 different sizes. 27 
different velocipedes in all. Yes, Velocipede 
Headquarters has every style, every size, every 
price. 

And you will recognize Pal construction at 
any price as being the precision product of 
modern manufacturing methods that give the 
most for the money. 





SUPERBIKES 








Product of the LA PORTE CORPORATION, La Porte, Indiana 





NO OTHER 


OCTOBER 23, 1947 


i ie 


$0 














WIRE PRODUCTS 


Fast Selling . . . Because quality and 


permanence are built in. .. all ways: 





i im 
AND seas 
Full, well formed heads and 
sharp uniform points. 


Bright colored packages clearly 
marked for size. 





NAILS 





Complete range of sizes 








Netting for animal pen, poul- 
try—or any special manu- 
facturing purpose. 

Hexagon mesh, straight line 
and hen-chick fencing. 





Electro-galvanized, bronze and 
aluminum. 24” to 48” standard 
widths of Wire Screening. 


Narrow and wider than 
standard on special order 


WIRE SCREENING 





Heavily galvanized, uniform 
weave Hardware Cloth. 


Standard widths and 
meshes, also special sizes 











pape 
eA HARDWARE CLOTH 


We offer the knowledge gained through 


over 70 years of making wire products. 


WICKWIRE BROTHERS, INC. 


CORTLAND, 


NEW YORK 
































Plastic Egg Holder 


“Egg-cessory” is molded of Styron 
plastic in red, green, yellow and ivory. 
Holders have a saucer base and won't 
tip over. Can be stacked to save space. 
American Injection Molders, Long Is- 
land City, New York. 


Fan-Glo Heetaire 


Market Electric Products, Inc., and 
LaSalle Lighting Products, Inc., Buffalo, 
N. Y., are offering the Fan-Glo Heetaire 
which combines infra-red rays that heat 
the persons and objects in a room and 
fan-forced warm air that heats the air 
around those persons and objects. Port- 
able Fan-Glo features the Neo-Glo heat- 
ing elements—refractory bars upon 
which the heating coil is wound. Both 
the coil and the bar produce heat. 
Elements may be used singly or to- 
gether at the flip of a switch. Heater 
has a bulging guard with small open- 
ings. Finished in high-baked rippled 
enamel, the heater is made in type 195 
and 196, both identical except in watt- 
age—1320 and 1650 respectively. Both 
are 15% in. high, 9% in. wide and 12 
in. deep, and are equipped with an in- 





duction type 50-60 cycle motor which 
powers the fan and eliminates radio 
interference. Heaters are available for 
operation on 220-230 volt AC. 
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Good reputable products are stepping 
stones to bigger profits year by year, and 
with R/M’s nationally known wickings 
for stoves, ranges and heaters, you 

have the quality products that 
your customers will remember 
and come back for again 


and again. 


Ask your jobber for R/M...the 


pick of the wicks. 













WOVEN GLASS 


The acme of perfection in stove 
kindlers, assuring long life and 
maximum stove performance. 
The only glass wicking woven with 
a wire core in every strand to 
protect the burning edge. Pack- 
aged 6 ft. and 100 ft. to the box 
in widths of %”,1'", 14” and 1%”. 




















The most efficient kindler ever devel- 

oped for range burners. Patented 

open mesh construction provides best 
possible results with distillate oils. The 
extra heavy wire core yarn keeps the 
kindler upright in the burner channel. 
Glass yarn at burning edge facilitates 
the removal of carbon deposits. Pack- 
aged 6 ft. to box, %” and 1%” wide. 









QUIK-FLAME 



































1”, 1%" and 1%”. 


KINDLERITE 


R/M's standard quality woven 
asbestos kindler. A sturdy long-lived 
wicking with wire core in both warp 
and filling yarn, Packaged 6 ft. 
and 100 ft. to box in widths of 7%”, 
















TRI-PLY 


The patented Tri-Ply con- 

struction rivals woven as- 
_ bestos wicking in stove per- 
formance. It's the only asbes- 
tos-paper wicking furnished 
in standard 100 ft. rolls. Also 
packaged 6 ft. per box. In 
iy", V", 1%" and 1%” widths. 











ASBESTOS TEXTILE AND PACKING DIVISION 
RAYBESTOS-MANHATTAN, INC. - MANHEIM, PA. 
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GREAT NECK STEPS 
FORWARD AGAIN 
with ‘“P-3’ —embody- 
ing an ALL-NEW DE- 
SIGN, a brand new 
principle in wood cut- 
ting compass saws! 
Handsome handles are 
of virtually break-proof 
plastic, with full-size 
pistol grip. Handle con- 
struction strengthened 
for durability, with 2 
nickel-plated screws. 
Blades are of service- 
wise high carbon elec- 
tric hearth spring steel, 
finished with mirror 
polish. Saw teeth pre- 
cision-set by new ex- 
clusive Great Neck 
process. Master carpen- 
ters will say “Wel- 
come!” to “P-3,” and 
so will everyone else! 









= RS : 
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the PLYMOUTH P-3 
Packed 1/2 doz. 
per metal-edge box 


7 Sure Shklar! 


Retails at $1.00 each 


Refills Available Sep- 
arately—No.9 Handles 
(All New!) fit stand- 
ard American compass 
or keyhole blades. No. 
P-12 Blades fit stand- 
ard compass or keyhole 
saw handles, 





See Your Jobber for Details. 





Welcome 


to PLYMOUTH "P-3!” 





— WHATS NEW 


AND STILL AVAILABLE FOR HARDWARE D/STBIBUTION 


| 





Fan and Heater Combine 


Mimar Products, Inc., 144 Spencer 
St., Brooklyn 5, N. Y., is introducing a 
line of fans and heaters combined. 
“Comfortair” royal model and Comfort- 





air model are available. Latter comes 
equipped with a booster plate for spot 
instantaneous heat. Hooks on back read- 
ily. Line also includes Model 11 A, which 
comes with an ivory case with antique 
gold grille, fan and trim, and in a tur- 
quoise case with chrome grilles and trim, 
fan antique gold. Model 12A, Comfort- 
air Torrential, also comes in turquoise. 
Specifications of Model 11A are: 131% 
in. high, 11 in. wide, and 5% in. deep. 
Operates at 1320 watts, 50/60 cycles, 
115 volts AC. Equipped with cord and 
plug. Individual package weighs 1214 
Ib. Six packed units in a master carton 
weigh 80 lb. Model 12A operates on 
220 volts. Heating coils and fan blades 
of all models are fully protected by 
strong die cast grilles both front and 
rear. When, it is hot a flick of the 
switch starts a stream of cool air and 


when it’s cold, warm circulating air 
comes from the unit by snapping the 
switch to the opposite side. 





Vise For Workshop 


Hardware Industries, 731 Bolivar Rd., 
Cleveland 15, Ohio, is offering a vise 
for workshop, garage and general use. 
Vise has removable hardened steel jaw 



















faces, extra large anvil face, positive 
locking screw collar, heavy steel slide, 
interlocking removable pipe jaws. cold 
rolled steel screw and handle plated 
plus forged steel ball ends. Vise is red, 
Four in. vise and three and a half in, 
vise available; both four and a half in, 
with jaws open and holding pipe up to 
two in. Four in. weighs 23 Ibs. and the 
three and a half weighs 18 Ibs. Former 
is suggested to retail for $10.50 and 
the latter for $9.50. 


























Knife Sharpener Container 


Superedge Products, Inc., Erie, Pa, 
is packing its Super Edge Knife Sharp- 
ener in a container made of 200 Ib. test 
gold colored liner corrugated board, 
The gold serves as background with red 

























and blue gloss inks for trim. The Ohio 
Boxboard Co., Rittman, Ohio, designed 
‘and produced the box. 













Wood Casement Operators 


H. S. Getty & Co., Inc., 3274 N. 10th 
St., Philadelphia, Pa., is offering a com 
plete line of casement window opera 
tors for wood casements with internal, 
external and horizontal gearing in 4 
choice of materials and finishes. Model 
4703W (redesigned) which employs in- 
ternal gearing, now features a solid 
bronze housing in a smoother contour 
plus simplified installation details. Ad- 
dition to line is horizontal gear operator 
No. 4700 which can be used _ inter 
changeably for right or left hand case 
ments. Model 4715, angle-drive external 
worm and gear model, rounds out the 
line. 

























"Store Salesmanship" 


In the item which was published om 
page 122 in the Aug. 14 issue reviewing 
the third edition of “Store Salesman- 
ship,” the book was priced at $5.35, 
when actually the book is sold for $3, 
according to the publishers, Prentice 
Hall, Inc., 70 Fifth Ave., New York 
City 11. 
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Dont lose your head over shortages | 





When you need supplies and replacement parts fast, specify Air 
Express—and forget your worries. Your shipment arrives in hours, 


not days. Air Express brings your most distant suppliers close at 
hand. Even coast-to-coast overnight shipments are now routine. 


Because Air Express goes on every flight of all Scheduled Airlines. 
your shipments never “grow moss’’—never have to wait around for 
loads to accumulate. Rates are low, and you're getting better service 
than ever because of faster planes and increased schedules. For 
better, more profitable customer service, use Air Express regularly. 


Specity Air Express-its Good Business 


eLow rates—special pick-up and delivery in principal Y.S. towns and 
cities at no extra cost. e Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 


Just phone your local Air Express Division, Railway Express Agency, 
for fast shipping action .. . Write today for Schedule of Domestic and 
International Rates. Address Air Express, 230 Park Ave., New York 17. 
Or ask for it at any Airline or Railway Express Office. Air Express 
Division, Railway Express Agency, representing the Scheduled Milnes 
of the United States. 

















GETS THERE F1RST- 


inexpensive and fasé. 








Fastest delivery—at low rates 


Refrigerator parts (120 Ibs.) in Detroit were 
needed in West Palm Beach fast. Picked up 
4:20 PM the 16th, delivered 10 AM on 
17th. 1135 miles, Air Express charge only 
$40.52. Other rates, any distance, similarly 











WHATS NEW 


Utility Grinder 


Mercury Industrial Corp., 50 Church 
St., New York City, is making a 4-in. 
utility grinder suggested to retail for 
$1.98. Has a 12 to 1 gear ratio which 





develops a surface cutting speed said to 
give results equivalent to a 6-in. diam- 
eter wheel. It is equipped with a wob- 
ble-free shaft mounting and extra heavy 
left and right hand adjustable tool rests. 
One piece heavy steel housing is fin- 
ished in red, baked enamel, and all 
other parts are heavy steel, plated to 
prevent rusting. A %4-in. diameter cold- 
rolled steel handle assembly protects 
against bending and flattening in ship- 
ment and use. Has a smooth hardwood 
handle. Sturdy clamp fits up to 2-in. 
bench. It is shipped assembled and 
weighs about 1% lb., packed 24 to car- 
ton, weight about 42 lb. 


‘The Mountie’ 


The Kilgore Mig. Co., Westerville, 
Ohio, is making “The Mountie,” a cap 
pistol 50 shot repeater which uses Kil- 
gore perforated roll caps. Die cast hous- 
ing permits fine detail of design and 
simulated engraving. White plastic grips 
contrast with black gun metal finish. 
Button-touch loading. Guns are individ- 





ually boxed in a two-color carton. This 
model is 5% in. long, 3% in. high and 
packed one half a gross to a case 
weighing 45 lbs. 
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Tappan Model Ranges 


Eight models of the 1948 line of the 
Tappan Stove Co., 250 Wayne St., Mans- 
field, Ohio, have been introduced. Fea- 
tures of the new models are: No. 2, 38 














in. long, 24 in. deep, and 36 in. high, 

body flush to wall, wrap around con- 
struction, all porcelain, cooking top, di- 
vided top, top burners, one standard, 
one mighty-mite-oven: 16 by 19 by 13 
in. non tilt racks, porcelain sani-clean 
oven liners, removable oven bottom 
tray; broiler-roller drawer, smokeless 
broiler; storage space—deep drawer, 
upper left, utility drawer, lower left. T-2 
includes above features plus top light, 
timer and one simmer valve—TV-2, all 
above features plus Visualite oven, peek 
switch and additional simmer valve; 
TVH-2, all above features plus waist- 
high roll-out broiler. No. 63, 40 long, 
26% in. deep and 36 in. high. Cove 
Top, light in top roll, chrome escutch- 
eon plate, 3% hr. timer, extra deep rec- 
tangular top grates, one giant, two 
standard, and one mighty-mite burner; 
four simmer valves, chromelite reflector 
trays; Oven 17 by 20% by 15 in., five 
oven rack positions, compartments, ad- 
justable wire shelf. V-63 includes fea- 
tures of 63 plus striped glass window 
in door, Visualite oven, de luxe hard- 
ware, left compartment shelf. V-65 in- 
cludes features of V-63 and No. 63 plus 
Tel-U-Set with Visiguide, cooking chart 
on wheels—and the Visiminder—two 
outlets, one time set, oven on indicator 
towel drier, condiment jars. Model 
CPV-667, illustrated, includes all fea- 
tures of No. 63, V-63, V-65 plus two 
Pyroglas plates for rear burners, top 
burner indicator lights, three drawers 
in left compartment all with chrome 
fronts, toecove base with chrome trim 
strips and automatic oven control. 









E-Z-Do Decal 


Decal in red, gold and gray combina- 
tion is available from E-Z-Do, 261 Fifth 
Ave., New York City 16. Decal is 10% 
by 8 in. and features the trademark 
with the slogan, “Known the world 
over — E-Z-Do-wardrobes, chests and 
closet accessories.” Can be applied on 
the face or back of glass. 
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AssurED salability is a matter of 


record with Lowell Sprayers and 
Dusters. Why? Because the Lowell 


name is one known to your customers 


as the quality leader in the field. 
It’s a fact—Lowell products on 
display in your store are 
“‘self-sellers” the year ’round. 


CYCLONE 








































STAUFFER 
DUSTER 
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You Can Depend On 
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Ne. 800 No. 805 No. 810 










MOLINE STEEL TACKLE BLOCKS 
FOR MANILA ROPE 
STRONG ... STURDY ... DEPENDABLE 


Made with heavy steel side plates and 
U-brackets and strong oversized forged steel 
hooks and thimbles. Single, double and triple 
sheave for % to 1” manila rope. Side plates 
have rounded edges which increases rope life. 
Finished in lustre enamel. 


Moline Heavy Duty Load Binders 


Double Swivels For Flexibility 


Constructed of high strength, heat-treated malle- 
able iron. Has improved, comfortable hand grip. 
Bright enamel finish. Three sizes. No. 744 for 
%” chain; 745 for %” chain; No. 746 for chain 
over %”. 


Moline Safe-Lock Wire Stretchers 













Stretches longer fence 
wire easily and quickly. 
Steel roller bearings make 

for smooth operation. Have 
hardened steel axles and re- 
fined malleable wire grip and 
hook with chain at one end and 
wire hook at other. 






















Write Dept. HA-10 for complete catalog. WE SHIP QUICK! 






Move 


For A BETTER Job! 


















To build the finest 
quality engine that 
money can buy 
Clinton Engineers 
selected only the 
top quality parts. 












~ CLINTON 


QUALITY FIRST 


THE CLINTON 


With quality as the 
prime factor, The 
Clinton Engine is to- 


day’s outstanding 


value in its field. 





THE CLINTON ENGINE IS 
THE RECOGNIZED LEADER 


1. SCINTILLA AIRPLANE TYPE MAG- 
NETO— Moisture proof, sure fire starting, 
smooth operation at all speeds. 


2. FINNED MANIFOLD—Prevents vapor 
lock and gives greater economy of oper- 


speeds. 









MOLINE 


rumors, U.S.A 







MOLINE 





ation. More H.P. Hours on less fuel. 


3. FORGED STEEL CRANKSHAFT— 
Provides larger diameter, longer length 
bearing surface and bearings large 
enough for 3 H.P. engine. 






4. FLYBALL TYPE MECHANICAL GOVER- 
NOR—Entively enclosed, running in oil 
This governor positively governs at all 


These and many other exclusive quality 
features make the Clinton the most de- 
manded engine today. 


For full information write Box 100 HA 


CLINTON MACHINE CO. 


CLINTON * MICHIGAN 





IN ONE YEAR 


From scratch to 
the world's 
largest Manu- 
facturer spe- 
cializing in 12 
to 2 H.P. Gaso- 

line Engines. 
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Majestic Console Combine 


Model 7JK777R, radio-phonograph 
console has matching right and left 
album wing cabinets. Diamond pattern 
woven metal grille in front of the re- 
cessed acoustic panel gives a third di- 
mensional effect. Has mahogany finish. 
Console is 325 in. high, 4356 in. wide 
and over 17 in. deep. Wave band is 
standard broadcast 535 to 1620 ke. Has 
tuning, tone control, on-off switch, ra- 
dio-phono switch and volume control. 
Speaker is 8 in. permanent magnet elec- 
tro-acoustically matched. Output is 4.7 





watts maximum and power supply 105 
to 120 volts AC. Record changer plays 
10 or 12 in. records, automatically or 


manually. Equipped with Majestic 
“Eaglloy” point needle. Special tone 
control with bass and treble adjustment 
over wide range. Special features in- 
clude: slide rule dial, built in high 
amplification loop antenna, bass boost 
circuit, beam power output. Majestic 


Radio & Television Corp., Elgin, Ml. 


Bradley Game Catalog 


Milton Bradley Corp., Springfield, 
Mass., has issued its 1947 catalog on 
games, picture puzzles, tillicum boats, 
wood toys and paints. The catalog illus- 
trates, describes, gives sizes and price 
of each game and toy. 


‘Hotlitter' 


Merchandise Development, 76 W. 
Adams St., Detroit, 26, Mich., is in- 
troducing a_ kitchen utensil called 
“Hotlifter.” Can be used for: Remov- 
ing corn from boiling water, lifting 


1947 


OCTOBER 23, 








doughnuts or french fried potatoes out 
of deep fat, removing baked potatoes 
from the oven, handling hot rolls or any 
vegetable, for turning steaks on a grill, 
fer serving tossed salads and during 
the canning season for lifting hot jars 
Finish in a fine chrome 
Easy action spring 


or rubbers. 
plate over nickel. 


holds jaws apart and are at side of. 


jaws gives grip for round objects. Over- 
all length is 10 in. Packed two doz. in 
carton, weighing 12 lbs. Suggested re- 
tail selling price is 98 cents. 


Transparent Lamp 


Modern-styled Jamp made in transpar- 
ent, phosphorescent Lustron by the 
Ross-Frederick Corp., Box 429, Mineola, 
N. Y. Each of the 14 individually 
molded oyster-like shells in the stand is 
treated with a phosphorescent pigment. 


Result—is a warm, blue glow. Each 
lamp is topped by an impregnated 


parchment shade trimmed with a nar- 
row pink braid at top and bottom. 
Lamp is 25 in. high and is suggested 
to retail for $25. Circular base, also of 
Lustron, harmonizes with the pink or 





blue tinged stand. Inner shell provides 
the main support. Easy to clean with 
a damp cloth. 


WHAT'S NEW 
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THE ALL STAR LINE 
































BAND SAWS 
(Metal Cutting, in- 
cluding Skip-tooth) 


By selling the 
STAR line, you’re 
putting to work a 
complete line of 
blades that sell. With 
the STAR line you 
have the right blade 
for every job a hack 
saw or a band saw 
can do... and that 
means more sales. 
With STAR blades— 
from one end of the STAR 
line to the other—you have 
blades that have proved 
themselves ... proved themselves 
faster, cleaner—longer wearing— 
in metal or non-metallic cutting. 
Performance like that means 
more sales... means customers 
come back for more STAR. So, 
whether it’s first sales, or repeat 
sales, you make more sales—more 
money — with STAR’S 
complete line of star- 
performing blades. _» 








Sold only through 
recognized distributors _ 


CLEMSON BROS, Inc, Middletown, NY 
Makers of + wer hoch sow blades 
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* Circulators 
x Gas Heaters 





63 years of Peerless research in the Science of Heating and its allied problems of Engineer- 
ing, Design, Styling and Finish has resulted in today's outstanding quality heating equipment. 


The Peerless line is... made to sell... made to satisfy... made to last. 


Ceerlers 


MANUFACTURING CORPORATION 
LOUISVILLE, KENTUCKY 








TIME 
SAVER 















PRODUCTS 5 
"Sell : 
Getter F 
l 
= 
Sewe 5 






Getter” 
Jobbers and 
Dealers are 
invited to 
send for 
samples, 
particulars 
and prices. 















TIME SAVER Division of CELCO CORP. 
110 East 42nd St., New York 17, N. Y. 











Wipco Hand Pump 


Wire Products & Mfg. Co., Cincin- 
nati 3, Ohio, is offering the Wipco 
double action suction pump. It is ideal 


ie 





for rural homes not served by city or 
electric water systems, as well as for 
industrial and marine purposes. Body 
castings are aluminum and cylinders, 
pistons, valves, etc. are brass, eliminat- 
ing rust. Handle can be set at any angle, 
which permits mounting pump in any 
position. Without use of foot valve, the 
pump will lift water from a depth of 
about 25 ft. and discharge a steady 
stream at the rate of about eight gal. 
per minute. Discharge force is enough 
to warrant attaching a hose to the spout 
and using pump to combat fires, 
sprinkle gardens, etc. One and a fourth 
in. intake and three quarter in. outlet. 
Shipping weight is 16 lbs. Suggested to 
retail under $20. 





Polishing Fabric 


Polishing cloth has been developed 
that is said to remove tarnish, corrosion, 
stains, rust, grease and dirt of all types 
from all metal surfaces quickly with 
average rubbing pressure. Known as 
“Kemi-Kloth” the fabric has been im- 
pregnated with special chemical clean- 
ers, polishing compounds and waxes. It 
will polish all manner of painted and 
lacquered surfaces and is said to re- 
move alcohol and other liquid stains. 
Discoloration of cloth does not impair 
its efficiency. Available in six by nine 
in., suggested to retail for 19 cents, 9 
by 12 in., for 35 cents and 9 by 18 in. 
for 50 cents. Kemi-Kloth Sales Co., Blue 
Island, Tl. 
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PRESSURE RELEASE DISC ——————_____L____ 


is SIMPLER! ¢. 


WA 


SEALING GASKET 





A safety device that re 


leases if the pressure in 


~ 


pan exceeds 35 Ibs 


of synthetic rubber. Can be 


eplaced without too 


few second 


PRESSURE WEIGHT -G 


Made of stainle tee 
ne piece — no gadgets 


to get out of order 


olds a steady 
pressure — easy to 


lean and sanitary 


HANDLES ———————_> 


Especially designed to 
fit a woman's hand 
Made of sanitary heat 
ssisting plastic. Hand 
guard protects fingers 
from being burned by 


hot pan 


15 
) 


7S” Guaranteed by 
Go 
Stor 


Moulded from a specia 
rubber compound—im 
pervious to grease— 
odorless tasteless— 
provides a leaktight seal 
—double-lipped con 
struction eliminates 


stretching or reversing 


NARROW POURING LIP 


The flanged edge is nar 
row so that liquids or 
emi-liquids can be easi 
ly poured from the pan 
—prevents unsightly 


spilling and waste 


STREAMLINED STYLE 


The smooth flowing de- 
ign adds extra eye 
appeal that attracts 
customers — makes the 
pan a beautiful addi 
tion to the kitchen— 
and the rounded corners 


eel or StTUND of 
mean easier cleaning 


od Housekeeping 
4S apyenristo TWO » 


Dealers and Housewives all praise the beautiful new 


& 
JUST THE WEIGHT 


| 
\ 
| 


THE COVER 


THE GASKET 


AND THE PAN 
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NESCO 
PRESSURE PAN! - 


HETHER you're selling it for profit (as dealers everywhere are!) or 
buying it to use (as thousands of housewives have!), the new Nesco 
Pressure Pan has an appeal that’s indisputable and irresistible. 

That appeal is simplicity—freedom from needless, complicated gadgets 
that confuse the user, get out of order and require replacement. Add to this 
the Nesco’s precision-built quality, plus surfaces that retain their luster in- 
definitely, and it’s no wonder that dealers are reaping handsome profits and 
housewives are enjoying greater satisfaction. 

Contact your Nesco distributor today or write us for the whole story on 
America’s outstanding pressure pan! 


NATIONAL ENAMELING AND STAMPING COMPANY 
270 NORTH TWELFTH STREET, MILWAUKEE 1, WISCONSIN 


SALES OFFICES: 1430 CANDLER BLDG., ATLANTA ~- 1166 MERCHANDISE MART, CHICAGO - 200 FIFTH 
AVE.,NEW YORK - WESTERN MERCHANDISE MART,SAN FRANCISCO - 90LAMBASSADOR BLDG., ST.LOUIS 
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Mo /PER GRIP 


VIKING HAND DRILLS 


designed FORSBERG 
Drills. 


Stronger, Bol Projecting Wings 


Ferrule of on Shank Prevent 
Blade from Turn 
ing in Handle 


ifting 


Shoulder 
Formed tn Blade Gives 
Added Strength to Super 
Grip Hondle 


SLIP 


An ingenious 







CREW DRIVER 


A new design in husky Screw Drivers that can 


ly ‘‘take it’ . . . the blade, shank and shoul- 
are forged from ONE piece of Tool Steel. 


When your critical customers take one of these 
sweetly balanced, 
they sell themselves—and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete: details on this 
-moving, long profit line. 


rugged tools in their hands, 








wn to the right is No. V.920... 
of a complete line of beautifully 
Hand 
All popular sizes up to 
chuck capacity. 





No. 
Stoc 













WHALE BRAND COPING SAWS 


24 wt An extra deep, finely finished frame. 
k %” x 3/16”, depth 614” Hardwood handle. 


Complete with No. 20H specially hardened and 
tempered Whale Blade. 


orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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WhhTS NEW 





Pocket Electric Tester 


Star Fuse Co., Inc., 235 Canal St., 
New York City 13, offers the SureTest 
Universal tester consisting of an in- 
sulated sprocket around which is wound 





Test cord termi- 
in a standard base 
plug, at the other in two test prods. 
Test lamp is in one of the test prods 
and is protected by a filtered circuit to 


six feet of test wire. 


nates at one end 


eliminate all false indications caused 
by adjacent live wires, inductance and 
body capacitance. Feature of this 
tester lies in its design for continuity 
testing. Power circuits of from 110 to 
600 volts are tested by inserting rubber 
plug into the self contained socket on 
the devices’ frame. Tester weighs two 
ounces. 


Newhouse Coyote Killer 


Animal Trap Co. of America, Lititz, 
Pa., is offering the Newhouse Safety 
Coyote Killer chemical gun. Attached 
to a stake, the unit is set an inch above 
the ground, loaded with a lethal charge 
and baited with scented sheep wool. 
When the coyote pulls the gun with his 
teeth the chemical] is fired into his 
mouth and death is said to be inescap- 
able. Coyote Killer and accessories are 
sold as a complete unit which con- 
sists of gun, stake, safety setter, 10 
cartridges and a tube of bait. Replace- 
ment parts are available as are addi- 
tional cartridges, and bait. 





True Action Casting Rods 


A line of balanced “True Action” 
casting rods is offered by Great Lakes 
Products, Detroit, Mich. Each model 
rod is named after one of the Great 
Lakes. The “Erie” has two stainless 
steel wire wrapped guides and is sug- 
gested to retail for $3.85. Superior and 


St. Clair models feature the Duo-Loc 
cantilever action which locks reel firmly 
in place. Most have Cel-O-Seal plastic 
protective coverings on the handle. Two 
and three piece kits have both tubular 
and solid steel tips. Company’s catalog, 
TA-1, describing this line, is available. 





Seymour Smith Catalog 


Seymour Smith & Son, Inc., Oakville, 
Conn., has published it’s 1947-1948 cat- 
alog for pruning tools, grass, shears, 


_headge shears, locking pliers and bull 


rings. All tools are illustrated and de- 
scribed as are the displays which are 
available. 


Divided Top Elec. Range 


Norge Division, of Borg-Warner Corp., 
670 E. Woodbridge St., Detroit, Mich., 
offers a divided-top electric range which 
is fully automatic. Two burners are on 
one side of the top and a burner and 
deep-well cooker on the other, leaving 
the center section free. Oven is glass- 
doored and is in the middle with warm- 
ing oven beneath and utensil storage 
space in cabinets on either side. Fea- 
tures a safety switch mounted on the 
rear panel and an automatic preheat- 
ing device which raises oven tempera- 
ture quickly and then switches off. 
Range slopes out slightly from the top 
to provide a panel and results in easier 
handling of the controls mounted there- 
on. Back panels are equipped with hid- 
den fluorescent lights for indirect illu- 
mination. Range has contour doors. Also 
available is the two-broiler gas range, 
to permit the preparation of sufficient 
quantities of broiled foods for families 
of four or more. Oven is mounted to 
one side with a broiler beneath it and 
the other is high on the other side. 
Broiler has 10 positions to the broiler 
rack, permitting the cooking of hams, 
roasts or fowl by “Southern Barbecue” 
methods. Top surface heating units are 
above the oven. 
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ORDER NOW 





MOTO-MOWER" is a "still hard to get" item 
md we believe that it will be in spite of anything 
hat we can do ... While we anticipated the 
reat demand, with an expansion program that 
ludes the building .and equipping of a com- 
stely new and modern plant, employing all of 

ingenuity and efficiencies known to automo- 
We progressive conveyor production, which in- 
wes" MOTO-MOWER" of maintaining its posi- 
ion as a top value product . . . we still must em- 
hasize the importance of your placing your 
oder with your jobber right now for your 1948 
quirements of this best known product for 


power-lawn-mowing .. . 


if your jobber cannot 


supply you, write us 






the best known name in POWER-LAWN-MOWERS 





The “SCOUT” 





The “MOTO-BOY”’ 


The 
MOTO-MOWER 


4802 Woodward Ave.. DETROIT |, 


OCTOBER 23, 1947 





MICHIGAN 
Since 1919 


Company 
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SELLS! 





This little Strip... 


wooo AND OUT 
to stop goP* 
or crac . 
eeps ov 
Grates. cold 
ond dirt. In- 
sures o wormer 
healthier home. 


Mastic weother- 
cord stoys pliable, 
wont harden oF 

fali out. In packets 


! ' 
or cartons Cost low 


THE SATURDAY 
EVENING 


POST 


The Strip-Seal ad- 
vertisement above is 
now appearing in.. 


Sells in cellophane packets. . $.29 
Sells in cartons 
(pkg. of 5 packets)... . $1.35 


(Far West slightly higher) 





Here’s a real stopper! Die-cut 
hole accurately shows customers 
how much heat is lost when 
windows are not tightly fitted 
or sealed with Strip-Seal! One dis- 
play is packed in every shipping 
case you buy (13 cartons). 


Improve customer service — 
glaze with Mastic-Glaze 


TREMmCO 


INANUFACTURING CO 
CLEVELAND 4, OHIO 
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Seals out cold! 








STRIP-SEAL WHATS new 





Faucet-Queen Spray 


The Faucet Queens, Inc., 
Madison, Chicago 6, IIL, 








337 W. 
offers a 
kitchen faucet spray model “A.” Stays on 








permanently, 


gives spray or stream at 
the flick of a switch on the side and it 
bends to reach any part of sink. Live 
rubber casing prevents cracking dishes, 


glassware. Said to fit any common 
faucet. Available in colored displays 
packer of one doz. in red, white and 
green. Suggested to retail for 39 cents. 


Truck Decal Manual 


The Meyercord Co., 5323 W. Lake St., 
Chicago 44, Ill, has issued a complete 
manual on truck decal advertising en- 
titled, “Ads On Wheels.” It is a prac- 
tical handbook of profitable ideas in 
truck advertising for fleet owners, pub- 
lic carriers, equipment makers, mer- 
chants, maintenance men and advertis- 
ing agencies. Includes 130 illustrations 
in color. Method of determining the 
effectiveness of truck advertising is a 
feature of the book. 





Dedoes Cabinet Hardware 


Dedoes, Berkley, Mich., offers new de- 
designs in door latch and drawer pulls 
for interior cabinet doors and drawers. 
Hardware is unique in that it is flush 
surface when 


with the not in use. 








Finger touch at the top and doors un- 
latch for easy opening. Made of chrome, 
satin finish stainless steel and brass. 


Nationally 


























Bar This 





pr Sry paint. 
expert painter. 


7 


d for water 
Makes anyone an 


Dandelion Diggers, Grass ‘ Grass Hooks 


{pproved 


SCREEN PAINTER 


Colorful die-cut dis. 
play ties in with paint 
sales and tells how Jiffy 
paints screens 10 times 
faster than brush, 
Covers screens better, 
yet never clogs mesh, 


Sells on Sight! 


APPROVED 
by world seading 
Paint Manufacturers 


and —_ 
consumers, —) 
s 


OV 








Jiffy Quality Garden Line Increases Profits 


al 











FREE — colorful dealer helps bring quick profits. 
Consumer advertising is creating volun.e demand, 


A. B. CARLSON & a 
AURORA 3 ILLINOIS 


ORDER FROM J0O0RR 
OR WRITE DiRect, 





































MAKE YOUR STORE HEADQUARTERS 
FOR HOME REPAIR WITH 


(eer Hllow 
/eadlate 


DOUBLE X - SAVABRUSH - WAXOFF 
SCHALK’S CRACK FILLER 
SCHALK’S WOOD PUTTY 

PETER PUTTER’S PLASTER PENCIL 


MADE BY SCHALK CHEMICAL COMPANY 
FACTORIES: LOS ANGELES AND CHICAGO 
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~ S _ EEO OR ITLL IOLA IE 
my 4 eacum ¥ o fi 


> KAY-TITE 1 tte CARLOAD 


TRADE MARK REGISTERED 


ORDER FROM JOSRER 
OR WRITE DIRECT, 


Goes North, East, 


South and West 


= SUCH CONFIDENCE OF BUYERS 
— MUST BE DESERVED 


Lb; | 
| - 20 YEARS of satisfactory Performance Lh S 
a % 


| @ 
RUSH - WAXOFF IS THE ANSWER U/ » lo, See ; 
\CK FILLER ym Hy page| 


es SS yp Be 
OD PUTTY jj “ SOUS 


LASTER PENCIL KAY-TITE controls wator Acopage J ‘—_ : 








‘ “fey , 
Oe 4 7) b PROTECTS gat Es 


“rs oF § BEAUTE / 
K/Or7 Pe 


ati sf, 


10 Ib. can retails for $2.90 throughout the U. S. A. Seles! 





For information write to 


WARE ACE BTITE COMPANY WEST ORANGE NEW JERSEY 














FOR $28.90 YOU GET: 


1—S shelf rack 
1—WW 1326—1326 Washers 
11 sizes wrought steel washers from 1% to 
1” bolt sizes 
1—HN 218—218 Nuts 
10 sizes USS SF Hex Nuts from %" to 1” 
bolt sizes 
1—HN 255—255 Nuts 
8 sizes USS Hex Jam Nuts 
8 sizes SAE Hex Jam Nuts 
from 4%" to %" bolt sizes 
1—HN 388—388 Nuts 
5 sizes SAE Castie Hex Nuts 
8 sizes SAE SF Hex Nuts 


from 4%" to %" bolt sizes 
1—SC 140—140 Screws 
16 sizes Socket Hd Cap Screws 


(Alien Type) 





For yo 
SATISFIED SHARON DEALERS! 


WL 










ANOTHER 
fast-selling 


SHARON GROUP 


for 
IMMEDIATE 


GROUP “B” ASSORTMENT 
1 FOOT 


$28.90 
Total Profit $30.35 


Every item is electro galvan- 
ized and clearly marked. 
Easy to find—always in place. 


Total Space 
Total 
Investment 








posvon 16, sass. 











SELL SAFETY... 


aud tucreased profits 









WITH NEW 


NE -SHOK 


CONVENIENCE CC" 
OUTLET! 


Promote SAFETY—prevent loss 
of life—with this accident- 
proof, heavy duty, NO-SHOK duplex recep- 
tacle. With its positive snap-back spring action, 
face is closed tight when plug is removed, 
thus assuring children and adults full protec- 
tion from electric shock against which ordinary 
outlets cannot guard. Play safe—build sales, 
good will, and prevent tragic accidents. 
Thick double walls of bakelite separating 
» and insulating heavy duty terminals 
— lifetime spring action — firmer 
plug grasp, positive contact always. 
Listed as Standard by Underwriters Laboratories 








1. Insert Plug 


2. Twist Quarter 
Turn to Right 


3. Push in 





ELECTRIC 


BELL COMPANY 


CHICAGO 8, ILLINOIS 





Ridsmel Counter-Box 


Holley Chemical Co., 125 E. 25th 
New York City 10, has designed a ds 
cut scored, removable card which flapy 


Excell 
by an 
is you 
20” Ez 
operat 
years 
This n 
to the 
line a 
your r 
Doubl 
fits. 


over and serves as a cover, becoming: 
striking poster. Poster states—“Make 
Your Own Odorless Paint—Use Rids 
mel.” Box and poster form a unit for 
help yourself display on counter. Rit 
mel is a paint deordorizer which mixel 
into paint, varnish or enamel is said to 
banish traces of paint smell during and 
after painting. 


Garrison Gear Chuck 


Improved Garrison Gear Chuck lo 
cates bevel gears by the pitch line d 
the teeth while grinding the bore a 
a portion of the back face at one chuck: 
ing. Chuck is draw-bar operated yp 
adaptable to different machines’ with 
out necessity of providing proper 
threaded connector as the operating 
mechanism is not attached or connected 
directly to the draw-bar. Can be oper: 
ated by the machine hand lever, ai 
cylinder, etc. Different gears can bk 
handled through use of Garrison Bevel 
interchangeable locating rings. Various 
sizes are available. Garrison Machine 
Works, Inc., 515-525 Bannock St., Day- 
ton 4, Ohio. 


All-Aluminum Ladder 


Chesley Industries, Inc., 7731 Lyadon 
Ave., Detroit, Mich., is making an all 
aluminum ladder. Its construction 
said to require no welding, rivets, nuls 
or bolts. Maker claims it has five times 
the strength of ordinary wood and it 
weighs less than a 1b. per foot. Ladder 
has rubber boots on all end points 1 
avoid slipping. Ladder is 12 ft. long. 
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The 20” EXCELLO POWER MOWER 


"The Mower of Tomorrow” —_ 


Excello Lawnmowers are manufactured and backed 

by an established firm of 45 years’ standing. This 

is your assurance of receiving quality products. The 

20” Excello Power Mower is a lightweight, easy-to- 

operate lawnmower that has been engineered to give 

years of satisfactory service. J 4 

This new power model addition These Features Make 
to the already famous Heineke — “ ‘ 

line adds a chance to double “o EXCELLO” Excel 
your next year’s mower sales. Control buttons conveniently lo- 


Double sales.mean double pro- cated on handle * Two-thirds h.p. 
fits. * air-cooled Briggs & Stratton en- 


gine * Timken bearing equipped 
5-spider reel shaft * Bronze bear- 
ings in wheels and countershaft 
Five self-sharpening heat-treat- 
ed crucible reel blades * Safety 
feature of guarded roller driving 
chain and sprockets. 


profits 


- 


...WITH THESE TWO 


Win Repeat Orders 
with this trouble free mower 4 i , 
Jj The Excello Hand Mower 


Built of new unbreakable fabricated fs sini inte wep 
steel, this streamlined mower j Built to Last a Lifetime 
combines lighter weight 3 Smooth, quiet, easy-to-operate. 
with longer wear. OT Lightweight, built to do heavyweiglit 
x work. 
One-piece tubular steel handle. 
Steel spiders won’t break or crack. 
Semi-pneumatic rubber tires. 
Fabricated steel side plate. Won’t break 
or distort. 
One-piece fabricated steel cutter bar 
with crucible blade knife. 


5-blade crucible reel mounted on self- 
adjusting ball bearings. 


Manufactured By 


HEINEKE & COMPANY 


SPRINGFIELD, ILLINOIS 
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In an ebony 
our” is mean 
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WHATS NEW 


Adjustable Work Tables 


“Work-Flow” adjustable work tables 
are constructed of heavy plywood anj 
mounted on gliders. They are quickly 



































kx 











“CHEMICAL PLANT IN” 























color metal be: 
numeral dots ; 
black metal di 
numerals for 
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and nine. All 
dicated by goo 





HODGMAN ”/ 
PROTECTION « 


Pe No. 1063 SPECIAL DOUBLE 
COATED ACIDPROOF SUIT. re 
Coated on both sides with 
specially compounded Neo- 
Pprene, and designed to give 
complete protection against 
acids and chemicals. Aill 
seams fully cemented. Non- 
corrosive fastenings. 


adjustable to any height from 26% by 
37 in, oft the worker who sande ie clock cos 
: Mex nice Sinks ‘ chronous Telec 
| be set up individually or in lines. Fin] jotai) at $4.95. 
| ished in eye-resting green. Working su. Zhiend Mass. 
face is tempered masonite and the max 
imum working load is 300 lbs. Top six 
| is 48 by 30 in. Haskell Mfg. Co., Inc, ‘Snug-Tite’ 
207 Penn Ave., Pittsburgh 21, Pa. 





| The Enginee 
4, Mich., has d 
| ‘Mounted Wheels’ Book catch called th 
| 


The Carb lum Co.. Ni Fall fs formed in < 
e Carborundum Co., Niagara Fal and screws are. 


N. Y., has published a 32-page, illu springs are of 
trated handbook on practical methes# 9,, entiie fits 
for increasing production, improving 
workmanship and reducing costs with 
light portable grinding equipment. 
Wide range of wheel shapes and sizes 
variety of abrasives and coated abrasiv 
discs, sleeves and cartridge rolls avai: Cleansing | 
able for use on light-weight, high-speel . 
portable grinders are discussed and de Tissue holde 
picted. Copy may be obtained by writ ee a Deny 
ing company above, or from Carborw: used on vanity, 
dum representative. can be mounted 
wall. Holds a ] 


‘ are removed on 
| Nydar Shotgun Sight tissue always at 
including wall | 
dividually pack 
Suggested retai 
six by six by fe 
Columbus Plas 
lumbus, Ohio. 





states catch is « 
by only a slig| 
mains snug. 


No. 1032 RUBBER SURFACE 
WORK SUIT. For workers in 
industrial fields where work 
is done under wet or muddy 
conditions. Two piece—made 
from heavy sheeting coated 
with general purpose rubber. 
All seams fully cemented 
and reinforced. Fully vul- 
canized as complete unit 
after making. 





Swain Nelson Co., Glenview, IIl., of 
fers the Nydar Shotgun sight which isé 
reflector type. It produces the illusion 
of a dot and circle floating in space @ 
a the same range as the target. Show 
where the gun is pointed, serves as # 


= er Ss range and lead guide, and shows th 












~ 





approximate pattern of the shot charge 






















HODGMAN RUBBER CO. 
FRAMINGHAM, MASS, —__-}\ 4 we  ~ 
261 Fifth Ave. 173 Madison St. 121 Second St. == —=-— 
New York, N. Y. Chicago, Ill. San Francisco, Cal.——- as 
2100 McKinney Ave. 5618 Lake Shore Drive 





Dallas. Texas JACK C. KERN CO. Enoxville, Tenn. 
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Telechron ‘Glamour' 


In an ebony plastic case, the “Glam- 
our” is meant to be used where an 
occasional clock is desired. The gold 













color metal bezel, hands, numerals and 
numeral dots are in contrast with the 
black metal dial. There are four large 
numerals for the due north, south, 
east and west hours of 12, six, three, 
and nine. All other numbers are in- 
dicated by good-size dots. Movement of 
the clock contains the self-starting syn- 
chronous Telechron motor. Suggested to 
retail at $4.95. Warren-Telechron, Inc., 
Ashland, Mass. 


‘Snug-Tite’ Door Catch 


The Engineered Products Co., Flint 
4, Mich., has developed a cabinet door 
catch called the “Snug-Tite.” Housing 
fs formed in one piece. Catch, strike 
and screws are cadmium plated, and the 
springs are of special tempered steel. 


One strike fits all installations. Maker . 


States catch is easily installed, is closed 
by only a slight pressure and yet re- 
mains snug. 


Cleansing Tissue Holder 


Tissue holder is molded of Poly- 
styrene in ivory, coral and blue. Can be 
used on vanity, dresser or desk and also 
can be mounted on bathroom or kitchen 
wall. Holds a package of tissues which 
are removed one at a time with a new 
tissue always at the opening. Each unit 
including wall bracket and screws is in- 
dividually packaged in a gold foil box. 
Suggested retail price is $1.69. Size is 
six by six by four and three-eighths in. 
Columbus Plastics Products, Inc., Co- 
lumbus, Ohio. 
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This is the famous 
Artbeck Baster* 
. . . Sold by lead- 
ing dep't stores in 
tremendous quantity 
. . » Now available to 
retail outlets every- 
where. .. . Stock it! 
Display it! Cash in 
on the national adver- 
tising. and public de- 
mand! . . . Get your 
share of these profits— 
Contact your jobber or 
write us today! 


























































*Serves dozens of home needs 
—bastes meat and fowl—skims 
milk—bastes apples, etc., etc. 
Individually packed in full color, 
permanent container. Nationall 

advertised at 79c. You get full 
mark-up! 

















ARTHUR BECK CO. 


1801 S. Jefferson St. 
Chicago 16, Illinois 
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Electric Switch and Outlet Boxes 


Available for Immediate Shipment 


Aluminum electric switch and outlet boxes . .. 
approved by Underwriters Laboratories Inc., 
Chicago, and REA. 

Immedirite Delivery of any quantity desired. 
All boxes guaranteed against defective workman- 
ship or material. Check these features: 

Longer lasting—rust & acid resistant. 

Light weight—easy to handle, inexpensive to 
ship. 

Sturdy construction—will not pend or break. 
Easy knockouts. 





No. 4 


Precision made (die stamped, press formed) 4” Octagon, 1%” deep, three %” knockouts 
and 4 loom knockouts in bottom, with clamps. 
Two %” knockouts and 4 loom knockouts in 
sides. One piece draw. Also avail- 
abie with all %” knockouts. 


—conform to all building codes and require- 
ments. 




















No. 3 





2” deep, %” knockouts, ears 2%” deep, romex clamps, ears 
attached. attached 


DISTRIBUTORS: 
EAST COAST: Smith & Fetten, 295 Madison Ave., 
N 17, N. Y. 


WEST COAST: West Coast Agencies, 129 Ist Ave. 
W., Seattle 99, Wash. 


Write today for information and Jobber discount 
W. T. DRIVER, MANUFACTURER 


2648 37TH AVE. SO. 
MINNEAPOLIS 6, MINN. 











! Jaster- Seiler 
SURFACING 


OF IMPERFECTIONS 


wie DURATITE 


Only ONE application 
for the average fill ! 

















a For fine finishing on wood, metal, plastic or an 

commonly used material, Duratite Wood Dou 4 
(for large cavities) Duratite Surfacing Putty (for 
smaller cavities). In seven wood colors everyone 
wants, in tubes and cans in a variety of sizes. Ask 
your jobber or write 


WEBB PRODUCTS COMPANY 

238 South G Street © San Bernardino, California 

Dept. H, Norcross, Georgia 
ARROWHEAD 


esN a 
DURATITE ne 
ANN NoiC SA waSEMENT 


WOOD DOUGH and SURFACING PUTTY (Bee 





waterproof... heatproof 
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Champion Lightrule 


The Champion Lamp Works, Lynn, 
Mass., has developed a simplified “light- 
ning” lighting calculator, the Champion 
“Lightrule.” Single setting of the slide 
rule gives the user the foot candles, 
lumens, required lamp or fixture or 
area per lamp or fixture. It applies to 
any type of lamp or any type or make 
of lighting fixture without reference to 
catalog numbers. On the reverse side, 
slide contains a table which provides 
determination of room indexes for vari- 
ous room sizes and fixture mounting 
heights, together with a chart that in- 
dicates the applicable fixture types and 
coefficients of utilization. Lightrule will 
be sent upon request printed on com- 
pany letterhead. 


Light Weight Iron 

Westinghouse Electric Corp., 306 
Fourth Ave., Box 1017, Pittsburgh 30, 
Pa., offers a light weight streamlined 
automatic hand iron with aluminum 
base and cover and cast-in Corox heat- 


| ing element. Model weighs 3 lb. and 


has an ironing surface of 27 sq. in. 





Bi-metallic thermostat controls the tem- 
perature and gives accurate heat control 
for every fabric, according to the maker. 
Handle and heat control lever are of 
molded black plastic. Heel rest and 
6-ft. cord are permanently attached. 
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chart that in- | 4 ° 
5, i twenty minutes 


ure types and 


Lightrule will 4 == 
nted on com- wil S&S A delightful hobby complete in one tool! Reproduces 


models (from dime store or gift shop) in beautiful 
mahogany and other fine woods, Just trace the model. 
The Carvit does the rest. It’s great fun — and profit- 








_Corp., 306 Oi LV E 'g@ able. Amazingly easy to use. The Carvit is the ideal 
‘ittsburgh 30, ' = . g gift for anyone — man, woman, boy, and girl — every- 
streamlined . one loves it! It’s a natural for your hobby trade. 
th aluminum ul OR NEFUN 

1 Corox heat- eycuwt ye <> 

8 th ool ieee? Gomenbed by © pe 
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The Dumore Duplex gives your customer 
more power, more capacity than any other 
homeshop handgrinder 
Here’s the handgrinder workshop fans have been wait- 


ing for — the powerful Dumore Duplex. Its full 1/14 
hp. motor has extra no-stall power for heavy jobs 


a, — Tee ° A Coe —_ (50-500% more power than other available homeshop 
' _ . , handgrinders). Its extra-capacity chuck takes all 3 
rols the tem- \ e -_" ‘ A yn ” yaqn . 
\esa% tool sizes — 4", 4", 3/32”. Attachments convert it 


heat control ° . 
o the meker. instantly for bench, lathe, and flexible-shaft duty. Be- 


lever are of . cause the Duplex makes work faster, easier, and twice 
el rest and sfosy, SR ee the fun — it is twice as easy to sell! 
attached. . 


direct-mail follow-up and local advertising and promotion 
material to tie in with this national campaign — to bring 
the customers into your store! 

*Trade Mark Keg. U.S. Pat Off. 


ddl These famous national magazines carry sales-building 
i SEAEEPH — Dumore advertising into 6,000,000 homes every month — 
> \ ae j hundreds in your own city. Dumore gives you effective 





Don’t wait to cash in on this profit opportunity! Stock up 
now — and watch the sales roll in! Qualified dealers can be 
stocked immediately, Write for complete details today! 


r 
: 
The Dumore Company, Dept. K-56, Racine, Wis. 











RACINE, WISCONSIN 


OCTOBER 23, 1947 











60 YEARS 
OF SERVICE 


to INDUSTRY 


SUPPLYING 


WAS H ERS 
STAMPINGS 


OF EVERY DESCRIPTION 
FOR EVERY PURPOSE... 
UTILIZING MORE THAN 
22,000 SETS OF DIES 


Let Us Quote On Your Needs! 





WROUGHT WASHER mre. co" 


o/, 


THE WORLD’S LARGEST PRODUCER OF WASHERS 
2218 EAST BAY STREET @© MILWAUKEE 7, WISCONSIN 








Never Before... 
A FLAT TORCH 


priced fo sell! 


No. 61 





Designed for hard-to-get-at places. Space Saving 
Storage in tool-kit, tractor or truck. 








Always a Leader... 
THIS LOW-PRICED ROUND TANK 


CAPACITY 


Welded tank construction, bottom-filler, positive 
all-weather per- 


pump, attractive appearance, 
formance! 








Matched. in quality, price, performance/ 


Here's what you've been looking for. . . 
tunity fo stock just 2 blow torches from which the 





user can make a worth-while choice! 
sortments ... order quantities you need NOW! 


Write, wire, phone. 





P. WALL MFG. SUPPLY CO., Grove City, Pa. 


it's your first oppor- 


No fixed as- 


















N.W.H.A. Session 
| Ben G. Cox's Address 


| (Continued from page 250) 


years and each month can com- 
pare all of the figures with the 
same figures for the same 
period against the three pre- 
vious years. Thus at a glance 
we can see how our sales, in- 
ventory, purchases, cost of 
| goods sold, gross profit on sales, 
general and administrative ex- 
pense, sales and delivery ex- 
pense, total operating expense, 
and net profit on sales stand for 
the current year and how they 
compare with the preceding three 
years. Also in this report we 
break down the individual ex- 
penses under the two general 
headings that we have given 

















you above and have compared 
the figures on them individually. 
This gives us a very clear pic- 
ture in ascertaining whether 
some expenses incurred this 
year have gone unreasonably 
out of line in comparison with 
previous years. If so, we are en- 
abled to check into the cause of 
this discrepency, at once, rather 
than waiting until the end of 
the year to receive our auditor’s 
report. 


Other Figures 


Naturally, there are other 
figures which are of primary 
importance in checking on your 
business that can be very easily 
taken directly from your books. 
Some of them, for example, are 
salesmen’s individual sales for 
the current month, for the year 
to date, and you can, of course, 
get a comparative figure for 
previous years for the same 
period to date. I am sure that 
all of you do have and use those 
comparative figures. It is my 
belief that any executive who 
has these figures currently at 
his fingertips from month to 


| month can definitely get a clear- 


| er overall picture as well as a 


specific picture of every phase 
of his business than he would 
if he were attempting to carry 
generalities and estimates in his 
own mind. As I have said, there 


| are perhaps many other figures 
| in which all of you are inter- 
| estedin and which you look over 


each month, but in my opinion 
those that I have given are the 
most important. 
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N.W.H.A. Session 


Key Figures 
Every Executive 
Should Have 


By WILLIAM FRANKFURTH 
President, 
Frankfurth Hardware Co., 
Milwaukee, Wis. 





WILLIAM FRANKFURTH 


W. use figures 


that are similar to those used by 
Mr. Cox. Our sheet is prepared 
monthly and covers the past 
month, which we compare with 
the same month a year ago, and 
the total for the year to date 
compared with the same period 
a year ago. 


Use a Fixed Percentage 


We do not know our gross 
margin, but for the sake of these 
comparative figures, we use a 
fixed percentage in all of these 
reports, using the same percent- 
age each year. We have used it 
for a number of years. The 
value of a report like this, to us, 
is that it shows a trend, and tells 
the direction in which we are 
going. And we have found it 
helpful. Our comparative sheet 
includes the purchases by each 
department together with the 
total. In other words, we know 
how much each department 
bought during the month and 
can compare it right across and 
we have the total for the house. 
After this we show the change 
for the current month and for 
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Could You Use 


an Extra Salesman 
FREE? 


PaSabi Nip ; You'll profit through use of this attrac- 
| tive, silent salesman—a striking, all-wood, full-color COUNTER 
| or WALL DISPLAY. You pay only for 6 “Harmic" Irons of your 

own selection for face of Display—these easily removed for sales. 
A built-in storage space holds !2 extra irons and a supply of boxes. 


Contact Your Jobber . . . Obtain our Catalog. 


“HARMIC” IRONS list from 49¢ to $4.50 each and 
all are equipped with famous “Demon-Heet” element. 














ELECTRIC 
SOLDERING IRONS 


SOLDERS 


GASOLINE 
BLOW TORCHES 


HARMIC MFG. CO. 
BOX 60, SOMERVILLE, MASS. 


NOW FEATURING... ali-chrome plated, Un- 
derwriters’ Approved Irons from 69c up, list. 


(Wilton Vises osc. 


puwe a, 
hey nation, 
Wilton Vises sell fast and build profits for three 


reasons. 1. Modern Wilton design has eye appeal—sells on 
sight. 2. Wilton Precision Vise’ and new Torco Utility Vises 
ore now nationaliy advertised. 3. Prices have not been 
increased. Wilton Vises still sell at the old OPA ceiling. 


WILTON PRECISION VISE Completely enclosed, keeps out 
chips and dust. Ruggedly built. Spindle and unbreakable nut 
ore grease packed. Precision milled jaws—replaceable. No 
wobbling — front moves on broached keyway. Only vise 
guaranteed for five years. Size 2” to 6” inclusive. 


TORCO UTILITY VISE No dead motion or wobble 
because of precisely threaded spindle. With or without 
pipe jaws and swivel base. Accurately lathe 

turned, milled and broached. Sizes 34/2” 
to 4". As low as $7.20 list 
for 342" size. 


r better sales 














































and profits 
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WILTON & 
Torco |” veneer 
umnuity ~~ 
VISE Wilton Tool Mfg. Co. 











936-C Wrightwood Ave., Chicago 14 











Built by Wilton—They Must Be Good 




















The 
KLEIN- 
LOGAN 


COMPANY 


Pittsburgh 3, Pa. 
Ask your jobber for K-L tools 


LOADING 
BAR 











18 Ibs. 

60 inches 
or 

26 Ibs. 

60 inches 


The Less 
Space 

You Have, 
The More 
You Need 
This Bar. 


On a Par 
With 


KLEIN - LOGAN 


PICKS, MATTOCKS, BARS, 
SLEDGES, WEDGES, and 
RAIL TRACK TOOLS 


89 Years Spent In Making The Finest 
Quality Means As Much To The 
Buyer As It Does To The User 
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N.W.H.A. Session 





N.W.H.A. President Henry J. Allison, Allison-Erwin Co., Charlotte, N. C., and a 

past president of the S.W.H.A., welcomes Leslie M. Stratton, Stratton-Warren 

Hardware Co., Memphis, Tenn., past president of both N.W.H.A. and S.W.H.A. 

to the joint Wednesday session. Shortly after this picture was taken, Leslie 

M. Stratton, Jr., and Leslie M. Stratton, III, were also invited for the introduc- 

tion of three generations of the Stratton family all active in the wholesale 
hardware business. 


the year to date. We list the 
amount that we paid for merch- 
andise purchased for the month, 
and for the year to date, as well 
as the amount of freight paid. 
We list our sales, broken down 
into country sales, city sales, 
cash sales, and total. From that 
we deduct returned goods and al- 
lowances, giving the net sales. 
After this we show the change 
for the month and for the year- 
to-date. We list our collections, 
for the month, and across the 
board, and cash discounts taken 
and allowed. We show our op- 
erating expenses, broken down 
into about four departments. 
The sheet also shows the total 
salaries paid to all employees, in- 
cluding salesmen’s commissions 
and their traveling expenses, and 
the number of employees we had 
for the current month. We 
figure our operating profit, as I 
stated before, by using a fixed 
percentage and deducting from 
that our expenses to get our 
operating profit, or loss, for the 
month or for the period to date. 

We list on this sheet: ac- 
counts receivable; notes pay- 
able; the amount that we owe 
for merchandise at the end of 
the current month; the cash on 
hand, and our inventory as of 
the first of the year and at the 


first of the current month, as 
well as for the end of the cur- 
rent month. 

These reports, as I stated, are 
prepared monthly. While they 
are not accurate because they 
couldn’t be without a_ physical 
inventory, we find that they in- 
dicate a trend and have found 
it very useful. 


Toyland Sign Attracts 
Yuletide Shoppers 





Ritter's Hardware, Grinnell, lowa, 
a town of 5300, last year used this 
effective "Toyland" sign protruding 
at right angles from the front and 
directly below the firm name out- 
side the store. A red on white 
background was used for the sign, 
plus a picture of Santa. The sign 
could be seen up and down the 
street for hundreds of feet and at- 
tracted numerous customers into the 
store during the holiday season. 
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* &- 0 these familiar gold 
Duro Tool Boards you 
will find a wide 
selection of perfectly 

balanced and matched Duro-Chrome 
Tools. Take any tool from these boards 
and notice the satin-smooth skin of 
triple-chrome . .. built to give years of 
trouble-free service. Every tool shown on 
the Duro Boards is made of special 
alloy steel, having strength 20% 

above Government Specifications. You 
can feel the perfect balance built into 
each Duro Tool. Your joober displays the 
Duro Tool Boards so you can pick out 
the tools you feed, without guessing. 
New tools are being added continually... 
look over the Duro Tool Boards every 
time you call at your jobbers... you may 
find some that can save you plenty of 
time and money. puro METAL PRODUCTS CO., 
2649 North Kildare Avenue, Chicago 39, Illinois. 


Ne DUIRO-CHROME ECVE KMS 


iSUJddOf YNOA LV 


< org ag — 
OO ee . | 
0 0 , | ay 


The Ay eld 


OVER A BILLION BUILT SI 19 223 





ALSO MAKERS OF DURO MACHINE TOOLS 
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if the pie is SMALLER! 














RUSSELL, 








The lower you can make your customer’s total 
cost of fastening, the larger share of his fastener 
business you should expect to get. 

Actually, the cost of using a fastener—includ- 
ing costs of specification, purchase, stocking, 
inspection and assembly time—amounts to much 
more than the initial price. 

So—sell him the brand of fastener that keeps 
the cost of using fasteners low .. . and you can 
expect to get the fastener business and keep the 





Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill, Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 








BURDSALL & WARD BOLT & NUT COMPANY 


business at price levels which are profitable. 

“T.F.E.” is a selling idea that helps you make 
more fastener profits by helping customers to 
lower fastening costs. The customer who agrees 
that a// the elements in True Fastener Economy 
are important is a fine prospect for the brand of 
fastener that can be counted on to give him all 
these elements. 

For details on “T.F.E.”, see the RB&W ad 
opposite. It runs in most of the publications 


your customers read. 


FASTENERS THAT LOOK LIKE THIS 
CAN BE COUNTED ON FOR t.fe. 


Clean-cut heads, accurate well-finished barrels, 
perfect threads, high physical properties—those 
are the distinguishing characteristics of RB&W 
fasteners. And their quality is uniform, as these 
two bolts show—selected at random from dis- 


tributor stocks in two different cities, but iden: 


tical in appearance and properties. 


RBaw 
The Complete Quality Line 
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ive him all PER DOLLAR 
It’s the cost of using a fastener that counts. Wherever maximum 
RB&W ad fastener strength is required . . . such as for engines and machine You Get T. F. E. When You 
7 tools . . . it is True Fastener Economy to specify high-quality t, Sathiee seein Oheee tena dilititininds tap anitiiay Canad 
iblications Cap Screws. use of accurate and uniform fasteners 
RB&W Cap Screws for Utmost Security é 7 Bp spat mae happier by giving them fasteners that make 
Raw material that is subjected to the most rigid mechanical and cane a ae inspection, due to confi- 
physical examination . . . cold-forming on the most modern ma- 4. Reduce the number and size of fasteners by proper design 
chinery . . . continuous inspection at every stage of manufacture 5. Purchase maximum holding power per dollar of initial cost, 
E THIS . .. contribute to your assurance that RB & W Cap Screws will by specifying correct type and size of fasteners 
have uniformly high physical properties and a finish that enhances 6. —— inventories by standardizing on fewer types and 
f the appearance of the finished product. 7. Save ion time by buying larger quantities from one 
€ Such facilities as spheroidizing furnaces, close control heat supplier's complete line — . 
treating, finest heading and threading equipment enable R B & W to 8. Contribute to sales value of final product by using fasteners 
manufacture its products to meet the severe stress conditions and with a reputation for dependability and finish 
d barrels, close tolerances required of highest quality Cap Screws. 
RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
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faa at: Fas * Chester, N. Y., 
Pa., Rock Falls, Ill., Los 
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tributor, you can Prompt eer- 
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Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel an ‘others. 
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C. K. Davis- Edward Gallaher Honored 


By Army 





Cc. K. DAVIS 


Edward B. Gallaher, president 
of the Clover Mfg. Co., Norwalk, 
Conn., and C. K. Davis, president 
of the Remington Arms -Co., 
Bridgeport, Conn., were honored 
guests at the 29th annual dinner 
meeting of the Army Ordnance 
Association held in the Grand 
Ballroom of the Waldorf Astoria 
Hotel, New York City, recently. 
Mr. Gallaher was presented with 
the Crowell Gold Medal for dis- 
tinguished ordnance service and 
Mr. Davis was awarded the Rice 
Gold Medal for his distinguished 
service and leadership in ord- 
nance engineering. 

An audience of over 1500 mem- 
bers and observed as 
Charles Deere Wiman, chairman 
of the Association’s Committee of 
Awards for 1947, conferred the 
honors on the gentlemen. 


guests 


Mr. Gallaher’s citation read in 
part, “For distinguished service 
in the advancement of our na- 
tional economy to keep America 
Strong. The Army Ordnance 
Association gratefully acknowl- 
edges the preeminent service be- 
ing performed by Edward B. 
Gallaher, economist, manufac- 
turerer and business executive.” 


Mr. Davis’ citation read in 
part, “For distinguished service 
in ordnance The 
Army Ordnance Association ac- 


engineering. 
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Ordnance Association 





E. B. GALLAHER 


claims Charles K. Davis for his 
leadership, skill and tireless de- 
votion in the management and 
operation of vast industrial facili- 
ties for the production of small 
arms and small-arms ammunition 


in World War II.” 


STUART JONES ELECTED 
PRESIDENT INSECT WIRE 
SCREENING BUREAU 
Stuart M. Jones, sales man- 
ager of New York Wire Cloth 
Co., has recently been elected 


president of the Insect Wire 
Screening Bureau. Herman J. 
Blasor, vice-president of Key- 


stone Wire Cloth Co., Hanover, 
Pa., and of its parent company 
Seneca Wire & Mfg. Co., Fos- 
toria, Qhio, has been named 
vice-president. Ralph W. Bacon 
continues as secretary. 


A. J. ALSDORF HANDLES 
GENERAL MILLS EXPORT 


Export sales of home appli- 
ances for General Mills, Inc., 
Minneapolis, Minn., will be han- 
dled exclusively by the A. J. 
Alsdorf Corp., Chicago, it was 
announced by Roscoe E. Im- 
hoff, executive in charge of Gen- 
eral Mills home appliance de- 
partment. Established in 1911, 








the Alsdorf Corp. headquarters | 


| at 221 N. La Salle St., Chicago 
1. Mr. Imhoff said all inquiries 
relative to export trade will be 
referred to the new representa- 
tives, who will handle the “Tru- 
Heat” iron and “PressureQuick” 
| saucepan in all territory outside 
of the 48 states, the District of 
Columbia, Canada and Hawaii. 


FAURIE HEADS SALES 

FOR EVANS HEATING- 

APPLIANCE DIVISION 

Georges Faurie has _ been 
named general sales manager for 
the Heating and Appliance Divi- 
sion, Evans Products Co., Ply- 
mouth, Mich. For the past three 
years, Mr. Faurie has been ad- 
vertising, merchandising and 
sales promotion manager of the 
Home Radio Division, Westing- 
house Electric Corp., Sunbury. 
Pa. 

Mr. Faurie joined the Bruns- 
wick-Balke-Collander Co., in 1927, 
promoting sales of radios and 
phonograph records. He later be- 
came district sales manager in 
the south and then was trans- 
ferred to the New York office. 
In 1932 he was made manager of 
sales promotion and education 
and in 1934, transferring to the 
Frigidaire division of General 
Motors, was appointed regional 
sales manager for the eastern 
half of the country, at the home 
office of Delco-Frigidaire, Day 
ton, Ohio. When this division 
was dissolved he returned to 
Delco in Rochester as manager of 
advertising and sales planning. 














GEORGES FAURIE 


VALJEAN APPOINTED 
DUO-THERM DIST. MGR. 

Duo-Therm Division of Motor 
Wheel Corp., Lansing, Mich., has 
appointed Theo Valjean eastern 





THEO VALJEAN 


district manager to fill the posi- 
tion formerly held by R. H. 
Reeder, recently named Duo- 
Therm sales manager. 

Mr. Valjean, who has been as- 
sociated with Duo-Therm for the 
past ten years, will cover Mary- 
land, Delaware and New Jersey, 
part of Pennsylvania and Vir- 
ginia, all of Washington, D. C., 
and metropolitan New York. 

He was formerly assistant ser- 
vice manager for Duo-Therm, and 
in this capacity he was instru- 
mental in the successful opera- 
tion of the Duo-Therm service 
school. 


NAME A. D. MacKAY DIST. 
MGR. RED DEVIL TOOLS 


Alexander D. MacKay has re- 
cently been appointed district 
sales manager in charge of Red 
Devil Tools, Irvington, N. J., in 
North and South Dakota, Minne- 
sota, Iowa, Wisconsin, the north- 
ern peninsula of Michigan and 
northern Illinois. 

Mr. MacKay joined the Red 
Devil company in 1926 serving as 
a salesman in various territories. 
In 1930 he went to Chicago 
where he still maintains his head- 
quarters. 
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Hardware Age Receives Merit Award 











INDUSTRIAL MARKETING 


1] & 














In the 10th annual business paper competition sponsored 
by Industrial Marketing, Chicago, Ill. HARDWARE AGE 
received an Award of Merit for the best published research 
during the 12 months ending July 31, 1947. This recogni- 
tion was given for editorial achievement in the merchandising 
field and the HARDWARE AGE winning entry was a research 
entitled, ““What Hardware Dealers Are Planning in the Sale 
of Major Electric Appliances and other Merchandise of High 
Unit Sales Value.”” This was published as a brochure and also 
in our April 10, 1947 issue. 


MASBACK INC. ANNOUNCE 
DEALER-SERVICE PLAN 


Masback, Inc.; 326-28-30 Hud- 








terial for use by the hardware 
retailer to help him step up store 
traffic. Each salesman was given 
a presentation kit designed to 
son St., New York City, hard- Py the story eaidily the 
ware wholesalers, and its agency, | hardware dealers he calls on. 

Ben Sackheim, Inc., presented to E. R. Masback, chairman of 
its 65 sales representatives its | the board, stated, “Our success 
dealer-service program at a spe- | is indivisible from that of our 
cial meeting held recently. The} dealers. Therefore we have a 
Masback plan includes direct, | selfish interest in doing every- 
mail, displays and other sales| thing in our power to help our 
Promotion and advertising ma- achieve a 





dealers to 
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greater | 





The hard- | 
ware retailer knows that he has 
not done as aggressive an adver- 
tising and merchandising job as | 
have certain other types of re- 
tailers. He is looking for help 
in this respect and we are in a 
position to help him because of 
our intimate knowledge of his 
business and problems and_be- 
cause of our mutual interests.” 

In a pre-presentation test, 100 
per cent of the dealers called on 
were said to have asked to par- 
ticipate in the plan. 


measure of success, 


ELECT SCOTT, VICE-PRES. 
SECRETARY OF HOTPOINT 


George W. Scott was recently 
elected vice-president and secre- 
tary of Hotpoint, Inc., 5600 W. 
Taylor St., Chicago. He has held 
the latter position and that of 
treasurer since 1933. Walter R. 


Grant succeeds Mr. Scott as 
treasurer. Mr. Grant formerly 
held the same position with 


Locke Insulator Co., Baltimore, 
Md., also a General Electric 
affiliate. 

Mr. Scott entered the G-E ac- 
counting department at Pittsfield, 
Mass., in 1911. Four years later 
he was transferred to Chicago 








GEORGE W. SCOTT 


when the G. E. heating appliance 
division became part of the pres- | 
ent Hotpoint, Inc. A year later 
he was made auditor and in 1933 
was assigned full responsibility | 
for all financial and secretarial | 


matters of Hotpoint. 


| Wire Co., 
United States Steel Corp., Cleve- 





PAUL R. HERMANN 


P. R. HERMANN HEADS 
ATKINS CHICAGO BRANCH 


E. C. Atkins and 
manufacturers, Indianapolis, Ind., 
has announced the appointment 
of Paul R. Hermann as manager 
of its branch in Chicago, Ill. 

Mr. Hermann started working 
for Atkins in 1926 and received 
many of their 
depart- 


Co., saw 


his training in 
various manufacturing 
ments covering industrial as well 
as hardware. For several years 


| he handled city sales and in 1936 


was transferred to the Pittsburgh 


territory, remaining in charge 


there until his new appointment. 


E. E. LOUIS ASSISTS 


| AMERICAN STEEL & WIRE 


VICE-PRES. OF SALES 


E. E. Louis has been appointed 
assistant to the vice-president of 
sales of the American Steel & 
subsidiary of the 


land, Ohio. M. C. Harriman has 
been named assistant manager, 
merchant products sales division, 


| sueceeding Mr. Louis. 


Mr. Louis has been with Amer- 
ican Steel & Wire for 35 years, 
having joined the company as a 
clerk at the De Kalb, IIl., works. 


He has been assistant manager, 


merchant products division, since 


1937. 

Mr. Harriman’s entire business 
experience has been with the 
company. 
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MACKOWSKY IS DIST. MGR. 
FOR ELEC. APPLIANCE 
SALES OF YALE & TOWNE 


Arnold J. Mackowsky has been 
appointed district manager for 
electric appliance sales of the 


ARNOLD J. MACKOWSKY 


Yale & Towne Mfg. Co., Empire 
State Bldg.,. New York City. His 
territory includes Maine, Ver- 
mont, New Hampshire, Massa- 
chusetts, and Rhode Island. 

Mr. Mackowsky was formerly 
with the Samson United Corp’s., 
sales force in New England. He 
was with the army six years 
prior to that. His early business 
experience was with the Charles 
D. White Co., electrical manu- 
facturers representatives, Boston. 


JONES HEADS SALES 
FOR GLENWOOD RANGE 


The appointment of Robert 
Haydon Jones as vice-president 
in charge of sales of the Glen- 
wood Range Co., Taunton, Mass., 
has been announced by Malcolm 
Leach, president of the com- 
pany. Prior to this appointment, 
he had been vice-president of 
the company’s advertising agency, 
Alley & Richards, Inc., of New 
York and Boston and formerly 
had been associated with Batten, 
Barton, Durstine & Osborn, Inc., 
as Account Executive. 

Mr. Haydon brings to Glen- 
wood a broad experience in 
sales, merchandising and _pro- 
motion and will direct all the 
company’s sales, advertising and 
sales promotion activities, Wil- 
bur L. Lawson, recently acting 
sales manager and advertising 
manager of the company, has 
been appointed assistant to Mr. 
Jones and will be active in the 
sales and advertising depart- 
ments. He has been associated 
with Glenwood since 1935, first 
as assistant advertising manager 
and since 1943 as advertising 
manager. 
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At the same time, it was an- 
nounced that H. E. Nickerson 
was retiring as sales manager of 
the company because of ill 
health but will continue as a 
member of the board of direc- 
tors and recently has been ele@ted 
a_ vice-president. 


HAROLD GENTER HEADS 
CAMFIELD MFG. BOARD 


Harold C. Genter has been 
elected a director and chairman 
of the board for Camfield Mfg. 
Co., Grand Haven, Mich., manu- 
facturers of the Camfield auto- 
matic electric toaster. Lawrence 
V. Meyering, secretary-treasurer 
and general counsel, was elected 
president, succeeding the late 
Russell W. Camfield, founder and 
president, and G. R. Van Aartsen 
was elected secretary. 

Preston D. Higgins and Ed- 
ward L. Taylor, who had previ- 
ously been elected vice-presi- 
dents, now have additional duties. 
Mr. Higgins, in charge of pur- 
chasing, will also direct manu- 
facturing operation, and Mr. Tay- 
lor will head sales and advertis- 
ing. 


HAROLD C. GENTER 


Mr. Genter was one of the 
founders of Waters-Genter Co., 
Minneapolis, originators of the 
automatic electric toaster and 
after McGraw Electric purchased 
it, he headed the Waters-Genter 
division until he retired in 1938. 

Mr. Meyering formerly prac- 
ticed law in Chicago where he 
was with Frank J. Rathje. He 
joined Camfield in 1942 and prior 
to its incorporation was a part- 
ner. He will continue to serve as 
treasurer. Mr. Higgins was also 
a partner. He was affiliated with 
Mills Industries, Chicago, in 
charge of purchases until 1944. 

Mr. Taylor was assistant sales 
manager for Schick, Inc., before 
entering the service. He joined 
Camfield upon his discharge in 
1945. 





Mr. Van Aartsen was at one 
time purchasing agent and in 
charge of maintenance for Michi- 
gan Bakeries, Inc., Grand Rapids. 
Since 1940 he has engaged in 
civilian and military flying hav- 
ing operated a pilot training 
school and after America entered 
the war, joined the AAF. He 
joined Camfield in 1946. 

Harry Olsen heads toaster pro- 
duction and engineering. 


OLD HEADS HARDWARE 
PRODUCT SALES FOR 
WICKWIRE SPENCER 


Newell H. Orr, vice president 
in Charge of Sales, announced 
the appointment of James A. 
Old as sales manager of the hard- 
ware products department of the 
Wickwire Spencer Steel Division 
of the Colorado Fuel and Iron 
Corp. 

Mr. Old was sales manager of 
the Wickwire Spencer Steel Corp., 
on the west coast and more re- 
cently, sales manager of the Cali- 
fornia Wire Cloth Corp., subsidi- 
ary of The Colorado Fuel and 
Iron Corporation at Oakland, 
Calif. 

Paul E. TenHoopen has been 
appointed sales manager of the 
Realock Fence Department of the 
Wickwire Spencer Steel Division 
under J. S. Eskin, general man- 
ager of Realock Fence Sales for 
the corporation and subsidiaries. 

Mr. TenHoopen will be located 
as previously in the Curtiss Build- 
ing, 361 Delaware Avenue, Buf- 
falo, N. Y. 

William J. Murray will con- 
tinue as assistant sales manager 
at 500 Fifth Ave., New York 18, 
Ne, 


GERITY-MICHIGAN DIE 


CORP. CHANGES NAME— 
RE-ELECTS OFFICERS 


Gerity-Michigan Corp. is the 
corporate name of the former 
Gerity - Michigan Die Corp., 
Adrian, Mich. The name was 
changed by a vote of the stock- 
holders at the company’s annual 
meeting held recently. At the 
same time the following directors 
were elected: James Gerity, Jr., 
chairman, James T. Bolan, John 
J. Krez, John F. Lange, George 
A. McDowell, Charles R. Shanks, 
William F. Stueve and J. Cary 
Thompson, Jr. The board reap- 
pointed all officers and they are 
as follows: Mr. Gerity, president; 
Mr. Shanks, executive vice-presi- 
dent; William N. Schnell, vice- 
president; John F. Lange, general 
counsel; Mr. Bolan, secretary; 
Mr. Stueve, treasurer, and Walter 
Lok, assistant secretary and as- 
sistant treasurer. 





EDWIN KING REPRESENTS | 


ALUMINUM GOODS MFG, 
Edwin King has been appointed 


as sales representative of the | 
Aluminum Goods Mfg. Co., Man- 4 


EDWIN KING 


itowoc, Wis., in southern Illinois 7 


and part of Missouri. 
During the war Mr. King 
served in the Army Counter In- 


telligence Corps, and was in the % 


South Pacific for a period of 27 
months. 


For the past few months he has 7 


worked in the company’s general 
office to acquire a_ thorough 
knowledge of the company and 
its products. 


EARL NELSON BECOMES , 
STA-RITE GENERAL MGR. , 


Several changes in the general 
organization of Sta-Rite Products, 
Inc., Delevan, Wis., were an- 
nounced recently. 

Earl B. Nelson has been ap- 
pointed general manager of Sta- 
Rite, having formerly been assist- 
ant general manager. R. S. Lau- 
terbach has assumed the duties of 
general sales manager, in addi- 
tion to being president of the 
company. D. J. O’Neill has been 
named sales administrator. 

The operations at Sta-Rite were 
also recently organized according 
to manufacturing divisions. Wil- 
bur C. McClellan has been named 
manager of the water softener 
and water heater division, and 
George Wasson is the manager of 
the industrial pump division. 


AM. STEEL WOOL NAMES 
GENERAL SALES MGR. 


R. O. Dahling has recently 
been appointed general _ sales 
manager of American Steel Wool 
Mfg. Co., Inc., makers of indus- 
trial and household steel wool 
products. Associated with the 
grocery field for the past 15 
years, Mr. Dahling was formerly 
with Cramer Products Co. 
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CARVEL GEN. SALES 
MGR. APPLIANCE DIV. 
J. A. WILLIAMS CO. 

Q. P. Carvel has. been pro- 
moted to the position of general 
sales manager, major appliance 





Q. P. CARVEL 


division, J. A. Williams Co.. 
wholesalers, Pittsburgh, Pa. Mr. 
Carvel was associated with the 
Electric Products Corp. for 20 
years as sales promotion manager 
and vice-president in charge of 
sales. During World War II he 
served with the War Manpower 
Commission as a training special- 
ist. Most recently he was sales 
promotion manager. 





Cc. E. STAUFFER 


C. E. Stauffer, now key ac- 
count sales representative, was 
previously city sales manager for 
the Frigidaire Sales Corp. He 
was associated with that company 
for 15 years as district sales rep- 
resentative. 


SILVER CLEANER SALES 
HANDLED BY SANI-WAX 


George A. Trenholm, general 
manager of The Sani-Wax Co., 
Dallas, Tex., announces the re- 
cent acquisition of distribution 
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rights for Silver Craft Products 
of Los Angeles. 

Formerly owned and operated 
by W. S. Schuck, Silver Craft 
Products, comprising ‘Silver 
Craft Instant Silver Cleaner” for 
cold-water cleaning of silver and 
silver plate, and “Silver Craft 
Liquid Silver” for cleaning and 
replating silver plate, enjoyed 
phenomenal success upon intro- 
duction in the Pacific Coast area, 
and will henceforth be available 
nationwide through The Sani- 
Wax Co. 

WITZENBURG APPOINTED 
SALES MGR. CONGRESS 
TOOL & DIE DIVISIONS 


Lee O. Witzenburg has been 
appointed sales manager of the 
Congress Drives Division and the 
Congress Die Casting Division of 
the Congress Tool & Die Co., 
Detroit. 





tory. Through a series of bulle- 
| tins directed to these stations, 
| they will be furnished with the 


Westclox clocks and watches are 
produced. 

A. J. Wilson, president, stated 
that such meetings held from 
time to time at the various divi- 
sions and subsidiaries of the com- 
pany enable those directors who 
are not officers to become better 
acquainted with the plants, their 
production methods and the per- 
sonnel. 


CORY FORMS SERVICE 
POLICY—SETS UP SYSTEM 

OF SERVICE STATIONS 

The Cory Corp., 221 N. La- 
Salle St., Chicago 1, IIl., makers 
of Cory glass coffee brewers and 
Fresh’nd-Aire Circulators, has 
announced a new service policy 
for the glass coffee brewer divi- 
sion of the company. 

Certain independent concerns 
throughout the United States are 
to be franchised as Cory Corp. 
Coffee Brewing Equipment Ser- 
vice Stations. These service out- 
lets will function under the di- 
rect supervision of the Cory fac- 


latest data on the repair and 
service of the various units. 
Minimum service standards have 
been set up to cover the quality 
of repair work to ‘be maintained, 
the routine to follow and the 
bulletin suggested the station 
operator maintain a “unit loan- 
ing” system for domestic equip- 
ment. Operator can secure loan- 
er units to give the customer 








LEE 0. WITZENBURG 


Mr. Witzenburg was formerly 
associated with Gates Rubber 
Co., serving as sales manager of 
the V-belt division in Denver 
and later as manager of the Buf- 
falo, N. Y., district. During the 
war he was a combat officer in 
the AAF in the European 
theater. 


| 


HASSELMAN ELECTED 
BOARD MEMBER OF 
GENERAL TIME 

The Westclox Division of Gen- 
eral Time Instruments Corp. was 
host recently to the board of 
directors who held their regular 
monthly meeting at the offices of 
the company at La-Salle-Peru, Ili. 

Albert J. Hasselman, a vice 
president of General Time, was 
elected a member of the board. 
Mr. Hasselman has been associ- 
ated with Westclox since 191°. 
He held the positions of factory 
superintendent and works man- 
ager before becoming general 
manager of the Westclox Divi- 
sion, where the Big Ben and | 











‘Furnace & Foundry Co., Inc., 


| and experience in oil heating. 


while his own is repaired. 


HERB BURGESS JOINS 
STIGLITZ AS V.P. OF 
PRODUCT DEVELOPMENT 

Herb Burgess has recently be- 
come vice-president in charge of 
product development for Stiglitz 


Louisville, Ky. Mr. Burgess has 
had more than 25 years of study 








LONERGAN APPOINTS 
STEPHENS SALES MGR. 


Lonergan Mfg. Co., makers ef 
oil space heaters and furnaces, 
Albion, Mich., has appointed 
John L. Stephens, sales manager. 





JOHN L. 


STEPHENS 


Mr. Stephens was sales promo- 
tion manager of Gibson Refrig- 
erator Co., Greenville, Mich., for 
11 years. He was also advertis- 
ing manager of Shaw-Walker, 
Muskegon, and sales promotion 
manager of Metal Office Furni- 
ture Co., Grand Rapids, Mich. 


M. H. OWEN ADVANCED 
TO SALES MANAGER, G.E. 
WIRE & CABLE DIVISION 


Murray H. Owen has been ap- 
pointed manager of sales, wire 
and cable division, of the Gen- 
eral Electric Co., Bridgeport, 
Conn. 

Mr. Owen’s position includes 
his former duties as manager of 
sales of the York wire and cable 
section as well as the duties of 
A. E. Newman, formerly man- 
ager of sales of the Bridgeport 
wire and cable section, who has 
retired. 

Mr. Owen joined General Elec- 
tric in Bridgeport in 1922, was 
later transferred to York, Pa., as 
a salesman and in 1930 returned 
here as manager of York wire 
sales. He was named manager of 
sales of the York wire and cable 
section last year. 

Mr. Newman, who retires after 
37 years’ continuous service with 
the company, was first employed 
as a clerk. After holding several 
positions in service and sales, he 
was named manager of the com- 
pany’s pole line hardware section 
in 1930 and two years later be- 
came manager of conduit product 
sales. He subsequently was given 
added responsibility for Bridge- 
port wire and cable sales, and in 
1946 was appointed to the posi- 








HERB BURGESS 


tion he held at his retirement. 


HARDWARE AGE 
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MEANS FAST TURN-OVER FOR ALERT 
SPORTING GOODS DEALERS 


55 00 
PECREATIONAL SALE 
~ eons we 


Or 


@ DEALERS... 


Tie in with our nat- 


RECREATIONAL PRODUCTS COMPANY (iiiiemrcsscs 


and Field and 
8225 12TH STREET ® DETROIT 6, MICHIGAN Stream. 


LIBERAL DISCOUNTS, TERRITORIAL FRANCHISES OPEN TO QUALIFIED DISTRIBUTORS AND JOBBERS 
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WINNERS! 


Here are three consistent winners from the 
T & S line of famous Blue Line Kitchen Tools. 
And like true thorobreds, they run in first place 
for consumer preference, fast turnover—all of 
which adds up to handsome profits for you. 
SUPERWHIRL is the deluxe die cast beater 
that sells on sight. BLUEWHIRL is the popular 
priced ball bearing beater — preferred and 
proven for many years. WESTCO No. 65 is the 
world's finest household can opener that cus- 
tomers swear by—and not at. All three of 
these T & S winners are individually and attrac- 
tively packaged. 


TS dependable kitchen tools 


TORRINGTON 














« SEYMOUR MFG. CO. 


CONNECTICUT 


Tic TURNER 


* TORRINGTON 

















H. R. RUSSELL 


TINNERMAN APPOINTS 
RUSSELL SALES MGR. 
H. R. Russell 


has been ap- 


pointed general sales manager for 
Tinnerman Products, Inc., Cleve- | 


land. 

Mr. Russell formerly was vice- 
president and general sales man- 
ager of the Commercial Controls | 
Corp., Rochester, N. Y. He has | 
had 35 years of comprehensive | 
experience in sales management 
and management in the office | 
equipment field in the United | 
States, Canada and abroad. He | 
is immediate past president of 
the Rochester Sales Executives | 


Club. 





| BARNES OFFERS NEW LINE | 


OF FARM WATER SYSTEMS | 


Barnes Mfg. Co., Mansfield, 
Ohio, has announced the intro- | 
duction of a new line of deep | 
and shallow self-priming centrifu- 
gal jet water systems. Fred B. 
Hout, vice-president in charge of 
sales, emphasized that the line 
gontains 46 models of electric- 


| driven units as well as 11 models 


| powered by 


gasoline engines. 
This combination line of electric 
and gasoline powered engines | 
will enable Barnes to serve all | 
farm and suburban residences, 
irrespective of the availability of | 
electric service. The new line of | 


| deep and shallow well jet pumps 


Charter 


has been thoroughly tested, both 
in Barnes engineering labora- | 
tories and by actual installations 
throughout the country. 


ATLANTIC SCREW WORKS 
APPOINTS SALES AGENTS | 

The Atlantic Screw Works, 85 | 
Oak Ave., Hartford, | 
Conn., has appointed two sales 
agents. Rowell-DeGrazier, 4039 
Locke Ave., Fort Worth, will rep- 
resent the company in Texas, 
Oklahoma and Arkansas and Al- | 


ber C. Schatz & Co., Inc., 3036 
| N. Ashland Ave., Chicago, 13, 
| Ill., will cover Metropolitan Chi- 
| cago, Wisconsin, Iowa, Northern 
Illinois and Northern Indiana. 


| 

| LYNES, MERCHANDISE 

| MGR. FOR THREE DIVS. 

| OF OAKES & CO. 

| Oakes & Co., marketing and 
| merchandising, 650 S. Clark St., 
Chicago 5, IIL, 


additions and changes in its per- 


has made some 








sonnel. Herbert A. Lynes has 
been appointed general mer- 
|chandise manager of the three 


| divisions, Tru-Test, Val-Keen and 


| 
Farmitt. 





EZ THAYER 


Ez Thayer, formerly with Tru- 
Test has assumed the manager- 
ship of hardware and farm sup- 
ply lines. Walter Scott has been 
made manager of housewares and 
cutlery. For the past seven years 
he has been connected with Hib- 
bard, Spencer & Bartlett in the 
merchandising and buying of 
cutlery, wheel goods, dinnerware 
and kindred lines. Previous to 
this he was affiliated with Shap- 
leigh Hardware Co., St. Louis. 





WALTER SCOTT 
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HADDOCK ELECTED V.P. 
OF KING HARDWARE 
John N. Haddock has been 

elected a vice-president of the 

King Hardware Co., Atlanta, Ga., 





western sales manager of the ap- | 


pliance sales department. Dur- 
ing the war he was a member of 
Frigidaire’s machine gun train- 
ing unit in Lansing, Mich. He 
joined the Chicago branch in 
1944 and since that time has 


served as manager of the Wis- 


consin and northern Michigan 
areas with headquarters in Mil- 
waukee. 








JOHN N. HADDOCK 


wholesalers, and has charge of 
the advertising, sales promotion, 
public relations and personnel 
training. 

Mr. Haddock was with the Sun 
Life Assurance Co. of Canada for 
10 years as cashier in the Ballti- 
more office and as assistant sec- 
retary in the Detroit office. He 
was also with Haverty Furniture 
Co., Charleston, S. C. as manager 
for seven years. 





W. J. GAZEY, GEN. MGR. 
EXEC. V.P. MASSILLON 
OHIO ALUMINUM CO. 


William J. Gazey has been ap- | 


pointed executive vice-president 
and general manager of the Mas- 
sillon, Ohio, Aluminum Com- 
pany, a wholly owned subsidiary 
of Ekco Products Co., Chicago. 

Mr. Gazey, who has been gen- 
eral production manager for 
Ekco, also becomes executive 


vice-president and general man- | 


ager of Ekco’s Byesville, Ohio, 
plant. Mr. Harding, a member 


of the executive committee of | 
Ekco, will devote more of his 


time to administrative duties and 
sales in Chicago. 
The two plants of the Mas- 


sillon company manufactures 
pressure cookers, stainless steel 
copper bottomed utensils and 


aluminumware, while the Byes- 
ville plant is engaged in the pro- 
duction of egg ‘beaters, can open- 
ers and kitchen tools. 


FRIGIDAIRE NAMES SALES |R. N. BERNARD PROMOTED 
MGR. FOR N. Y. BRANCH | TO SALES MGR. MASTERS 


J. C. Collins, manager of the | 
| 


New York branch of the | 
aire Sales Corp., Dayton, Ohio, 


PLANTER COMPANY 
Robert N. 


Bernard was ad- 


vanced to the position of sales 


has announced the appointment manager of Masters Planter Co., 


of F. Marion Drake as general 


Benton Harbor, Mich. Mr. Ber- 


sales manager. Mr. Drake goes! nard has been acting assistant 


to the new post in the New York 
branch from Milwaukee where 
he has been manager of the dis- 
trict operation there under the 
Chicago branch. 


A veteran of 24 years with 
Frigidaire, Mr. Drake has a broad 
background of home office and 
field experience in management 
and sales. Joining Frigidaire in 
January, 1924, he was first as- 
sociated with the accounting de- 
partment where he served in 
various capacities until 1931 
when he transferred to the sales | 
department as office manager in 
the central region. In 1933 he | 
was made credit manager in the 
Dayton district and later served 
as district representative in the 
Dayton branch and sales promo- 
tion manager in the Nashville 
district. 


In 1938 he was named to the 








| 
| 


department store division of the 
factory sales department and,| purchasing agent, has been ap- | 
after a year, was made assistant | pointed production manager. | 


OCTOBER 23, 1947 


sales manager for the past six | 
months. 





ROBERT N. BERNARD 


Kenneth M. Godfrey, formerly | 
' 
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GOES FARTHERY 


Buyers are quick to see that! 


The Automatic Duo-Disc 
Washer is today’s biggest L 
dollar value in the field! 
And when your cus- 


ine 





tomers compare it with 
washers costing $5 to $15 
more, they quickly see 
that the Automatic 
Washer dollar really does 
go farther. For it offers 
more for the dollar in 
Quality, Feature, Beau- 
ty, Design and Crafts- 
manship. A comparison 
proves its greater sales 
appeal. Yes, Automatic 
isa ‘‘natural”’ for today's 


buyers’ market. 


Made in Newton, lowa Since 1908 by 


AUTOMATIC 


WASHER COMPANY 
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GALLAGHER, SPECIAL 
REPRESENTATIVE FOR 
JOHN W. WALTER, INC. 
John W. Walter, Inc., 37-08 


Northern Boulevard, Long_Is- 
land City, N. Y., distributors of 





JAMES E. GALLAGHER 


automatic washers, Presteline 
ranges and refrigerators, Stewart- 
Warner radio & television, etc., 
has announced the appointment 
of James E. Gallagher as special 
representative. 

Mr. Gallagher will be in 
charge of market surveying and 
dealer relations. 


BROWN INSTRUMENT ADDS 
TO SALES-SERVICE STAFF 

New sales and service engi- 
neering staff additions and pro- 
motions have been announced by 
the Brown Instrument division of 
Minneapolis-Honeywell Regulator 
Company. 

Edward B. Kohl has, been 
transferred from Houston to 
Corpus Christi. I. K. Farley has 
been transferred from the Phila- 
delphia branch office to Houston. 
John D. Root, formerly instruc- 
tor at the Brown School of In- 
strumentation, has been made 
sales engineer at Philadelphia. 
E. Curt Richards has been trans- 
ferred from the company’s gen- 
eral sales department to the New 
York sales engineering _ staff. 
Thomas Pitts has been appointed 
industrial sales engineer at the 
Charlotte branch office. 

The following men were add- 
ed to its branch office field ser- 
vice engineering staffs: 

William E. Brittain, Philadel- 
phia; Edward J. Chance, New 
York; Ethron B. Deebel, Phila- 
delphia; Gerald R. Dryden, 
Syracuse; John W. Forbes, Al- 
bany; Carl R. Haug, Philadel- 
phia; Willard A. Holm, New 
York; Roger F. Lederer, Chi- 
cago; Albert J. Leonaitis, Hart- 





ford, Conn.; Elgin H. Lochte, 





Houston; John E. Luttrell, Buf- 
falo; Kenneth Shapleigh, Bos- 
ton; Clayton K. Taylor, Indianap- 
olis; Robert H. Walker, Cleve- 
land, and Frank M. West, Bos- 
ton. 
NAT. PRESSURE COOKER 
ACQUIRES PLANT SITE 


National Pressure Cooker Co. 
Eau Claire, has begun a $3,000,- 
000 expansion program with the 
acquisition of a 350 acre plant 
site in Eau Claire, Wis., L. E. 
Phillips, president, announced re- 
cently. The addition of the new 
plant, containing ten buildings 
and approximately 300,000 square 
feet of floor space, triples the 
company’s facilities in Eau Claire. 

The new plant will house the 
expanding Martin Motors divi- 
sion which will occupy most of 
the available space. 

Also located at the new site 
will be the research and engineer- 
ing development departments of 
the company, comprising a staff 
of 300, under the direction of E. 
H. Wittenberg. 

The buildings evacuated at the 
original Eau Claire plant will be 
devoted to the manufacture of 
Presto cookers, adding approxi- 
mately a third to present floor 
space. 





DIXSON HEADS PLANS 
FOR CAROLINAS’ 
JULY CONVENTION 


W. N. Dixson, Jr., president, 
Brown-Rogers-Dixson Co., Win- 
ston-Salem, N. C., wholesale 
hardware’ dealers, has _ been 
elected chairman of the com- 
mittee for arrangements of the 
July convention of the Hard- 
ware Retail Association of the 
Carolinas, which is to be held in 
Greensboro, N. C. At this con- 
vention, each year the hardware 
wholesalers of North and South 
Carolina sponsor a banquet and 
entertainment for the hardware 
retailers. One year the conven- 
tion is held in North Carolina 
and the next in South Carolina. 





W. N. DIXSON, JR. 
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ROBERTSHAW-FULTON 
CONTROLS CO. FORMED 


The Robertshaw-Fulton Con- 
trols Co. has been organized 


through the merger of Robert- 
shaw Thermostat Co., Young- 








JOHN A. ROBERTSHAW 


| 
wood, Pa., Fulton Syphon Co., | 
Knoxville, Tenn., and Bridgeport | 
Thermostat Co., Bridgeport, 
Conn., it was announced recent- 
ly by John A. Robertshaw, presi- 
dent of the new company. 

This organization culminates 
a series of mergers combining 
five long established companies, 
each a wholly owned subsidiary 
of Reynolds Metals Co. Two 
others included in the new set- 
up are American Thermometer 
Co., St. Louis and Grayson Heat 
Control, Ltd., Lynwood, Cal. 
The other officers include: R. S. 
Reynolds, chairman; J. V. Geis- 
ler, executive vice-president: T. 
T. Arden, executive vice-presi- 
dent; R. S. Reynolds, Jr., finan- 
cial vice-president; Walter H. 
Steffler, secretary and treasurer, 


and Walter L. Rice, general 
counsel. The directors are: 
Messrs. Reynolds, Robertshaw, 


Geisler, Arden, Reynolds, Jr., C. 
N. Mynderse and Thomas F. 
Staley. 


GENERAL ELECTRIC CO. 
EXPANDS SALES FORCE 


Gordon Finlayson, Robert K. 
Kidder, A. H. Heitzler, Jr., and 
Robert W. Kennedy have been 
appointed sales representatives 
for General Electric, Bridgeport, 
Conn., selling G-E sunlamps, heat- 
ing pads, foot-warmers and heat- 
ers. Mr. Finlayson was formerly 
with the Chrysler Corp. and Mr. 
Kidder was associated with the 
Campbell Soup Co., and Gits 
Molding Corp., Chicago, Il. Mr. 
Finlayson and Mr. Kidder will 
travel the north central district. 
Mr. Heitzler, Jr., who joined the 
Public Service Co., of Colorado, 
and then became assistant buyer | 
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| heating device and fan divisions’ | 








for the May Co., Denver. after | 
service in the navy, will cover the 
Pacific sales area. 

Mr. Kennedy was affiliated with 
the National Tube Co., Lorain, 
Ohio, after serving in the AAF. 
He and Karl W. Saur will be 
representatives in the Great Lakes 
district. Mr. Saur, who will cover 
heating devices and fans, joined 
G.E. in Schenectady, N. Y., in 
1937, entered the army in 1941 
and returned to the company in 
Bridgeport, two years ago. 

Frank A. Riley, Jr., and Wil- 
liam L. Whiteman will sell heat- 
ing devices and fans in the south- 
western and southeastern dis- | 
tricts respectively. Mr. Riley was 
with General Electric Supply 
Corp. in New England from 1933 
until he served in the army five 
years ago. Mr. Whiteman joined 
G.E. at Bridgeport in 1942, | 
entered the army two years later, | 
and became a member of the} 





commercial service section upon | 
his return. 

W. W. Hollo, who joined G.E. | 
at Bridgeport in 1935, has hon’ 
made representative for wire and | 
cable in the New York district. | 
He served as order service super- 
visor and assistant to the sales 
manager of the Bridgeport wire 
and cable section. 





| 
| 
| 
— 
| 
| 


CARL SCHWARTZ NAMED 
TOOL, FARM TOOL BUYER 
FOR CONRON, INC. 
Carl Schwartz has_ recently 
been appointed buyer of tool 
and farm tool lines for Conron, 
Inc., hardware wholesalers, Dan- | 
ville, Ill. Prior to spending 
three years in the South Pacific 
area with the armed forces, he 
was affiliated with an industrial 
plant in Rockford, IIl., as a tool 
crib supervisor. Mr. Schwartz 
succeeds Harold K. Brown who 
resigned recently to operate a | 
summer resort near Tower, Minn. 
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ASSORTMENT 
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display carton. 
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ners. All packed 
in strong case. 
FAST SELLING — GOOD PROFIT 
THE J. T. HENRY MFG. CO. 





Order Now 
Henry’s NEW 


Heavy Duty-Anvil Type 


Priced for 
Longer Profits 
The Buy of 
the Year! 


Handles in RED, 
GREEN or YELLOW 
Cellulose Acetate. 
Nonbreakable, 
perfect grip. 

Powerful shear- 
ing action with 
offset lever- 
age, amazing 
quick clean cut. 


Cutlery steel 
blade harden- 
ed, tempered, 
gunmet'l finish. 


Colorful counter 
Display Carton 
holds 1 dozen. 
Buy from Henry, 
reliable shears 
for 87 years. 


HENRY’S 403 is the best value in heavy duty anvil type shear 


offered — a great 


48-60 


6 diff. styles, 
display. Total 


Fine Pruning Shears Since 1860 
HAMDEN, CONN., U.S.A. 


advancement in 
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Industry Census Results Will Show 


Changes Since Pre-War Period 


(Washington Bureau 
of HARDWARE AGE) 

The Bureau of the Census, pre- 
paring for its first industrial cen- 
sus since 1939, is drawing up 
about 200 questionnaire forms 
which it plans to mail to every 
manufacturer in the United 
States early in 1948. 

Pointing out that completion 
and return of Census Bureau 
forms is mandatory, J. C. Capt, 
census director, emphasized that 
all individual reports and figures 
submitted to the bureau are held 
in strict confidence. Only statisti- 
cal totals are revealed, he stated, 
adding that information submit- 
ted to it cannot be used for regu- 
lation, investigation or taxation. 


The bureau believes the forth- 
coming industry census probably 
will be “the most important and 
significant single industrial cen- 
sus ever taken.” The results, ac- 
cording to the bureau, will give 
“a complete, clear picture of the 
changes that have occurred in 
the industry of the whole coun- 
try since the prewar period.” 

Inquiries will be grouped in 
eight major parts, and will cover 
production during the year, the 
labor, materials, fuel and electric 
energy devoted to this produc- 
tion, the inventories of goods 
on hand and highway motor ve- 
hicles owned or leased, and the 
expenditures for plant and 
equipment. The reporting forms 
received by individual establish- 
ments will usually vary suf- 
ficiently to allow for industry 
differences, particularly in the 
consumption of selected materials 
and the manufacture of specified 
products. 


The bureau said the first of 
the eight major parts contains a 
series of inquiries designed to 
enable it to identify each estab- 
lishment precisely and to classify 
properly the data obtained by 
geographic location and _ legal 
form of organization. The longest 
part of each form will cover em- 
ployment. This part will request 
information on the number of 
employees, payrolls and- man- 
hours worked. The part on capi- 
tal expenditures, for example, 
will be broken down to show fig- 
ures for (a) new construction, 
major alterations of buildings 
and other fixed structures; (b) 
new machinery and equipment; 
(c) land acquired; (d) other 
items chargeable to the property 
account. 

Cooperation by manufacturers 
in mailing their questionnaires 
promptly will cut costs as well 
as speed publication of the re- 
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sults, Mr. Capt stated. Early pub- 
lication of the results of the cen- 
sus will enhance the value and 
give business vital information 
badly needed to meet current 
conditions, he added. 


GEO. WINKLER 
ANNOUNCES 
INDUSTRY TOURS 


George Winkler, Winkler 
Tours, 480 Lexington Ave., New 
York City recently announced 
“specific industry tours” to en- 
able leaders, executives, sales- 
people, and retailers to secure 
first hand knowledge of their in- 
dustry. The organization has 
planned a tour to Mexico in Jan. 
leaving Jan. 4 for 20 days. This 
tour is to be considered as a 
sample trip to acquaint industry 
leaders and executives with the 
methods used to successfully edu- 
cate and entertain their industry 
members. The rates for this trip 
have been charted on a low basis 
for that purpose. 

Mr. Winkler stated that prior 
to the war they sponsored several 
tours particularly in the wine 
and liquor industry, which 
proved most successful. Since the 
war ended, he continued, several 
other tours have been experi- 
mented with which, too, had 
been proved successful. Mr. 
Winkler concluded with the 
statement, “those who participate 
with us, will find themselves plan- 
ning similar tours for their re- 
spective groups through the 
medium of Winkler Tours, Inc. 


MISS UNDERHILL NAMED 
HOME ECONOMIST FOR 
LINDEMANN & HOVERSON 


A. J. Lindemann & Hoverson 
Co., Milwaukee, has announced 
the appointment of Mary I. 
Underhill as home economist. 





MARY I. UNDERHILL 








After a period of teaching home 
economics in high schools, Miss 
Underhill was in utility home 
service work for several years 
and is now entering the indus 
trial field with L&H where she 
will have supervision of the test 
kitchen. 

HDWE. WHOLESALER 
FROM AUSTRALIA 
VISITING NEW YORK 

Leslie D. Davis, managing di- 
rector of S. Hoffnung & Co., Ltd., 
hardware wholesalers, London, 
Sydney, Brisbane and Adelaide. 
Australia, will visit New York 
with headquarters at Messrs. 
Michelson & Sternberg, Inc., 67 
W. 44th St., New York City, in 
November. Mr. Davis is a former 
president of the Australian 
Wholesale Hardware Association. 





HOLDEN IS A DIRECTOR 
BRITISH RADIO TUBE CO. 


Grenville R. Holden, vice- 
president of Sylvania Electric 
Products Inc., has been elected 
to the board of directors of Elec- 
tronic Tubes Ltd., London. In 
addition to representing Sylvania 
in establishing new manufactur- 





GRENVILLE R. HOLDEN 


ing facilities in cooperation with 
companies in other countries he 
will continue to carry on his 
corporate responsibilities at the 
company’s headquarters in New 
York City. 

M. K. BRODY HEADS 

MID-WEST SALES DIST. 

FOR TRACY MFG. CO. 


Tracy Manufacturing Co., 
Pittsburgh, Penna., manufac- 
turer of stainless steel kitchen 
sinks, has announced the appoint- 
ment of M. Kenneth Brody as 
regional sales manager in the 
Middle West. 

Mr. Brody, has been active in 
appliance merchandising, and was 
formerly technical director of 
kitchens and test rooms for the 


McCall Corp. in New York City. 














ELI ROUND 


who this year marks the 60th 
anniversary of his entry into 
the chain industry. Mr. Round 
is fire weld superintendent and 
member of the board of the 
Cleveland Chain & Mfg. Co. 
Cleveland, Ohio. 


IVES MAKES CHANGES IN 
SALES ORGANIZATION 


The H. B. Ives Co. has recently 
appointed Edward F. Lloyd to 
represent the company in Long 
Island, Brooklyn, Manhattan, 
Bronx and parts of eastern New 
Jersey. Mr. Lloyd was previously 
manager of the New York office 
of the Chicago Spring Hinge Co. 

George W. Bradley, who had 
covered the metropolitan area; 
will devote his time to the service 
department at the factory. 

Arnold Hansell will cover part 
of the North Eastern and Middle 
Atlantic States. Mr. Hansell was 
formerly in the contract builders 
hardware department of the N. T. 
Bushnell Company of New 
Haven, Conn., from 1934 to 1941. 
He spent four years in the AAF 
and on returning re-entered the 
employ of the N. T. Bushnell Co. 

John B. Morse, Jr., vice-presi- 
dent and sales manager, will con- 
tinue to cover the larger cities in 


the East. 


PENNSALT CHEMICAL DIV. 
ADDS TWO SALESMEN 


The Pennsylvania Salt Mfg. 
Co., Philadelphia, Pa., has ap- 
pointed Charles R. Sorber, Jr., 
and John L. Dawson to the sales 
staff of the special chemicals di- 
vision. Both are now receiving 
training. 

Mr. Sorber was with Proctor & 
Schwartz prior to joining Penn- 
salt and had served three years 
in the navy. Mr. Dawson was for- 
merly a sales representative for 
the W. B. Davis Co., Cleveland, 
and previously served two years 
in the army. 
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BETTER MADE BRIGHT WIRE GOODS 
AND HARDWARE SPECIALTIES 


“STANDARD PACK" includes bright wire items stocked 
in all sizes. 

“UNIT PACK" includes all fast moving items either 
carded, boxed, in envelopes or bundles. Best for dis- 
play and quick sale with added profit. 

“HARDWARE SPECIALTIES" all boxed in appealing 
display cartons include storm sash, screen door hard- 
ware, saw horse brackets and many home needs. 

“MAKE YOUR OWN" line of construction sets packed 
in display cartons includes many workroom and back- 
yard needs. 































We manufacture and stock, Gate hooks, Cup hooks, Screw hooks, 
Hammock hooks, Clothes hooks, Clothes line hooks, Ceiling 
hooks, Curtain rod hooks, Cabinet hooks, "'S" hooks, Screw hooks, 
Screw eyes, Eye bolts, Turnbuckles, Corrugated fasteners, Screen 
door springs, braces, handles. Storm sash operators, and hang- 
ers, Pole line hardware, Saw horse brackets and many other 
items too numerous to mention. 
See your jobber or write direct to 

















5° peass Cup Hooks i» 









CHAS. 0. LARSON CO. © STERLING, ILLINOIS 
























@ Each HANDY PACK contains 100 beau- 
tiful Milapaco Lace Paper Place Mats or 
Doilies of a single design. The delicate 
design illustrated in full size on the outside 
of the carton, and the handy “‘use”’ ideas 
shown on the back, make Milapaco ‘‘Handy- 
Packs” powerful and steady “‘self-sellers’” 
and at a unit-of-sale-price many times that 
of other lace paper packaging. In a mass 
display on counter or rack, women stop to 
admire and buy ‘‘Handy-Pack.”’ Prove these 
traffic-stopping sales builders in your paper 
goods department. 

















Mheccrfhcc UNCE PAPER CO. 


ESTABLISHED 1898 
1306 EAST MEINECKE AVENUE © MILWAUKEE 12, WISCONSIN 
Branch Offices and Warehouses: 98 Bleecker St., New York 12, N.Y 


1018 Santa Fe Ave Los Angeles Colif 
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| ket, outlined Glidden’s aggressive 
| sales plans for the coming year. 


WAR MANAGEMENT 
CONFERENCE | Among the regional managers 
who attended were: Charles Mor 


Regional managers and regional | -. ee ; 
sales managers va the Tiiton | rison, Toronto; T. E. Deans, St. 
Co., recently met at Cleveland for yy a go ee 
the first postwar management con | 7. |” a = mending: | % 
icone of the cumpany’s paint | Ehrke, San Francisco; T. J. Wie- 
and varnish division. 

The group heard L. S. Fulton, 
director of regional distribution, 
describe the important changes 
which have occurred in the paint 
and varnish industry in the past 
few years. He stressed such im- 
developments as_ the 


GLIDDEN HOLDS POST- 


| gand, Minneapolis; W. G. Smart. 
New Orleans; J. L. Beauchamp, 
Atlanta; F. J. Roche, North Ber- 
gen; Z. G. Peck, Chicago. 


ELECT HOOK AND LEEDER 





portant R. W. Hook and E. R. Leeder: 
watermix paints, the imprevement | have recently been elected to the 
of pigments, and the development | board of directors of the F. L. 
of synthetic resins. 

Mr. Fulton said these and | parts and home appliance manu- 
other important changes in man- | facturer. Mr. Leeder, vice-presi- 
ufacture, coupled with the new 


TO F. L. JACOBS BOARD | 


| Jacobs Co., Detroit, automotive | 


dent in charge of manufacturing | 


methods of marketing such prod-| was elected to fill an existing | 


ucts, presented a challenge to} vacancy on the board an 
everyone in the industry. Stress- | Hook, vice-president and general 
ing the Glidden Company’s sup-| manager of the Grand Rapids, 
port of the independent merchant, | Mich. Metalcraft division was 
he predicted that such outlets | elected to the vacancy created by 
would show tremendous business | the resignation of C. M. Soren- 
gains during the coming year. son, former vice-president, mem- 

The Glidden executives were} ber of the board and general 
welcomed by Dwight P. Joyce,| manager of the Continental Die 
president, and A. D. Duncan, vice | Casting Division of the company. 
president. Mr. Duncan, who said | Mr. Sorenson resigned to estab- 
1948 would bring a buyer’s mar- | lish a business of his own. 





| 
| 





| Rubber Co., and also an auto- 
motive jobber before serving in 
the army where he rose to the 
rank of major. He will establish 

headquarters in Overland Park, 

| Kan. 

| 


ROBERT CULLINS 


VAN CLEEF BROS. NAME 


| Mr, | 1 WO MID-WEST SALESMEN 


Robert Cullins has been ap- 
pointed sales representative in 
Nebraska, Missouri, Kansas ani 
a portion of Iowa and _ Illinois 
for Van Cleef Bros., Inc., manu- 
facturer of rubber and chemical | Howard Hansen will cover Il- 
products for the mill supply, | linois and western Kentucky, and 
automotive, bicycle, and elec- | headquarter at the home office. 
trical market, 7800 Woodlawn | Mr. Hansen has had vast experi- 
Ave., Chicago. He was a branch | ence in the machinery and ma- 
manager for Firestone Tire & | chine tool industries 


HOWARD HANSEN 








Bronge & 


You know it, of course! 
tank, BRONZE |S BEST! Yes, bronze is age 
less bronze is impervious to water. That's 
why SEIDELHUBER make automatic electric 


water heaters with storage tanks of solid endur 


ing bronze. Sell service-free, trouble-free, water 


sell SEIDELHUBER. Complete line! 


heaters 


os 


In a water storage 


PO a a eee 


SEIDELHUBER also make automatic electric 


water heaters with storage tanks of 3-16 inch 


galvanized boiler plate in eight models includ 


ing table-top water heaters. Some 


territories open---write or wire today 


for interesting details 


WATER HEATERS 


SEIDELHUBER IRON & BRONZE WORKS INC. 


1421 Dearborn St. Seattle 
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Here’s 


Famous 


FLINT CUTLERY 


in a wide variety 


sets to bring you 





GIFT SETS TO 
FIT ANY BUDGET... 
from $4.95 to $23.95 


In cutlery, there’s no better 
name than FLINT*... and 
none that’s better known. 
Available now in a complete 
range of beautiful Carving 
Sets... beautifully packaged 
... tO attract every shopper. 
For budgets as low as $4.95 
to as much as $23.95, there’s 
a set to delight both giver 
and receiver. 

These are genuine nation- 
ally advertised FLINT Va- 
nadium Knives, specially 
made sharpening steels and 
gleaming stainless forks. . 
with skillfully designed han- 
dies that make any carver an 
expert and all carving a joy. 
Order FLINT Carving Sets 
from your distributor today 
... and display them prom- 
inently. You'll find it pays. 





NATIONALLY ADVERTISED 
in LIFE 


(Full-page, full-color) 
and other leading magazines 











EKCO PRODUCTS COMPANY 
1949 North CiceroAvenue, Chicago 39 
Sold in Canada by 


EKCO PRODUCTS COMPANY 
(CANADA) Ltd., Montreal 


EKCO 


THE BIGGEST NAME 
IN HOUSEWARES 


i i 





of handsome carving 


big gift volume : 






in Handsome 
Hardwood Holder 





Knife, steel and forged stainless fork with 
black plastic handles. Lacquered natural 
hardwood holder. (Retails at $13.95) 


DELUXE 5-PIECE SET 
(No. 5042) 





Roast Slicer, Ham Slicer, Steak Slicer, steel 
and forged stainless fork. Beautiful Flint- 
Stag handles. Velvet rayon lined hard- 
wood chest. (Retails at $23.95) 


3-PIECE SET (No. 5102) 
With Ivory Handles 





Fine stainless steel knife, stainless steel 
fork and special knurled steel. In notural 
finish table holder. (Retails at only $4.95) 


OTHER FAST-SELLING 
FLINT CARVING SETS 


No. 5033—4-Piece Set. Roast Slicer, Ham 
Slicer, steel and forged fork in lined hard- 
wood chest. (Retail $16.95) 


No. 5035—Same os No. 5036 but in an- 
tique ivory hardwood holder. (Retail $14.95) 


No. 5041 — 3-Piece Set 
handles in lined hardwood chest. 
$16.95) 


with Flint-Stag 
(Retail 


No. 5101—3-Piece Stainless Steel Set in 
limed oak table holder. Black plastic han- 
dies with beaded nickel silver ferrules 
(Retail $8.95) 


No. 5032 —3-Piece Set with black plastic 
Pistol-Grip handles in hardwood chest lined 
with maroon velvet rayon. (Retails at $14.95) 


This merchandise "Fair-Traded” in 
all states having Fair Trade Laws. 


* Reg. U.S. Pat.Off 





3-PIECE SET (No. 5036) 


the customer what he came in 


| efforts on a tie-in sale.” 


HARRY HERR 


HARRY HERR ELECTED 
SEC. STEINMAN HDWE. 


Harry Herr was_ recently 
| elected secretary of The Stein- 
man Hardware Co., wholesalers, 
Lancaster, Pa., succeeding Sam 
Smith. Mr. Herr joined the 
| company in 1928. He has served 
| in almost all available positions 
| in the company during the inter- 
vening period and is_ familiar 
with all phases of the business. 
Paul R. Garrison has been 
transferred from the mill 
plies department to purchasing. 
Mr. Garrison has been with the 
| company since 1926 and has 
spent this time in the tool and 
mill supply departments. Lewis 
| A. Mease, who became affiliated 
with Steinman in 1929 is now in 


sup- 


charge of the mill supplies de- 





PAUL R. GARRISON 


partment succeeding Paul Garri- 
son. 








LEWIS A. 


MEASE 








4,955 ATTEND NEW ENG. 
HARDWARE ASSOCIATION 
FALL HDWE. MARKET 


The three day Fall Hardware 
Market, sponsored by the New 
England Hardware Dealers As- 
sociation, was held at the Hotel 
Statler in Boston, on Sept. 24, 25 
and 26, and has been acclaimed 
by both dealers and exhibitors. 
Four thousand, nine hundred and 
fifty-five were registered at the 
market. 

In a Thursday morning talk to 
a capacity gathering of over 600 
people, Elmer “Sizzle” Wheeler 
gave out with his best brand of 
sizzlemanship, telling the as- 
sembled dealers to “Watch what 
you say, when you say it”; to 
“Be brief in your sales talk”; 
and to “Get a look at your busi- 
ness from across the street.” 
“Try and develop within your- 
self the feelings the customer has 
as he enters your store.” “Give 


for” and “Concentrate your sales 





The Industry Luncheon was a 


complete sell-out and the dealers 
and exhibitors in attendance 
heard a marketing and merchan- 
dising presentation by Frank W. 
Lovejoy, the president of the 
New York Sales Executive Club. 

Russell R. Mueller, executive 
secretary of the New England 
Hardware Dealers Association, 
gave a 20 minute resume on his 
latest trip to Washington and his 
efforts on behalf of New England 
hardware dealers to expedite 
their receipt of nails. 





PETERSON REPRESENTS 
EASY-WIND CLOTHES 
LINE HOLDERS 


, M. A. Corbett Co., Jackson 
Heights, New York, manufac- 
turers of the Easy-Wind clothes 
line holder has appointed Harry 
M. Peterson & Associates, 1133 
Broadway, New York, exclusive 
selling representatives to cover 


the Eastern Seaboard territory 
from Maine to Virginia. The 
Peterson firm also maintains 


offices in West Roxbury, Mass.. 
and Philadelphia, Pa. 
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L. W. RASOR 





DISTRICT HEADS FOR 
GOODYEAR MECHANICAL 
GOODS DIVISION 


Louis W. Rasor has been ap- 
pointed district sales manager of 
Goodyear Tire & Rubber Co.’s 
Akron, Ohio, mechanical goods 
division, at Charlotte, N. C. The 


district embraces North and 
South Carolina, and parts of Vir- 
ginia and West Virginia. He 


succeeds Richard G. Abbott, who 
becomes district manager at Los 
Angeles. Mr. Abbott has held 
the Charlotte post since the dis- 
trict was established in 1945. 


Mr. Rasor has been with Good- 
year since 1928, starting in the 
Cincinnati branch office. Later 
he held sales posts in Detroit 
and Paducah, Ky., and, since 
1941, he has been the company’s 
mechanical goods representative 
in Toledo, Ohio. 

Mr. Abbott has 20 years’ ser- 
vice with Goodyear. In 1934 he 
joined the mechanical goods divi- 
sion, first working in belting 
sales. Two years later he became 
field representative at Richmond, 
Va., the post he held until his 
appointment as manager of the 









E. H. HOTCHKISS CO. 
ELECTS WM. WETZEL 
CHAIRMAN OF BOARD 


The management personnel of 
the E. H. Hotchkiss Co., Nor- 
walk, Conn., manufacturers of 
stapling machines and_tackers 
has been changed as Wm. M. 
Wetzel has acquired the business 
from Gertrude H. Heyn, grand- 
daughter of the founder, Mr. 
Wetzel was elected chairman of 
the board of the company and 
David McGilvray, president. 

LeRoy U. Jerman, former ex- 
ecutive vice-president and 
eral manager of the company has 
retired, but will continue in a 
consulting capacity. Other officers 
elected at the directors’ meeting 
A. E. Johnson, vice-presi- 
| dent, James J. Grecco, vice-presi- 
dent in charge of sales, Charles 
H. Somers, vice-president in 
charge of manufacturing, R. E. 





gen- 


| 
were: 


Peterson, assistant vice-president | 


in charge of manufacturing, Wm. 
Mason Wetzel, secretary, 
| Charles W. Garrett. 


treasurer. 


EAGLE ELEC. HOLDS 
SALES CONVENTION 


Eagle Electric Mfg. Co., 23-10 
Bridge Plaza South, Long Island 
City 1, N. Y., recently held a 
national sales convention for the 
company’s sales organization and 
maangement at its factory in 
Long Island City. Those attend- 
ing toured the plant and witness- 


for Eagle products. Convention 
closed with a dinner for repre- 
sentatives and department heads 
at the Towers Room of the Park 
Central Hotel, New York City, 
The various phases of the com- 
pany’s present and future ac- 
tivities were discussed and the 
salesmen delivered brief 


ditions in individual territories. 
Louis Ludwig, president, enter 
tained at his home with moving 





Charlotte district. 


































R. G. ABBOTT 
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pictures of his recent trip around 
the world. 


BENDIX NAMES ASST. 
SERVICE HEAD 


Alfred L. Jensen, member of 
the Bendix Home Appliances, 
Inc., service department staff for 
10 years, has been appointed as- 
sistant national service manager. 
As a service supervisor before 
the war, he served in the Kansas 
City and Dallas territories. In 
the home office since, he con- 
ducted the first post-war service 
training schools, organized and 
supervised subsequent national 
and regional schools and helpeg 
author service manuals on the 
Bendix automatic washer, dryer 
and ironer. 


and | 


ed the. manufacturing processes | 


talks | 


concerning the outlook and con- | 









HIT THE 


XMAS,..PROFITS 






New, Harmless 





PROFIT PER 
UNIT 


$15 reTait 
price complete with home 
shooting galler Slightly 
higher west of Ro Lies. ) 





The Johnson Indoor Target Gun is a Christmas Sales Natural. 


It’s so SENSATIONAL that LIFE 
26,000,000) readers devoted 3 picture pages to it in the 


Magazine (with 


June 30th issue. 
It's so ACCURATE you can put five shots in a inch 
group at 25 feet. 


It’s so HARMLESS the pellets won't even break a balloon 
—can be used right in the living foom. 


Sell it for PARTIES — Sell it for KIDS — 
Q Sell it to SHOOTERS. 


We're firing 8,053,832 advertising shots and 
your customers are going to get hit — 
BUT HARD 


AMERICAN «© OUTDOOR LIFE « BOY'S LIFE «© ESQUIRE 
AMERICAN RIFLEMAN + OPEN ROAD FOR BOYS 





Complete Home Shooting Gallery 
Eye-arresting 29-inch box includes everything — pellets, targets, shot- 
Saver backstop, extra propulsion units 
—all in one package. Saves your clerks 
selling time. Rings up $5 to $6 profit 
on every sale. 







If your jobber can’t supply you- 
write us for complete details. 


Sohnson INDOOR 
TARGET GUN 


JOHNSON AUTOMATICS, INC., Dept. A-3, 84 State St., Boston 9, Mass. 
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John Lucas Honors 61 Employees 
With 25-60 Year Service Records 


Sixty-one employees of John 
Lucas & Co., Philadelphia, Pa., 
with service records ranging from 
25 to 60 years, were presented 





ARTHUR W. STEUDEL 


with personally engraved gold 
watches and certificates. The 


presentation was made at a din- 
ner party held in the main ball- 
room of the Walt Whitman, Cam- 
den, where some 300 Lucas peo- 
ple and their guests gathered for 
the occasion. 

Three of the watch recipients, 
C. S. Burk, of Philadelphia, Wil- 
liam Watson and Harry Souders 
of Gibbsboro, N. J., have been 
associated with the company for 
more than 50 years. Each of these 
men was handed an additional 
acknowledgment in the form of a 
thousand dollar U. S. Savings 
Bond by L. F. Collister, general 
manager and vice president, who 
made the award presentations on 
behalf of the company. Forty- 
three of the recipients were from 
the 97 year old paint company’s 
Gibbsboro, N. J. plant, and 
eighteen are associated with the 
sales organization, with head- 
quarters in Philadelphia. 


A. W. Steudel, President of 
John Lucas and Company, gave 
the Tribute address. He praised 
the loyal records, many going 
back three and four generations 
in one family; pointing out that 
such steadfast effort has de- 
veloped outstanding craftsmen 
who pride themselves on the qual- 
ity of the company’s products. 

M. J. Fortier, vice president, 
outlined the Lucas Company’s 
pioneering record in the paint 
industry. “Throughout its nearly 
one hundred year history the 
company has always been highly 
respected by paint men every- 
where,” Mr. Fortier said. 


Mr. Collister called attention to 


vice recipients have collectively 
worked more than 2000 years in 
helping to make “Lucas a Great 
Name in Paints.” He went on 
record to say that long, loyal 
service will be respected and re- 
warded even more in the future 
than in the past. 





L. F. COLLISTER 


sales 


na... ¥. 


manager 


general 
master of 


Harter, 
served as 
ceremonies. 

H. F. Lee, advertising mana- 
ger was chairman of the program 
arrangements, assisted by A. W. 
Smyth, personnel manager of the 


Other head table guests were: 
Victor Mills, general manager of 
manufacturing for the institution, 
Carl Sturmer, production, east- 
ern plants for the institution, 
W. J. Jenkins, Lucas company 


treasurer, and S. B. Coolidge, 
vice president and director of 
auxiliaries. 


FEDERATED SALES NAMED 
MARKETING COUNSEL 
FOR METALURE CO. 


The Metalure Co., Baltimore, 
Md., has recently appointed The 
Federated Sales-Advertising Ser- 
176 Federal St., Boston, 


vice, 


Mass., its marketing counsel. 
Federated will assist Metalure 


to investigate, organize and main- 
tain and make productive a na- 
tional sales organization of manu- 
facturers’ agents. Manufacturers’ 
agents who are interested in this 
sales franchise should contact the 
Federated Sales-Advertising Ser- 
vice. 








Gibbsboro plant. 





the fact that tonight’s long-ser- 
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RESEARCH PRODUCTS 
MAKES ASHCRAFT CO. 
SALES AGENTS 
The J. P. Ashcraft Company 
of 2826 Fondren Drive, Dallas, 
Texas, has been appointed sales 
representative in the North Texas 
territory for the Research Prod- 
ucts Corp., Madison, Wisconsin. 
The Madison firm manufac- 
tures air filters, water treating 


minerals, and expanded fiber 





G. P. SARGENT IN N.Y. 
STATE FOR LOCKWOOD 


George P. Sargent has been 
made sales representative in New 
York State for the Lockwood 
Hardware Manufacturing Co. of 
Fitchburg, Mass. 

He has a background of four- 
teen years’ experience at the 
Fitchburg plant, where he ae- 
quired an intimate first hand 
knowledge of builders’ hardware 
manufacturing and the handling 
of large builders’ hardware con- 
tracts from plans and specifica- 
tions. 

His headquarters are at 20 
Belknap Avenue, Binghamton, 
New York. 

43 ATTEND NUTMEGGERS 
SEPTEMBER MEETING 
“The Nutmeggers” recently 

held its regular monthly meeting 

at the City Club of Hartford, 

Conn., which was attended by 

43 members. Those present were 

shown an educational movie on 

horse racing and betting. The 
trophy was won by Z. S. Gow, of 

Laurel Supply Co., who now has 

permanent possession of it as it 

is the second time he has won 
it. 

At another meeting three new 

members were elected to the 

club—Garnett R. Wood, repre- 
senting Wood, Alexander & Co., 

Inc.; H. A. Stevens, representing 

Harry Disston & Sons, Inc., and 

Gilbert B. Pecsok, representing 





products. 


Osborn Mfg. Co. 





TRADE SHOW MARKS 75th ANNIVERSARY: Burhans & Black, Inc., Syracuse |, N. Y., 
recently celebrated its 75th business anniversary with a show, Sept. 16-18, attended by 
250 dealers. The exhibits covered the entire floor space of the main ballroom and foyer of 
the Hotel Syracuse. Factory and company representatives were on hand to help dealers in 


selecting merchandise. Approximately 50 companies were represented by exhibit booths. 
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KAN-GARD 


REFUSE CAN 


HOLDER 


IT’S NEW 
IT’S SIMPLE 
IT’S EFFECTIVE 





aa 


PF The simplest and most practical refuse can 
holder on the market. Merely drive stake 
into the ground. Rigid supporting feet give 
stake maximum strength. Cans are held 
from four to six inches above ground level, 
where they are safe from bottom rust. 
Chain fastener for cover. Animals cannot 
get at contents and sanitation is improved. 
Made of heavy gauge welded steel and 
painted with rust-resisting green enamel. 
Single unit priced to retail at $2.65— 
tandem model $6.45. 


Manufactured by 


ACCURATE TOOL & GAGE CO. 


51 S. TWELFTH ST. ° MINNEAPOLIS 4, MINN. 
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Good Housekeeping 
a 







uaranteed by > 


we 
45 avveansto WOE 


There are no humdrum days in the housewares department 
when Beautycans are on display. These sparkling, colorful 
units simply invite customers to come in... look... and buy. 


They're terrific traffic builders . . 


sales getters. 


Here’s the LUCKY SEVEN that spell — 


. profit-makers . . 


. and 


5 to 10 times more corrosion-resistant than galvanized steel be- 
cause Beautycan insert is made of Armco aluminized steel. 


Tip-toe pedal locks lid in open position or closes it with only 


the slightest touch. 


Overhanging lid with snug fitting insert, to prevent escaping odors. 


Mirror-bright aluminum cover. 


Seven popular colors: white, red, blue, green, yellow, ivory and 


black baked enamel finish. 


Two popular sizes: 12 quart actual capacity, 14’ inches high: 
giant 17 quart actual capacity, 15‘ inches high. 


Fair traded at $3.98 for Beautycan Jr., and $5.98 for the large size. 


LINCOL 





METAL PRODUCTS CORP. 
136 Clifton Place, B'klyn 5, N.Y, 






| 
| 





| for public inspection. 








KNIGHT RETIRES—WAS 
OLIN DIVISION MANAGER 
IN SAN FRANCISCO 

Charley Knight, division mar- 
ager of the San Francisco oflice 
of the Winchester Repeating 
Arms Co.. Western Cartridge Co. 
and Bond Electric Corp. divi- 
sions of Olin Industries, Inc., 
East Alton, Ill., retired under the 
company’s pension plan in April, 
it has been announced by Col. 
W. F. Siegmund, Olin Indus- 
tries sales manager. 

Mr. Knight, one of the best 
known and liked sales figures in 
his industry’s field on the West 
Coast, began his sales career 
with Winchester in 1907, travel- 
ing a group of southern states 
out of the Memphis office, and 
was placed in charge of the San 
Francisco division in 1912. He 
continued in his post after the 
company’s absorption by Western 





Cartridge Co., both later becom- 
ing, divisions of Olin Industries. 

Noted for keeping close con- 
tacts with the trade, Mr. Knight 
was an exceptionally strong be- 
liever in the thorough education 
of retail clerks, and was reputed 
to have a close acquaintanceship 


| with the staff of many retail out- 


lets in his territory. 
He was signally honored in 
1915 by the Rice Leaders of the 


| World Association, as one of the 


| by 2200 high school students. The 


“leading salesmen in the world.” 

In excellent health, Mr. Knight 
told a group of Winchester ex- 
ecutives, at a testimonial dinner 
in his honor at New Haven, that 
he planned a lot more fishing, 
golfing and shooting than he has 


been able to do, and that he was | 


going to devote much of his 
leisure time to writing and the 
development of some ideas drawn 


from his rich store of experi-| 


ences, 


PITTSBURGH CORNING 
OPENS SEDALIA, MO., 
GLASS-BLOCK PLANT 


a : a 
rhe Pittsburgh Corning Corp.. | 


Pittsburgh, Pa., recently held a 
two-day formal opening ceremony 
for its $2,000,000 glass block 
plant in Sedalia, Mo., which was 
viewed by over 15,000 people. 

A huge tent was erected on 
the plant parking lot and soda 


pop and other refreshment items | 


were passed out with specially de 
signed glass bank souvenirs. All 
sections of the plant were opened 
The tour 
started at the raw _ materials 
mixing area and followed right 
through to the shipping opera- 
tions. Signs and guides explained 
each step to the visitors. The first 
tour was for the general public 
and the second tour was attended 


two day program was concluded 
| with a luncheon held for a group 
| of 60 community leaders at the 


| Country Club. 


SOROKO GEN. MANAGER 
FOR GRAEF & SCHMIDT 


Mark D. Soroko has_ been 
named as general manager of 
Graef & Schmidt, Inc., manufac- 
turer in Irvington, N. J., of fine 
cutlery since 1883. In addition 
to his new duties, Mr. Soroko 
will continue to serve the Revy- 
lon Products Corporation as 
general service manager, a posi- 
tion which he has dheld for the 
past 10 years. Graef & Schmidt, 
Inc., recently acquired by the 


Revlon Products Corporation, 
during the war made medical 


and surgical instruments for the 
U. S. armed forces. Now, this 
cutlery plant in Irvington, N. J., 
is in full production of its cut- 
ting shears. 


KAISER FLEETWINGS 
MAKES SALES CHANGES 


Kaiser Fleetwings Sales Corp., 
Oakland, Cal., recently an- 
nounced three personnel changes 
necessitated by the rapid Kaiser 
dishwasher sales. Alfred D. How- 
ard, formerly assistant general 
sales manager in charge of the 
| eastern division, has been trans- 

ferred to Oakland where he will 

aid Paul L. Yager, general sales 
manager. Wendell S. Rowley has 
| been promoted to assistant sales 





manager in charge of distributor- 
| dealer relations with headquar- 
| ters in Oakland. He was manager 
of national accounts at Chicago. 
| Max H. Willemin, manager of 
region one with headquarters in 
| San Francisco is now assistant 
sales manager in charge of con- 
tract sales with headquarters in 


Oakland. 


W. HART WILSON OPENS 
INDUSTRIAL CONSUL- 
TANT OFFICES 


W. Hart Wilson formerly in 
charge of container development 
and industrial packing, Federal 
| Telephone & Radio Corp., Clif- 
| ton, N. J., has recently opened 
| industrial consultant offices at 79 
Renner Ave., Bloomfield, N. P. 
| From 1938 until the war de- 
| veloped and installed materials 
handling methods and packaging 
operations in chain and depart- 
ment He was commis- 
sioned in the army in 1943 where 
he directed the allotment of 
equipment and the assignment of 
civilian personnel to a_ large 
army depot. Later he was respon- 
sible for the packing and crating 
programs of many _ industries 


stores. 
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PEASLEE-GAULBERT 
WAREHOUSE BURNED; 
$750,000 LOSS 


The Atlanta warehouse of the | 
whole- | 


Peaslee-Gaulbert Corp., 
sale hardware firm of Louisville, 


Ky., was destroyed by fire, Sept. | 





sion of Borg-Warner Corp., De- 
troit. 


| Salesmen from all distributor- | 


j 


ships, except those in the West- 
ern region, will attend the meet- 
| ings which will be conducted by 
W. S. Law, manager of refrigera- 


11, with damage estimated at| tion sales, and H. J. Holbrook, 


over $750,000. The entire loss | 


was covered by insurance. 

Flames were 
minutes after the close of busi- 
ness, and shortly thereafter every 


fire apparatus in the city was} 


called to the blazing 5-story 
building. 

Loy L. Vinson, warehouse sup- 
erintendent, was overcome by 
smoke when he entered the 


huilding in an effort to salvage 


| manager of electric and 


| electric water heater sales. in co- 


range 


discovered 90 | Operation with regional managers. 


| In the one-day meetings. Messrs. 


the warehouse records. He suc- 
ceeded in rescuing the ware-| 


house payroll. 


Although all of the inventory | 


of this building was rendered un- 
saleable, the Atlanta branch of 
the firm has continued to func- 
tion since the day after the fire. 
Temporary offices are located at 
70 Fairlee St. and merchandise 
is being shipped from the in- 
ventory located in two smaller 


warehouses in Atlanta, plus sup- | 


plies which are being shipped 
direct from Louisville, Jackson- 


| 





ville and other Southeastern | 
warehouses. A temporary ware- | 
house has been rented to pro- 
vide additional facilities for the 
Atlanta operations. 

The burned out 
being renovated and is expected | 
to be available for the warehous- | 
ing in about 90 days. 


building is 


SALT LAKE HDWE. TAKES | 
ON MOTOROLA LINE 


The Salt Lake Hardware Co.,| paint circles having spent many 


wholesaler of Salt Lake City. 
Utah, has been appointed dis- 
tributor of Motorola products it 
was announced recently by Wil- 
liam H. Kelley, general sales 
manager of Motorola, Inc., Chi- 
cago. 

The Salt Lake Hardware Co. 
will handle the complete line of 
Motorola products including the 
new 1948 line of Motorola furni- 
ture styled home radios, Motorola 
car radios and the Motorola fully 
automatic gasoline car heater. 
They will also handle the new line 
of Motorola television receivers. 





2ND NORGE DIST. SALES | 
TRAINING MEETING 
The second in a series of oa 
gional sales training meetings, be- 
ing conducted to provide the 


company’s distributors with the} kins 
requests 
throughout the country. 


latest product information, has 
been started by the Norge divi- 
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| two years 





| Law and Holbrook will outline 
features of the products under 
their sales direction. 

W. M. Davis and E. N. Guild. 
product sales managers on gas 


frigeration specialties, 
tively, have just completed a simi- 
lar presentation. 


respec- 


WITTROCK TO REPRESENT 


PEERLESS INDUSTRIES 


Peerless Industries, 5139-43 
Military Ave., Detroit 10, has ap- 
pointed L. Robert Wittrock, 8510 
Linwood Avenue, Cleveland, 
Ohio to represent its line of 
Lawn Sprinkling Equipment in 
Cuyahoga County, Ohio. 

Mr. Wittrock has 


| ranges and home heaters, and re- | 








quite a | 


background in the merchandising | 


field and a wide acquaintance 


with the dealers in his territory. | 


H. R. HEIDO APPOINTED 
CENTRAL N.Y. SALESMAN 
FOR McDOUGALL-BUTLER 


McDougall-Butler Co.., Suffalo. | 


New York, manufacturers of 
| paints, varnishes and enamels. 
announces the appointment of 


Harold R. Heido, as representa- 
tive in the Central New York 
State territory. 


Mr. Heido is well known in| 


years in sales work both in Great- 
er New York and Northern New 


Jersey areas. 


BOB WATKINS, EXECUTIVE | 
ASS’T MGR.-SALES MGR. 
OF HOTEL LASSEN 


Bob Watkins has recently been | 
appointed executive assistant 
manager and sales manager of | 
the Hotel Lassen, Wichita, Kan. 
He was associated with the Epp- 
ley Hotel chain for many years 
and supervised the golf tourna- 
ment of the Hardware Golf Asso- 
ciation at Excelsior Spring, Mo. 
In recent years he handled the | 


same work at French Lick | 
Springs, Ind. 
Mr. Watkins left the Hotel | 


Fontelee in Omaha, Neb., about 
manage the 
Bob Wat- 


reservation 


ago to 

Omaha Athletic Club. 
welcome 

from 


will 


hardware men 


| 


| 
| 








weoursoay THURSDAY FRIDAY SATURDAY 


THEY REPRESENT CONSECUTIVE DAYS’ 
SALES OF ONE HARDWARE RETAILER FOR 
ONLY ONE ITEM — A TOTAL OF $421.20 IN 
FOUR HOT SUMMER DAYS. 


The item was the amazing new Aladdin Knife Sharp- 
ener retailing at $1.95 each. 


A modest newspaper advertisement started the ball 
rolling. The real reason, however, for this remarkable 
sales record is that the Aladdin isn’t just another 
knife sharpener. It is a precision tool, scientifically 
designed by tool craftsmen, utilizing tungsten car- 
bide, the wonder metal of the war and the hardest 
metal known to man. 


The Aladdin Sharpening Jewel easily restores a pro- 
fessional keen edge to regular or hollow-ground 
knives, no matter how dull. Three or four light down- 
ward strokes only are required to make the dullest 
knives like new. The Aladdin is so far ahead of ordi- 
nary sharpeners that any comparison is impossible. 


The Knife Sharpener is but one item in the Aladdin 
line of precision sharpeners. Get the complete story 
on the whole line from your wholesaler now! Don’t 
miss the sales and profits that the Aladdin line can 
give you! 







NO. 110 ALADDIN 
KNIFE SHARPENER 


Sturdy streamlined plastic case. No 
moving parts. Nothing to get out of 
order. Cannot corrode or rust. Each 
Sharpener individually boxed 
packed one dozen to an attractive silent 
salesman display carton. Retails at 
$1.95 each. Usual trade discounts. 


and 


The Aladdin Knife Sharpener 
has the Good Housekeeping 
Seal of Approval. This speaks 
stronger for its performance 
than any words of ours. 


Ask your wholesaler about the complete Aladdin 
Sharpener Line. Aladdin has a sharpener for every 
purpose. 


No. 120 Steak Knife Sharpener 

No. 150 Heavy Duty Sharpener 

No. 210 Blade-Edger For Scissors and Shears 
No. 310 Mowing Machine Sharpener 

No. 320 Skate Sharpener (Ready Soon) 


DON’T DELAY — GET THE STORY TODAY!: 


THE NEW ENGLAND CARBIDE TOOL CO. 


60 Brookline Street, Cambridge 39, Mass. 














The 


Home Hobby 
Tool Designed 


to Tap the 
MASS MARKET 





THE 
CLARK 


WOODMASTER 





$49.85* 


Offers quickest profit potential because 


it hits the mass market! 


Gives hobbyist complete workshop—7 
power tools in one—adaptable to every 


home workshop demand. 


INDIVIDUAL 
OPERATIONS: 
Circular saw, lathe, 
jig saw, slotter, ro- 
tating file, horizon- 
tal drill, grinder, 

sander, buffer. 


*Slightly higher West of Mississipp! 





PRICED RIGHT! BUILT RIGHT! 
TIMED RIGHT FOR XMAS DEMAND! 


For information contact your jobber, or write: 


WILSON LOYDE 


23 Church Street, New Haven, Conn. 
(Dealer and Jobber Franchises now being awarded.) 















| 
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| the semi-annual meeting of the 
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W. Gibson Carey, Jr., President of 


Yale & Towne Drowned in Florida 


W. Gibson Carey, 51, president | 
of The Yale & Towne Mfg. Co., 
Stamford, Conn., drowned re- 
cently at Ponte Verda Beach, 
Fla., while swimming in the surf 
with friends. He was attending 


American Society of Sales Execu- 
tives with his wife and business 
| associates, 





dent of the United States Cham- 


| Mr. Carey was a former presi- 








ber of Commerce and had also 
served as a member of the Busi- 
ness Advisory Council of the De- 
partment of Commerce, a trustee 
of the National Industrial Con- 
ference Board and a member of 
the board of directors of the 
Commerce and Industry Associa- 
tion of New York. 

In 1929 he was elected to the 
board of Yale & Towne and later 
that year joined the company as 
assistant to the president. He ad- 
vanced to vice-president, treasurer 
and finally became president, suc- 
ceeding Walter C. Allen, when 
the latter became board chair- 
man. 

A student at Union College 
when the United States entered 
the first World War, he served in 
the field artillery in France. In 
1919 be became a sales _ repre- 
sentative in New York for a pulp 
and paper company, and during 
the evening studied accounting 
and business management at 
Columbia. From 1923 to 1926 
he was secretary and treasurer 
of the Philadelphia Paper Mfg. 
Co. In 1926 he became general 
manager of the Philadelphia 
Division of the Container Corp. 
of America. 

Mr. Carey served as colonel in 
the Army Specialist Corps in 
World War II and later assisted 
the Defense Plant Corp. After 
Germany’s defeat he was sent 
with a committee of men by Sec- 
retary of War Patterson to sur- 
vey the mobile equipment in 
Europe to determine what could 
advantageously be transferred for 
use against Japan. He returned 
to Europe this spring for the war 
department with another commit- 
tee who studied the program of 
rehabilitation in Germany and 
Austria. 

Mr. Carey regularly visited 
customers of the company in the 
United States and also those in 
South America, Europe, Near 
East, the Orient and Africa. He 





served as tru‘tee of the Mutual 











W. GIBSON CAREY, JR. 


Life Insurance Co., New York 
and the Consolidated Edison Co., 
of New York, Inc., and as a di- 
rector of the Irving Trust Co., 
Colgate-Palmolive-Peet Co., New 
York Telephone Co., and Arm- 
strong Cork Co. 

His survivors include his 
widow, the former Eleanor 
Towne, and a daughter and son, 
Eleanor Calvert and William 
Gibson, III. 


LAURANCE BOWEN 


Laurance Bowen, president, 
Pecora Paint Co., Fourth & 
Sedgley Ave., Philadelphia, Pa., 
died recently at his home in 
Windmoor, Philadelphia. Mr. 
Bowen was elected president of 
the company in July following 
the death of his brother S. B. 
Bowen, Jr. 

He had been associated with 
the Pecora firm for 37 years. 





A. G. BUSSMANN 


A. G. Bussmann, 61, in charge 
of sales of the Wickwire Spencer 
Steel Division of The Colorado 
Fuel & Iron Corp., 500 Fifth 
Ave., New York City, died re- 
cently. Mr. Bussmann started his 


career in the Homestead plant of 


the Carnegie Steel Co. in 1908. 
He was chief chemist of the 


Donora Steel Works of the Amer- 
ican Steel & Wire Co. and presi- 
dent of the Standard Steel & 
Wire Co., Greensburg, Pa. 
joined Wickwire Spencer in 1931 
and was successively manager of 
the wire and spring departments, 
sales manager of the Buffalo dis- 
trict, assistant to the president, 
and general sales manager. 


He 
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CHARLES E. JOHNSON 


CHARLES E. JOHNSON 


Charles E. Johnson, 83, presi- 
dent of the White Mountain 
Freezer Co., Nashua, N. H., 
makers of ice cream freezers, 
died recently at his home at 37 
Courtland St., Nashua. 

Mr. Johnson had been presi- 
dent of the company for 12 years 
and had been with White Moun- 


JOHN A. PREISENDORFER 


John A. Preisendorfer, a New 
York City sales manager for the 
Rome Manufacturing Company 
Division of Revere Copper & 
Brass Inc., died on Sept. 25 at 
his home in Rome, N. Y., after 
a short illness. 

Mr. Preisendorfer was an ac- 
tive sales representative of the 
company for more than 30 years, 
and for a long time covered a 
large part of the middle west. 






























tain for 60 years. He was a 


member and supertendent emeri- 
tus of the Sunday School Depart- 
ment of the First Universalist 
Church, a ‘member of Rising Sun 
lodge, treasurer of the Nashua 
Hospital association and lodge, 
BPOE No. 720. 


EVAN G. CHANDLEE 


Evan G. Chandlee, 2nd, 36, 
sales manager of the Edw. K. 
Tryon Co., Philadelphia, Pa., 
died recently after a heart at- 
tack. Mr. Chandlee was a son 
of Edward E. Chandlee, chair- 
man of the board of the com- 
pany and a brother of W. Blakely 
Chandlee, vice-president of the 
company. During World War II 
Mr. Chandlee served with the 
Army Transport Command and 
the U. S. Maritime Service. 


EVAN G. CHANDLEE 
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JOHN A. PREISENDORFER 









He was well known to the hard- | 
ware and other trades in that | 
section of the country, and also | 
along the Atlantic seaboard. 





CHARLES N. STREVELL | 


Charles Nettleton Strevell, 89, 
who was president of Strevell- 
Paterson Hardware Co., whole- 
salers, Salt Lake City 10, Utah, 
28 years prior to his retirement 
in 1931, died recently at a Salt 
Lake City hospital. 
Mr. Strevell established a re- | 
tail hardware business with his 
brother-in-law, George C. Miles, 
in Miles City, Mont. In 1890 he 
moved to Ogden and established 
a retail store and later moved to 
Salt Lake City consolidating 
with George M. Scott Co., thus 
forming the Scott-Strevell Hard- 
ware Co. In 1903, when Mr. 
Scott retired, the firm became 
Strevell-Paterson Hardware Co. 
Mr. Strevell was a noted col- 
lector of historical relics, and 
traveled to all parts of the world | 
to obtain such mementos. He 
also wrote “Strevell Museum,” 
story of his search for relics, and 
“As I Recalled Them,” concern- 
ing early western days. 








WILLIAM M. McCOY 


William M. McCoy, 53, pro- | 
prietor of a hardware store at 
Sutton, W. Va., died Oct. 4 in a 








hospital at Clarksburg, W. Va., | 
following an operation. 

























BEACON QUIK-GLOSS 
Is THE ONLY BIG-SELLING 
FLOOR WAX NOT SOLD 
THROUGH GROCERY STORES | 








al, 
“4. 


A special deal, plus a 
sampling plan. Plus a demonstrable superiority of prod- 
uct is a proved formula that has worked wherever Beacon 
Wax has been introduced. 

GOING NATIONAL, Beacon Wax profits are now 
available to all hardware dealers. Get in on the ground 
floor and become Beacon Headquarters for your neigh- 
borhood. Ask your wholesaler or write to: 


THE BEACON COMPANY 


97 BICKFORD STREET BOSTON, MASS. 


















NOTE TO JOBBERS: Beacon Quik-Gloss has a few exclusive 
territories open for the right jobbers. Write to us for informa- 
tion today! 
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HOWARD P. ALBRIGHT 


Howard P. Albright. 45, 
ner in Albright Hardware Stores, 
399 S. Pearl St., 


part- 


died suddenly at his home 4 


Elsmere, N. Y., having been in 
failing health for several months. 


t 





















HOWARD P. ALBRIGHT 


In 1917 he started his hardware 
career by joining his father at the 
present Pearl St. After 
his father’s death in 1921 he and 
his brother, William J. Albright 
formed the partnership of Al- 
bright Hardware Stores. 


store. 


SUCCESSORS TO= PACIFIC PLASTIC & MANUFACTURING CO., 


| 
| New York State Retail Hardware 





At the | 








OBITUARIES 


Albany 2, N. Y., | 








= of Mr. Albright’s death, the | 


In 1919, Edward R. Stettinius, 


company operated three stores in| Sr., then president of Diamond, | 


Albany. 
He was a former member of 
the board of directors of the 


Association and also was a skill- 
ful magician. Mr. Albright was 
a member of the Monarch Club 
of Albany and also of the Au- 
| rania Club. 
W. A. FAIRBURN 

William A. Fairburn, 71. presi- 
dent of the Diamond Match Co., 
died at his home in Center Lovell, 
Me., recently. He had been with 


| the company since 1909 and had 


been president since 1915. 

He was apprenticed to the Bath 
Iron Works, Bath, Me., when 14. 
By writing articles for technical 
magazines he put himself through 
college. Later he became super- 
intendent of the Bath Iron Works. 
He designed and built the first 
all-steel American freighter. Mr. 
Fairburn was employed by E. H. 
build a fleet of 
cargo passenger ships. 


Harriman to 











employed Mr. Fairburn to reor- 
ganize the company. 
years Mr. Fairburn announced 
a non-poisonous safety match 
made with  sesqui-sulphide of 
phosphorous. He and the com- 
pany received the gold medal of 
the American Museum of Safety 
in 1914 and the Louis Living- 
stone Seaman gold medal in 1915 
for this discovery. 

He published many 
reports, several books on 
history and 
and at the time of his death was 
writing a history of American 
sailing ships. 


technical 
phil- 


osophy, economics 


HOWARD H. BENNETT, SR. 


Howard H. Bennett, Sr., 77, 
operator of H. H. Bennett 
Hardware Co., Easton, Pa., for 
more than 60 years, died recent- 
ly at Easton Hospital after a 
short illness. Vice-president of 
the Bennett company, he 
been actively engaged in 


Within two | 








had | 
the | 1912, died recently at Bluefield 





of 13, when he became associated 
with his uncle, the late Edward 
I. Hunt. He succeeded his uncle 
in control of the business. In 
1941 he relinquished ownership 
to his eldest son, John D. Ben. 
nett. 

Mr. Bennett was a member of 
the Disston 50-Year Club, the 
Harpware Ace 50-Year Club, 
the Pennsylvania & Atlantic Sea- 
board Hardware Association, and 
the National Retail Hardware 
Association. He is survived by 
two other sons, John PD. and 


Howard H., Jr. 





EDWARD EMRICK 
Edward Emrick, 80, Franklin. 


Ind., who was associated with the 
Wrought Iron Range Co. of St. 
Louis 48 years, died Sept. 23 at 
his home in Franklin of a heart 
attack. He started with the stove 
company as a salesman and be- 
came successively general sales 
manager, assistant vice-president 
and member of the board of direc- 


tors. He retired nine years ago. 





MAX ROTH 
Max Roth, 79, who established 
a hardware store and plumbing 
business in Pocahontas, Va., in 


hardware business since the age mt Sanitarium after a week’s illness. 


5 STE 


* “Sparkl-Brite” Pulls Won’t Chip, Rust or Peel! 


* “Spark! -Brite” 














* ORDER 
JOBBER TODAY! 


“SPARKL-BRITE” PULLS FROM YOUR 


RKL-BRITE 


* “Sparkl-Brite” high-luster pulls look like chrome, 
make cabinet doors and drawers sparkle with beauty! 


high-quality pulls bear the 
“Hollymade” trademark, your assurance of quality per- 


formance and design in builders’ hardware. 


*“Sporki-Brite” pulls are priced low for quick turnover, 


increased sales volume and good dealer profit margin. 





INC. 


4865 EXPOSITION BOULEVARD, LOS ANGELES 16, CALIF. 
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XTRA SALES 
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The National Screen line clears 
the way to an open field for large 
sales gains sturdy construc- 
tion, excellent appearance and 
no extra cost consistently win 
customer approval of National 
Screen products. 





ITE 


ASK YOUR JOBBER 
ABOUT OUR COMPLETE 
t or Peel! LINE OF PRODUCTS 
: like chrome, 
» with beauty! 


Is bear the 


»f quality per- 
are. 











vick turnover, 






SCREEN DOORS 
WINDOW SCREENS, FRAMES 
and VENTILATORS 







profit margin. 





ROM YOUR 






NATIONAL SCREEN COMPANY 


INCORPORATED 
SUFFOLK, VA. 

NEW YORK OFFICE, 200 Fifth Ave. 
Southern Selling Agents: 
PETERSON & LOWE 

22 Light St., Baltimore, Md. 
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If you are selling ordinary dry fire clay materials, your 
sales are limited to small quantities for cook stove linings. 
Here is a refractory material in moist, plastic form which 
is not only a better material for stove linings but which 
also sells in 50 and 100-lb. lots for heating stoves and 
warm-air furnaces. 





Fireline comes ready for use without 
mixing or preparation. In cook stoves, 
the customer can readily replace any 
firebox casting or stove brick with this 
plastic material. It is also used to line 
firepots in heating stoves and warm-air 
furnaces. Here are the profit oppor- 
tunities which Fireline offers to you: 


FIRELINE | 


| 

| ic 
| LINING 
| 





| 

| COOK STOVES—Fireline replaces cracked 
| and burned-out stove brick and _ firebox 
castings. It is readily moulded to any 
shape, then baked out by the fire. No need 
to stock all kinds and sizes of castings and 
brick—instead sell Fireline in convenient 
~~ off the shelf. Average sale 5 to 
| 10 Ss. 








HEATING STOVES—In heating stoves, circu- 
lating heaters, base burners, etc., Fireline re- 
pairs cracked firepots and protects good fire- 
pots from burning out. It forms a gas-tight 
lining entirely around the firepot which seals 
all cracks and holes. No waiting for castings 
—instead quick turnover and profit for you. 
Average sale 30 to 50 Ibs. 








FURNACES—Repairs cracked firepots—pro- 








tects good firepots. Installed 1 to 114 in. 
thick entirely around the firepot, a Fireline 
lining prevents the escape of gas, odors, and 
soot into the building. 100 Ibs. required to 
line average 22 to 24 in. furnace, resulting 
in a sizeable sale—and profit. Also used for 
replacing fire tile in steel furnaces, for setting 
stokers, for oil burner combustion chambers. 





Fireline is available immediately from jobber stocks. Mail 
coupon below for prices, discounts, and descriptive literature. 
You will also receive information’ on these quick-profit Fire- 
line products: 





IRONSET ASBESTOS FURNACE CE. 
MENT —The high-quality cement for set- 
ting and resetting furnaces and stoves. 
Withstands higher temperatures. Will not 
crack, shrink, bloat or blister. Makes the 
work more permanent. Gives greater cus- 
tomer satisfaction. 


IRONSET 


. FURNACE CEMENT 
on enincinare FIRE-HEARTH CASTABLE—The ides! 
~ refractory for stoker hearths. Easily in- 

stalled: Just mix with water, pour into 


place, and trowel smooth. That's all there 
is to it. 


FIRELINE STOVE & FURNACE LINING CO. 
1859 Kingsbury St., (Dept. J), Chicago 14, Ill. 


POS SS SSS SSSSSSSSSSSSSSSSSSSSSSS8820008888%, 





: FIRELINE STOVE & FURNACE LINING CO. r 
« 1859 Kingsbury St., (Dept. J), Chicago 14, Ill. : 
' 

8 Please send full information, prices, and discounts on Fireline ; 
8 heating specialities. ' 
1 SE Gah pdckdtissusk bacunSueadedeces casededkeatbeueasiues ; 
IE Wiisdcbaeuscsachisetinn< sdesodesscianbliegatwauentiies ' 
. MEE Nat Ule dicnck oun dead sown eb uaanineadsenuekbua ee ‘ 
i -i¢tccbidach saea web teaaweudmeek hae eeenahwanensens 
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ADVANCES 
Soap products. Some building materials. Some toys. Carpets. 


DECLINES 
One portable radial saw. Platinum. 








Soap products—Leading mak- 


ers have announced a 10 per cent ad- 
vance in the wholesale prices of toilet, 
laundry, flake and powdered soaps. 
Higher costs of ingredients such as 
coconut oil and tallow were given as 
the reasons for the advances. Vegetable 
shortening wholesale prices were also 
advanced about 3 per cent by lead- 
ing producers at the same time. 
” fe a 

Building materials up again 
—prices climbed for the second suc- 
cessive month on building materials, as 
summer construction activity hit its 
peak in August. The index stood at 
179.7 at the end of the month, com- 
pared with 176.7 in July and 132.7 in 
August, 1946. Brick and tile prices in- 
creased only slightly and paints de- 
clined 1.2 points to 154.9, but lumber 
soared to a new high of 276.7 from the 
July figure of 269. The cement price 
index increased to 116.9 from 114.9. 


+ * « 


Carpets advanced — James 
Lees & Sons Co., Bridgeport, Pennsyl- 
vania, has announced price increases 
in three grades of carpets, necessitated 
by the “upper tendency basis” in the 
raw goods market. The advances, aver- 
aging about 3 per cent, went into effect 
Oct. 6. 


* * * 


Bicycles — Youngsters have a 
better chance than a year ago to get 
bicycles for Christmas. Prices, accord- 
ing to the Bicycle Institute of America, 
are about the same as 1946. Produc- 
tion for the year is more than 40 per 
cent ahead of last year’s total. 
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Portable radial saw—Ameri- 
can Saw Mill Machinery Co., Hacketts- 
town, N. J., announced recently a list 
price reduction of nearly 20 per cent on 
its Monarch Uni-Point Portable Radial 
Saw, model TNT. 





Toy expectations—There will 
be fewer dolls under the Christmas tree 
this holiday season than last year. The 
weather was to blame for a 15 per cent 
decline in doll production this year. It 
is almost impossible to make dolls when 
it is hot and humid, so output was lost 


during the hot spells in July, August, 


and most of September. However, 
children will have a greater variety of 
playthings than at any time since the 
war. Sleds, bicycles, mechanical toys, 
doll houses, and furniture, and all kinds 
of construction sets will be more plenti- 
ful than a year ago. Toy makers said 
there would have been even more toys 
for this Christmas if retailers hadn’t 
held off their Christmas toy shopping. 








Wholesale Hardware Sales‘ 





























By Geographic Divisions, for August, 1947 
SALES REPORTED SALES YEAR-TO-DATE b 
Percent Change 
GEOGRAPHIC August 1947 Amount (Add 000) 
DIVISION vs. Percent 
a a 2 Change | Eight Eight 
of from | Months | Months 
Firms | August July August | August July 8 mos. 1947 1946 

' c 1946 1947 1947 1946 1947 1946 |(Add 000)|(Add 000) 

U. S. TOTAL 265 +8 + 2 | $57,765 | $53,595 | $56,836 | +28 | $509,666 | $399,016 
New England 19 0 —2 1,516 1,516 1,546} +22 12,483 10,248 
Middle Atlantic.. ... 68 —2 +4 8,625 8,807 8,325} +23 79,559 64,734 
East North Central 38 +4 — 3 9,011 8,684 9,288; +31 88,952} 67,946 
West North Central . 33 +9 +1 12,173 | 11,195; 12,106; +31 96,034 73,148 
South Atlantic....... 30 +22 +4 4,182 3,427 4,022; +33 | 40,346 30,414 
East South Central 13 +11 -— 8 2,499 2,246 2,707; +33 30,790 23,181 
West South Central... 23 +18 +10 7,203 6,100 6,575| +29 63,019 48,774 
Mountain. .... , 13 +15 -3 2,288 1,988 2,347; +34 16,940 12,687 
Pails. 200 stn 28 +7 +3 10,268 9,632 9,921 +20 81,543 67,884 




















Bureau of the Census 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 


Middle Atlantic—(N. J., N. Y.., P 


a. 
East North Central—(ill., Ind., Mich., Ohio, Wis.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 


South Atlantic—(Del., D. C., Fia., Ga., Md., N. C., S. C., Va., W. Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Callf., Ore., Wash.) 


Current Wholesale Trade 
a Includes 29 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 
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Normally, stores do this buying in the 
spring.. So producers turned out less 
goods. Now, last minute orders are 
pouring in, and manufacturers are won- 
dering if the orders can be filled by 
Christmas, As to prices, H. D. Clark, 
executive secretary, The Toy Manufac- 
turers of the U. S. A., Inc., says that a 
given toy will cost more than in 1946, 
but the total family toy bill may be less, 
because more moderate priced play- 
things are available. “Wholesale prices 
average about 10 per cent more than 
last year, reflecting increased costs of 
labor and materials, according to a 
survey of firms in the industry,” Mr. 
Clark said. “There is no prospect of a 
price drop unless manufacturing costs 
con be lowered.” Youngsters have a 
better chance than a year ago of get- 
ting a bicycle for Christmas. Prices, 
according to the Bicycle Institute of 
America, are about the same as 1946. 
Production for the year is more than 40 
per cent ahead of last year’s total. 
Electric trains may be easier to get. One 
large producer described the outlook 
as “much better than last year.” Prices 
start around $14.95, and generally are 
unchanged to slightly higher than in 
1946. 
* * . 

Steel away over 1940 — In 
view of the huge current demand for 
steel, and the prevailing shortage, there 
has been considerable (outside) urging 
for new steel capacity to be added. And 
the steel mills really have been working 
hard to fulfill the calls made upon 
them. The American Iron & Steel In- 
stitute points out that production (62,- 
611,051 net tons) of steel ingots and 
steel for castings in the first nine 
months of 1947 was only 6 per cent 
below the total produced in the entire 
record peacetime year of 1940. For the 
latest week, ending Oct. 11, operations 
of the industry were scheduled at 96.1 
per cent of capacity, less than a point 
below the highest level of the year and 
the best rate since June 9. This oper- 
ating rate was the equivalent of 1,681,- 
700 net tons of steel production, the 
Institute estimated. A year ago the in- 
dustry produced 1,593,200 tons with an 
operating rate of 90.4 per cent. 

. * +. 

Other metals doing well — 
Copper, lead and zine producers report 
that late inquiries indicate increased 
business over the next two or three 
months. Lead demand is good, and 
copper and zinc moderately active. The 
only recent price change was in plati- 
num, which declined further for a total 
drop of $7 per ounce in three weeks. 
The new price of $62 retail and $59 
wholesale reflected a light demand from 
industrial users. Copper prices held 
steady at 2114 cents a pound, Connecti- 


cut Valley base, with wire mills seeking 
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BETTER TOOLS 
evetartce. 


D 
SAFER 


PRECISION-BUILT 
TOOL GRINDERS 

















@ BACKED BY MOST 
YEARS‘ EXPERIENCE IN 
DESIGN, MANUFACTURE 
AND MERCHANDISING 


WISSOTA 


Top Quality TOOL GRINDERS 


SAFEGUARD THE TEMPER * 
Just as important as precision tools for exacting mechanics are precision-en- 
gineered tool grinders—expertly | pee by WISSOTA, leaders in grinder 
craftsmanship. Dealers have found that selling top quality WISSOTA grinders 
brings greater customer satisfaction . . . greater dealer profit! WISSOTA 
can boost your sales, tool 


A COMPLETE LINE OF BELT AND HAND 
POWER SHARPENERS - 
WISSOTA equipment includes sickle and tool grinders, buffing and _ polishing 
heads and tool sharpeners for shop, garage, farm, school or hore. Customers 
"go for" these features: long Oilite bronze bearings . . . adjustable tool rests 
. .. ground shafts .. . tested Vitrified wheels for utmost safety . . « smart two- 
color finish adds sales appeal—attracts the eye and makes ‘em buy! 


SPEED-TESTED VITRIFIED WHEELS 
Regular equipment on all WISSOTA power grinders. 
These high-grade abrasive wheels are safe, fast, cool- 
cutting and specially bonded for those tough, all- 
around jobs on farm or in shop and garage. Like all 
WISSOTA equipment, they're tops in performance! 

SOLD COAST-TO-COAST BY LEADING 
HARDWARE AND IMPLEMENT JOBBERS 
ASK YOUR JOBBER'S SALESMAN 


@ WRITE FOR DESCRIPTIVE CATALOG @ 


e MINNEAPOLIS |, 
Mauupacturing Ca. PE a 























LIGHT IN WEIGHT! 


. . here's two NEW 


wide margin items. 


FOSTER ALUMINUM ALLOY 


Sure-Grip OIL GATE 
, o—~ 
Ar 







% LEAKPROOF! \ 
%& TAMPERPROOFP! 
% NON-SPARKING!S 
%& NON-CORROSIVE! 


A CCURATELY machined of hard, vir- 
gin ALUMINUM ALLOY—the type of 
metal developed for the exacting re- 
quirements of the aircraft industry. This 
FOSTER Oil Gate GUARANTEES un- 
rivaled performance for liquids from 
gasoline to molasses. Each valve is indi- 
vidually lapped. Only FOSTER offers 


your customers all these features. 


You Save 662/3% of Freight Costs 


FOSTER ALUMINUM ALLOY 


Self-Closing FAUCET 





TAMPERPROOF with provision for pad- 


lock. No metal to metal wear. 
REMOVABLE bottom cleaning plug, re- 
placeable Neoprene Seat. 

TESTED UNDER WATER with air-pres- 


sure to insure non-leakage. 

YOU'LL meet the increasing demand 
if you STOCK UP on these WIDE MAR- 
GIN PROFIT ITEMS .. . NOW! 


IMMEDIATE DELIVERY 


Write for Prices and Catalogue Sheets. 
Foster Aluminum Alloy Products sold by 
leading wholesalers from Coast to Coast. 


FOSTER 


Aluminum Alloy Products Corp. 


114-118 S. Salina St., Syrecuse 2, N 
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Wholesale Hardware Inventories‘ 


By Geographic Divisions, for August, 1947 






































| END-OF-MONTH INVENTORIES (Cost) STOCK-SALES-RATIOS b 
Percent Change gy 
GEOGRAPHIC August 1947 Amount (Add 000) 
i, DIVISION vs. 
nape ae = oe hte - 
0 [ 
Firms | August | July | August | August | July | August | August July 
1946 1947 1947 1947 194. 1947 
U. S. TOTAL. 184 +651 0 | $89,914 | $59,592 | $90,306 | 201 142 207 
New England 12 +41 —4 3,412 2,417 3,550 202 295 
Middle Atlantic , 41 +52 + 3 10,021 6,605 9,705 | 195 130 192 
East North Central. . . 33 +41 —2 15,366 | 10,889) 15,686| 177 130 175 
West North Central... . 26 +49 —1 21,559 | 14,453/ 21,738; 189 139 194 
South Atlantic. . . E 24 +79 —2 5,285 2,954 5,389 | 152 109 164 
East South Central. 6 +30 —4 2,433 1,878 | 2,523) 156 134 141 
West South Central. ... 14 +65 —2 1,229} 6,820| 11,458; 220 155 250 
Mountain............ 9 +75 +2 1,595 913 1,559 | 174 117 201 
EE 19 +650 +2 19,014 | 12,663} 18,698; 264 169 274 
Bureau of the C Current Wholesale Trade 


. Includes 2areports | received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 








the most tonnage, and brass mill de- 
mand more active than in recent weeks. 
Lead producers reported good tonnages 
already booked for November shipment. 
Some operators said a fair tonnage had 
been sold to the government for its per- 
manent stockpile. The domestic lead 
price held firm at 15 cents a pound, 
New York. Zinc producers reported 
moderate late gains in demand, and the 
price held at 10% cents a pound, East 
St. Louis. 
cd ok co 

Nails and sheets—the bottle- 
necks—Makers of sheet steel are re- 
ported accepting orders for shipment 
during the first quarter of 1948, with 
books closed for the remainder of this 
year. As to nails—spokesmen for four 
major steel companies this month have 
agreed to help the congressional hous- 
ing committee lick this “No. 2 shortage” 
in housing production. 

1* ” +” 

Glass containers—Production 
of glass containers in August was seven 
per cent greater than in July, but 11 
per cent less than in Aug., 1946, ac- 
cording to preliminary figures released 
by the Bureau of Census, Department 
of Commerce. August production total- 
ed 9.5 million gross compared with 8.9 
million gross in July and 10.7 million 
gross in the corresponding month of 
last year. 

* ¢ @ 

Washing machines—Industry- 
wide sales of standard-size household 
washers broke through to another all- 
time high in August, aggregating 323,- 
063, topping the record of 320,969 units 
set in April and comparing to 318,297 
in July, according to figures announced 
by the American Washer and Ironer 
Manufacturers’ Association. Sales for 
the eight months of 1947 amounted to 





2,395,999, compared to 2,023,981 in all 
1946 and 1,959,887 in all 1941, largest 
prewar year. Sales of small washers 
with a capacity of three pounds or less, 
dry weight, reported this year for the 
first time, totalled 43,834 units in Au- 
gust, compared to 36,471 in July. The 
eight-month total is 331,575. Ironer 
sales in August were 47,577, compared 
to 41,911 in July. The 1947 total is 
357,797, compared to 124,616 in all 1946 
and 215,994 in all 1941. 


* * * 


Soft-water units gaining 
Soft water service operation is an in- 
dustry which has grown considerably 
since prewar years. It expects to have* 
1,000,000 units rented to homes by 1950, 
according to R. C. Guenther, president 
of the industry’s national association. 
The country now has some 1,000 water- 
softening operators, and the industry, al- 
most unknown before the war, did a 
$60,000,000 business last year. Most of 
this business is in renting water-soften- 
ing units to homes, laundries, restau- 
rants and other commercial buildings. 


Gas sales gain—Total sales 
of the gas utility industry to ultimate 
consumers in August were 1,983,820,000 
therms, a gain of 8.2 per cent over the 
comparable month in 1946, the Ameri- 
can Gas Association reported recently. 
The association’s August index of total 
gas utility sales stood at 193.5 per cent 
of the 1935-1939 average. For the 
twelve-month period ending Aug. 31, 
1947, total gas sales were 28,473,729,000 
therms, an increase of 11.1 per cent over 
the previous year. 


* aa © 
Bicycle manufacturers ex- 
pect record—Bicycle manufacturers 
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Moore light ... more styling ... more 


distinction—that’s the new Lawson “60” 






Line of Light Fixtures. Four tubular 
shades — held 


plated brackets—insure glareless, per- 


in beautiful chromium- 


fectly balanced illumination. And Lawson 


provides this new, de-luxe styling at 


moderate prices. Write for catalog today! 


Sathroom Cabinets 


| BATHROOM 
CABINETS 


\ 131 YEARS 
OF QUALITY 













THE F, H. LAWSON CO. 


EVANS STREET... Cincinnati 4, Ohio 





OCTOBER 23, 1947 

















Your customer starts the 
OILIFTER in the Fall—and 
forgets all about messy ‘‘buck- 
eting’’ of oil between 
bulk tank and heater. No ; 
more oil carrying, no / 
spilling waste of oil, no 
dripping on floors or 
rugs. The A-P OILIFT- 
ER does this task AUTO- 
MATICALLY, from 
basement or outdoor tank 
to first, second, even third 
floors. 


Sell the A-P OILIFTER to your 
old customers — and as extra 
equipment on new heater sales! 
You'll build greater enthusiasm 
for oil heating, increased satisfac- 
tion and good will — and greater 
profits. Send today for sales bul- 
letins and full information. 






.--- INSTALL 


@ OILIFTER 


IN ALL VAPORIZING 
TYPE OIL HEATERS 


Moves Oil from Basement 
to Burner Automatically 


@ Ends Oil Handling in the home. 


@ Eliminates need for fuel tank 
on appliance. 

@ Saves Time and Oil on ANY 
Vaporizing Oil Burning Heat 
er, Furnace, or Range. 

@ Lifts Oil 25 feet high or 100 
feet horizontally from bulk stor- 
age tank to appliance. 


@ Easy to Install — Only Single 
4," copper tubing required. No 
return line. 


@ Capacity, 1144 Gallons per hour, 
sufficient for more than one 
appliance. 

@ PAYS FOR ITSELF IN LA.- 
BOR-SAVING, FUEL-SAV- 
ING, MORE CONVENIENT 
HEATING. 










A-P OILIFTER with Filter Unit. Can be 

installed on ANY vaporizing burner 

appliance requiring oil flow up to 1% 

gallons per hour. 

FOR: HOMES © TOURIST CAMPS @ 

STORES *® SCHOOLS © GARAGES 
@ CHURCHES © HALLS 


AUTOMATIC PRODUCTS COMPANY 


2442 North Thirty-Second Street 


@M@EsIiGNneo ro 


ELIMINATE 


© Milwavkee 10, Wisconsin 
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Immediate Delivery On These 
FAST SELLERS 





i = Sh ae ee | 


TURNBUCKLES ASSORTMEN 


Handsome all-metal display panel in two 


colors, size 14"' x 6", with silk screen; 52 Turn- 
buckles in 10 most popular sizes, individually 
packed. Also open stock eye and eye, Hook 
and Eye, Hook and Hook. 





EYE BOLT ASSORTMENT 


Beautiful display panel similar to other, with 
assortment of | dozen each of 10 sizes of Eye 
Bolts individually packed. Also open stock !n 
12 sizes. 


“OSBORN” UTILITY HOOK 


Lowest priced 
hook on market, 
25c retail seller. 
Sturdy, sized right. 
For bales, boxes, 
meat, etc. 


OUR POLICY 


is to give prompt service on 
superior products and a fair 
price through recognized job- 
bers. All items available now 
through your jobber. 


expect to exceed their 1947 goal before 
the year’s end, by reaching a record 
production of more than two million 
units. The Bicycle Institute of America 
so reported, early this month. 

- * - 

Hardwood flooring output 
soars—An all-time weekly high of 14,- 
351,000 board feet of hardwood flooring 
was turned out in the nation’s major 
producing areas in the week ended Sept. 
20. H. H. Willins, secretary of the Na- 
tional Oak Flooring Manufacturers’ As- 
sociation, said the record output was 
more than double the weekly average 
for September, 1946, and 40 per cent 
above the average for the first 26 weeks 
of this year. He remarked that condi- 
tions appear favorable for the total pro- 
duction of more than 600,000,000 feet in 
1947, 

. * s 

That steel shortage—Typical 
of the handicaps of “too little steel,” is 
the recent story of Nash-Kelvinator 
Corp. According to R. A. DeVlieg, vice- 
president in charge of manufacturing, 
Nash, hampered by shortages of steel, 
has not been able to maintain the pro- 
duction schedules originally set for 
1947, and lines are now operating at 
less than 50 per cent of the 1000-car 
daily capacity. All-out efforts are being 
made to procure enough materials to 
increase this production rate during the 
last quarter, and “hope exists for a 
further improvement in production after 
Jan. 1.” Demand for the company’s non- 
automotive products, such as refriger- 
ators, ranges, home freezers, ice cream 
cabinets, and household appliances is 
booming, according to Mr. DeVlieg. 
However, production of these items has 





also been limited by shortages of steel 
and other materials. 


* * * 


Continued construction rise 
seen—Construction activity, particular. 
ly in new homes, will continue to in. 
crease for at least several months, John 
L. Haynes, chief of the construction di- 
vision of the Department of Commerce, 
predicted this month. “Since May we 
have once again seen an expansion more 
rapid than is usual at this time of 
year,” Mr. Haynes said. For the first 
seven months of the year production of 
materials was 16 per cent higher than 
in the similar period of 1946. In August, 
private units started were 34 per cent 
higher than a year ago, said Mr, 
Haynes. Private units completed this 
year totaled 498,000 by Aug. 31, com- 
pared with 209,000 in the similar period 
a year ago. “Construction time has been 
cut fairly sharply,” he continued, “and 
many of the costs arising from the 
shortage of materials have disappeared, 
Construction can now be started with 
far more assurance as to the time of 
completion and ultimate cost.” 


* * * 


F. W. Dodge Corp. confirms 
—Building contracts awarded in August 
in 37 states east of the Rocky mountains 
totaled $823,216,000, an increase of 25 
per cent over the July total and of 21 
per cent over Aug., 1946, says F. W. 
Dodge Corp. A later report from govern- 
ment sources says that building of. new 
homes increased three per cent in Sep- 
tember over August. The August total 
established a strong contra-seasonal 
trend, and contract commitments were 
higher in all classifications of construc- 








Wholesale Hardware Collections 


on Accounts Receivable* 
By Geographic Divisions, for August, 1947 
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ALWAYS DEPEND ON 


Turnbuchles 


Turnbuckles, Inc 


729 West Lake Street ¢ Chicago 6, Illinois 



































ACCOUNTS RECEIVABLE Collection Percentages b 
Percent Change 
GEOGRAPHIC August 1947 Amount (Add 000) 
DIVISION vs. 
oe ad a ae SS, ee ee 
Firms | August | July | August | August| July | August | August July 
1946 1947 1947 1946 1947 1947 1946 1947 
U.S. TOTAL. ... 242 +27 — 2 | $55,305 | $43,601 | $56,262 93 105 95 
New ones. oe 17 +25 +2 1,744 1,399 1,709 82 93 92 
Middle Atlantic... .... 59 +12 —6 8,588 7,661 9,143 86 94 87 
East North Central... 35 +34 —2 8,770 6,530 8,932 98 113 101 
West North Central... . 32 +42 —2 11,307 7,974; 11,573} 101 122 102 
South Atlantic....... +31 +8 t : 3,671 90 107 99 
East South Central. . . 13 +38 -1 2,769 2,009 2,792 92 97 93 
West South Central.... 21 +33 +3 5,654 4,255 5,491; 100 115 101 
Mountain........... 10 +19 -1 1,027 863 1,042 94 98 91 
EG win-dtaisnecowke 27 +16 —4 11,469 9,882; 11,909 85 94 87 
Bureau of the Census Current Wholesale Trade 


a Includes 27 reports received too late to be incorporated in Census Bureau published releases 
b Collection percentages are obtained by dividing the collections by the accounts receivable 


group of firms. 


for an identical 
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Safety 
Lacing 
Machines 
Apply All 4 
Makes 


Hooks are rik 
by patented 
and after ap 
formly across 
minimum wea 
belt end, pre 
Sises for all b 
belt hooks. Ws 


SAFETY BI 
5390 N. MENA\ 


@ Inclu 
Wing Nut, 
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bled. Pack 
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Machines 
Apply All 


Safest because: 


Hooks are rigidly held in accurate alignment 
by patented steel binder bars before, during 
and after application, distributing tension uni- 
formly across the belt, maximum traction and 
minimum wear. Patented binder bars lap over 
belt end, prevent fraying. 

Sises for all belts. Cost no more than ogdinary 

belt hooks. Write for circular. 


SAFETY BELT-LACER COMPANY 
5390 N. MENARD AVE., CHICAGO 30, U. S. A. 





Sharon 


LICENSE PLATE ae 


. 

@ Includes Washer, Lockwasher and 
Wing Nut, '/4" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 
$5 - 
Shavote Ft 2nd Scveu' Co. 
eo ra 
BOSTON 10, MASS. 


OCTOBER 23, 1947 








tion, compared with both the preceding 
month and year ago. Residential building 
volume was 28 per cent above July and 
9 per cent larger than in Aug., 1946; 
non-residential contracts showed a gain 
of 15 per cent over July and 37 per 
cent over the 1946 month, and public 
works and utilities contracts showed 
gains of 35 per cent and 21 per cent, 
respectively. 
2 + + 


Retailers in August — The 
U. S. Commerce Department has re- 
ported its estimate of August retail store 
sales at $8,820,000,000, a gain of 3 per 
cent over August, 1946, but far below 
the 16 per cent year-to-year gain shown 
in the first six months of 1947. The 
department said the narrowing in the 
rate of gain reflected partly the “sharp 
rise in the price level which occurred 
after June last year,” and a “sharp and 
temporary spurt” in buying of “certain 
non-durable goods” in Aug., 1946. Sales 
of non-durable goods stores in August 
were about the same as last year. Sales 
of durable goods stores in the month 
rose 16 per cent above last year, paced 
by a 17 per cent gain in the building 
material and hardware group, and a 9 
per cent rise in sales of home furnish- 
ings. Jewelry store sales showed a year- 
to-year decline of 12 per cent in August. 


* * * 


Department stores renew 
gains—For the latest September week, 
a sharp increase in year-to-year depart- 
ment store sales was reported by the 
Federal Reserve Board, with a gain of 
24 per cent over the year-ago period. 
For the latest four weeks, the better- 
ment over 1946, was 7 per cent. 


Winchester production—More 
sporting firearms were produced in the 
last 12 months than in any time in the 
8l-year history of the Winchester Re- 
peating Arms Co. division of Olin In- 
dustries, Inc., New Haven, Conn., ac- 
cording to an announcement late last 
month by W. S. Allen, Winchester’s 
sales manager. “We have,” he stated, 
“made only a dent in satisfying the de- 
mand which was built up for sporting 
arms during the five-year period when 
the plant was devoted to the production 
of military arms.” The plant’s entire 
production is still being distributed to 


* jobbers and through them on an alloca- 


tion basis. 
7 * - 


Bendix washers — Production 
of Bendix automatic washers reached 
60,000 units in September, an all-time 
high, it was announced by Harry L. 
Spencer, vice-president of Bendix Home 
Appliances, Inc., in charge of manu- 
facturing. The company also produced a 
record number of automatic clothes 








CHAMPION 
Urges You to 
Order Your 
SCREEN DOOR 
HARDWARE 
Now! 


for early shipment 
after January Ist 


Your Screen Door Hardware for the 
1948 season should be ordered now to 
insure prompt delivery after January Ist. 

Steel is still in short supply. We want 
to take care of you as promptly as pos- 
sible. You can insure your requirements 
will be met by placing your order now. 

Below are shown some of the items in 
the big CHAMPION line of Screen Door 
Hardware. 


No. 130 S—Set. Packed | set in a box, % 
gross in a case. 


No. 74—Covered Loose Pin Hinge. To take 
down, simply withdraw loose pin. To 
rehang, just set in place and return 


No. 4150—Tubular Screen Latch. Wrought 
steel—easy to install, free bolt ac- 
tion, positive locking device. 


Screen Door Hardware is available In plated 
finishes. 


an @um 
Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 


The 
WIAWIMUAM ALA eA 


GENEVA. OHIO 


- SY ils a CHAMPION if 5 a winner 





















When a Customer Asks 


For Sash Balances Say 





ACME 


for double-hung windows 


BECAUSE they provide quiet, ef- 
fortless window opening—require 
no adjustment—permit easy weath- 
erstripping—are weather-tight, 
dust-proof and rust-proof—are 
easily and economically installed 
and are unconditionally guaranteed 
against imperfections in workman- 
ship or materials. 

Furthermore your sales of Acme 
Sash Balances are made easier be- 
cause they are backed by national 
and regional advertising, direct 
mail and point-of-purchase dis- 
plays. 








ACME-TWIN 
Sash Balance 


Single or double in- 
stallation. Counter- 
balancing springs 
for both upper and 
lower sash are in 
one case only 34” 
thick. Does not pro- 
ject beyond back 
side of pulley-stile. 


ACME Side 
Type Sash 


Balance 


Mortise type bal- 
ance. Can be used 
in either single or 
double installation. 












> 
ACME Over- 
head Type 
- | Sash 
> Balance 


Fits neatly into frame 
head of window. Single 
or double installation. 
See your hardware or building 
\y supply jobber,:or write direct 
for literature and prices. 


ACME 


SASH BALANCE COMPANY 
1626 Long Beach Ave. 
Los Angeles 21, Calif. 
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Sales of Hardware Wholesalers 





Millions 
of Dollars 


for first 8 
$1216 Million 


Jen, Feb Mar. Apr May June 





July Aug. Sept. Oct. Nov Dec. 





Source: Office of Business Economics, U. S. Department of Commerce. 








dryers—more than 6000—and approxi- 
“mately 5000 automatic ironers. During 
the first nine months, Bendix Home Ap- 
pliances, Inc., produced approximately 
450,000 automatic washers, 32,000 iron- 
ers and 21,000 dryers. In the same 
period last year the company made ap- 
proximately 190,000 washers. 
* am - 

Marlin production—The Marlin 
Firearms Co., New Haven, Conn., has 
announced that in the past 12 months 
it produced more rifles and guns than 
in any previous comparable period in 


its 77 years, according to Roger Kenna, 
vice-psesident in charge of sales. Mr. 
Kenna pointed out that even with pro- 
duction at an all time high demand is 
far outstripping units manufactured. 
Throughout the year demand for high 
power rifles and carbines has been un- 
usually heavy, whereas usually, he said, 


































they gre in good demand the early part 
of the year. : 
* * . : 
Motorola sales—Paul V. Galvin, ) 
president, Motorola, Inc., Chicago, IIl., 


announced recently that sales for the 








Estimated Sales 
Of Wholesale Hardware Distributors* 


Monthly 1939, 1941, 1946 and 1947 
(Expressed in millions of dollars) 

















Month 1947 1946 1941 1939 
January $138 $100 $56 $39 
February 142 104 55 37 
March 164 116 64 48 
April 170 126 76 47 
May 160 129 80 52 
June 148 126 80 51 
July 146 130 82 45 
August 148 139 84 50 
Total First Eight Months $1216 $970 $577 $369 
September 139 89 60 
October 170 92 60 
November 152 79 54 
December 143 80 49 
Grand Total for Year $1574 $917 $592 





*Estimated by the Office of Business Economics, U. S. Department of Commerce. 
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Miracle ADHESIVE 


The “Sticky Miracle in a Tube” 
_ that Reader’s Digest tells about 


April READER’S DIGEST tells about Miracle’s remark- 
able war record and its countless uses in home and 
factory today. The tremendous response to this article 
| has made sales wherever Miracle is displayed. 





NEW STEEL DISPLAY RACK 


a 
AND 1250 FEET OF WIRE 
~~, 


ly 
| (aes 
INCLUDED IN NEW DEAL 


wee. 


TO INCREASE YOUR SALES 


ud 
for year, 
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Home owners, car owners, shop owners, boat 
owners—all your customers are prospects for Miracle, 
the adhesive that grips on tile, glass, metal, brick, 
concrete, plastics, plaster, wood. 


Quick new sales—repeat saies—nice year-round 
profits—because all America now knows that Miracle 
can do more different things than any 
other adhesive on the market. 














1" 
ae / — Miracle Adhesive comes in 1 oz. ‘) 
é: se = <] tubes, individually boxed in special 4% 
al : : / Va display cartons, 24 tubes per carton... 
cen . _ in 5 oz. tubes, individually boxed, 36 (tenes | 
yr high per shipping carton . . . pint, quart, uiie ine 
& gallon and 5 gallon cans (economy MITT Ti iias 
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GET BEHIND THIS NEW ROYAL DEAL 


Put Royal UL approved WIRE right out where your 
customers can see it... with this new, modern, all- 
steel display rack. No more juggling with loose 
spools. Needs only 2 feet of counter space. It’s a 
valuable permanent store fixture that will sell more 
wire with less sales effort. Write for complete details! 





THRU YOUR 
WHOLESALER 


PLUG and 
CARTRIDGE FUSES + FUSTATS 
WIRE * CORD SETS * TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET-R-I- 


OCTOBER 23, 1947 





sizes). All are profitable items to carry. Fol 
Backed by national advertising and gf, 
complete merchandising. sas} 3 
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1 FOR TILE, GLASS 
METAL, PLASTICS, 
CONCRETE, ETC 








Wet Weight 14 @. 
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™ MAIL COUPON TODAY = == ———— 


MIRACLE ADHESIVES CORPORATION 

801_Second Avenue, New York 17, N.Y. 

Gentlemen: 

[] Please send me full information on Miracle Adhesive. 

© Please enter my order for ... .. gross Miracle Adhesive 
in 134 oz. tubes. 

Name..... 

Address . 

City State 

Distributor 


Lee ee eee 


341 








99 Saw Frame—quick blade changes for 
3, 4%, 6, 10, 12” blades. All steel, one 
piece frame. Ideal for Electricians, 
Plumbers, Mechanics, etc. 


=] “CUTS AROUND CORNERS” 
7-4] With 3° or 412" blades, obstruc- 
/\\ tions and projections are easily 
spanned. For easy sawing in 
places impossible to reach with 
conventional saw frames. 























20 Ratchet Wrench Set—tough alloy steel 
wrenches in 4 popular sizes. No heads 
to change, reversible ratchet, Close teeth 
permit short stroke. Box socket construc- 
tion holds screw or nut for starting in 
close places. Sizes 3” to 414,” long. 





10K Pliers Kit—alloy steel pliers, right for 
small jobs in tight places. Accurately 
forged, tempered to correct hardness, 4 
types milled jaws as shown, handles 
knurled. Packed in pocket size roll, 
Handy for Craftsmen, Modelmakers, 
Electricians. 


5B Tool Kit—good 
universal _ seller. 
Two K-D Pliers 
plus 3-in-1 screw- 
driver packed in 
pocket size kit. 
Alloy steel pliers, 
brass screw driv- 
er, all correctly 
tempered. Not a 
toy. Handy for 
everyone! 


Write for a description of the K-D Line 
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company for the third quarter ended 
Aug. 31, 1947, totalled $10,928,692. 


Eureka Williams sales —A 
new sales record for oil burners was set 
and vacuum cleaner sales were the 
highest in 20 years during the fiscal 
year ended July 31 for Eureka Williams 
Corp., Bloomington, IIl., it was reported 
recently, sales amounting to $21,300,000. 


* * . 


’ Top prices for farmers—The 
U. S. Department of Agriculture re- 
ports that prices received by farmers for 
their produce advanced to a new record 
level in mid-September. Likewise, the 
prices of things farmers buy for them- 
selves and for farm operations were at 
a new record level. Large increases in 
prices of meat animals and dairy and 
poultry products largely were re- 
sponsible for the gain in the index of 
farm prices. On Sept. 15, this was 286 
per cent of the 1909-14 average, com- 
pared with 243 per cent a year ago. 
Farm prices increased about 4 per cent 
in the latest month, and 18 per cent 
in the last 12 months. The index of 
prices paid by farmers in mid-Septem- 
ber was 237 per cent of the 1909-14 
average, compared with 200 per cent a 
year ago. er 

Carloadings at year’s peak— 
In the final September week, the na- 
tion’s freight carloadings‘again climbed 
to a new 1947 peak, showing the highest 


total since Oct. 26, 1946. Cars loaded 
for the week totaled 937,954, according 
to the Association of American Rail- 
roads. This was an increase of 2.3 per 
cent, compared with the corresponding 
week last year. Loadings of miscel- 
laneous freight continued upward, while 
ore loadings also experienced a substan- 
tial rise from 1946 figures. To date, 
loadings for the year total 33,106,590 
cars compared with only 30,418,372 
cars in the same period of 1946, and 
32,014,099 cars .in 1945, 


*_ + # 


Freight rates again raised— 
The Interstate Commerce Commission 
has been walking a tight-rope. To grant 
an increase in railroad freight rates 
would be to add to the cost of living. 
since transportation charges affect the 
prices of virtually everything Americans 
buy. To deny the increase, on the other 
hand, would be to compel the railroads 
to operate at a loss. The ICC has tem- 
porized, granting, on Oct. 7, an interim 
increase of 10 per cent, but postponing 
action on the pending request for a 
permanent 27 per cent rise. It was 
estimated the increase would bring the 
roads additional revenue of 50 million 
dollars a month. The commission also 
permitted 10 per cent increases for 
water carriers competing with railroads 
and for freight forwarders who assemble 
consolidated shipments. The commission 
exempted coal, coke, and iron ore from 
the general 10 per cent increase, and 
specified that advances on these would 








INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 19 CITIES IN THE UNITED STATES 





August, 1947, Comparisons 








Percent Change 
' Aug.’47 8 Mos., ’47. Aug.,’47 
Cities compared with compared with compared with 
Aug., ’46 8 Mos.,’46 July, ’47 
California—Los Angeles .......... —18 +13 + 3 
Oakland ...... paapedwees Oise —17 —15 + 2 
NODE ELLER FOTO + 2 +14 —4 
er ere —12 +9 —2 
Colorado—Denver ..........+-+++> +4 +10 — 6 
Illinois—Chicago ..........-+0.:- + 4 +10 — 3 
Indiana—Indianapolis ............ +43 +28 +1] 
Kentucky—Louisville ............ +13 +20 +13 
Massachusetts—Boston ........... + 8 10 
Michigan—Detroit ..........+--+++ _- +8 11 
Missouri—St. Louis .............. —10 + 4 —10 
New York—Buffalo .............. — 2 — 1] 4. § 
OS Ear eer ee re — § +18 —10 
Ge EEE csc coccaviedccsec —2 +9 —2 
NE, Sec cnéeuiaeaye es. +21 +37 —9 
Oregon—Portland ...........--:- — 3 +13 +4 
Pennsylvania—Philadelphia ....... —2 + 8 — 3 
PRE. cccisenvacdonnesctes —1 —4 +1 
Wisconsin—Milwaukee .......... +28 +44 + 4 





Compiled by Bureau of the Census, U. S. Department of Commerce. 

Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are now 
limited to cities and other local areas, because appropriations available for the next fiscal 
year are not sufficient to develop and maintain valid data on a state-by-state basis. 
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Here is the newest and finest item in Com- 
pressed Air Sprayers — one that fills a long- 
felt need, and one you can really go to town 
with. 3'/ gallon capacity — mounted on a 
sturdy but light-weight truck. Takes the tir- 
ing work out of compressed air spraying. 
Just the thing that thousands of women as 
well as men will go for in a big way. Only 
one of its kind on the market and typical of 
the advantages you get in UNIVERSALS — 
by long odds the best line to handle. Ask 
your jobber for them. If he can’t supply, 


write direct to us. 





UNIVERSAL METAL PRODUCTS CO. 
MICHIGAN 





RAND NEW... 


amd &@ Sales “Natural” 








OPENS ANY 
CAN OR JAR 


Designed by specialists in can openers; versa- 





tile in performing a multiplicity of household tasks; 
sales builders as a result of unusual consumer ac- 
ceptance; there is a complete line of CAHIL 
OPENERS to meet every purse and every need. 


Cahil FIVE-WAY "Quintuplet" Model 205 
(illustrated above): Wall type, drops out of the 
way when not in use, opens tin cans of any size or 
shape, and friction top and anchor top jars; 
pierces milk cans; and can be used as household 





screwdriver. 


Cahil FIVE-WAY "Quintuplet" Model 110: 
Hand type with plastic handle, as versatile as 
above but without the wall bracket. 


Cahil FIVE-WAY "Quintuplet". Model 89: 
High grade hand type opener similar to No. 110 
but with metal handle with corkscrew in handle. 


Cahil FIVE-WAY "Quintuplet" Model 79: 


Same as No. 89 but without milk can piercer. 








| Cahil FIVE-WAY Quintuplet* Openers are sanitary, 
| do not dip into liquid contents of cans, always build 
| enthusiastic customer satisfaction. Moderately priced 
| with profitable margin. Fair traded. 


Ask your jobber salesman. 
*Trademark Reg. U. S. Pat. Off. 


CAHIL MANUFACTURING CO. 
500 West 52nd Street, New York 19, N. Y. 



















No. 117 
portable bench grinder 


$4 A495 
Light, handy, efficient for 1425 


workshop, garage or factory. Self -con- 
tained grinder with 1 fine and 1 coarse 
(444” x %”) grinding wheels. 

New powerful shaded pole motor oper- 
ates at correct speed. Self-aligning bear- 
ings, l-piece cast aluminum housing has 
integral wheel guards, tool rests and 
switch. Plugs into any 110-120 A.C. cir- 
cuit. 

No. 69 Electric Drill, drills holes up to 
14” in steel. Die-cast, pistol-grip makes it 
natural to drill straight holes. Has spe- 
cially wound high torque tool motor, only 
$11.80. 


Ask your dealer to show you 
the complete line of SpeedWay 
Blue Line Portable Electric Tools. 


No. 69 
¥," DRILL 


$4180 
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Don’t put up with dangerous, drafty zones 
in your home when it’s so easy and inex- 
pensive to weatherstrip with Mortite. 
Simply press pliable Mortite around win- 
dows, doors, baseboards, etc. It keeps cold 
out, keeps heat in, shuts out dust and dirt, 
too! Mortite adheres to any clean, dry sur- 
face. No tools, no tacking needed. Anyone 
can apply it. oy 


3 Sizes: 29c - 98c - $1.25 


Higher west of Rockies and Canada. — 
Get at stores or write for free circular 









Above is one of the new Mortite advertise- 

ments in 

American Home Saturday Evening Post 

Better Homes & Gardens Popular Mechanics 

Time Parents’ Magazine Popular Science 

Sales are growing for Mortite, now in 3 sizes. 
Order through your Jobber. 


J. W. MORTELL CO. 
508 Burch St. 


Kankakee, Ill. 















be 10 cents per net ton or 11 cents per 
The Oct. 7 increase was the 
second granted this year. On Jan. 1, 
the ICC permitted the railroads to in- 
crease rates 17 per cent. 


gross ton. 


co * * 


Mail-order and chain _ re- 
ports—New highs in their September 
and eight-month sales were reported 
both by Sears, Roebuck” & Co. and 
Montgomery Ward & Co. 
tember sales rose 27.4 per cent over the 
corresponding month of the preceding 
year. Sales in the first eight months of 
the company’s fiscal year climbed 23.5 
per cent. Ward’s gains were 25 per 
cent for September, and 20.3 per cent 
Among the lead- 


Sears’ Sep- 


for the eight months. 
ing variety chains, Woolworth gained in 
sales 12.9 per cent in September, and 
4.8 per cent in the year to date. Kresge’s 
upturn was 13.5 and 6.4 per cent re- 
spectively, while W. T. Grant Co. re- 
ported increases of 20.9 and 4.0 per 


cent. 
o *#-s 


Cotton estimate lowered — 
The Department of Agriculture re- 
ported that dry hot weather in Septem- 
ber had trimmed 341,000 bales from this 
year’s cotton crop, now predicted at 11,- 
508,000 bales. The lower-than-expected 
forecast stimulated broad trade, and 
cotton futures on the New York market 
advanced quickly. The indicated crop 
is nearly a third larger than last year’s 
unusually small yield of 8,640,000 bales. 
Production averaged 12,390,000 bales 
in the 10 years 1936 to 1945. It is pos- 
sible the 1947 crop may not be suffi- 
ciently large to cover domestic and ex- 
port requirements until next year’s crop 
becomes available. 
production will be supplemented by a 
carryover of about 2,750,000 bales from 


previous crops. 
* @& « 


However, this year’s 


Fiber glass use gains hugely 
Demand for fiber glass used in indus- 
trial insulation, home furnishings and 
appliances, and a variety of other appli- 
cations has increased nearly 1,000 per 
cent in the last 10 years, industry 
spokesmen report. The annual volume 
of Owens-Corning Fiberglas Corp., 
principal manufacturer of glass yarn 
from which fiber glass materials are 
made, rose from 314 million dollars in 
1939 to approximately 35 millions last 
year. Fiber glass is used to some ex- 
tent as insulation for electric motors, 
wiring and heating and ventilating sys- 
tems, because of its heat resistant quali- 
ties. Mats of glass cloth have been 
used widely to reinforce plastics, giving 
them more strength and off-setting their 
brittleness. For example, plastics de- 
signed for airplane parts, but too easily 
shattered, have been made unbreakable 





even under hammer blows, by applica- 
tion of the glass mats. Aircraft wings 
have been manufactured 
from layers of plastic reinforced with 
woven glass fabric. More recently, fiber 


successfully 


glass has been employed as a fireproof 
mattress ticking and as furniture up- 
holstering material. It has been used as 
interlining in snow suits and other out- 
door garments, and lately is competing 
with conventional fabrics as drapery 
material. Its fire resistant qualities is 
said to have created a demand for it 
among hotel and theater owners. 
* + *” 

Railroad costs really up—lIt 
is widely recognized that all railroad 
costs are greater this year than last: 
rails, ties, coal, fuel oil and, above all, 
wages. An arbitration board recently 
granted 1,000,000 non-operating em- 
ployes an increase of 15% cents an 
hour. This increase will account for 
most of the rate rise. In addition, the 
operating unions are demanding a wage 
increase of 30 per cent which, if 
granted, would add another $400,000,- 
000 a year to operating costs. Further, 
these unions, which represent firemen, 
engineers, conductors, trainmen, and 
switchmen, are asking for 44 rules 
changes which would add $1,000,000,- 
000 a year to railroad costs. Many of 
these changes are felt to be simply 
proposals for “feather-bedding.” 

« o 

Only air travel gains — Air 
travel alone increased in the first half 
of 1947 from the corresponding year- 
ago period, with all other forms of 
transportation 
analysis of traffic and revenue made by 
the Air Transport Association disclosed 
passenger flown by 
scheduled airlines up 10.15 per cent 
from the first six months of 1946, while 
Pullman travel, as measured in pas- 
senger miles, declined 45.5 per cent and 
day coach travel for Class I railroads 
dropped 36.5 per cent. Intercity bus 
passenger miles dropped 4.71 per cent. 
More air-miles among other 
things, a growth in the late trend of 
demand, toward lighter, “dressier,” and 


showing declines. An 


revenue miles 


means, 


more compact luggage. 
* * * 


Personal and farm income 
down — Personal income declined in 
August for the first time in 11 months, 
says the Commerce Department. How- 
ever, the August decline was classed as 
slight. Personal income includes wages 
and salary receipts, net income of farm 
and business owners and partnerships, 
dividends and interest receipts, net rents 
received by landlords, unemployment 
compensation and benefits. 
The department said the August decline 
was centered in farm income, which 
failed to show the usual seasonal rise 


veterans’ 





HARDWARE AGE 



































ARMSTRON 
proved toc 
and rocker 
built-in fea 
ance and 
the "Drop 
by a repl 
threaded s¢ 
is drop for 
“Saunders 
and bears | 
in the swins 


The "Drop 
as either a 





Cut 


Machined { 
tempered a 
Knife Blade 
easily, cut 

their keen e 
for all make 
by leading 


ARMSTI 


OCTOBEI 





by applica- 
‘craft wings 
successfully 
forced with 
cently, fiber 
a fireproof 
initure up- 
een used as 
d other out- 
s competing 
as drapery 
qualities is 
nand for it 
mers. 


ily up—lIt 
all railroad 
than last: 
, above all, 
rd recently 
rating em- 
» cents an 
account for 
idition, the 
ling a wage 
which, if 
> $400,000,- 
;. Further, 
nt firemen, 
nmen, and 
44. rules 
$1,000,000,- 

Many of 
be simply 


1g.” 


ins — Air 
> first half 
ding year- 
forms of 
lines. An 
e made by 
n disclosed 
flown by 
| per cent 
1946, while 
d in pas- 
r cent and 
[ railroads 
ercity bus 
| per cent. 
ong other 
> trend of 
ssier,” and 


1 income 
eclined in 
11 months, 
ent. How- 
classed as 
ides wages 
1e of farm 
rtnerships, 
, net rents 
nployment 

benefits. 
ist decline 
ne, which 
sonal rise 


t-E AGE 














OCTOBER 23, 





BETTER BUILT 


ARMSTRONG BROS. Pipe Cutters are im- 
proved tools, with hardened tool steel pins 
and rockers, knife blade cutter wheels and 
built-in features that increase tool perform- 
ance and life. Thrust and thread wear, on 
the "Drop Forged" type cutter is taken up 
by a replaceable steel nut. The internally 
threaded section of the "Barnes Type" frame 
is drop forged steel. The thrust rod of the 
“Saunders Type" is hardened on the point 
and bears on a hardened steel block inserted 
in the swinging arm. 


The "Drop Forged" Type Cutter can be used 
as either a | or 3 wheel cutter. 





Cut Faster, Stay Sharp 


Machined from special alloy tool steel, oil 
tempered and hardened, ARMSTRONG BROS. 
Knife Blade Cutter Wheels, —- pipe 


easily, cut smoothly and rap dly, and 
their keen edge. They come in sizes and types 
for all makes of pipe cutters, and are stocked 
by leading tool departments everywhere. 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave. 
Chicago 12, Illinois 





Eastern Whse. and Sales: 199 La- 
fayette St., New York i2, WN. Y. 
Pacific Coast Whse. and Sales 

- Mission St., San Franelsee 3 


1947 











from July to August. “While below 
July’s record level, farm income in 
August was substantially higher than a 
year ago,” the department commented. 
Non-farm income, which makes up al- 
most 90 per cent of total personal in- 
come, was practically unchanged in 
August from July. Increased wage and 
salary payments were offset by reduc- 
tion in unemployment compensation and 
veterans’ payments. For the first eight 
months of 1947, personal income was at 
an annual rate of $192,400,000,000, 11 
per cent above the corresponding 1946 
period. 
- * * 

That rise in building costs— 
A national average increase of 104 per 
cent in building costs since 1941 was re- 
ported recently by the Dow service, 
which based its findings on a survey in 
140 cities throughout all 48 states. Dow 
said it finds the increase resulted more 
from higher cost of materials delivered 
at the site of construction, than from 
wage increases. 


Department store sales—Re- 
covering further, sales of the country’s 
department stores rose in fhe week and 
four weeks ended October, by 19 per 
cent and 12 per cent, respectively over 
year-ago periods. These figures are re- 
ported by the Federal Reserve Board. 


*_ * * 


Corn crop mostly safe—The 
Agriculture Department reported on 
Oct. 3 that 82 per cent of the critical 
corn crop was “largely safe” from frost 
damage in the 12 main production 
states, as of Sept. 26. This represents 
a sharp improvement over the previous 
week, when, only 70 per cent of the 
crop in these states was reported safe. 
The 12 states normally would produce 
about three-fourths of the anticipated 
crop of 2,404,000,000 bushels. Because 
of the rapid progress of the crop in 
the last few weeks, the department said, 
soft corn will be only a minor problem 
except in Ohio, Michigan and possibly 
parts of Indiana and Illinois. 
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CopRToP 
Vv @by-\ae 








Doz. 

Retails $6.00 

A Fair ‘ Costs 37 
Trade ltem ~@ = Profit $2.63 


Cash in on this quality tank ball. 
Cop-R-Top tank balls serve bet- 
ter and give you real profits be- 
cause it is a fair trade item. 
Once your customer buys Cop-R- 
Top he is satisfied and a steady 
customer. Place Cop-R-Top on 
display and they sell themselves. 
Order a dozen today! 


Write for information about MASTER-FIT 
Tank Balls that meet all competition. 


AMERICAN RUBBER PRODUCTS CORP. 


1S) EAST SOth ST. NEW YORK 2. N Y 














ELECTRIC HEATER 
1000 WATT—1I4" Polished -Alumi- 
num Bowl with Aluminum Base—6 
ft. cord—Packed 6 to carton—Per 
eS ae $26.40 


Larie Hardware Co. Inc. 
552 West Lake Street 
Chicago 6, Illinois 


WHOLESALE ONLY 

















Steel Market Feels Impact of Higher Scrap Prices 


HE steel industry this week was 

receiving the full impact of 
higher scrap prices and the emer- 
gency increase in freight rates, ac- 
cording to The Iron Age, national 
metalworking weekly with which 
HarpwareE AGE is affiliated. In the 
case of freight rate increases there 
was little consolation for steel con- 
sumers. With higher freight costs 
effective on steel shipments a fur- 
ther withdrawal by steel firms from 
distant markets is a certainty be- 
cause present steel making costs 
will not stand too much of an in- 
crease in freight absorption by steel 
companies. 


"Blown Its Top" 


The highly explosive scrap mar- 
ket, which has held still during the 
past several weeks while brokers 
covered old orders taken at higher 
prices some time ago and con- 
sumers entered into more compli- 
cated conversion deals, has “blown 
its top.” The average price of No. 
1 heavy melting steel this week is 
up $2.25 a ton at Pittsburgh, and 
at Philadelphia the average price 
of the same grade is up $2 a ton. 
There was no change at Chicago, 
but in view of higher prices at Bos- 
ton, New York, Pittsburgh and 
Philadelphia a reaction in the Chi- 
cago area is expected soon. 

The Iron Age scrap composite 
price this week (based on the price 
of heavy melting steel at Pittsburgh, 
Philadelphia and Chicago) stands 
at $39.50 a gross ton, up $1.42 a 
gross ton from last week: This price 
compares with the high of this year 
reached in the week of Aug. 5 when 
the composite was $41.67 a gross 
ton and the low in the week of May 
20 when the composite was $29.50 
a gross ton. 

While some scrap consumers in- 
sist that supplies are greater than 
a few months ago, the long term 
outlook on scrap is anything but 
reassuring. Recent price levels were 
more or Jess nominal and it is only 
recently that they have been se- 
verely tested—with the result that 
scrap prices are again moving up- 
ward. Agents of steel firms which 
are selling steel ingots in the open 
market for as much as $80 to $90 
a ton have made their influence felt 
in scrap centers where they have 
bid for available material. 

Faced with tremendous pressure 
to deliver scrap to support current 
high operating rates, a few scrap 
dealers are reported to have put con- 
crete, dirt and other foreign mat- 






ter into steel scrap. This has been 
loaded into presses which bale sheet 
steel into No. 2 steel bundles which 
bring the same price as heavy melt- 
ing steel. So serious has the prac- 
tice become that responsible scrap 
men have strongly protested with a 
warning that it poses a threat to 
the entire scrap industry. 

At one steel mill alone it was in- 
dicated that 10,000 tons of steel 
were lost as a result of “foreign mat- 
ter” in bundled scrap. Since this 
producer has been making his steel 
from a charge including about 60 
per cent hot metal and 25 per cent 
scrap generated in his own plant, 
the high ratio of foreign matter in 
some of the bundles bought on the 
outside was particularly obvious. 


Steel Output 


The steel industry this week has 
come within striking distance of 
practical capacity operations and 
total output this week will match 
previous postwar records. Activity 
this week at 97 per cent of rated 
capacity up 14 point from last week 
on an annual basis would be almost 
equivalent to 89 million tons of 
steel—a figure not reached since 
1944, Further important increases 
in steel output will be held in check 
by lack of coke and pig iron as well 
as the increasing difficulty in ob- 
taining steel scrap. 

Most steel consumers are behind 
the eight ball as far as their steel 
supplies for December are con- 
cerned. Substantial cuts have been 
made in the quotas originally set 
up for the last quarter of this year. 
Many large steel fabricators will 
not get the total supplies which they 
have been promised some time ago. 
Main factors causing this were pro- 
duction difficulties, coal mine shut- 
downs last summer, and the outlaw 
railroad strike affecting plants in 
the Pittsburgh district recently. 

In attempting to overcome their 
desperate supply situation custom- 
ers in general have three alterna- 
tives in view of the rapidly dimin- 
ishing steel deliveries: They can 
turn to the gray market in an at- 
tempt to pick up what they need; 
arrange for conversion by buying 
ingots or semi-finished steel, or 
choose a substitute. 

The gray market and conversion 
deals are now being played to the 
limit. Metal consumers are now 
realizing that the only undeveloped 
source with which they can augment 
their supplies lies in using substi- 
tutes—and aluminum is being no 
slouch in this situation. 
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18" Hip Roof 
ALUMINUM 
TACKLE BOX 


e CORK LINED 

e WATER TIGHT 
e STURDY AND 
WELL MADE 










Size 
18”x10’x13” 


4 Automatic 
Cantilever Trays, Rolled Edges. 
Reinforced Throughout. 


No Raw Edges. 


This Is the only Aluminum Hip Roof 
Tackle Box like it on the market. Indi- 
vidually Packed. Weight 6/2 Ibs. Ship- 
ping Weight 8/2 Ibs. Finished in Alu- 
minum Wrinkle Painted. 
Cat. No. 184 H.A. 
Complete line of Tackle Boxes in Steel and Aluminum, 
in all sizes 15”, 17”, 19”, 21”, also complete line 
of Steel Tool Boxes. Write for Catalogs and new 
1948 low prices. 


SIMONSEN INDUSTRIES, INC. 


CAT. 
No. 184 H. A. 








1414 S. MICHIGAN AVE., CHICAGO 5, ILL. 











ARMSTRONG-BRAY 
GEAR and WHEEL 
PULLERS 































Quickly and easily pull gears, 
wheels, pulleys and bearings 
: off of shafts without damage 
» . or breakage. 


Improved designs make them 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 
12 types, 40 sizes—2-arm, 
3-arm, standard and special 
STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shaft. 


Write for Catalog 


ARMSTRONG-BRAY 
& COMPANY 
5348 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 
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Joint Session 


Fulton Lewis, Jr.'s 
Address 


(Continued from page 193) 


tance of any kind, not to an- 
swer any questions, not to give 
any help of any kind in any move 
to cut any of the budget esti- 
mate because the president had 
decided that they were the min- 
imum budget estimates that they 
could get by with. 

Member: While we are on this 
subject, I read a statement by 
Roger Babson that subsidies by 
the United States for the year 
1947 will exceed 13 billion dol- 
lars. 


Mr. LEwWIs: That statement I 
can’t verify myself, but I am 
sure it is true. And there is 
only one thing untrue about it, 
sir, and that is that the word 
“subsidies” is too polite. The 
word should be “bribes,” because 
that is what they are. They are 
bribes by a government in power 
hoping to keep itself in power 
by the dispensation of seduction 
money. The economics in most 
of those subsidies is nil. They 
defeat themselves. You have at 
the present time a man in Wash- 
ington telling the American peo- 
ple not to eat poultry on Thurs- 
days and not to eat eggs, and you 
have at the same identical time, 
the day that he makes the state- 
ment, the Department of Agri- 
culture, which actually does know 
what it is talking about, warning 
the farmers that unless they 
market more poultry, sell more 
and persuade the public to eat 
more poultry, the United States 
Government will have to go in 
and do some price supporting, be- 
cause the bottom is going to fall 
out of the market. Now, explain 
that one to me, sir, and I will 
explain the justification for the 
subsidies. 


Opposition 


Question: Mr. Lewis, we have 
just had Fred Hartley here. We 
have also mentioned men such as 
Senator Taft, Senator Bridges, 
and others who are courageous- 





ly doing the best they can to con- 








Dependable steel products and 
unequalled steel service facil- 
ities...available for your steel- 
buying convenience at twelve 
conveniently located Ryerson 
plants. Because of great de- 
mand, all sizes are not always 
in stock; but we usually can 
suggest a reasonable alternate. 


PRINCIPAL PRODUCTS 


Bars e Structurals « Plates « Sheets 

e Tubing * Allegheny Stainless ¢« 

Alloy Steel « Safety Floor Plate « 

Bolts « Rivets e Metal Working Tools 
& Machinery, etc. 


) Josepu T. Rverson & SON, Inc. 


Plants: New York, Boston, Philadelphia, 

Detroit, Cincinnati, Cleveland, Pitts- 

burgh, Buffalo, Chicago, Milwaukee, 
St. Louis, Los Angeles 

















HOOKS FOR THE 
ELECTRICAL TRADE 


Brooks makes wire hooks, 
insulated eyes, and a wide 
variety of fittings used by 
electricians. 


We will be glad to help you 
answer technical problems 
on wire applications. 


M. S. Brooks & Sons, Chester, Conn. 
Since 1848 
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MONEY- 
MAKER! 


THREADING MACHINE 


Speedy before . .. now speedier 
than ever with the new "SPIN- 
FAST" Wrenchless Chuck. A 
quick spin of the easy-grip wheel, 
chucks and unchucks instantly for 
any size pipe within range of 
machine. 


With the "PIPE MASTER", you 
can thread pipe from two to five 
times faster than the muscle- 
straining hand method. Thread, 
cut, ream pipe and bolts the EASY 
way... the "PIPE MASTER" way! 


Standard range: |/," to 2" pipe. 
Extra range !/2" pipe. Range with 
auxiliary drive shaft: 2!/." to 6" 
pipe. Bolt range: 14" to I!/2". 





Nipples as short as 3!/." in the 2" size 
can be threaded on both ends (as illus- 
trated) without using a nipple chuck! 
(Other sizes in proportion). Pipe or 
studs as short as 2!/2" can be held and 
threaded on one end. 


Ask for Catalog No. 24-A 


THE OSTER MFG. COMPANY 
2028 E. 61st St. e Cleveland 3, Ohio e U.S.A. 
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scientiously and honorably dis- 
charge their duties. 

About two weeks ago Mr. 
Hartley was in my home town 
and was subjected to the humili- 
ation of a display of hoodlums in 
the street, one of the displays 
which he referred to very briefly 
in his talk. 

Is the press in your judgment 
and is the radio in your judg- 
ment using their best endeavors 
to convince the people of the 
United States that these men are 
down in Washington not as 
grafters but as men who are 
really doing their best for their 
country? 

Mr. LEwIs: That is quite a 
question. The question is 
whether in my opinion the press 
and radio are doing their utmost 
to portray Senator Taft and Rep- 
resentative Hartley in a favor- 
able way—is that the question? 

Question: Not necessarily — 
but to defend any man in public 
office from the type of malicious 
slander based not upon the prin- 
ciples that he stands for but 
upon his integrity. 





A, Fair-Minded Job 


Mr. LEwIs: All right, sir. 

I think the press, by and large 
—the press associations, the 
radio, leaving out some spots, I 
think have done a very objective, 
a very fair-minded job in re- 
porting the picture. 

You and I approach the ques- 
tion from a little different stand- 
point. I think, sir, that you 
would have preferred not to have 
seen Fred Hartley subjected to 
what went on, and you would 
have preferred that Senator Taft 
had not been subjected to what 
he was subjected to on the West 
Coast — but not me. I know 
of no surer way in the world 
to win votes for a candidate, 
for a Fred Hartley, for a 
Senator Taft, than to subject 
them to unfair and malicious 
persecution and hoodlumism. 
The American people are still 
just as honest as the day is long, 
for the most part. They won’t 
put up with it. And they proved 
it in the Eighth District of 
Pennsylvania, and I will war- 
rant you, sir, that they will 
prove it again next November. 






Question: If our subsidies to 
the farmers are 15 billion dol- 
lars, isn’t it due to the fact that 
a great deal of it was caused by 
the enactment of the law by our 
Congress to pay those subsidies, 
and doesn’t that in itself raise 
the cost of living, and if Con- 
gress wants to make an honest 
effort to cut down big govern- 
ment expenses, why. don’t they 
repeal that law? 


An Interesting Question 


Mr. LEWIs: That is a very in- 
teresting question. It will 
have to be the last, but it is a 
very interesting question. The 
gentleman says if we pay the 
farmers fifteen billion dollars in 
subsidies, isn’t that the fault of 
the Congress for having voted 
those subsidies? Isn’t it their 
fault, and doesn’t that add tre- 
mendously to our cost of living, 
is that correct? 

Question: With one addition, 
that why then doesn’t our Con- 
gress repeal that law? 

Mr. Lewis: In the first place, 
the figure stated was 13 billion, 
not 15 billion dollars. In the 
second place, it was subsidies, 
not farm subsidies. A very 
large portion of the subsidies 
that you presuppose to be farm 
subsidies are not farm subsidies 
at all. There is a matter of a 
tremendous number of billions 
of dollars—and it is this gentle- 
man’s figure, not mine; and I 
don’t know what he has in mind 
—but if the figure is 13 billion 
dollars, a very large item like 
that is not in farm subsidies at 
all but is in the subsidies of un- 
employment compensation which 
has become a tremendous na- 
tional racket and scandal. 





Part of Your Subsidy 


It is no longer a question of 
individuals who want work and 
can’t find work and getting a 
stipend to help them along out 
of an actuarial fund, but it is 
being converted into a process by 
which individuals who don’t 
want to work take a free ride 
and a vacation at the expense of 
the government, and can do so 
for 26 weeks. That is part of 
your subsidy. 

As to why Congress did it and 
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burning life! Truly 
@ perfected post-war 
battery—the finest 
quality on the market. 
Packaged in self-selling 
display units, they're 
priced for top dealer 


Write for full specifica- 
tions and price list. 









STAR-LITE 
BATTERY COMPANY, INC. 
35 Meadow Street, Brooklyn 6, New York 











“O-OH BOY. ..ITS SUPER SMOOTH” 





Easier Sales—Bigger Volume 
MORE PROFITS 
Features you can REALLY sell: 


Scissors-type steering 





ed runners, an advanced 
engineering feature, give 
added strength, lighter 
© All metal understruc- 
ture, riveted throughout. 
No nails or screws. 


© HOLL-O-ROLL patent- 


© Streamlined rear run- 
ner gives extra rigidity 


There’s a Thompson Sled for every age! 
Consult Your Jobber 


THOMPSON CORPORATION 


BROWNSTOWN, INDIANA 
























| A Christmas Suggestion to 
|| Over 70,000,000 People 
| —and— 

| A Tip to Gun Dealers 

| 


__ rrr, 
A Personal Gift 


Persone: 
sor a Shooter 
The HOPPE GUN CLEANING PACK 


. lete gun 
He'll doubly welcome this comport, Came pee 
é M . e it is practical a 

cleaning kit becaus ha giving suggests 


HOUGHTFUL—not mere- 
He casual—selection. Sold 
by all Sporting Goods and 
Gun Dealers. Price $1.00. 


FRANK A. HOPPE, INC. 


8th & Dauphin Sts. 
Philadelphia 33, Pa. 


—————— 











The above advertisement will appear during Novem- 
ber and December in 20 of America’s leading mag- 
azines, farm papers and outdoor publications. It will 
come before the eyes of over 70,000,000 people. So 
be prepared. Do not disappoint your customers or 
yourself. Have sufficient Hoppe’s Gun Cleaning 
Packs on hand. Be sure. Send your order to your 
Jobber today. 


FRANK A. HOPPE, INC. 


| 2314A NORTH 8th ST. PHILADELPHIA 33, PA. 
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Send in Coupon—Start Cashing in on Anti-Seep NOW! 
JOBBERS WILLIAMSON PRODUCTS CORP. 
WRITE IN FOR 428 Lefferts Ave., Brooklyn 25, N. Y. 


Send us the ANTI-SEEP deal Immediately: 12 cans 








EXCLUSIVE at $24.00 which we retail at $47.50 for a profit x 
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ELECTRIC 
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NEW BEST SELLER 
CUTS PIG LOSSES UP TO 50% 





Nationally Advertised 


Today, the “Pig Saver” brooder is the hottest 
A sensation last year, it will 
be in even greater demand this winter after 
proven performance from coast to coast, cutting 
And now, to make the 


farm item made. 


pig losses up to 50%. 


ler even more appealing, easier to sell, we 
have provided the new Areostat Airconditioner 
gh the brooder, 
draws out foul air! What a talking point! Right 
mow you can sell ‘‘Pig Saver’’ PIG BROODERS like 
hot-cakes. Just display them and use this magic 
“it will cut your pig losses up to 
Se TODAY, write for detailed folder giv- 


d air thr 





that forces preh 


sales line: 
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Price and de- 
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Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
ean strevch the wire and nail it to the post 


without assistance. 


saving features have made the 


These time and labor 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
fron pincers with serrated steel grips war- 


ranted not to slip. 


Also ideal for tight- 


ening bands and wire on large shipping 


boxes, crates and bales. 


Send for Trade- 


prices, also folder which gives complete 


details. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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isn’t Congress to blame, I point 
out to you, sir, that unfortun- 
ately up until a year and a half 
ago—up until three years ago 
really—the Congress of the 
United States was not the Con- 
gress of the United States. The 
Congress of the United States 
was nothing but a rubber stamp 
that went through the process 
of approving and giving the 
stamp of officialdom to the ideas 
and the programs, good, bad or 
indifferent, it didn’t make any 
difference what, of a group of 
individuals who sat at 1600 
Pennsylvania Avenue. Thank 
God in the last three years it 
has begun to be once again the 
Congress of the United States, 
and I think you will find very, 
very much better government 
and you probably will find a re- 
peal of a lot of the subsidies, I 
hope. 





Herbert P. Ladd's 
Address 


(Continued from page 185) 
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That is why we cannot have 
monopolies that try to maintain 
prices that are fixed instead of 
free. 

That is why we cannot freeze 
wages and employment. 

That is why we cannot have 
government subsidies and con- 
trols and still make our free 
competition work. We have seen 
many examples of that during 
the last seven years. Every time 
Government has attempted to 
control the production or use of 
one commodity, something else 
is thrown out of balance. 

History has shown—and is still 
showing, for that matter—that 
the only way to have “economic 
stability” is by absolute and out- 
right dictatorship, under which 
people are told what to produce, 
when to produce, and in what 
quantity; and what to buy, when 
to buy, and in what quantity. 
And even then the law of supply 
and demand upsets the calcula- 
tions of the stabilizers. In some 
countries with strict controls 
and severe penalties, the black 
markets have flourished and are 
still growing, proving that the 
law of supply and demand can- 
not be ignored and controls will 
not take its place. 

Under our democratic form of 


DURBIN-DURCO 
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LOAD BINDERS 


Drop Forged « Malleable-lron « Steel 
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MIDGET No. 1—1 swivel, 14” chain 
DELTA No, 1—1 swivel, % or 3%’ chain 
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No, 44—4 Pulleys, roller bearings, %" rope 
No. 88—4 Pulleys, roller bearings, 14” rope 
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TRETCHERS 
STRUCTION Handles for hand saws, compass, saws and one-man cross- 
cuts. Of choice kiln dried beech these handles are de- 
signed to fit practically all standard make saws. Well 


made handles are finished with clear, semi-gloss lacquer. 
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QUALITY YARDLIGHTS 
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No. 8972-8974-8976 


FOR RURAL LIGHTING 


#8972 has 12” Porcelain Enameled Reflector. 
#8974 has 14” Porcelain Enameled Reflector. 
38976 has 16” Porcelain Enameled Reflector. 











COMPLETELY ASSEMBLED AND WIRED 
For REA Installations. 


¢ Available thru your wholesaler 


* Manufacturers of Lighting Equipment 


JACKSON ELECTRICAL COMPANY 


900-910 W. Van Buren St., Chicago 7, Ill. 
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Pin Tumbler Cylinder Rim 
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Qualely Fealires : 


© Genuine Five Pin Tumbler Cylinder ¢ Full 
Size Case and Cylinder © Excellent for re- 
placement © Attractive Finish © Beautiful 
package © Priced LOW for VOLUME Sales! 













Your Hardware Wholesaler Has a Complete Line of Taylor- 
Made Quality Products: Padlocks, Night Latches, Inside 
Lock Sets and Key Blanks. 
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COLORFUL DISPLAYS 
That SELL EAGLE OILERS 


The acceptability of Eagle Oilers plus these attention 
value displays make an unbeatable combination for 
quick sales and extra profits. 


RAINBOW 
DISPLAY 


This eye-catching dis- 
play contains 6 Im- 
proved Hydraulic Pump 
Oilers—34 pint capac- 
ity, with 6 inch welded 
steel spouts. Bodies en- 
ameled. Handles and 
spouts coppered finish. 


EAGLE ECONOMY 
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0" LEAK-P|LOOF 
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ea Ei contains 12 tinned steel 
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with 4 inch reinforced 


fit 


PCOWOMY ASSORTMENT insert type spouts. En- 
ameled bodies. 





Order from your jobber, or write 
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BOXTITE WRENCHES 


p> METAL — 
New “Power-Packed” Alloy 


> FIT— 


Precision Broached Opening 


> WEIGHT — 
Lighter but Stronger 


> USE — 


Longer — Greater Leverage 


> FINISH — 


Satin Chrome, Rust Resisting 
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Wide-Arm Offset Design 





SET 1415 


Your favorite set of Box- 
Tite wrenches with the 
precision broached 12 
point openings, %” to 1”. 
Try these new drop- 
forged, extra tough 
wrenches with the Power- 
Packed alloy heat treated 
and hardened. Write for 
additional information. 
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STEVENS-WALDEN, INC. 
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h. 

government, American ingenu- 
ity, if free to operate under the 
competitive system without con- 
trols, monopolies, or subsidies, 
will assure more people more of 
| the things they want, at prices 








they can afford to pay, and will 
continue to develop more and 
better conveniences for a better 
mode of living. 

So, you can have economic sta- 
bility—J don’t want it! 


James F. Lincoln's Address 


(Continued from page 198) 


Joint Session 


movement. But I can say to you 
that union leadership—and I can 
say this advisedly because I have 
talked to the presidents of both 
the CIO and the AFL; I have 
talked at considerable length 
with Walter Reuther, who is the 
president of one of the largest 
unions of the ClO—and all of 
them, of course, will give this 
lip loyalty—that that is exactly 
what ought to be done. But as 
far as actually making any move 
in that direction or of cooperat- 
ing in the attainment of that re- 
sult, you can be sure they will 
do just the opposite, and obvious- 
ly they must if they are to re- 
main in positions of authority. 


Second Reason—Custom 


The second reason, I think, is 
custom. After all, it is a hard 
thing for industry or anyone 
else to get out of the groove. 

We have been doing things a 
certain way all our lives, and it 
is a hard thing to change those 
ideas. Undoubtedly that great 
gulf between the boss and the 
| man, less now than it used to be 
but still very great—is one of 
the reasons why it is very diffi- 
| cult to get an understanding and 
|a feeling of unanimity so neces- 
sary in an organization. 
| I myself have never been able 
| to see much difficulty in recog- 
| nizing the abilities of a worker. 
1 go through our own factory 
and I see these fellows on lathes 
or grinders or drill presses, or 
| what have you, and while I had 
| some experience in the shop, I 
look at them and I know per- 
fectly well that they could do 
that job 10,000 times better than 
I could. Obviously I would be 
very proud if I were as skillful 
on their job as they are. There- 
fore I cannot look down on a 
man who is a better man than I 
am in a number of ways. I also 
hope that he looks at me and 
says, “Well, Lincoln, you are do- 








ing a job very well in your par- 
ticular branch of this thing, and 
you are doing it better than I 
can, and I respect that in you.” 
But I do not see how the boss 
can ever feel that he is in a posi- 
tion that is above that of the 
skilled worker who can produce 
in a way which is outstanding 
and which the boss himself, no 
matter how hard he tried, prob- 
ably could not equal. I can’t 
see how you can look down at a 
man of that kind. I can’t see 
also how you can help but ad- 
mire that, just the same way as 
you admire outstanding skill in 
any other place. And there is 
the place where I think your 
start in a thing of this kind 
must be—mutual admiration, 
mutual understanding of the 
problems which each are solving, 
and the feeling that between 
you, between all of you, you are 
producing a result which is out- 
standing. But custom still is a 
tremendous hurdle over which 
you must go in order to get that 
result. 


The Third—Government 


The third thing is Govern- 
ment. The power of Govern- 
ment is very great. Don’t forget 
that this year for National, 
State and Local Government you 
are going to spend 50 billion dol- 
lars. Each and every man as an 
average throughout the United 
States is going to work four 
months for government and eight 
months for himself. Don’t for- 
get that an organization of that 
size has a tremendous amount of 
power and influence that no 
present organization in this 
country can equal. Don’t forget 
that Government is at the pres- 
ent time far stronger than any 
organization in this country. We 
like to think that we could throw 
them out, but just imagine what 
happened at the last Congress. 

(Continued on page 355) 
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CHATTANOOGA IMPLEMENT & MFG. CO. 


CHATTANOOGA 6, TENN. 
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This Display Card Sells 
lroning Board Cover Holders 








They make ironing easier TRONIN 7) ee 
because they hold the — BOARD 

cover tightly without a ih! 
wrinkle. Insure a smooth i 










Te 
Standard ironing boards. | gai, 
Easily attached—quickly /"=™ 


plated. 


Individually boxed, | 
packed 24 to a display, _ 
carton, 6 cartons to a fe. - 


shipping case, weight BeesOtAGs "No paw samc: TO tee 
42 Ibs. F.O.B. RR oy 
land, Ohio. 


Salesman samples mounted on display card as illustrated. 
Lucrative profits to jobbers and retailers. 





Rand Manufacturing Company 
2063 East 4th Street, Cleveland 15, Ohio 
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with the HAPPY DAY 
GRIDDLE-GRILL! 


Outsells 
ordinary 
griddles 6 to 1! 


The nicest 
griller on the 
market. 





Mos? useful 
utensil in the 
kitchen. 

ee 


Bits all meats on the top of the stove. 








Eliminates frequent oven inspections 
and hot broiling pan. The ribbed 
channels drain off excess fat, leaving 
meat brown and juicy. Use the large 
flat side for pancakes and all other 
frying. Novel usefulness sells HAPPY 
DAY on sight. 


NATIONALLY ADVERTISED in Gourmet, 
House Beautiful, House & Garden and en- 
dorsed by leading cooking schools. Be pre- 
pared to fill the demand, 


Highly polished heavy cast alumi- 
num — guaranteed warpless. 11” x 
10”, with 5” insulated handle. De- 
luxe model retails at $3.48. See your 
jobber NOW or WRITE: 


The Wm. B. WATKINS CO. 


2018 CENTRAL ST. @ DEPT. H @ EVANSTON, ILL. * 


OCTOBER 23, 1947 


REAL VOLUME * 


























... by Edlund beat 

up sales and do a 

better beating job for 

the customer. Nation- 

ally advertised. 

1. Replacement guar- 

Wg ; antee, 


my. 


TILT OF 


Ldlund 


for 
Ghee ta, meeele) & 


BURLINGTON, VT. 






BETTER 
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ILLINOIS 


BATHROOM ACCESSORIES 
FOR BEAUTY, DURABILITY & ECONOMY 


Prompt deliveries now on our standard line 
of PORCELAIN ENAMELED CAST IRON ac- 
cessories. Write for catalog. 


Sold through jobbers. 


ILLINOIS PORCELAIN ENAMEL CO. 


420 So. Winchester Ave. Chicago 12, Ill. 











SCREW - HYDRAULIC 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Berrer, Safer Jacks Since 1899 


LEVER 


































REPAIR PARTS 
Assortments of | 


PINIONS, PAWLS, ROLLER 
HANGERS, SCREWS, PINION 
COVERS, BEARINGS, ETC. 


Parts in stock to repair all makes 
Order Catalog No. 3 


A. Mm. COLLOT SUPPLIES 


221 A. W. 8th AVE. - MIAMI! 36, FLA. 








“BIG gs" 


HARDWOOD 
POKER TABLES 
Stationary and Folding 
—with Chairs to Match 


Matched Metal Bridge Sets—Wood and Metal Folding 
Seating Chairs, Upholstered Chairs. 
Prompt Shipmente—Write for Literature and Prices. 


HARRY M. WOLFE, 666 Lake Shore Drive 
Chicago 11, Iilinois 


e 








TROY 
BEST 


Aseures better workmanship «né 
can’t split. 





FILE HANDLE. 
safety to user. It 





Ears 
FILE CARD—cleans files, taps and dies quickly and 
thoroughly. 

HOG SCRAPERS—tingle or double end. 
TROY FILE WOR 
Troy Est. 1831 


KS8 
N.Y. 








QUALITY AND PROMPTNESS 
Is 
What Builds Our Business 


We are now in a position to give you 24 
hour service on these items: 


® RANGE OIL BURNERS ASBESTOS WICKS 
© ROOM HEATERS © WATER HEATERS 
© COPPER TUBING © BRASS FITTINGS 


AMERICAN MANUFACTURING CO. 


P. O. Box 2172 Hartford, Connecticut 


See us of the National Hardware Show— | 
Booth 566 

| 

! 


























Wii 







See your jobber or 
write direct for catalog C/ 


ZACHMAN & CO.- 5004 WILSON AVE. CHICAGO 30 
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78 types to gover all price ranges—all parts 
avaliable. Complete line of “AMERICAN” 
Incandescent lamps—our own product at best 
factory discounts. 

JOBBERS—+send for catolog and prices. 


THE SAVE LAMP CO., Baltimore 11, MD. 














GRINDING WHEELS 


Specializing in 4" to 8" sizes—General 
Purpose Grinding Wheels in Large Quan- 
tities for Hardware Jobbers. 

Let Us Quote Quality Prices on Special 
Stones and Wheels for Your Patented 
Sharpening Devices. 





(Conti 
We had 
there wi 
reducing 
how muc 
The diffic 





GOODRICH GRINDING WHEEL CO. 


{Since 1864) 
1500 W. Madison St. Chicago 7, lil. 




















CLIP-RITE 
COOK'S 


am > EW 
fr] SUPER VALUE 
NAIL CLIPPER 
Retail 20¢ 


THE H. C. COOK CO. 


27 Beaver St.. Ansenla, Coes 


GHINE 


ppracess 





UN 


‘5 

grench 
cHAM 

: MADE IN U.S.A. 

ASK YOUR JGOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 


MAVERHILL, MASS 








Preferred by master craftsmen for its 
keener bite and longer life . . . long, 
uniform, resilient strands of finer qual- 
ity steel. Big 16 unit pkg. or ! Ib. 
tube. Order from your jobber or direct. 


“EAGLE” ANVIL 


Sturdy, highest qual- 
ity tool steel face 
Blacksmith anvil, 
made for more than 
a century for most 
exacting users, lead- 
ing Industries and all Government De- 
partments. 
Sizes 100 to 700 Ibs. 


FISHER & NORRIS 


Eagle Anvil Works, Trenton, N. J. 

















The Junior Extension Light 
20 ft. approved cord, shockproof rubber socket 


& plug. JOBBERS PRICE—75 cents. | 
THE SAVE LAMP CO. 
P. ©. Box P Baltimore 11, Md. 








COOKIE PRESS and ADJUSTABLE TWO-WAY 1 
CAKE DECORATOR ROAST RACK HAM RACK ow ae 
t 
. mK \ \ 7] = 
oD a7 f i) 





DECORATORS FINISHES 
FLAT* SEMI-GLOSS* ENAMEL 
THE SPAR-TEX CORPORATION== 


220 EAST 134th. ST. NEW YORK 51,N.Y. 
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Joint Session 
(Continued from page 252) 


We had the people going down 
there with the set intention of 
reducing the budget. You know 
how much progress they made. 
The difficulty is the fact that it 
is impossible for Congress to do 
any more than nibble at it be- 
cause they can’t possibly know 
the problem which those various 
bureaus have. Therefore those 
bureaus can show them in thou- 
sands of ways that if one dollar 
were cut off the budget for them, 
the country would explode. 

Of course, the mere fact that 
the same thing was true when 
the budget was a billion dollars 
a year; the same thing was true 
when it was five billion dollars 
a year; same thing was true 
when it was 15 billion dollars a 
year; and the same thing was 
true when it was 100 billion 
dollars a year—probably means 
that still it has greater power 
and greater influence than any- 
thing we have with which to re- 
sist it. 


What Is the Reaction 


What is the reaction. of Gov- 
ernment going to be to a thing 
as radical as I am talking about? 
Well, I can tell you something 
because I have had a lot of bit- 
ter experience. Because we paid 
wages for production which 
were so great, we were told that 
those sums could not be charged 
off as wages. No man, accord- 
ing to one official:of the Treas- 
ury Department, who works with 
his hands is worth 5000 dollars 
a year. Therefore there was 
charged back against us a little 
matter of two million dollars for 
the years ’40 and ’41. For later 
years we are still in the process 
of trying to protect ourselves 
against bankruptcy because of 
the attitude again of Government 
which says that no man who 
works with his hands is worth 
5000 dollars a year. It doesn’t 
make any difference what he 
does; he just isn’t worth that 
amount. 

That is your third handicap. 
We must get Government back 
into the position where it be- 
longs and where the founding 
fathers put it, which is in the 
position of guaranteeing the 
freedom of the individual, but 
nothing more. 

There is also the difficulty of 
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Good News for You! 


With full appreciation of your extra costs of doing business 
these days, we at AMBROID have decided to do our part 
to help you operate more profitably. We have increased 
your gross profit on the 
2 oz. and 4 oz. tubes. 














T 
pRoFl 
INCREASED! 


The Universal Liquid Cement 
for countless 







lers’ gross profit Household and Industrial uses 
Deale 

OID 2 Ot. 

AMR pes is 00M Ready to Use — Sticks Fast — Holds Fast 







and 4 o2- tubes | 
increased f° 


hO% 


s now $1.80 Dozen 
g now $3.60 Dozen 


Waterproof — Mends Everything 


2 oz. tubes, 25¢—4 oz. tubes, 50¢. Packedin 
display box. Also pints, quarts and gallons. 







FREE: Full size somple on request. Send your name 
and name of your wholesaler. A postcard will do. 








Ask about our New Item — 
AMBROID ROD & FLY TYING CEMENT. 1 oz. 
bottle, retails, 25¢. Buyers: Write for sample. 


2 o2. tube 
4 oz. tube 

















































Est I9IO 
305 Franklin Street 
Boston IO, Mass. 


_ AMBROID CO. 
MORE POWER FOR PROFITS 





) a Competitively Priced! 








with this Cummin’'s 


% inch Electric Drill 


And, the added power of the Cummins drill is 
only one of the many features that mean extra 
profits to hardware, electrical and automotive 
dealers. Cummins is the tool favored most by 
men who know and use fine tools . . . by 
mechanics, electricians, machinists and home 
craftsmen. 


* Power, lightness and superb balance mean less 









MODEL 120 
With Key- $ 17% 
less Chuck 





























fatigue. 
* Portable, compact—permits finger point accuracy. 
* Fast control switch at thumb tip. 
* Precision-built, long, trouble-free performance 
* Does not stall under severe working pressure. 


Order from your jobber TODAY! 






with Jacobs, 
$795 



















CUMMINS PORTABLE TOOLS 


Division of Cummins Business Machines Corporation 


4764 Ravenswood Avenue, Chicago 40, Illinois 




































































McGILL METAL PRODUCTS CO. 


The Best Are 





BETTER BRAND 


mouse and rat 
TRAPS 







e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


Marengo, Illinois 























Rac 
cus, 


tannins Compas 
rd 


colts, cattle, calves, dogs, and 

pets are featured. 

Makes all animals hair slick 
and glossy. 

Economical — Only a_= small 
amount required. 


Animal Shampoo 


(Highly Concentrated) 
Wet animal's hair. Apply 
shampoo. Wash thoroughly in 
circular motion. with brush, 
cloth or sponge. Rinse and dry. 
A superior and economical 
shampoo. A _ non - irritating 
cleaner for hair and skin. 





SHEPS ANIMAL 
Hair Dressing 
Made Especially for 
SHOWTIME 


ing, Fairs, 4-H Clubs, Cir- 
ales — wherever horses, 








Sheba. 














en eet 
oe wre 


Neatslene Co., Omaha 8, Nebr. 


Liquid Saddle Soap 
A Leather Cleaner 


Highly concentrated. For saddles, 

shoes, boots, leather jackets, golf 

bags, riding and harness squip- 

ment—all fine leather. Cleans— 

Softens—Preserves. 

A Superior Soap for the Shine Trade 

Sold by jobbers everywhere 

Manufactured by 








ROY W. SHEPARD, “SHEP” 








| would that mean? 


certain executives in business 
who feel that because something 
has been done a certain way over 
a long period of time, a change 
should not be made. I don’t want 
to go into that because you 
people probably know a good 
deal more about it than I do. But 
there is that feeling in many 
places. 

Suppose all had an incentive 
system. We have reduced our 
prices by more than 60 per cent 
in 15 years, but, remember, that 
almost the entire cost of our 
product now is the raw material 
which we must buy. Supposing 
the people that we bought from 
should do the same thing and 
they should increase their pro- 
ductivity by 10 times, and reduce 
their prices in proportion. It 
wouldn’t be the 60 per cent re- 
duction in price which we have 
been able to accomplish. It 
would be more than 90 per cent. 
What would happen then? Ob- 
viously our standard of living 
would be very high. 

But there is something which 
would be tremendously more im- 
portant than that, and that is 
that we could cater to a world 
market. We could meet the 
competition of every country 
everywhere in the world. What 
Supposing 


BARDWAREK Aw» 





that in the case of all manufac- 
turers the same results were 
achieved as have been achieved 
in our own company, in which 
half of our production goes out- 
side of the country, how much 
chance then do you think there 
would be for war? Do you think 
we would fight with our cus- 
tomers? I don’t. We don’t ever 
think of fighting with Canada. 
Why? Because our best cus- 
tomer and their best customer 
live across the line from each 
other. We understand each 
other because we are dealing 
with mutual problems all the 
time. 

I do not know whether in your 
estimation this alarmist view 
which I have given you appeals 
to you or not. I do not believe 
that we can safely go forward 
as we are now. I do not believe 
that anyone can feel that the 
future is at all assured as long 
as the threats that we now face 
continue. I have suggested a 
means whereby peace could cer- 
tainly reign at home. I believe 
thoroughly that the same steps 
would make for world peace also. 
I think I can safely say this, that 
if that is not done, there must 
be something which will do it. 
The future waits with bated 
breath for our answer. 


Charles E. Maloy's Address 


(Continued from page 207) 


N.W..H.A. Session 


after hours with retailers’ per- 
sonnel in the education and 
planning of the job to do. This 
is an obligation, this is a re- 
sponsibility, this is a must. 

I am passing lightly over the 
matter of installment sales for, 
I repeat, time is too short for so 
broad a subject, and now come 
to the matter of a service de- 
partment. We believe that a 
service department, equipped 
and stocked to quickly and ade- 
quately serve our dealers and 
contractors is as essential to 
the future success of our busi- 
ness as is our credit depart- 
ment. I am thinking of the con- 
tractor who builds or repairs a 
home or commercial building 
and in a short time the cylinder 
lock on the front door fails. His 
customer immediately calls him 
and he in turn comes to you. 
You must be prepared to imme- 


diately repair or replace that 
lock, rather than use the age- 
old story of “we will return it 
to the factory.” Until we awoke 
to the importance of service in 
very similar cases, I hesitate to 
think of the business and good 
will we drove away from our 
establishment. 


The Contractor's Position 


Gentlemen, put yourselves in 
your contractor’s position. How 
can he close that building for 
tonight if you have sent his lock 
to the factory for a _ several 
weeks’ visit. We can and we 


must take care of this man. 
Builders’ hardware factories are 
anxious to school your people 
on the workings and repair of 
builders hardware. This think- 
ing applies not only to hard- 
ware. This service must be 
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Sick Picker Rollers ats 
Teed the Squirrels | 
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Corn Picker ! 


| BARROWS + CONCRETE CARTS + MORTAR PANS 
0 im i DRAG SCRAPERS » MORTAR MIXING BOXES 
| SALAMANDERS + LAWN ROLLERS 


A Quick Profit ltem JACKSON DEALERS are 
That Builds Traffic offered completeness, durability 


_ and utility in this 
Noursite Picker Roll Compound is an especi- WIDELY ACCEPTED LINE 


ally prepared petroleum adhesive for use on the 

rollers of mechanical corn pickers. Continuous | Jackson’s aim has always been to provide 

use makes these rollers so slick that serious loss | equipment which fulfills the requirements 
ie of users. And Jackson is in position to do 

results from valuable corn slipping onto the this because of its long specialized experi- 

ground. Light applications of this compound 


ence in building these products. Jackson 
several times a day on both husking and picking | 


designs for durability and uses materials in 
manufacture which provide the maximum 


rollers enable all types of corn pickers to pick in stamina and life for the class of service 
and husk cleaner and better. in which this equipment is used. 

Jackson Dealers have a strong sales advan- 
You ean order all Nourse Noursite Picker Roll com- tage in being able to offer products that 
products from your Whole- stand up in the toughest service. That is 


sale Hardware Jobber. If pound has been ‘*Farm 


he cannot supply you, or- 


der from the Nourse Off | Lested’’ for years. Increased 


why it is easier to sell “Jackson.” 


Then, too, Jackson Dealers can seH a line 


ae ee = production now makes it which is complete, available from one 

: Oo o yhi y 

Wholesaler you request. available for sale wherever source of supply and which has already 
sees proved its profit-earning possibilities. 


mechanical corn pickers are 





Complete catalog of Details of the complete Jackson line can be 


N d i ° 
ee Bay Bs in use. Backed by the obtained from the nearest Jackson Whole- 
Write for your copy. “Nourse Iron Clad Guar- saler ... or write us direct. 







! 
’ Pa antee.”’ 








Order a supply from your 
wholesaler today or write di- 
rect. Sold only thru dealers. 


















ae" JACKSON. MANUFACTURING co. 
NOURSE OIL COMPANY Bie "HARRISBURG, PA. 


KANSAS CITY 8, MG. | ee Est. 1876 
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HEATERS 
by NEWMAN 


FOR 
NATURAL 
OR 
BOTTLED 


- GAS 


MADE IN 3 SIZES—FROM 8,000 TO 
30,000 B.T.U. INPUT. 


STANDARD BROWN CRINKLE FINISH 
BUT TWO SMALLER SIZES ARE AVAIL- 
ABLE IN WHITE BAKED ENAMEL FIN- 
ISH. 


MADE OF HEAVY GAUGE STEEL, 
RIGIDLY CONSTRUCTED. APPROVED 
BURNER AND VALVE. 

PROMPT SHIPMENT 
WRITE FOR CATALOG AND PRICES 


VISIT OUR EXHIBIT AT 
NATIONAL HARDWARE SHOW 


NEWMAN M=G. & SALES CO. INC. 
KANSAS CITY (2), MO., U.S.A. 








BUILDER'S HARDWARE 


SINCE 1849 


MADE RIGHT 
PRICED RIGHT 











175 
cf i 


5 fF Padiock and Hardware Co. 
LANCASTER, PA. 











358 


available for everything we sell. 
We must carry a parts stock for 
our dealers rather than subject 
them to the long waits for fac- 
tory repairs. The cost of such 
a department is negligible and 
the dividends it will pay far ex- 
ceed the investment. 

A service department should 
be all that the name implies—it 
should be ready and prepared 
to, on short notice, complete 
that satisfaction in a sale that 
is promised when the sale is 
made. People today are unwill- 
ing to wait, they want what 
they want when they want it, 
and that is the duty of our ser- 
vice departments. A unit fora 
range, a switch for a washer, a 
pawi for a lawn mower, tum- 


A.H.M.A. Session 






blers and tools to re-key a lock 
are some of the many items that 
spell service and satisfaction. 
The picnic is over, your compe- 
tition is moving his trucks more 
promptly, is getting his billings 
out faster, is offering cleaner 
merchandise, has a well equip- 
ped service department with the 
parts and the know-how to help 
fulfill the promises of your ad- 
vertising program. 

I stated a moment ago that an 
efficient service department is 
as essential as an efficient cred- 
it department. Smile at this 
gentlemen. I know you will, but 
I also know that your customers 
will be more pleased to see your 
service man promptly than they 
will be to see your prompt cred- 
it man. 








STATEMENT OF THE OWNERSHIP, 


MANAGEMENT, CIRCULATION, ETC., 


REQUIRED BY THE ACTS OF CONGRESS OF AUGUST 24, 1912, 
AND MARCH 3, 1933 


OF HARDWARE AGE, published bi- 
weekly at Philadelphia, Pa., for 
September 24, 1947. 

State of New York, County of New 
York, ss. 

Before me, a Notary Public in and 
for the State and county aforesaid, 
personally appeared Charles J. Heale, 
who, having been duly sworn accord- 
ing to law, deposes and says that he is 
the President of HARDWARE AGE 
and that the following is, to the best 
of his knowledge and belief, a true 
statement of the ownership, manage- 
ment (and if a daily paper, the circu- 
lation), etc., of the aforesaid publica- 
tion for the date shown in the above 
caption, required by the Act of August 
24, 1912, as amended by the Act of 
March 3, 1933, embodied in section 537, 
Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business manager are: Publisher, 
Chilton Company, Inc., 100 East 42nd 
Street, New York 17, N. Y.; Editor, 
J. M. Witten, 100 East 42nd Street, 
New York 17, N. Y.; Managing Editor, 
Kenneth A.’ Héale, 100 East 42nd 
Street, New York 17, N. Y.; Business 
Manager, Charles J. Heale, 100 E. 
42nd Street, New York 17, N. Y. 

2. That the owner is: If owned by a 
corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one per cent 
or more of total amount of stock. If 
not owned by a corporation, the names 
and addresses of the individual owners 
mut be given. If owned by a firm, 
company, or other unincorporated con- 
cern, its name and address, as well as 
those of each individual member, must 
be given. 

Estate of C. A. Musselman, 260 
Sycamore, Avenue, Merion Station, Pa. 

- Beneficiaries: Mabel M. Musselman, 
Mary M. Acton, David Acton; Char- 
lotte M. Terhune, 160 E. 48th Street, 
New York, N. Y.; C. S. Baur, Thomas 
Jefferson Apts. #B-51, 69-11 Yellow- 
stone Blvd., Forest Hills, New York; 
Mrs. Beulah Fahrendorf, 59 Drake 
Road, Scarsdale, N. Y.; Mary M. Ac- 
ton, 260 Sycamore Ave., Merion Sta- 
tion, Fa.; Mabel M. Musselman, 260 
Sycamore Ave., Merion Station, Pa.; 
Dorothy S. Johnson, 1115 Fifth Ave., 
New York, N. Y.; Ann E. Tomlinson, 
c/o Bankers Trust Company, P. 
Box 704 Church Street Annex, New 
York, N. Y.; Eth¢@ G. Breen, Trustee 
u-w of Charles 'W. Anderson, Old 


Greenwich, Conn.—Beneficiaries: Rob- 
ert C. Anderson, Percival E. Ander- 
son, Charles W. Anderson, Jr., Annie 
l.. Clark; John Blair Moffett, 1608 
Walnut Street, Philadelphia, Pa. — 
Agent for J. Howard Pew, J. N. Pew, 
Jr., Mabel P. Myrin, Mary Ethel Pew; 
Elizabeth J. Bailey and Ellwood B 
Chapman, Trustees Estate of James 
Artman, Deceased, 930 Real Estate 
Trust Building, Phila., Pa.— Bene- 
ficiaries: Franklin Artman, Vera Wat- 
ters, Alvin C. Artman, Elizabeth J. 
Artman, Marion A. Pratt, George H 
Pratt, by assignment, Edwin Moll, by 
assignment: Frederick S. Sly, 149-40 
55th Ave., Flushing, L. I., N. Y. 

3. That the known bondholders, 
mortgagees, and other security holders 
owning or holding 1 per cent or more 
of total amount of bonds, mortgages, 
or other securities are: (If there are 
none, so state.) None. 

4. That the two paragraphs next 
above, giving the names of the own- 
ers, stockholders, and security hold- 
ers, if any, contain not only the list 
of stockholders and security holders as 
they appear on the books of the com- 
pany but also, in cases where the 
stockholder or security holder appears 
upon the books of the company as 
trustee or in any other fiduciary rela- 
tion, the name of the person or cor 
poration for whom such trustee is act 
ing, is given; also that the said two 
paragraphs contain statements em- 
bracing affiant’s full knowledge and 
belief as to the circumstances and 
conditions under. which stockholders 
and security holders who do not ap- 
pear upon the books of the company 
as trustees, hold stock and securities 
in a capacity other than that of 2 
bona fide owner; and this affiant has 
no reason to believe that any other 
person, association, or corporation has 
anv interest direct or indirect in th: 
said stock, bonds, or other securities 
than as so stated by him. 

5. That the average number of 
copies of each issue of this publication 
sold or distributed, through the mails 
or otherwise, to paid subscribers dur- 
ing the twelve months preceding the 
date shown above is (This informa- 
tion is required from daily, tri-week- 
lv, semi-weekly and weekly publica- 


tions.) 
CHARLES J. HEALE, 
Fresident. 
Sworn to and subscribed before me 
this 24th day of September, 1947. 
Mae A. Gatzenmaler. 
My commission expires March 30. 1948. 
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& Hardware dealers can create new EXTRA 
PROFITS from ready and walting home moderniza- 
tion jobs by owning and renting out this Lincoin 
Speed-O-Lite sander. People gladly pay up to 
55 per day In rentals alone. Besides you sell large 
ts of supplies that are needed in any floor 
finishing or building modernization program. 


THE LINCOLN SPEED-O-LITE 
This famous rental sander has earned th ds upon th ds of dol- 
lars for hardwore and paint cealers from coast to coast. The rental 
Income that ranges up to $5 per day Is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures complied by a number of your fellow dealers clearly indicate 
that you can ADD SALES of sandpoper, paints, varnishes, seal, tools, etc., 
averaging up to $10 per day to each and every Lincoln Speed-O-Lite 
rental customer. We urge you—write today for full detalis about the 


Soeed-O-Lite Sander Renta! business 
World’s manufacturer of the most complete line of floor 











FLOOR MACHINERY COMPANY, Inc 
1252 WEST VAN BUREN ST., CHICAGO 7, IELINO!S 
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FOR QUICK ACTION 
* 


TEN TIMES 
THE POWER 
~~ 
Assured sanitation for Toilet 
Rooms in Hotels, Restaurants, 
Bowling Alleys, Gas Stations, 
Taverns, Schools and Institutions. 


TEN YEAR GUARANTEE 


SUP 


PROOUCTS CO 
DEPT. H 
114 W. Hubbard St., Chicago 10, Ill. 
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big dividends. 


Compare 


method of hand marking your 
price tags with the Kimball \ 
system of price marking... 
tags marked automatically by 
a time-saving, easy-to-operate 
printing machine, the Kim- 
ball MIDGET. Just place a 
strip of tags in the machine 
... turn the handle .. . 


. out come neat, legible 
printed price tags. 


the 





A. KIMBALL COMPANY 
307 WEST BROADWAY, NEW YORK 13, N, Y. 
Branch Offices in Principal Cities 


TPT LIL 
OF COMPETITION. 


Stay FREE of competition— 
Ask your Jobber for ROGERS TODAY 


. and accuracy ... in 
marking your merchandise pays 


slow, 









There’s no price competi- 
tion from chain stores and 
mail order houses when you 
stock and sell Rogers “Goril- 
la Grip” glue. Rogers glue is 
sold exclusively to independent hardware retailers. _ 

There’s no quality competition from other glues, either, because 
Rogers “Gorilla Grip” is the most powerful adhesive on the 
market— holding power of more than 3885 lbs. per square inch! 
That’s why glue users everywhere ask for ROGERS. 






















2for1.49. 
80¢ 





illegible 










Actual sample of 
tag after being 
marked. 














Kimball’s Midget 
prints vital sales 







facts on string tags 
or labels . . . auto- 
matically, economical- 






zip - 








ly. Tags, in perforated 






strip-form for easy han- 

dling, are furnished plain 

or preprinted with store’s 

name... can be cut apart 

by knife attachment on ma- 
chine. 





























Write for descriptive folder. 
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GLOUCESTER, 


ed€ LIQUID FISH GLUE 
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LOOK INTO. oe 


Cabl-ox 


THE NEW WIRE ROPE CLAMP 
That Really Holds the Line! 










N 
CABL-OX clamps work on a brand 
new wedging principle. Holding power 
increases with the load and exceeds 
tensile strength of rope used. Does 
not crush and weaken rope like old 
style U-clips. Assembly is fast, neat 


. saves breakdowns, equipment, 


injuries and expense. Can be used 
over and over. Cadmium plated. 


Cabl-ox. 


Made in all sizes from Ye" to %”. 
For all wire rope applications. 


Your Cabl-Ox folder gives 
complete description and prices. 
Write for it today. 
‘asst’ Now Manufactured by 
CABL- OX CORPORATION 
6 N. Michigan Ave., Chicago 2, Illinois 















PAT. APPLIED FOR 


ALUMINUE 


ROOFING 














UBS 


IMMEDIATE DELIVERY 


IN CARLOAD LOTS 
ORL.C.L. 

@ Light Weight! 

@ Easy to Use! 

@ 5 Sizes! 


4," > %"' — y’ =590 cam V4” 


Made of Heavy 9-Gauge Aluminum 
. Barbed .. . 2” Head. 


Write or Wire Today 
For Price List and Samples! 

















Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 25-28, 1948, at 
the Hotel Sherman, Chicago. E. G. Lin- 
quist, vice-president and secretary of 
the Ace Hardware Corp., 1319 S. Michi- 
gan Ave., Chicago, is in charge of the 
convention. 


Albany Sportsmen’s and Boat 
Show, Feb. 28-March 7, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


American Hardware Supply Co. 
annual dealer meeting and exhibit, Jan. 
26-28, 1948, at the company’s warehouse, 
41-43 Terminal Way, South Side, Pitts- 
burgh, Pa. William M. Stout, executive 
vice-president and general manager. 


American Toy Fair, New York 
City, two weeks beginning March 8, 
1948, at 200 Fifth Ave.; 1107 Broadway 
and other permanent offices nearby as 
well as at the Hotel McAlpin. Sponsored 
by Toy Manufacturers of U.S.A., Inc., 
200 Fifth Ave., New York 10. H. D. 
Clark, secretary. 


Arkansas Retail Hardware and Im- 
plement Assn., convention and exhibit, 
Feb. 16-18, 1948, at Little Rock, A. W. 
Porter, Lafayette Hotel, Little Rock, 
secretary. 


Bicycle Institute of America, an- 
nual convention, Jan. 19-23, 1948, at 
the Flamingo Hotel, Miami Beach, Fla. 
Association headquarters, Room 1215, 
10 Rockefeller Plaza, New York 10, 
N. Y. 


Buffalo Sportsmen’s and Boat 
Show, April 17-25, 1948. Details from 
Campbell-Fairbanks Expositions, Inc., 
Park Square Bldg., Boston, Mass. 


Canadian National Sportsmen’s 
Show, March 13-21, 1948, at Toronto. 
Details from Campbell-Fairbanks Ex- 
positions, Inc., Park Square Bldg., Bos- 
ton, Mass. 


California Gift and Art Show, 
Jan. 25-30, 1948, in Los Angeles, Calif., 
at the Brack Shops Bldg., Brockman 
Haggarty Bldg., Merchandise Mart and 
the Alexandria Hotel. 


California Retail Hardware Asso- 
ciation, annual convention, Feb. 16-18, 
1948, at the Western Merchandise Audi- 
torium, San Francisco, Calif. LeRoy 
Smith is manager-treasurer with head- 
quarters at the Western Merchandise 
Mart, Suite 262, 1355 Market St., San 


Francisco 3. 


Coast-to-Coast annual meeting and 
Feb. 9-11, 1948, at the 


exhibit, com- 








Coming Conventions and Events 
Corrected Each Issue According to Latest Data 








a 


= 
} 


pany’s quarters, 29-43 Main St., S. E., 
Minneapolis 14, Minn. 


Connecticut Hardware, Association, 
annual convention, Feb. 10-11, 1948, at 
the Hotel Taft, New Haven, Conn. Ned 
Russell, Hardware, Southport, 
Conn., secretary. 


Harris 


Crafts and Hobby Shows, Inter- 
national Hobby. Crafts and Science, 
Show, Nov. 1-8, 1947, at the Interna- 
tional Amphitheatre, Chicago, Ill., and 
National Hobby, Crafts and Science 
Show, Exposition Hall, Madison Square 
Garden, New York City, Nov. 23-30, 
1947. Complete information from Camp- 
bell-Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass., and 139 
E. 47th St., New York City. 


Detroit Sportsmen’s Congress 
Show, Nov. 29-Dec. 7, 1947. Details 
from Campbell-Fairbanks Expositions, 
nc., Park Square Bldg., Boston, Mass. 


Franklin Hardware & Supply Co. 
annual stockholders’ meeting and ex- 
hibit, Feb. 3, 1948, at the company’s 
offices and warehouse, 918-928 N. Dela- 
ware Ave., Philadelphia, Pa. F. Leon 
Herron, general manager. 


Illinois Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-26, 1948, at the Hotel Sher- 
man, Chicago, Ill. William F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
Ill., managing director. 


Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 27-29, 1948, at the Murat Temple, 
Indianapolis, Ind. G. F. Sheely, 333 No. 
Pennsylvania St., Indianapolis 4, Ind., 
managing director. 


Intermountain Association, annual 
convention, Nov. 3-4, 1947, at the Hotel 
Utah, Salt Lake City, Utah. Leon L. 
Weeks, Chamber of Commerce Bldg., 
Boise, Idaho, secretary. 


Iowa Retail Hardware Association, 
50th annual convention and hardware 
show, Feb. 10-13, 1948, in Des Moines, 
Iowa, Hotel Savery, is convention head- 
quarters, exhibit held in Coliseum 
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STEVENS WALTON TOOL BOXES 


No. 556 New POCKET LEVEL || THEY SELL AND SATISFY— 


For Mechanics and Home Use—_ PAY GOOD PROFITS 
MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guorantees 
Walton quality, Mechanics prefer these stoutly constructed, 
compact boxes with numerous exclusive improvements. 


Special Features 
Rounded corners. Extra length for long handled wrenches, 
wrecking bars, other long tools. 24 gauge steel. Bullt-in 
hinges. Sturdy suitcase bolts, and handles. Wrinkle 

enamel two-tone finish. Smooth enamel trays. 


STEVENS 


POCKET LEVEL 


Made of hard drawn 3" 
hexagonal aluminum tubing, 
51/4," long, equipped with 
pencil clip. 





Used for leveling machinery, 
appliances, plumbing, fabri- 





cating, automotive construc- HIP-ROOF 
tion and equipment. per 
Packed 12 in a striking 4 TRAYS 
three color - | 2 sizes 
i Divided and 
. . | 
Sales Making Display Box Undivided 
that commands attention and does the selling for Trays 


FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAINI 


Order from your jobber. Write direct to us for new Catalog Sheet 
illustrating and listing all styles and prices. 


| WALTON PRODUCTS, INC. 


218 Madison Street Dept. 65 Woedstock, Ili. 


you. Weight:—12 oz. List price—75 cents each. 


E. A. STEVENS LEVEL co. 
Newton Falls, Ohio 











































NEW... 
the VACO Reversible! 


Just pull out the blade, turn it around, and the new 





Vaco Reversible becomes a Phillips instead of a 
regular screw driver. This feature, plus the exclusive 
Ambery! slo-burning handle for greater fire safety, 
opens up new markets for Vaco dealers. 


And don't overlook the added selling punch of Vaco 4 
wall and counter cards. 
To show ‘em is to sell 
em... and Vaco keeps 
cards coming to you. 

Ask your jobber. 







WRITE FOR CATALOG 


and Aadeh Pie Plastic Fly Boxes (et <¥ 
& 


A fly box that is specially designed ss . 
for holding flies. A necessity to : a 
pagtes your line of bait holders. 


PUR 
Holds flies in coils of springs. Light- sotpelt rw 


weight and waterproof. $2.95 eTTT 
NATIONALLY ADVERTISED AND DISPLAYED | 


BARTELT ENGINEERING COMPANY 
ROCKFORD, ILLINOIS 


317 E. Ontario St 


| Chicago, Illinois 
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FAST SALES 
1. 
GOOD PROFITS 


A DANDY DEAL 


There's demand for these 
Cox clothesline reels. Bril- 
liantly enameled. Women 
snap them up as high qual- 
ity bargains at a popular 
low price . . . with big profits 


) 
j 
) 
) 
) 
5 
) 


to you. 
Clothesline Reel 
FE F | @ Retails 


} under 50c 








enameled 


)  @ Turning 
e wood 
“ handles 


Write penny postal direct 
to Cox for Bulletin A102. 


{ 
7 
| | @ Brightly 
{ 
} 








ll A i 


— 








~~ -_—- —_— = « 
ee —— 


@ All-welded 


Cox METAL PRODUCTS CO. 


3014 W. Hopkins St., Milwaukee 10, Wis. 

















HEAVY STEEL CONSTRUCTION 


ALL EDGES SMOOTH 

EXTRA LARGE 5 PLY PLYWOOD 
SEAT 

ADJUSTABLE BACK REST 

CHAIR WILL NOT TIP OVER 


COMPLETE INSTRUCTIONS FOR 
EASY ASSEMBLY BY ANYONE 


® PACKED 8 TO A CARTON 





Sumples submitted 





upon request 


Manufactured by pet 
CONSOLIDATED 


SEWING MACHINE & SUPPLY CO., Inc 
1115 BROADWAY NEW YORK 10,N_.Y 


We are offering this K.D. chair at a 
lower price than any other manufacturer. 














Building. Philip R. Jacobson, Mason 
City, Iowa, secretary. 


Kentucky Hardware and Implement 
Association, annual convention and ex- 
hibit, Jan. 19-23, 1948, at the Seelbach 
Hotel, Louisville, Ky. Morris Jones, 501 
Republic Building, Louisville 2, Ky., 


secretary. 


Louisiana Retail Hardware Assn., 
annual convention and exhibit to be 
held jointly with the Mississippi Retail 
Hardware and Implement Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 S. 
State St., Jackson, Miss., secretary of 
both associations. 


Metropolitan Home Show, April 
17-24, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Exposition, Inc., Park Square 
Bldg., Boston, Mass. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-27, 1948, in Grand Rapids, 
Mich. Pantlind Hotel is convention 
headquarters, exhibit at Civic Audi- 
torium. Harold W. Schumacher, 1112 
Olds Tower, Lansing 8, Mich., manager. 


Mill Supply Joint Regional Meet- 
ings of the American Supply & Ma- 
chinery Manufacturers Assn., 1108 
Clark Bldg., Pittsburgh, Pa.; National 
Supply & Machinery Distributors’ Assn., 
505 Arch St., Philadelphia, Pa., and the 
Southern Supply & Machinery Distrib- 
utors’ Assn., 712 Volunteer Bldg., At- 
lanta, Ga., will be held as follows: Oct. 
31, 1947, at the Netherland Plaza Hotel, 
Cincinnati, Ohio; November (date to 
be announced) at Newark, N. J.; Jan. 
8, 1948, at the Edgewater Gulf Hotel, 
Biloxi, Miss.; Jan. 14, 1948, at the 
Copley-Plaza Hotel, Boston, Mass., and 
March 23, 1948, at the Palmer House, 


Chicago. 


Minnesota Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 27-29, 1948, at the St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 4th, Minneapolis 4, 
Minn., manager. 


Mississippi Retail Hardware and 
Implement Assn., annual convention 
and exhibit to be held jointly with the 
Louisiana Retail Hardware Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 
S. State St., Jackson, Miss., secretary of 
both associations, 


Missouri Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
Feb. 24-26, 1948, at the Jefferson Hotel, 
St. Louis, Mo. Louis C. Kreh, 1189 
Arcade Bldg., 812 Olive St., St. Louis, 
Mo., secretary. 











Mountain States Hardware and 
Implement Association, annual conven- 
tion, Jan. 14-15, 1948, at the Cosmo- 
politan Hotel, Denver, Colo. Mrs. Mar- 
garet A. Bartlett, 637 Pine St., Boulder, 
Colo., secretary. 


National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turers’ Association, 1402 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg 


is executive secretary of the association. 


National Sportsmen’s Show, Feb. 
14-22, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mas. 


Nebraska Retail Hardware Associa- 
tion, annual convention and exhibit. 
Feb. 25-27, 1948, at Omaha, Neb. Meet- 
ings at Hotel Paxton, exhibit at City 
Auditorium, C. A. McCoy, 325. Insur- 
ance Bldg., Lincoln, Neb., secretary. 


New England Electrical Show, 
April 3-10, 1948, at the Mechanics 
Bldg., Boston, Mass. Complete informa- 
tion from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 
ton, Mass., and 139 E. 47th St., New 
York City. 


New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 24-26, 1948, at the Hotel 
Statler, Boston. Russell Mueller, 185 
Dartmouth St., Boston 16, secretary. 


New England Modern Homes 
Show, May 24-29, 1948, at the Me- 
chanics Bldg., Bostaon, Mass. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


New England Sportsmen’s and 
Boat Show, Jan. 31-Feb. 8, 1948, at 
the Mechanics Bldg., Boston, Mass. 
Details from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 


ton, Mass. 


New York State Retail Hardware 
Asociation, annual convention and ex- 
hibit, Feb. 17-19, 1948, at Buffalo, N. Y. 
Convention headquarters at Statler 
Hotel, exhibit at Memorial Auditorium. 
Nicholas H. Kiley, 58 Hills Building, 
Syracuse 2, N. Y., secretary. 


North Coast Retail Hardware Asso- 
ciation annual convention, Feb. 8-10, 
1948, at the Multnomah Hotel, Port- 
land, Ore. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Wash., secretary. 


North Dakota Retail Hardware As- 
sociation, annual convention and ex- 
hibit, March 23-25, 1948, at Fargo, 
N. D. Convention headquarters at 
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Chicago 





“TRIPLEX” SPRING BUTT-HINGES 





Modern Button 
Tip Ornamentation 
Neat Streamlined 
Appearance. 





CHICA 





Streamlined "Triplex" double and 
single acting spring butt-hinges may 
now be ordered with button tip 
ornamentation in keeping with the 
most modern designs in builders 
hardware. They ore as modern as 
the newest streamline train or the 
latest flagship of the trans-conti- 
nental air fleets. 

Careful designing has created 

these proven features: 

@ Button tip ornamentations are 
held securely in place by im- 
proved lock washer of latest 
design. 

@ Single thickness of metal in 
spring barrel reduces outside 
diameter, giving streamlined 
appearance. 

@ No open joint where spring 
barre! continues as the web. 
This avoids exposing springs 
to moisture. 


Spring Hinges of Quality 


o Spring Hinge Co. 


NEW YORK 














| 





TRADE es 
REG. U.S. 
Pat “OrPn 





SOHOLES 


IN GLAZED TILE IN 33 MINUTES 


/ An electrical contractor writes: 
/ drills drilled 50 holes 114" deep in 
} glazed tile, at rate of 40 seconds per 












“Kenna- 


hole. Required no starting punch, and 
did not chip surface.’ Kennadrills go 
through masonry fast because their cut- 
ting edge is Kennametal cemented car- 
bide—the metal that is far harder and 
more durable than tool steel. 

These new drills cut clean, don’t bind, stay 
sharp under heat and abrasion. Can be used 
in any rotary electric drill, Available in follow- 
ing diameters: }4"", th a4 4" 0 1% 
Mem ote ie 1h and 144". 


Distributors Wanted 


KENNAMETAL Dee., LaTtRose, Pa. 


KENNADRILLS 


DRILL MASONRY FASTER, CHEAPER, EASIER 
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Display This Card. I? 
Means More Profits for 
You. 


Order the Special Deal from fast 


your Jobber. 50 popular 
pulleys. Costs $15.00. 
Brings in $26.40. 


Congress prices are low because 
we make hundreds of thousands 
of pulleys a month for the hard- 
ware trade and appliance man- 
ufacturers. 


But Congress offers you more 
than highest quality at low 
prices. Consistent national ad- 
vertising directs customers to 
your store. The special 50 pul- 
ley assortment, covering 27 sizes, 
meets most of your calls. Your 
investment is low. Turnover is 
. Handy perpetual inventory 
card helps you keep stock on 
hand. Handsome __ individual 
packages have eye appeal. 


CONGRESS °°” DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 





1947 







































« CORDS ... CORD SETS 


specified by top manufacturers of 


RANGES 
HEATERS 





A full line of Flexible Cords for the 
repair and service industry, obtain- 
able through jobbers and distributors. 


PORTABLE TOOLS 
VACUUM CLEANERS 
REFRIGERATORS 


WASHERS 
MIXERS 






LAMPS 
RADIOS 
IRONS 

FANS 



















CORNISH WIRE CO., 1c 


13 Park Row + New York City, 7 












































DEPT. H, P. O. BOX 5516 


THE NEW 1948 MODEL 


GLUB-GLUB 


THE GREATEST EVER 


The Original Perpetual Drink-Up Duck 


Make big profit selling this best looking of all 
continuous water drinking birds. The nearest 
thing to perpetual motion. Mysterious—big and 
beautiful in bright red and yellow with real 
feather tail, suede shoes, non-drip bill. The 
most substantial and attractive drinking bird 
on the market. Each Duck thoroughly tested 
before shipping. Attractively packaged in in- 
dividual boxes. Price protected—Usual Trade 
Discounts. Send your Order Today! 
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‘RETAIL 


FAIR 
TRADED 


$14.26 


per dozen 


ween 


Patents #2240906, 
D146744 and RE22900. 


DELUXE SERVICE. 


CLEVELAND I, OHIO 











FULL PROFITS for 
ALL DEALERS 


Fair-traded for your protection 












Orderfrom your jobber 














Hotel Gardner, meetings at the Town 

Hall, exhibits at the Fargo Auditorium. 
Miss Clarine Sherwood, 21 Clifford 
Building, Grand Forks, N. D., secre- 
tary. 

Ohio Hardware Assn., annual con- 
vention and exhibit, Feb. 3-6, 1948, at 
the Cleveland Public Auditorium, 
Cleveland, Ohio. John B. Conklin, 198 
S. High St., Columbus, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 3-5, 1948, at Oklahoma City, 
Okla. Meetings and exhibit at Munic- 
ipal Auditorium. R. K. Thomas, 711 
Wright Building, Oklahoma City 2, 
Okla., secretary. 

Pacific Northwest Hardware and 
Implement Association, annual conven- 
tion, Oct. 27-28, 1947, at the Daven- 
port Hotel, Spokane, Wash.; Oct. 30- 
31, 1947, at the Multnomah Hotel, Port- 
land, Ore. J. B. Channing, 615 Empire 
State Bldg., Spokane, Wash., secretary. 

Panhandle Hardware and Implement 
Association, annual convention Feb. 9- 
10, 1948, at the Herring Hotel, Ama- 
rillo, Tex. Mrs. C. L. Thompson, Can- 
yon, Tex., secretary-treasurer. 

Pennsylvania and Atlantic Sea- 
board Hardware Association annual 
convention and exhibit, Feb. 9-12, 1948, 
at Convention Hall, Philadelphia, Pa. 
W. Glenn Pearce, 400 N. Broad St., 
Philadelphia, Pa., managing director. 

Rochester Sportsmen’s and Boat 
Show, March 27-April 4, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 

South Dakota Retail Hardware 
(ssn., annual convention and exhibit, 
March 16-18, 1948, at the Sioux Falls, 
S. D., Coliseum. Convention head- 
quarters at the Hotel Cataract. Earl 
Erlandson, Cottonwood, S. D. secre- 
tary. 

Southern California Retail Hard- 
ware Association, convention and ex- 
hibit, Feb. 17-19, 1948, at Long Beach. 
A. C. Kammeier, 416 W. 8th St., Los 
Angeles, 14, secretary. 

Sportsmen’s Shows, Detroit, Nov. 
29-Dec. 7, 1947; Boston, Jan. 31-Feb. 8, 
1948; New York, Feb. 14-22, 1948; Al- 
bany, N. Y., Feb. 28-March 7, 1948; 
Toronto, March 13-20. 1948; Rochester, 
N. Y., March 27-April 4, 1948; Buffalo, 
April 17-25, 1948. Complete informa- 
tion available from Campbell-Fairbanks 
Expositions, Inc., Park Square Bldg., 
Boston, Mass., and 139 E. 47th St., 
New York City. 

Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23, 24, 
1948 (tentative), at the Andrew Jack- 
son Hotel, Nashville, Tenn. Morris 
Jones, 501 Republic Building, Louis- 
ville 2, Ky., secretary. 

Texas Hardware and Implement As- 
sociation, convention and exhibit, Jan. 








26-28, 1948, at Dallas. Meetings at 
Baker Hotel; exhibit at Adolphus Hotel. 
R. M. Souder, 814-15 Texas Bank Bldg., 
Dallas, secretary. 

Triple Mill Supply convention, 
April 26-28, 1948, at Atlantic City, N. J. 
Sponsoring associations are the Amer- 
ican Supply & Machinery Manufactur- 
ers’ Assn., Inc., general manager, R. 
Kennedy Hanson with headquarters at 
1108 Clark Bldg., Pittsburgh 2, Pa.; Na- 
tional Supply & Machinery Distribu- 
tors’ Assn., secretary-treasurer, Henry 
R. Rinehart with headquarters at 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ Assn., 
secretary-treasurer, E. L. Pugh, 712 Vol- 
unteer Bldg., Atlanta 3, Ga. The first 
Conference Booth Program will be held 
concurrently with the convention at the 
Atlantic City Auditorium. 

Virginia Retail Hardware Assn., an- 
nual convention and exhibit, March 23- 
25, 1948, at Roanoke, Va. Meetings at 








Hotel Roanoke; exhibit at City Audi- prs - 
torium. G. T. Omohundro, Jr., Scotts- eaut 
sales stim 


ville, Va., secretary. 

Western Retail 
Hardware Association, annual conven- 
tion and exhibit, Jan. 20-22, 1948, at 
Municipal Auditorium, Kansas City, 
Mo. Hardware and farm equipment 
forums will be held Jan. 19 at 8:00 
p- m. Frank H. Spink, 322 Scarritt 
Building, Kansas City 6, Mo., secretary- 
treasurer. 

West Virginia Hardware Associa- 
tion, convention, Feb. 16-17, 1948, at 
Parkersburg. James C. Fielding, 1628 
McClung St., Charleston 1, secretary. 
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Wisconsin Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 3-5, 1948, at the Milwaukee Audi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Stevens Point, Wis., secretary. 





Correct Answers to 
Test Your Hardware Sense 
(Questions on page 272) 





l—Answer. Rent $675; insurance 
$225; salary expense $6,300; advertis- Here's : 
ing $315. high-qua 
2—Answer—(a) Feet in a mile; (b) able sell 
feet in a rod: (c) square inches in a System « 
square foot; (d) Pi, a multiplier used more a 
in finding the circumference of a circle; deliver 
(e) square rods in an acre. running 
3—Answer. The term “fixed assets” it, and i 
applies to accounts and property pur- 
chased for use in a business which will THE F. 


not be entirely consumed by its use. Dept 
Examples of fixed asset accounts are 
Land Account; Building Account; 
Store Fixture Account; Shop Tools and 
Equipment Account, etc. 

4—Answer. Cost per gallon $2.40. 
Sell per gallon $3.70. 

5—Answer. Margin off “each” cost 
is 33 1/3 per cent; on quantity cost 
40 per cent. 
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MAXIMUM STRENGTH 
And Uniform Quality Mean 
Satisfied Customers with 


SHEFFIELD 
OIL 
COLORS 


In BULK, 2 pint and Quart 
Cans as well as 3 sizes of 
Lithographed Tubes 


30 outstanding colors, 
» triple ground in pure 
linseed oil to give 
maximum strength 
and cleanest colors. 
Highest uniform qual- 
ity assured because 








of our volume production and modern equipment. 
A beautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


Shetticld Zrorezge 


PAINT CORPORATION 
CLEVELAND 6, OHIO 






























ANNOUNCING 


The NEW MYERS 
ALL WEATHER 


FROST-PROOF 


Here’s another famous Myers 
high-quality product for profit- 
able selling. Every Myers Water 
System customer can use one or 
more additional hydrants to 
deliver a constant supply of 
running water where he needs 
it, and in all kinds of weather. 


BE PPR PONE PAB SS 


THE F. E. MYERS & BRO. CO. 
Dept. H-49, Ashland, Ohio 
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FRONT 
Featuring: 


Attractive assortment of pictures lithographed on 
n etal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
23 ivory 8-17/64"" 6"' or 7" 3 Ibs. 7 o2. 43 Ibs. 
#8 Ivory 9-3/4"" 7 or 8" 5 Ibs. 62 Ibs. 
Packing—! dozen per carton, | gross per case 


Order from Your Wholesaler, or Write Us for Reference 


J. L. CLARK MANUFACTURING CO.,“tcnois ’ 































rong's Glazing Compound No. 33 
is just the kind of glazing compound both 
you and your customers will say is best 
for every job. It will not crack, chip nor 
lose its bond; will not ‘sag’; can't disin- 
tegrate nor fall out; never goes rock hard 
(remains usable in container indefinitely); 
can be painted immediately . . . and it 
works smoothly, easily! 

Order Armstrong's Glazing Compound 
No. 33 from your jobber now or write for 
complete details. THE ARMSTRONG 
COMPANY, DETROIT 17; CHICAGO 9; 
DALLAS 1. 


Ask about ARMSTRONG’S CAULK- 
ING COMPOUND, too 

























THARCO ASBESTOS FURNACE CE- 
MENT is best for furnace repair jobs 


“ARMS TRaNE COMP 


ARMSTRONG’S 


Elastic Claying Compound, 














WARWOOD WORKMANSHIP 


MAKES THE DIFFERENCE | SAW MANDRELS 


These “QUALITY” saw mandrels are designed and constructed Cr 
of the finest materials available and can be used in the factory, 
in the garage, on the farm, as well as in the home work shop. 


INA\ BALL BEARING 








These ‘““BALL 
BEARING” saw 
mandrels are 
good for high 














| 
| speed, heavy Fl 
loads, shock loads FLAT 
and power transmission. : a 
| Made of one piece grey iron cast housing double seaied BALL 
BEARINGS designed to exclude dirt and retain the lubricant. 
Comes in sizes ¥2", 5", %" saw bore. 
| ALUMINUM PLASTERING HAWKS am 
OUR ALUMINUM hawks are made smc 
of 12 gauge hard rolled aluminum 
plate, light weight, highly polish- 
ed, very strong, will not rust, will 
not warp. Size 13” x 13”. 
THESE HAWKS are equipped with 
a special constructed flange and 
inserted brass bushing which pre- 
ee. vents rusting and locking of bolt. ™ 
| Fastened with tour rivets countersunk flush on both sides of 
hawk and scored surface. FOR EAS 
Handle made of very fine grade of soft maple, sanded and 
| tapered. Has sponge rubber callous preventer. Packed 6 to a box. QUAI 


Warwood Forged Tools 

are known as the standard 

for comparison wherever 

heavy hand tools are required. 

Correctly designed for agricul- 

tural, general construction and 

contracting work, road and street i = 

repair work and for many other ‘ 

1 : industrial uses, these famous tools repre- 

| "| _ sent the ultimate in heavy hand tools. 

(a Enjoy an increased volume by making 

your store headquarters for Warwood 
Forged Tools. 


Write for descriptive literature of our enfire line 


Majestic Tool Mfg. Co. 


120 N. JEFFERSON STREET od alley clei .a| 4 Gam we 














N¢ 


MATTOCKS...SLEDGES...MAULS...HAMMERS 

WEDGES... PICKS... BARS...HOES... ALSO 

TRACK TOOLS...ANVIL TOOLS... MINING 
TOOLS, AUGERS AND CUTTER BITS. 


FULLY GUARANTEED 
AS TO QUALITY, FIT, AND FINISH 





Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 
soft center or No. 2 crucible steel of the 
highest quality obtainable. Send today for % A 


catalog and trade prices. 
SKIL 


WARWOOD TOOL COMPANY 
WHEELING, WEST VIRGINIA 
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‘Machines for Cutting 
Crimping -—~ 
and 4" 






Beading 


STOVE PIPE 
FURNACE PIPE 






FOR EASIER, FASTER WORK 
DEALERS! | 


HIGH EXTREME 
QUALITY PRODUCTS —_LOW PRICES Write 


HEAVY DUTY BUILT FOR YEARS OF SERVICE 


CHARLES E. KRAUS MFG. CO. 
an tS SRS LOUISVILLE 2.KY. J 


SKILLMAN LOCKSETS 


NOW READY FOR PROMPT SHIPMENT | 
No. 90 Tubular Cylinder Night Latch | 


| 5 Pin Brass Cylinder, Brass Plug 


Can be keyed alike or master keyed 
With All Skillman Cylinder Locksets 
Case |" Diameter by 3!/2" long, Backset 


2I/". 
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PROMPT SHIPMENTS 


A Reliable Manufacturer For 66 Years 


SKILLMAN HARDWARE MFG. (0. 


TRENTON 4, N. J. 
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DROP FORGINGS 


Railroad Pick, Single Point 


Contractor's Pick 


Pick Mattock 





Cutter Mattock 





Grab Hook Round Hook, Straight Eye 





Cold Shut 


Drop forged from highest grade steel scien- 
tifically heat treated, oil tempered. Built 
for practical service, strong and tough. 


WRITE FOR CATALOG 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 
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GILL ELECTRIC STOVE WITH DRIP PAN, 
GRILL & CAST ALUMINUM GRIDDLE 
only $39.95 List. 






DC and smaller models available. 
Ask your jobber for discount in- 
formation or write to... 


1 for 

ERTISED. Idea’ 
NATIONALLY on — cabins, 
barbecuss > ofices oe ver it pase 
= =, broils, boils, fi s. Cooks 


roasts, toasts, b 


rooms. 















* six. 
> 4 full dinner fof ee 
§ STEEL top — 
siueaiust ble heat contro 
= r oot feet 







8 ; - ial WIRING — usable 1s30 

2G volts, 2 
oe vee eis AC. A pproved b y 
watts, Moers Laboratories- 


ELECTRIC STOVE 


GILL ELECTRIC MFG. CORP. 
210 Citrus Ave., Redlands, Calif. 


Quality Electrical Products Since 1920 
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REPEAT RET 


3 "=r FAVORITES 


with TRADESMEN 
and HOME “PUTTERERS”’ 


Consumers Casein Glue 
A remarkable cold water mixed casein 
base adhesive. Easy to use and resistant 
to water after setting. Especially suited 
for home use—it’s so easy to use and 
does a professional job that lasts—on 
wood, fibre board or cardboard. 


Pe iaelel-Viilele aaiaia-m este, 


anne presents “KEILSON” 
MAIL BOXES 











casein 


GLUE 


FASILY MIXEO 
im COLD WATER 
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Consumers Crack Filler 
(wood putty) Preferred by professionals | 
and home craftsmen, alike because it’s 
easy working and non-shrinking. Sets fast, 
takes fine sanding and takes stains read- 
ily. Powder form does not deteriorate but 
stays ready to mix with water. 
° 
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Consumers Paint Remover 
Outstanding among paint removers be- 
cause of its speedy action. Stays wet 
while working, yet dries quickly after 
scraping or wiping. Treated surface can’ 
be painted without further preparation. 
Non-injurious to hands and clothing. 
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PRING HINGE CO 0. In. 


BROOKLYN 5, NEW YORK 
. CHICAGO SALES OFFICE: 180 N. WACKER DRIVE 


CONSUMERS GLUE CO. 





1515 N. HADLEY ST. ST. LOUIS 6, MO. 

















CARDED 
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"CAMEL HAIR 
464 WEST 34th STREET, NEW YORK 1, NEW YORK| Aprtists’ BRUSHES 


M, GRUMBACHER OF CANADA LTD,. 179 KING STREET W.. TORONTO, ONTARIO 





OR IN BULK 


Send for 1948 Catalog 
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FEATUF 
Master 
and Juni 
Squeegee 
play dea 
ww, ©, 


muitiple 
wiper an 


ed sizes, 
play car 
4 wipers. 
Junior D 
6 doz. as 
ed sizes, 
play care 
4 wipers. 


FREE—wi 
colors. 


3047 Am! 
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| DRIP PAN, 
M GRIDDLE 
y $39.95 List. 


; available. 
scount in- 


tO... 


























Stanley Klarman 


IMMEDIATE DELIVERY 


TELE-LOCK 


LOCKS THE PHONE 


Allows incoming calls 
@ Prevents outgoing calls 
© Attractively designed 

® Highly polished nickel finish © Packed one (!) dozen in a box 





National Sales Representative 


me | CAR WINDOWS . 
h CASEMENT WINDOWS 


SS HOME winpows 






STORE WINDOWS 


For PROVEN QUALITY— 


L U X ALL ALUMINUM 
WINDOW SQUEEGEES 
FEATURING 
Master 
and Junior 
Squeegee dis- 
play deals. 
16”, 12”, 6” 
multiple blade 
wiper and 6” 
single blade 
wiper. 
Master Display 
9 doz. assort- 
ed sizes, 1 dis- 
play card and 
4 wipers. 
Junior Display 
6 doz. assort- 
ed sizes, 1 dis- 
play card and 
4 wipers. 





FREE—with each deal, one easel display card in siz 


G. & H. MANUFACTURING CO. 


3047 Amber St. 


colors. 


Philadelphia 34, Penna. 
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@ High pin tumbler security 
® Can be had keyed alike 
®@ Counter displays available 


25 WARREN STREET 
NEW YORK 7, NEW YORK 











FITLER ROPE 
FITS THE 


Consult your Fitler Dealer 
on all rope requirements. 
Whether the need is purely 
for rugged strength or one 
that calls for whip flexibil- 
ity, your Dealer is ever 
ready to guide you. For 
one hundred and _forty- 
three years Fitler has sup- 
plied industry with de- 
pendable rope that is 
designed to fit the job. 





Look for the patented Blue and Yellow trade 
mark in all Fitler Brand,Pure Manila Rope 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 
Manufacturers of Quality Rope Since 1804 








PRECISION BUILD FOR CRAFTSMEN 


SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN. 












































Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 934 by 12 inches over all; writing area 
8'/, by I1'/ inches. Sheets printed on both sides of white 
paper, with 28 entry lines on each side. PRICE $1 for 200 
sheets (400 pages) plus 25¢ muiling charge. 





















































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means you really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 

During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 


Inventory Sheets because they found them simple, convenient 


and handy to use. The WHITE INVENTORY SHEETS are 



























































the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out, 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today, 


Cheenneniienannediieannces THD COPE ccccencuscesweneccesecucegqeoses 


HARDWARE AGE 
100 East 42nd Street, New York 17, es 
Gentlemen: 


Here is my $ Please send me.. 


charge). Also send me 


hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 


Binders (50¢ each). Send these to me by return mail. 


NAME a choses belies apis Aine mmr eats o's Sis e cine ge occ RE DEES 


ADDRESS 
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} IT’S SO EASY TO USE 
FRANKLIN GLUE 


If Blondie had used 
Franklin Glue the 
joint would have 
been stronger than 
the wood itself. 
Franklin is genuine 
hide glue in liquid 
form, ready-to-use. 


— AND AFTER ALL OF OUR 
ADVERTISING, TOO! 





Cea eights prevareed. Bo met eopratiees THE FRANKLIN GLUE CO. 


World rights p 
COLUMBUS 15, OHIO 


without permission. 








Complete your line with this 


FUEL OF A HUNDRED USES! 


Sales territories now open to distributors and 
> ‘ dealers in many areas for Ford Heat-Packed 
a re Charcoal Briquets—the modernized wood char- 
coal in concentrated form, for more intense heat. 
Seller Easy to Install 
Here’s why Ford Charcoal Briquets mean real 
profits for you: 


mnvenient and 
ward making 
undertaking. 


- the HARD- 
ised by thou- 
eets from us 


se sheets are 
is possessions 
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d surer with 
oupon below 


; 25¢ mailing 
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Majestic CIRCULATOR FIREPLACE 


When you point out the fuel-saving and other ad- 
vantages of a fireplace built around this all-in- 
clusive, all-metal unit, you can be sure of profit-mak- 
ing sales. Smoke-free heat flows from the Majestic 
Circulator to blanket entire 

rooms. Replaces high-cost 

furnace heat in chilly fall or 

spring. Sole source of heat 

for small homes in mild cli- 

mates. This fireplace pack- 

age has all necessary oper- 

ating parts built in including 

dome damper with patented, 

easy-to-use poker control. 

Fits any style mantel. Prompt de- 

livery on all sizes. Send for new 

bulletin today. 


The Majestic Co. 


836 Erie St., Huntington, Ind. © 























WRITE FOR AN tLLUSTRATED CATALOG 


GENERAL 


3618 W. PIERCE §$ 


OCTOBER 23, 1947 
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Better Product: 

Cleaner, smoke- 
less, spark-free—For 
Charcoal Briquets burn 
far longer than ordinary 
charcoal! They give an 
even heat that lasts and 
lasts. And they're of uni- 
form size. Free from waste 
and fines. 


Good Mark-Up: 
. Profitable mark-up 
for distributor and dealer 
alike! 


. Big Market: Pic- 
nics ¢ Barbecues « 
Camping ¢ Hotels « Res- 
taurants ¢ Clubs ¢ Dining 
Cars @ Refrigerated Rail 
and Truck Lines ¢ Foun- 
dries ¢ Metal Refineries ¢ 
Tinsmiths ¢ Packing 
Houses « Tobacco Growers. 


Steady Sales: Not 

seasonal, Profits 
Winter and Summer—all 
year ‘round! 


Add Ford Charcoal Briquets to your line. Prices now 
reduced approximately 10%! Write, wire or phone: 


MOTOR COMPANY 


Special Products Department 
DEARBORN, MICHIGAN 


HEAT-PACKED 


CHARCOAL 


BRIQUETS 











BUY FROM YOUR REGULAR JOBBER 


COM PANY 


MILWAUKEE,WISCONSIN 






































DON’T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 






“Lifts from 1000 te 2000 Ibs. with ease” 
ELEVATOR POWER UNITS 
ELECTRIC ELEVATORS 


DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 


Write for Information and prices. FOSTORIA, O. 

















BOX WICKING 
A, 0", 1%", IH” 
WIDE REINFORCED 
WITH CHROME 
STEEL BAND 


PILGRIM 
OIL BURNING 
WATER HEATER 


CAPACITY 40 GAL. cum ; 
TANK; 8 TURN COIL = — 
Copper Hot Water 
Coils © 3 Gal Metal 
Tank Stands @ Range 
Oil Burners @ Port- | 
able Space Heaters 
©@ Kerosene Cook 
Stoves, Etc. 


IMMEDIATE 
DELIVERY 


Write Department J 
R_For Price Lis? 


PILGRIM OIL BURNER MFG. CO. 


HARTFORD 1, CONN. 


















































skillfully 
that assure top performance 
Bottom: SHALLOW WELL. 
Simple, accessible, depend- 
able. A leader everywhere. 


GOODYEAR LOAD BINDER 


OPEN, New, improved 
with added 
swiver strength, rede- 
signed handle, 
forged steel hooks 
and swivels. Se- 
cures all loads on 


CLOSED ei 
which a chain is 


used. Tested to 10,000 lbs. breaking strength. Takes 
up 4 in. chain—easy adjustment. Weight 11 lbs. Lever 
211% ins. 4% in. takeup. A safe load binder that sells 
on merit. Backed by 50 years experience. Write— 


GOODYEAR AND MILLER CO. 


Bloomdale, Ohio, U. S. A. 























w:DONALD 


ENDABLE WATER 


P 
coal SYSTEMS: 






Top: DEEP WELL. Compact, 
engineered units 


“Famous for Service” 
for 91 years 


Also hydro-jet systems. 


A. Y. MCDONALD MFG. CO., DUBUQUE, IOWA 


Rent 
Rent 


—— LET 


FL 
® TR 


Only | 
Write De 
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A.’ 2" Chuck & 

Arbor combina- 

tion. 

B. '"" Arbor for 
ft. 


Pp. 

| E. Y%" Work Arbor 
for drill. 

F. 2" Machinist's 
mp. 


Inquiries invited 


x4 for Equipment or 
ine ollie ea Sel I Re-sale 


DROITCOUR CoO. 


700 WEST SHORE ROAD CONIMICUT !, RHODE ISLAND 




















_ AT GUN POINT- 


There's no better material to have at your 
caulking gun point — and no more con- : f 
venient and economical way to get it there than by a Flexiseal / 
Quick-Load Cartridge. Saves time and bother. Flexiseal is easy / 
to apply, adhesive, ,and dependably non-staining. Dries to a /7 
tough surface skin but remains flexible | | 
underneath. In cartridge and cans in Bril-/ 
liant White, Alba White, and Limestone 


Gray in cans only. i 


‘LANDEN PUTTY WORKS 


45 Irving Street Malden, Massachusetts 
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STAMPS for 
Hard Surfaces 


Now ready for use on tough 4 
marking jobs everywhere 
in busy American industry, , 
these new hand-made Mil- Ey 
lers Falls tool-steel stamps 
have special tempered faces 
to stand up where ordinary 
stamps would fail, and 
tempered heads to prevent 
mushrooming or fracturing. Character sizes from 1/20” 
to 14”, letters and figures. Sharp, clear, legible impres- 
Sions. Packed in well-made wooden box. Write for details. 


MILLERS FALLS COMPANY iitc> 
GREENFIELD - - MASSACHUSETTS “Sy 

















See wee RO BOSSES SOS SSS ESSE 


NOW AVAILABLE ... AMERICA'S ; 
FASTEST SELLING POWER TOOL | 


am AMERICA’S LOWEST PRICED 
\ BAND SAW 


CONTAINS ENGINEERING FEATURES 
FOUND ONLY IN HIGHEST PRICED 











MACHINES. practical, modern design; new only 
improved model, ee — 
operation. Cuts to center of large 14” 
cirele, 2%” thick. Genuine ‘‘Oilite’ $76-95 
bearings; adjustable ball-bearing blade 
guide. Upper wheel blade-tension ad- LIST 
justment; safe, fully enclosed mechanism. 
Thoroughly proved construction, ruggedly de- Write Dept. 
signed with sturdy laminated plywood. Stands 105 for com- 
24” overall. As illustrated—blade included plete infor- 
Immediate delivery! Nationally advertised! — a 
counts. 
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MASTER SIZ 
Formerly $4.§ 
Repeated incr 
labor have for 
your cooperat 
nationally ad\ 
Foley Mfg. Co., 


AVAILABLE 
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improved 
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th, rede- 
handle, 
teel hooks 
ivels. Se- 
1 loads on 
1 chain is 
th. Takes 
lbs. Lever 
that sells 
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UE, IOWA 





rom 1/20” 
le impres- 
or details. 


ILLER'S FALLS 
TOOLS 
4 








ERICA'S | 
2 TOOL ! 


only 
$16.95 


LIST 


Write Dept. 
105 for com- 
plete infor- 
nation and 
Dealer Dis- 
counts. 


weno 


.RE AGE 








Rental PROFITS — Minus 
Rental Headaches 


—— LET YOUR CUSTOMERS RENT 


REID-WAY “8” 


FLOOR SANDERS 
©® TROUBLE-FREE 


Only One Moving Part 
Write Dept. HA. for Details 


REID-WAY, INC. 


‘*VITAL CAULKING GUNS 


HAVE NO EQUAL" 
































AND 
CARTRIDGES 


The complete original Ist 
line of guns and cartridges 
rotary style single unit handles, all styles; sizes 1 pt. 
to 242 qts. Nozzles from 1/16” up. Vital Caulking Guns feature the 
new “Clear-tlow’ one-piece tapered nozzie—no strain, no slipping, no 
excess weight. Vital-Pak top grade compound cartridges keep guns 
clean, eliminate messy filling. List: from $4.00 to $17.00. Cartridges 
at current prices. Liberal terms. Call your jobber. 


The VITAL Products Mfg. Co. 


7500 Quincy Ave. Cleveland, Ohio 





















2917 First Ave. S.E. 
Cedar Rapids, lowa 








poe 2 Ue cee 
manufacture. 


at: 
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OWN & SHARPE MFG. CO. 
PROVIDENCE, R. |., U. S. A. 


a4 
amas <7) 
ee os (¥) 7} 


ea 
rw) 


BICYCLES » VELOCIPEDES 


te je . 


OWN WN1 
HAIR CLIPPERS 


Scuce 1895 


- NEW YORK, N.Y 


ROLLER SKATES 


D. P. HARRIS HDW. & MFG. CO., INC ROLLFAST BLDG 





WARM MORNING COAL HEATERS 


OUTSELL ALL OTHERS! 





Roret OF pg etrone on 

‘* Guaranteed by ™ 

Good Housekeeping 
i 


22745 anvcanssto WS 





Four Popular Models Available 


MODEL ll MODEL 
524-8 w ole 


20 Warehouses to Serve You = Distributed Wholesale by 


STOVE DIVISION 


Southern Coal Company, Inc. 


America's Largest Distributor of The Genuine Warm Morning Coal Heater 
ATLANTA «© BIRMINGHAM + CHARLOTTE + CHICAGO «+ DALLAS «+ FT. SMITH 
KANSAS CITY « KNOXVILLE « LOUISVILLE + NASHVILLE + NEW ORLEANS 
OMAHA «+ ST. LOUIS 
GENERAL OFFICES: MEMPHIS |, TENNESSEE 

. 


411 JUMBO _ Mode! v.00 









MODEL 
$20-8 


=| 


MODEL 
= 420-A 


PRICES ADVANCED 
OCTOBER 1, 1947 


HOUSEHOLD SIZE $189 


Formerly $1.50 
$ 595 


MASTER SIZE 

Formerly $4.95 

Repeated increases in materials and 
labor have forced this decision. We ask 
your cooperation in maintaining these new 
nationally advertised retail prices. 

Foley Mfg. Co., Minneapolis 18, Minn. 


AVAILABLE ONLY THRU JOBBERS 





we | Also Mokers of 
pores) 
FLOUR SIFTER 
FOLEY BieNDINGFORK fm 
CHOPPER 























IMPERIAL Self-Closing 
BARREL FAUCETS ‘0 STEEL sarrets 


Made with Metal-to-Metal Seat 
No Washers to Wear Out 


~~ 


—_ 












Holds oil, gasoline, ker- 
osene, alcohol, thinners, 
solvents, clear lacquers, 
light varnishes, etc. Easy 























For LARGE FLOOR AREAS 


to operate . . . closes automatically. Can be locked #7 Now another model of the famous Cellulose Sponge Minute Mop and 
5 illi i g 4" ) —the No. 801 Jumbo Model, for homes, steres, offices, shops— 
open or closed. Many millions in use. Has 34 '¢ Drainer—the No Jun gn ge 





os’ 4 50% more sponge—bigger head——bigger drainer 





~ AY f model, $2.98 Complete with new Drainer, 54” handle and handle 
3: of tight clamp. (List price regular mode] No. 101—$1.95 complete). 
RAD Write or phone your jobber today. 


MINUTE MOP CO. '3,6:23,29; 5°": 


CHICAGO 16 ILL. 


pipe thread. Here’s a fast moving item you'll 

want to handle . .. and use in your own store. 
No. 261-G .. . Barrel Faucet 

IF YOUR JOBBER CANNOT SUPPLY YOU, WRITE TO 


THE IMPERIAL BRASS MFG. CO. Le | 






























OCTOBER 23, 1947 








AUTOMATIC GRIP 
SCREWDRIVERS 


MORE WORK 


IN LESS 24 
TIME! LP 


YOUR JOBBER 


Hold- E-Zees do the job better, faster. They excel wherever screw- 
drivers are used. Gripper instantly released by spring action, slid- 
ing up out of way when not in use. All materials highest quality. 


UPSON BROS., INC., 84 Exchange Street, Rochester 4, N.Y. 





ORDER THRU 








CINCOULN 


LUBRICATING EQUIPMENT 


“It's The Finest Thot se Con bf 
Model 1035 Lever Gun : . 








Lincoln 1 a plete line of Lubri- 
cating Equipment and Grease Fittings— 
Hand-Operated Grease Guns, High-Pres- 
sure and Volume Type Bucket Pumps, 
Transfer Pumps, Kleenseal and Button 
Head Grease Fittings in a full range of 
types and sizes for tractors, trucks, pas- 





TI01A senger cars, farm implements and farm 
Push Type machinery. 
Grease Gun Write for Complete Information. 
LINCOLN ENGINEERING COMPANY 
C46-11 5701 Natural Bridge Ave., St. Louis 20, Mo. 














Make Keys... Make Money 


with our improved 
Detroit Key Machine 
- an advanced 
method of key cut- 
ting...all types of 
paracentric keys 
easily made by code 
number or duplica- 
tion. Write today 
for full particulars 
concerning this low- 
vriced machine and 
for catalog and prices 
of Stewart improved 
key-cutting tools and 
equipment. 





The Improved 
Detroit Key Machine 


F. W. STEWART MFG. CORP. 


4311 Ravenswood Ave., Chicago 13, Ill. 
West Coast Branch: 431 Venice Bivd., Los Angeles 15, Calif. 








SPOT SASH CORD 

PHOENIX SASH CORD 

AETNA SASH CORD _ 
WHALE CLOTHES LINES _ 
SAMSON SMALL JINES 


Bai ‘a fa) % 
“E You know them, your 3 
j customers know them by + 

imesh name and quality. i 


SAMSON CORDAGE WORKS, BOSTON 10, MASS. 




























JOBS 100 TOUGH 
FOR ORDINARY REMOVERS 


Give BULL DOG “the works” on any removing job. 
On vertical or overhead surfaces it “stays put”. In 
the open air and hot sun it won't evaporate (stays 
wet for 24 hours). Effectively removes as many as 
20 old coats of hard paint, varnish, enamel, syn- 
thetic or lacquer materials. Works fast and WILL 
NOT HARM THE SKIN OR SURFACE. A “must” for 
outside work, a “cinch” for inside work. 
















135 DEY STREET JERSEY CITY 6, N. J 





EATS PAINT 
BITES VARNISH 


CHEWS LACQUER 





GILLESPIE PAINTS 























BRING HIGH QUALITY 
TO THE LOW PRICE FIELD 


LeBus Type “‘A’’ Load Binders are drop 
forged of alloy and carbon steels, fully heat- 
treated, fully guaranteed and they have the de- 
pendable Lelius forged ‘‘ball-and-socket’’ 
swivel that cannot bind or deform .. . yet, 
they retail at prices that will appeal to 
farmers, light industrial haulers and others who 
demand quality at low cost. Stock them for 
additional sales . . . greater profits. 


Also available are Type 
“@” and Type “L’”’ Load 
Binders for heavier ser- 
vices. Complete informa- 
tion furnished upon re- 
aquest, 


SOLD ONLY THROUGH RECOGNIZED 
JOBBERS AND DISTRIBUTORS 


LEBUS ROTARY TOOL WORKS S 


P.O. BOX 2352 LONGVIEW, TEXAS 











WY Vf 
IT REVOLVES! N 4 SPRAY-MIST 


IT SPRAYS! SPRINKLER 


IT MISTS! 
IT AERATES! 








“CONVERTS YOUR 
HOSE TO A 
LAWN SPRINKLER” 








DETROIT 10, MICHIGAN 


5141 MILITARY 





Dcertess INDUSTRIES 











When You Know 
The Trade-Name— 


of a certain product and want to know “Who Mates it?" 
look in the General Directory Section of the “Who Makes It?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heeding of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 











HARDWARE AGE 
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of se = 
> FOR NATIONALLY 

. ADVERTISED 

‘\ POCKET KNIVES | 











CAMILLUS. 
has the cage” 


CAMILLUS CUTLERY COMPANY, New York 17, N.Y. 
Established 1876..... Factory at Camillus, N. Y. 





ALYOUSTABLE 


SEND FOR COMPLETE 
INFORMATION 


GEPHART MFG. CO. 


1020 West Adams St., Chicago 7, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING « FLY FISHING « SALT WATER FISHING 








THE 


ROPE 


YOU CAN TRUST BINDER TWINE 


BALER TWINE 





PLYMOUTH, MASSACHUSETTS 





NOW AVAILABLE! 






ROLLER DERBY SKATE CO. 
4533 Payne Ave., Cleveland 3 














YOUR 1948 
CATALOG IS READY 


Dealers who are planning now for the big 194% 
season ahead, are invited to send for the Bennett 
Millard Catalog. This book is full of quick-turn- 
ing, profit-making items for the Sporting Goods 
Dealer. Flies, Leaders, Snelled Hooks, Artificial 
Lures, and a large variety of fishing specialties 
are represented. Send for it today. 


Bennett Millard Fishing Tackle, Inc. 


130 Washington Street BINGHAMTON 10, N. Y. 








Over 25,000 retail hardwore stores serviced * 
through established well-rated wholesale dis 
tributors give your product consistent nation 


wide soles. No credit risk . one contact 
with Tru-Test means o complete over-oll 
marketing and merchandising program for 
you. Write today for details 











TRU-TEST é50'sciark st. cicaco's, tt 












WHY LOSE MONEY and FRIENDS 
On a 10¢ Oil? 


Sell a premium oil—famous for years— 


FIENDOIL 


“The Enemy of Corrosion and Friction” 






Sells hobbyist, hunter, householder—extra @ tusricates 
@ cleans 


@ PREVENTS RUST 






profit on each Fiendoil sale! 


3 oz. Spout Can Dealer Price 
40c. Retail $3.20 Doz. 


McCAMBRIDGE & McCAMBRIDGE CO. 


2201 Eagle St., Baltimore 23, Md. 





PAINT CONDITIO# 


OCTOBER 23. 





It costs no more to own the best. Buy RED DEVIL 
modern-line Glass Cutters and painters’ and glaziers’ tools. 


Irvington, New Jersey. U. S. A. 


SCRAPER 





RED DEVIL TOOLS 

















































(Classified Aduertising Rates 

















Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted. etc. 


Positions Wanted 
(Special Rate) set solid, maximum, 
50 words .. 


Allow Seven Words for Keyed Address 
or Your Address 





Set solid, maximum, 50 words....... $5.00 
Each additional word......... 10 


Each additional word......... -05 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 























tlelp Wanted _—=«dsX 


[Sales Representatives Wanted | 





ONE CLERK AND ONE SALESMAN 
WANTED for a Well Established Hardware and 
Mill Supply Business. Age no object. Experi- 
ence preferred but not essential. Apply to Lilien 
Hardware & Supply Corp., 49-06 Vernon Blvd., 
Long Island City 1, New York. 


A FEW CHOICE TERRITORIES OPEN 
FOR FULL LINE OF TOP-QUALITY STEEL 
WOOL PRODUCTS. Write details of area and 
types of accounts you serve. Address Box L-472, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





| 

WANTED MAN WHO IS FAMILIAR WITH 
Small Retail Lumber Yard, Mill Hardware Sup- 
plies, has wholesale buying contacts. Can handle 
trucks and men. Advise salary, experience. Ad- 
dress Box L-515, care of Harpware AcE, 100 
East 42nd St., New York 17, N. Y. 


SALESMEN NOW CALLING ON PAINT 
AND HARDWARE TRADE tto sell Popular 
Line of Paint and Household Brushes on 10% 
commission. Many territories open. Give de- 
tails. Craftsman Brush Co., 12 Waverly Place, 
New York 3, N. Y. 





i SOUTHERN CALIFORNIA DEPARTMENT 
STORE NEEDS QUALIFIED BUYER of Small 
| Tools including Power Tools and Related Lines. 
Furnish complete resume, including age and _all 
1] pertinent information. Good salary and excellent 
i} bonus opportunity. Reply to Box L-494, care of 
| a Act, 100 East 42nd St., New York 
vs Dee . 





/ en 





| DEPARTMENT STORE MANAGERS. Burr 
Department Stores, a national, rapidly expanding 


WANTED SALESMAN HAVING AN AC. 
TUAL ACQUAINTANCE AND FOLLOWING 
with notions and novelty, grocer, paper and wood- 
enware jobbers to sell a line of padlocks on com- 
mission basis. Write Box L-510, care of Harp- 
ware AcE, 100 East 42nd St., New York 17, 
N. Y., with complete information about yourself. 





ROPE SALESMEN, MANILA ROPE, MAN- 
UFACTURED IN PHILIPPINES WHERE 
HEMP GROWS. Long established trade neces- 





; 
} group of stores, can now place a limited number 
of well qualified men in training for management. 
. Experience must cover the general department 
| store field, preferably both hard and soft lines. | 
Must be under 35 years of age and free to move. 
Training from 3 to 6 months. Our group of 35 | 
stores is located principally in the towns in | 
/ Midwest and Southwest. Considerable expansion 
} planned. Managers receive good salaries adjusted 
to store sales volume plus liberal share of the 
; net profit as a yearly bonus. Retirement Plan, 
} Group Life, A. D. & D. and Hospital Insurance 
available, company sharing,cost. Apply by letter 
only giving full details and training salary ex- 
pected to E. H. Eaton, Personnel Manager, Burr 
Department Stores, 430 W. Randolph Street, | 
Chicago 80, Ill. . 
















Purchasing Agent 


MUST BE EXPERIENCED IN HARDWARE, 
TOOLS, HOUSEWARES, ELECTRICAL MER- 
CHANDISE, FTC. TO ASSUME FULL CHARGE 
OF ALL BUYING FOR YOUNG, PROGRESSIVE 
EASTERN JOBBER. WE PREFER A YOUNGER 
MAN WHOSE PRESENT CONNECTIONS HIN- 
DER HIS PROGRESS. UNLIMITED OPPOR- 
TUNITY FOR A MAN WILLING TO ASSUME 
RESPONSIBILITY AND WORK. PROPOSITION 
WILL STAND THOROUGH INVESTIGATION. 
LOCATED IN THE EAST. 


Reply with full particulars to 


Box L-508, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














| 
| 
| 
| 
| 


| 

WANTED WEST COAST AGENT, CON- 

TACTING DISTRIBUTORS AND_ LARGE |} 
CONSUMERS for Large Well Known Distributor 
of Screws, Bolts and Nuts. Exclusive Area. Com- 

mission only. 





Address Box L-506, care of Harp- 


East 42nd St., New 


sary, sideline. Write fully giving references. 


| Address Box L-509, care of HARDWARE AcE, 100 


East 42nd St., New York 17, N. Y. 





WANTED HARDWARE SALESMEN, AND 
SALES ORGANIZATIONS. Quality Line of 
Cabinet Hardware, and Inexpensive Builders 
Hardware, competitive prices, many territories 
open, items are hot, immediate deliveries. Direct 
dealer, and jobber contacts essential, full terri- 
torial protection on re-orders. Factory expansion 
makes this offer possible. Write complete details. 
P-G Mfg. Co., 10857 Chandler Blvd., North 


AGENTS CALLING ON RETAIL HARD- 
WARE, VARIETY AND DRUG STORES, Fast 
Selling Christmas Tree Holder. Retails for less 
than $1.00. Send $1.00 deposit for sample and 
selling kit, money refunded upon return of sample. 
We pay 15% to 17% commission. Yarder Mfg. 
Co., Toledo 12, Ohio. 





WANTED SALESMEN, TO SELL FULL 
LINE OF PLUMBING SPECIALTIES, various 
territories open, calling on plumbing supply job- 
bers and hardware stores. State age, experience, 
references and territory covered. Address Acme 
Plumbing Specialties Co., 96 Warren Street, New 
York 7, N. Y. 








SALESMEN WANTED—FULL LINE HIGH 
GRADE PURE BRISTLE PAINT BRUSHES. 
with some exclusive features on certain items, in 
attractive displays. Popularly priced. All terri- 
tories open. 10% commission paid. Write giving 
full information and references. Address Box 
L-496, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 





SALESMEN, HERE IS AN EXCELLENT 
OPPORTUNITY if you are presently calling on 
Paint, Hardware, Department and Variety Stores, 
Lumber Yards, Insulation Accounts, Institutions, 
Industries, and Hotels. Exclusive territory open 
at very attractive commission. Write Box L-512, 
care of Harpware AGE, 100 East 42nd St., New 
York 17, N. Y. Give phone number and address 
for interview. 








Hollywood, Calif. 








EXPERIENCED | 


PAINT SALESMEN | 


OR SALES AGENTS 
WANTED 


For Following Territories: 


MAINE, VERMONT, NEW HAMPSHIRE, MAS- | | 
SACHUSETTS, UPSTATE NEW YORK, PENNSYL- 
VANIA, OHIO, INDIANA, ILLINOIS, KEN- 
TUCKY, W. VIRGINIA, VIRGINIA, DELAWARE, 
MARYLAND, EASTERN N. CAROLINA, SOUTH 


LOUISIANA, MISSISSIPPI. 
TERRITORIES CAN BE SPLIT TO SUIT. SIDE- | 


LINE PERMITTED. COMMISSION BASIS. FAST 
MOVING PAINT AND VARNISH LINE. 


HY-TONER DIVISION 
ROBERTS PAINT CORP. 


515 Bryant Ave. New York 59, N. Y. 








WARE AGE, 100 
N.. 3. 


York 17, 


CAROLINA, GEORGIA, ALABAMA, FLORIDA, - 


REPRESENTATIVES WANTED TO SELL 
OUR DURALUMINUM MACHINE SCREW 
NUTS to manufacturers, jobbers, hardware deal- 


| ers. Our nuts are light weight, rust proof, corro- 


sion resistant and need no plating. Only agents 
with following, who can offer satisfactory volume 
of business need apply. The Garrick Company, 
205 Gilbert St., Bridgeport, Conn. 








SALESMAN 


Now calling on 
Retail Hardware and Sporting Goods Stores | 
to carry side line of Tackle and Tool Boxes, alsv 
many new fishing tackle items. Our prices are low. You 
can increase your weekly income. Commission Basis. 
Write giving territory you now cover to 
Box L-499, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











TOP FLIGHT SALESMEN 


Leading Manufacturer “Brand Name" Mops 
requires several men with Jobber and Chain 
Store following for all territories East of 
Ilinois to Atlantic Seaboard. Some Estab- 
lished Accounts. Excellent Side Line. Full Pro- 
tection. Liberal Commission. State full par- 
ticulars. 
Address Box L-414, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 
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HARDWARE AGE 
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[Sales Representatives Wanted | 


[Sales Representatives Wanted | 


[Sales Representatives Wanted | 





REPRESENTATION WANTED. TWO 
BRAND NEW PATENTED GOLF ACCES- 
SORY ITEMS NOW AVAILABLE for repre- 
sentation, The Instant Tee Setter, and the Golf 
Swing Regulator. Men contacting clubs direct 
of most interest but excellent item for sporting 
goods stores. Retail price reasonable. Good earn- 
ings to be had. We have territories open. Write 
now for particulars to Box L-505, care of Harp- 
—_ Ace, 100 East 42nd St., New York 17, 





WANTED. LARGE, WELL 
MANUFACTURER AND 
of Paint Brushes, Brooms, 

Electrical Sundries and 

Appliances, will consider applications. We sell 

direct to the Retail Hardware Dealers, Small 

Chains, House Furnishings and Department 

Stores. If you have experience and acquaintance 

in this field and will thoroughly cover a given 

territory, write us in full, We have several 
exclusive territories available. Liberal commis- 
sion and protection. Address Box L-482, care of 
ae eA Acz, 100 East 42nd St., New York 


SALESMEN 
ESTABLISHED 
WHOLESALER 
Mops, Tools, Cutlery, 





SALES REPRESENTATIVES WANTED 
CALLING ON BUILDERS’ AND CABINET 
HARDWARE JOBBERS AND LARGE DEAL- 
ERS to sell as a sideline such items as Cast Brass 
Letter Box Plates, Door Knockers, Bar Lifts, 
Door Pulls, Lever Flush Bolts, Card Table 
Hinges, Quadrant and Table Catches, etc., as 
previously manufactured by Francis Keil & Son 
of N. Y. Choice territories open on a commis- 


sion basis. State fully, experience and present 
lines handled. Address Box L-511, care of 
a Ace, 100 East 42nd St., New York 
17, N. 











SIDELINE SALESMEN WANTED, SMALL 





TOWN COVERAGE; HARDWARE, HOUSE- 
WARES, APPLIANCE STORES. Liberal Com- 
mission. Chrome Tubular Chairs; Hampers, 
Ironing Boards; Coffee Makers; Juicers; Alumi- 
num Cookware; Electrical Appliances; Pressure 
Cookers; Equipped Portable Bars; Clothes 
Baskets; Utility Gas Stoves; Aluminum Food 
Choppers. State present products and coverage. 


Address Box L-489, care of Harpware Acz, 
100 East 42nd St., New York 17, N. Y. 





SALESMEN WANTED BY NEW YORK 
WHOLESALE DISTRIBUTORS of Tools and 
Hardware to sell nationally known brands to 
hardware stores, automotive supply houses, lum- 
ber yards, chain stores in New York Metropolitan 
Area, Upstate New York, Connecticut, Southern 
New Jersey, Eastern Pennsylvania. Car neces- 
sary. Only experienced men with following apply. 
Liberal commission or other arrangements of 
mutual interests offered. Address Box L-465, 
care of HARDWARE AGE, 100 East 42nd St., New 
York 17, N. Y. 











SALESMEN, ere HARDWARE AND 
VARIETY STO WISHING TO _IN- 


SIDELINE SALESMAN WANTED to sell 
Complete Line of Paints. Address Becker Paint 
& Varnish Co., P. O. Box 54, Bay City, Mich. 








MANUFACTURER AND JOBBER OF 
COMPLETE LINE OF ELECTRICAL SUP- 
PLIES AND WIRING DEVICES WANTS 
SALESMEN OR SALES ORGANIZATION 
TO SELL HIS LINE TO JOBBERS AND 
RETAIL HARDWARE, VARIETY, DRUG, 
AUTOMOTIVE AND CHAIN STORES, 
ETC. VOLUME LINE. COMMISSIONS 
ONLY. GUARANTEED DELIVERY OF ALL 
HARD TO GET SUPPLIES. ADDRESS— 


YORK LIGHTING PRODUCTS 


22 ECKFORD STREET 
BROOKLYN 22, NEW YORK 














CREASE THEIR INCOME: BY TAKING-ON 
A PROFITABLE AND EXTENSIVE LINE 


| —s Accounts Wanted | 





OF PAINT BRUSHES. We need very active 
men well acquainted in their territory. There is 
no limit to what you can make with this addi- | 
tional line; you do not have to go out of your | 
way to sell them, you propose them to the same 
accounts you are visiting now We supply you 
with the samples. A very liberal commission. 
Write today to Box L-513, care of Harpware 
Acz, 100 East 42nd St., New York 17, N. Y., 
giving us references, the territory you cover and 
all other information with regard to yourself 
that you deem necessary. 





CALIFORNIA 


HARDWARE LINE OF MERIT WANTED BY 
TWO MEN WITH 30 YEARS COMBINED SELL- 
ING EXPERIENCE. NOW SELLING JOBBERS, 
MAJOR RETAIL KEY ACCOUNTS, LUMBER 
YARDS. EXCELLENT REFERENCES. 
Address Box L-50!, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








TOP NOTCH TOOL 
SALESMAN WANTED 


with following among Hardware and Automotive 
Stores to handle a Line of Nationally a Hand 
Tools (Claw Hammer, Pips and Adjustable Wrenches, 
Socket Sets, etc.) Choice territories open in Ohio, 
a Kentucky and Pennsylvania. Give full par- 


ticulars. 
STEM DISTRIBUTING CO. 
11413 Kinsman Rd. Cleveland, Ohio 











DISTRIBUTOR WANTED 








SALESMEN WANTED 


Leading manufacturer, complete line of leather 
dog furnishings, has a few choice protected 
territories open for experienced men with fol- 
lowing among jobbers, chains and retailers. 
Drawing against liberal commission. 
Address Box L-306, care of HARDWARE Ss 
100 East 42nd St., New York 17, N. 





NEED REPRESENTATION IN 
NEW ENGLAND? 


Hardware, Housewares, Electrical, and Auto- 
motive lines for Jobbers, Chains and Depart- 
ment Stores. 
Inqairies invited from responsible 
manufacturers 


LOUIS Y. PERKINS COMPANY 














41 Egremont Rd., Brookline 46, Mass. 




















Manufacturer of an advertised Electrical Safety 
Switch and Switch Socket Line, wants distributor 
with wholesale and/or retail feliowing with electrical, 
hardware, drug, department and/or general stores. A | 
number of good territories are still open. Write to 
SALES MANAGER 
ADAMS MANUFACTURING COMPANY 
404 Washington Street Dundee, IIlinois 














PAINT BRUSH SALESMEN 


| 
| 
| 
| 
EXPERIENCED MEN ONLY WITH DEALER 
FOLLOWING FOR COMPLETE BRANDED LINE 
MOST TERRITORIES OPEN. WRITE FULL DE. 
TAILS. DRAWING AGAINST LIBERAL COm. 
MISSION. 
Address Box L-319, 
100 East 42nd St., 


eare of HARDWARE AGE 
New Vork 17, N. Y. 














WELL-ESTABLISHED DETROIT PAINT 
MANUFACTURER SEEKS 
WIDE-AWAKE SALESMAN 

NOW CALLING ON HARDWARE AND PAINT 
STORES IN THE MIDDLE WEST TO SELL COM- 
PLETE LINE OF SHELF GOODS. WRITE GiV- 
ING AGE, EXPERIENCE AND REFERENCES. 
ALL REPLIES KEPT STRICTLY CONFIDENTIAL. 
Address Box L-443, care HAROWARE AGE 
100 East 42nd St.. New York 17. N. Y 














Average 10% commission. 


CALIFORNIA DISTRIBUTOR AAA 
SOLICITS OUT OF STATE REPRESENTATION AVAILABLE 
BUSINESS Additional lines wanted for middlewest states by 
Nationally Advertised Automotive Accessories agency with over thirty years experience in hardware 
& Hardware Items. Competitive and related fields. Only interested in finan:ially re- 
freight allowance. Protected territory and sponsible firms. We know every important buyer in 
accounts. Immediate shipment on all offerings. our territory. 





Address Box L-495, care HARDWARE AGE 
100 East 42nd Street. New York 17, N. Y. 





Address Box L-500, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











| 
prices and | 
| 
| 








MANUFACTURER 
HAS SEVERAL SPLENDID 
SECTIONS OPEN. 


PROTECTED TERRITORY. STRAIGHT COMMIS- 
SION. HIGH GRADE LINE OF WELL KNOWN 
CYLINDER, MORTISE, AND TUBULAR LOCK 
SETS. MEN MUST BE EXPERIENCED IN BUILD- 
ERS HARDWARE AND HAVE CONNECTIONS 
IN THAT FIELD. WONDERFUL OPPORTUNITY 
FOR THOSE CHOSEN. GIVE COMPLETE IN- 
FORMATION IN FIRST LETTER. 
Address Box L-497, care HARDWARE AGE 
100 East 42nd Street, New York !7, N. Y. 


BUILDERS HARDWARE | 
| 














HARDWARE-INDUSTRIAL 
AUTOMOTIVE ACCOUNTS 


Sales Agent traveling six men wants Ad- 
ditional Hardware, Industrial and Auto- 
motive Accounts for exclusive representa- 
tion in California. 

Can offer 40,000 square feet of warehouse 
space, spur track, available for distribu- 
tion. 


GEORGE A. VADNEY & ASSOCIATES 


Factory Sales Agents 
420 Market St. Front Street at “‘L’’ 
San Francisco, Calif. Sacramento, Calif. 
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HARDWARE AGE 


OCTO 
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| — fxccounts Wanted || Accounts Wanted | 


| Positions Wanted =| 





ATTENTION MANUFACTURERS. WANT ATTENTION MANUFACTURERS: WE 
REPRESENTATION OF PRODUCTS WITH} WANT GOOD SELLING PRODUCTS OF 
MERIT, that need intelligent merchandising and | MERIT for jobbing to dealers only in North- 
thorough sales distribution, in Cleveland market. | western States. We call on Hardware, Electric 
L. Robert Wittrock, 8510 Linwood Ave., Cleve- | Appliance and Feed Stores mostly; some Depart- 
land 6, Ohio, ment and Chains. Give full information. Address 
Box L-516, care of Harpware Ace, 100 East 
42nd St., New York 17, N 





SIDE LINE WANTED FOR TWO_ OR 
THREE GOOD ITEMS of Hardware or House- | —— 
hold Goods for immediate delivery by a salesman WANTED TO REPRESENT MANUFAC- 
covering Western Pennsylvania, part of Ohio, | ~urRERS OF INDUSTRIAL ARTICLES used 
and some of West Virginia. Calling on hardware, | ;j,, Factories and Machine Shops, etc., in Phila- 








lumber, variety, and department stores. Straight delphia and Vicinity by a well established Indus- 
commission. Can show best results. Address Box | trig} Supply Co., centrally located with a gi 

L-503, care of Harpware Ace, 100 East 42nd St., | sates force. Store Room and Display Window 
New York 17, N. Y. Space. Answer giving description of article to 





C. W. Waldner, 645 East Brill Street, Philadel- 


ALERT, EXPERIENCED MANUFACTUR.- | Phia 20, Pa. 
te REPRESENTATIVE DESIR ty A 
STRONG, OUTSTANDING LINE for the New = . a 
England territory in the hardware, paint, house- AT TENTION MANUFACTURERS. DIS- 
wares, or automotive field. Seeking a permanent TRIBUTOR FOR GEORGIA AND FLORIDA 
affiliation. Have an exceptionally fine following WANTS ADDITIONAL LINES of major and 
among wholesalers, chains, and major dealers. | small appliances. Well established, reliable and 
Reside within the territory, have an excellent | #88Tessive. _Travels four men throughout this 
sales record, and can be relied upon for efficient, | territory. Will buy major appliances in carloads. 
intelligent representation. Address Box L-517, on ye Rocca og = —, _ —_ 

P 3 4?nc . | graphs. dress Box L-484, care o' AR R 
Fae ae Tam 100 East dand Bt, Mow | ‘Les, 100 Hast Sind St, New York 17, M.. ¥. 




















NATIONAL DISTRIBUTORS 


MANUFACTURERS bie— Aggressive 


ARE YOU LOOKING FOR FOREIGN OUTLET FOR ANCO CORPORATION. Pittsburgh 22, Pa. 























YOUR PRODUCTS ON A COMMISSION BASIS? 
CONTACT US FOR THE DISTRIRUTION OF YOUR Branch Offices 
pa thy rig AND FOR MORE PAR- Bew York - Philadelphia - Detroit - Cieveland - Louisville 
ILARS. ALL EXPORT FORMALITIES WILL 
BE TAKEN CARE OF BY NEW YORK OFFICE. Covering all classes of jobbers. We will carry the 
accounts or you can bill direct 
Address Box L-446, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. Write for further information and references. 
tree wees me cal id 
WANTED 


Manufacturers’ Representatives BUILDERS HARDWARE LINE 


and Merchandise Factors 
By Munufacturers Agent with Office and Display in 


Covering Southwestern states selling to hard- Chicago Merchandise Mart. Very close relations with 
ware and grocery jobbers exclusively. Desire leading Chicago Builders and Insurance Companies, 
additional hardware and speciaity lines. Ex- etc. Direct Factory Representation only. Line must 





perienced representation, aggressive coverage. be established and represent at least $50,000 to 
Will carry accounts or you can bill direct —" Sales FE gg F. qos Mail Sen 
" fouses, etc. in inois, Indiana chigan a nio. 
eee ae aoe ae eee Address Box, L-486, care of HARDWARE AGE 
jamo Nat. g., San Antonio, Texas 100 East 42nd Street, New York 17, N. 




















A. international sales organization 
is interested in new lines 


Hed-Wick & Co. offers an unusal opportunity to ore or pos- 
sibly two manufacturers of hard line products which will 
complement but not compete with lines now handled. This 
organization is sales representative for Logan Engineering 
Co., builders of Logan Lathes and Shapers as well as Duro 
Metal Products Co., manufacturers of Duro Woodworking 
Machinery. 


Warehouses, offices, and/or display rooms at Chicago, New 
York, San Francisco, Dallas, Boston, Cleveland, and Char- 
lotte. The Hed-Wick sales force, which includes an export 
department, is factory trained and is ready to give instant 
contact with the best outlets in the field. 

Che management of Hed-Wick & Co. has years of production 
experience and is thoroughly versed in successful merchan- 
dising and distribution of hard lines through retail, whole- 
sale, and mail order channels. . 

Your inquiry is invited. 


HED-WICK & CO. 
346 W. WASHINGTON BOULEVARD 
CHICAGO @__ ILLINOIS 
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HARDWARE SALESMAN. SALESMAN 
SEEKS REPRESENTATION for Manufacturer 
in Midwest. Jobber contacts. Commission basis 
Experienced, capable, responsible. George H. 
Sanger, 2322 FE. 70th Place, Chicago 49, Iii 





SITUATION WANTED. REPRESENTA 
TIVE. WILL REPRESENT YOUR COM. 
PANY exclusive in the Philadelphia, Pa, Area 
Territory must be protected, remuneration on ex- 
penses, salary and commission basis. Charles 
Myers, 1218-A Dermond Road, Drexel Hill, Pa 





POSITION WANTED. BUYER, HARD 
WARE, HOUSEWARES, TOYS, 10 years retail 
and wholesale experience. College graduate. Knowl 
edge of tools, plumbing and electrical supplies. 
Married, age 30. Address Box L-504, care of 
Harpwarr AGE, 100 East 42nd St., New York 
7, M.-Y. 





SALES POSITION WANTED—SOUTH 
WEST. Thoroughly familiar with jobbers ir 


Southwestern States. 28 years sales and field 
executive experience in hardware, drug, automo 
tive fields. Interested in connection with rated 


manufacturer with opportunity to earn $10,000 
yearly. Age 51. M. L. Samis, 1149 N.W. 34th 
St., Oklahoma City 6, Okla, 





SALES ENGINEER—26 YEARS’ EXPERI 
ENCE in Foods, Hardware and Builders Sup 
plies, desires change. Familiar with office methods. 
stock control and personnel supervision. Available 
at once for inside or outside sales promotion. 
Address Box I.-507, care of HArpwarE AGE, 100 
East 42nd St., New York 17, N. Y. 





SALES MANAGER OR ASS!ISTANT—In- 
side; Outside Selling, Catalogue and Pricing Ex- 
perience with hardware factory and wholesale 
trade. 15 years with one company. Desires loca- 
tion States south of Penn. Age 46, married. In- 
vestment optional. Address Box L-421, care of 
Harpware Ace, 100 East 42nd St., New York 
, Be Bs 





POSITION WANTED AS BUYER OR AS. 
SISTANT TO BUSY EXECUTIVE, 15 years’ 
experience with wholesale jobber in New York 
Area. Experienced in purchasing builders and 
cabinet hardware, shelf, tools, mill supplies, elec- 
trical and housewares. Married, 38 years old. 
Clean cut, versatile. Can locate anywhere. De- 
sires to locate with large wholesalers or chain 
buyers. References exchanged. Address Box 
L-498, care of HarpwarE Ace, 100 East 42nd 
St., New York 17, N. Y. 





POSITION WANTED—SALES AND PRO 
MOTION. Have called on all Jobbers, Depart 
ment Stores, Key Drug Stores and Variety Chains 
in Iowa, Nebraska, North and South Dakota and 
Minnesota for past ten years. Enjoy wonderful 
following. Several years experience in training 
and supervising salesmen. Would like connection 
with live organization covering this area. Per 
sonal interview will convince you. Am now em 
ployed in managerial position. Address Box L-502, 
care of Harpwarr AGe, 100 East 42nd St., New 
vere 17,. 5. F. 


[ Business Oppovtunitien | 


FOR SALE--SERVICES BRINGING TO- 
GETHER BUYERS AND SELLERS OF RE 
TAIL: LUMBER, BUILDING MATERIALS. 
HARDWARE AND FARM EQUIPMENT 
BUSINESSES. WE SOLICIT LISTINGS FOR 
SALE in Following States: Arkansas, Colorado, 
Iowa, Kansas, Missouri, Nebraska, New Mexico. 








| Oklahoma and Texas. Ask for our Listing Pro- 


posal and Reasonable Terms. Prospective Buyers 
will be afforded full information concerning busi 
nesses we have listed for sale, upon inquiry and 
designation of business wanted with preference or 
definite location and without charge. References 
as to our reliability will be gladly afforded, upon 
request. Let Us Serve You. Address Alley List- 
ing & Sales Agency, 307 Central Building, 
Wichita, Kansas. 


HARDWARE AGE 











* 
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Business Opporvtunitiean | Business Opportunitien _] | Business Opporvtunitiea | 








PUSHBARS 


We have a large quantity of rectangular alu- 
minum bar that we can make into pushbars at 
very low price. (F.O.B. N. Y.) Guaranteed 
workmanship and quality. Submit simple sketch 
and state quantity. 
Address Box L-518, care aheeware AGE 
100 East 42nd Street, New York 17, N. Y. 

















NEW PATENT RIGHTS 


For Sale—Royalty or Other Basis. 
From abroad—entirely new principle in 
combination locks, completely automatic 
& self-adjusting for use on doors, cabinets, 
cars, etc., at competitive prices. 

Also improvement device for night latch 

type. 

Demonstration by ae only. 
Contac 


EXPORTERS DEVELOPMENT CORP. 


60 EAST 42nd STREET, ROOM 1261, 
NEW YORK 17, N.Y. VANDERBILT 6-3801 








DOOR CLOSERS REPAIRED. WE REPAIR | 


| ALL KINDS OF DOOR CLOSERS. The printed | 


| your old Door Closers for repair to Mayhugh 
|} and Company, 


guarantee we give with each closer we repair is | 
backed by years of experience and integrity. Send 





609—15th Street, Bradenton, Fla. 





COMPLETE STOCKS & EQUIPMENT OF 
HARDWARE, HOUSEWARES, PAINT STORES, 
BUILDING MATERIAL & PLUMBING SUPPLY 

HOUSES 
Write Us What You Have To Offer 


MILTON SUPPLY COMPANY 





No Steck Too Large Or Too Small. 





| 
U. S. ROUTE #1 OXFORD, PA. | 











TO PURCHASE, RETAIL HARDWARE STORE. 
MUST BE GOOD BUSINESS IN THRIVING 
TOWN. PREFER NORTHERN OHIO, WESTERN 
NEW YORK OR NORTHERN PENNSYLVANIA. 
Address Box L-514, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


WANTED | 
| 
| 











SURPLUS TOOLS AND HARDWARE 
AT BARGAIN PRICES 


SOLD IN SMALL OR LARGE QUANTITIES— 
WRITE TO 


MAC WINNIG 


153 FRANKLIN ST. NEW YORK 13, N. Y. 
FOR SURPLUS LIST—OR CALL BE 3-7354-5 





WE WILL PURCHASE FOR CASH | 








POWRARM 
SURPLUS SALE 


SURPLUS STOCK OF HYDRAULIC POWRARM 
—AN ADJUSTABLE BENCH VISE FOR HOLD- 
ING BENCH WORK. BALL AND SOCKET 
JOINTED PERMITTING 360° WORK TURN AT 
ANY HORIZONTAL ANGLE, AND MOVING OF 
WORK 180° VERTICAL ARC, AND 360° ON 
ANY AXIAL PLANE. FINGERTIP CONTROL. 
FORMERLY SOLD FOR $30.00, WILL SACRIFICE 
FOR $22.50 EACH F.O.B. CLEVELAND, OHIO. 
SUBJECT PRIOR SALE. 


TIMCOR INCORPORATED 


517 HURON ROAD CLEVELAND 15, OHIO 

















* 
Recently Off the Press: 
The 18th Edition of 
The most complete and authoritative list of 
WHOLESALE HARDWARE HOUSES 
We have yet published 

INDISPENSABLE for contacting the Wholesale OBVIOUSLY useful information for calling on Job- 
Hardware Houses in the United States and Canada. bers—in making credit arrangements and in Direct 
GIVES THEIR NAMES AND ADDRESSES— Mail Sales Promotion Advertising. 
CAPITALIZATION HANDLED— a 

pectic TERMS IT ALSO CONTAINS SEPARATE LISTS OF 
TORIES COVERED—NUMBER OF MEN TRAV- MILL SUPPLY DISTRIBUTORS — PLUMBERS’ 
ELLED — WHEN THE BUSINESSES WERE AND TINNERS’ SUPPLIES JOBBERS—MANU- 
ESTABLISHED—AND THE NAMES OF THE FACTURERS’ AGENTS — HARDWARE CHAIN 
OFFICIALS AND BUYERS. STORES — HARDWARE ASSOCIATION LISTS. 

These lists are needed by all who sell through Hardware Channels 

Price is $15.00 a copy—REMITTANCE WITH ORDER 
n 100 EAST 42nd STREET, NEW YORK 17, N. Y. 
* 
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| American Rubber Products Co... 346 Harris Hdwe. & Mfg. Co., D. P... 373 
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; Armour Fertilizer Works ........ 21 Hassall, Inc., John ...........0¢ 258 | Magor Car Corp. ...........0006 222 
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Armstrong Bros. Tool Co. . Hazard Insulated Wire Works Div. Majestic Tool Mfg. ee 366 
Armstrong Co. ...........-..s.05 365 ot Glonte Go. .........: 14 Make-A- errr 138 
Artcraft Venetian Blind Mfg. Co. 258 | pavis & Newcomer Electric Eleva- Oe See eS i ek ke eee 77 
Arvey GOI sesccrevecisvercsceve GS eee eee SE | Pee SG, Be De. ovcccccesevs 110 | Malleable Iron Range Co. ...... 92-93 
Atkins & Co., ae tee Dearborn Stove Co. ............ 67 | Henry Mfg. Co., - SAREE Ae oa ee ae 5 
| Automatic Products Co. ... Decatur Pump Co. ............... eae 264 | Master Products Co. .........-.+ 148 
Automatic Washer Co. eS ere 264 | Hodell Chain Co. .............. 47 | Masters Planter Co. ...........++ 98 
Dempster Mill Mfg. Co. ........ 142 | Hodgman Rubber Co. ........ 243, 300 | McGambridge & McCambridge 
H Dennis Mitchell Industries ....... 124. | Hollymade Hardware Mfg. Co.. 332 M) cchisda aeinawe eieehenbyeraten 375 
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4. FANS & BLOWERS 


For more than 25 years the Johnson 
Fan & Blower Corp. has been manufac- 
turing propeller type fans and centrifugal 
blowers to meet every type of ventilating 
and air handling need. 





Have Johnson engineers help you 
solve your ventilating problems. 


Johnson Fan & Blower Corp. 
Dept. HA, 1319 W. Lake St., Chicago 7, mM. 


LIFE-LOK Adds Extra 
YEARS fo BURKS Systems_ 


ONLY WATER SYSTEM WITH ; 
THIS MONEY SAVING FEATURE 


“LIFE-LOK" means more years of run- 
ning water service for users . . . but it 
also means more water system sales for 
BURKS Dealers. 
Full line of Shallow and Deep Well 
Systems—backed by effective ad- 
vertising. If you want to be a 
BURKS Dealer, write for details. 


DECATUR PUMP CO., 52 Elk St., Decatur 70, Ill. 




















INCREASE YOUR PROFITS 
BY $1000.00 A MONTH! 


You can increase your profits by $1.000.00 
per month with the Modern Lawn Mower 
Sharpener. Make more money the Modern 
way. Increase your profits. Stimulate trade. 


Send for FREE bulletin No. 27A for details. 


Modern Manufacturing Company 
160 N. FAIR OAKS «+ #£=PASADENA, CALIF. 














Genuine NQOMES o SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY oe tall SOFTLY- SMOOTHLY 
5c SET-15c SET-10c SET SOc SET-15¢ SET-10c SET SAVE FURNITURE 

& FLOORS-CREATE QUIET 


Name Domes of Sil ence 


Domes of 
Cushi on 


ae ee 


Rubber 
Noiseless, 
chairs and all furn 


Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
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LL GIVE YOU 
$60.00 


| TO INTRODUCE 
| SWISS-PLASTIC METAL 
TO 300 CUSTOMERS 


All you do is tell one customer 
a day about Swiss Plastic- 

Metal, and you'll have at least 
$60 of the easiest money you've ever made. Then, add to 
that $60 the profits you'll make on putty knives, files, sand- 
papers, paints, enamels and brushes because — 








Swiss Plastic-Metal is ready to apply with a putty knife; 
it can be filed and sanded to a smooth surface, and then 
painted or enameled. So simple, even amateurs can do 
professional work. 


; Plastic-Metal is the perfect material for re- 
| pairing holes, cracks, dents, chips, scratches, 
rusted and rotted out spots in auto bodies 
and all metal as well as wood. It dries in 
minutes and stays put permanently. Does 
pot contain wood, will not absorb moisture. 






Send for your trial order now. 


LABORATORY 






‘4 











on Repeat Sales! 


SUPERIOR 
FAUCET INSERTS 


Superiors stop leaks... make 
old faucets better than new! 


Placed on display, they sell them- 
selves, and—your real profits 
come from steady, repeat sales. 
Once your customer buys a 
Superior...he’ll be back for more. 


Pa@P-300 


Superiors fit 957 of all faucets 


PROVIDE 
@ NEW THREADS 
@ NEW SEAT 
@ NEW STEM 
@ NEW TYPE FLOATING 
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1533-35 Hamilton Ave., Cleveland 14, Ohio 





HYDE SCRAPERS 


give DURABILITY end COMFORT 














a HYDEX Steel scraper blades are 
made from high carbon alloy steel for durability and 
precision. They are scientifically heat treated and 
experfly ground to uniform flexibility or stiffness. A 
new, patented handle construction adds extra strength 
and comfort to Hyde Scrapers. Made with a full tang 
construction, the steel extends clear through to the 
end of the plastic handle for added durability. The 
handle is specially designed for comfort, with only a 
single seam at the sides, helping to avoid blisters and 
calluses. Steel extends around butt end as further 


protection against hard knocks. Order now from 





COMPRESSION SHUT-OFF 















SUPERIOR VALVE MFG. CO. 
3301 Mayflower Road + Cleveland, Ohio 
Write for Bulletin 3002 




















eal a ee, 
SOUTHBRIDGE, MASS., U.S.A. 








Dono- Lite 


SUPERCHROME 


I ae Paint 


ALL PURPOSE 


Exterior & Interior 


6 gallons @ $2.50 (Retails at $3.75) $15.00 
12 quarts @_ .75 (Retailsat $1.15) 9.00 
I2pints @ _  .41 (Retailsat 65) 4.92 


Regular Wholesale Price $28.92 


SPECIAL *26.00 (Expires Nov. 30) 


Freight Prepaid up to 500 Miles from Cleveland ! 
$1.00 Hundredweight Allowance over 500 Miles 


WRITE FOR COLOR CARDS AND PRICE LISTS 





DONLEY PAINT CO. 


CLEVELAND 5, OHIO 
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Subject: Tell ha 
f the "National" Line ° 
of the full line: ) 

Feature: ., NEW PACKAGES . with new, easy-to-read labels, 
make it easier to handle and Se 1 these qual 
fasteners: 

(Show cuts of new packages and color scheme 
labels. ) 
Special In addition to the most complete standard 1 
Mention: polts, nuts, screws, cotters spokes » etc 
"National" furnishes phillips Recessed H 
and polts. 
Oh yes, try to squeeze wNAT" in, too. 
G. fF. 
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THE NATI 
ONAL SCR 
EW 
& MFG. COMPANY, CLEVEL 
; AND 4, O 
, OHIO 








AN DEDICATION TO OUR OWN AND cous << 
OTHER PIONEERS OF AMERICAN BUSINESS — 
WHO FOUNDED THEIR IDEALS ON THE PRECEPTS~~_ 
OF FREE ENTERPRISE, IN THE BELIEF THAT 
"A NATION IS AS STRONG AS IT’S BUSINESS” . . |. 
THUS, AMERICAN SUPREMACY JIS THEIR MONUMENT. 


~ SHIAPLEIGH HARDWARE COMPANY 


S Vo lLOUE 


Shapleigh National Series Number 2456 











